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Webster 


1S 


Quality 


No only is Webster quality, but that 
quality is recognized and accepted by 
the consumer for two reasons: first, ‘‘A 
kind for every purpose”’ fits the exact job to 
be done; second, millions know MultikKopy 
and Star Brand through years of advertis- 
ing in the leading national magazines. 


Fill out the coupon and let us tell you about 
the Definite Selling Plan and the Webster 
Way to better business. 


F. S. WEBSTER COMPANY, Incorporated 


338 Congress Street, Boston, Mass. 
New York—San Francisco—Pittsburgh—Chicago—Philadel phia 


le. S. Webster Company, Incorporated “| 
| 338 Congress Street, Boston, Mass. | 


| Gentlemen: Kindly tell me about the Webster Way and | 
j the Definite Selling Plan. | 


! Name 





| Street 
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{ OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in fifty- 
four other countries who 
deal in American office 
equipment. 


{ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico — one 
year, $2.00; two years, $3.00. 
Canada—one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 
by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


§ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 
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Published on the First Day 
of Every Month by The 
Office Appliance Co., 
417 S. Dearborn St., 
Chicago, III1., 

U S.A. 


Cable Address: APPLICO, CHICAGO—Phone Harrison 3698 


EVAN JOHNSON, Pres. & Treas. A. H. HITCHCOCK, V. Pres. 
Cc. F. MALHOIT, Secretary 
H. W. MARTIN, Assoc. Ed. OTTO KNEY, Asst. Ed. 

J. A. GILBERT, Bus. Mgr. B.C.WALLSTEN, Mgr. Copy Dept. 
J. A. PALMER, Cir. Mgr. G. C. WHEELER, Mgr. Ser.B reau 
D.C. MILLER Western Advg. Mgr. 

Cc. H. EVERLY, Eastern Mgr. D. N. BRIGGS, Asst. Mgr. 
1701 Pershing Square Bldg., New York, N. Y. 

Phone Ashland 8319 


This Number Contains: 


THE RECENT PATENTS........-- oi er 7 
ORGANIZATION MEETINGS TO COME. 6 
MINTINGS—Sterling Thoughts Coined Into W ords ; y 


NAME INSURANCE FOR STANDARD SUPPLIES, 
PARTS AND ACCESSORIES—Written for Office 
Appliances by Walton Fawcett. a's : 11 

OFFICE APPLIANCE CHRISTMAS ADVERTISING. 14 

THE INTERNATIONAL TYPEWRITING CONTESTS 16 

TGIGOPIES cccoccbeeecceess ; ee _ - 

FOUNTAIN PENS AND PE NC ILS AND THE 
UNITED STATES NAVY. ; ee eas 18 

NEW AIDS to Loose Leaf Sales ( ‘ontinu ing the Se- ae 
SE howd aa ° 22 

UNCLE SAM’S FIGHTING FLEE’ rS EQUIPPED 
WITH “TICONDEROGA” PENCILS Sete an 


WATCH YOUR STEP—Written for Office Appliances : 
by M. L. Hayward... : err : 25 
SUGGESTIONS FOR THE STENOGRAPHER—Writ- 
ten for Office Appliances by John Lane......... : 25 


te Other Land... .cccccccccsece Py ee 
New Machines and Devices..... ; cer, a 
SPECIAL CONVENTION SECTION—National Asso- 
ciation of Stationers, Office Outfitters and Manu- 
TRCTUPOTS 6c ac cc ececewicesecutses iene : 35 
Passed Away— —Absent Friends es ‘ oe 286 
News and Miscellany............ re ; Tas 
Excuse Us, Pliease!..........+.. . 7im 
Tie Guest MOG. .o.6scccecs Re ee T1lo 
Meetings—Dinners—Conventions—Outings - _73 
NEW YORK BUSINESS SHOW A SUCCESS. ile 
EXHIBITS AT THE NEW YORK BUSINESS SHOW 7li 
BRITONS ENTERTAINED AT SEYMOUR HOME.. 84 
MEETING OF DISTRICT NO. 1, I. S. M. A —s 83 


The Stork Calis—Route of the Happiness Special 90 
BROOKS COMPANY TAKES VISIBLE RECORDS 

i?  SPPerestrrrrr rs rere sain see 
NEW YORK STATIONERS’ ‘GOLF ASSOCIATION... 97 


Wedding Bells—Nuptials East and West , 98 
GLEANINGS FROM THE SELLING FIELDS—Plans 
and Ideas for Stepping Up Business......... ; 157 
Salmagundi—Including Fifteen Years Ago .- 165 
ANOTHER REMINGTON RUMOR QU ASHED 167 


FURNITURE STORE OPENED AT HUNTINGTON 168 
TECHNICAL SU PPLY COMPANY GETS IMPOR- 

TANT LINES Perret rere a 172 
GOES BASEB.: ALE TEAM WINS PENNANT AGAIN. 1381 
PAPER CLIP MANUFACTURERS COMBINE.... 185 
TRUSSELL PURCHASES DU PONT PLANT 190 
KALE-LAWING COMPANY OPENS AT CHAR- 

LA TTE . err Te ; 244 
OCTOBER VISITORS AT DICK HEADQUARTERS 245 
ADDRESSOGRAPH AT ILLINOIS PRODUCTS EX- 

POSITION 


979 
eve 


Classified—Accounting Machines, 264; Adding Machines, 
267: Catalogues, 276: Furniture, 260; House Organs, 280; 
Loose leaf, 275: Other Machines, 268; Pens and Pen- 
ils, 275: Ribbons and Carbons, 272; Stamps and Sten- 
cils, 271; Stationery, 256: Typewriters, 263. 


[306] 








{ No person, firm or cor- 
poration, either directly or 
indirectly connected with 
the industry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


{ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age isenclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 


§ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 


| “Office Appliances” is reg- 
istered in the United States 
Patent Office, Washington, 
D. C. 


{ COPYRIGHT. Contents 
covered by Copyright, 1925, 
by The Office Appliance 
Company. 
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Accounting Devices Co 287 
Acme Card System Co 257 
Acme Gold Pen Co 287 
Acme Staple Co . 295 
Adams, Henry T., Mfg. ©o.289 
Add-Index Corp'n.. . 246 
Addac Corp : , . 286 
Addressograph Co ...80, 81 
Adjustable Table Co... 204 
Advance Paper Box Co 244 
Aigner, G. J., & Co 228 
Ajax Time Stamp Co 195 
Allen & Co ; 284 
American Clip Co 241 
American Electric Co 200 
American Embossing Co 284 
American Lead Pencil Co. .104 
American Manifold VProd- 
ucts Corp. .. 182 
American Mfg. Concern &4 
American Numbering Ma 
chine Co. . 163 


American Pad & Paper Co. 280 
American Seal & Stamp Co. 22% 
American Writing Machine 

ae, neeeeeeasc ‘ .120 
Ames Safety Envelope Co. .203 
Ames Supply Co. .. 125 
Angle Steel Stool Co 176, 7 
Argus Duplicator Mfg. Co. .26% 
Arlac Dry Stencil Co., Inc. .199 


Art Metal Constr. Co 114, 15 
Art Steel Co. : 286 
Ault & Wiborg Co The. .154 
Auto. File & Index Co 242 
Auto. Pencil Sharp. Co 271 
Azora Rubber Co 279 
8B 
Bachrach Specialty Co 270 
Bates Mfg. Co 193 
Baum, Russell E 277 
Beaumel, D. W., & Co 282 
Bentley & Gerwig Furni 
ture Co : 290 
Bentson Mfg. Co., Th: 255 
Berger Mfg. Co 170 
Bettcher Stpg. & Mfe. Co. .165 
Boorum & Pease Co 162 
Boston Index Card Co 96 
Bridgeport Pen Co., The. .287 
Bristow, Stanley R 268 
British Stationer 102 
Brown. L. L., Paper Co 168 
Browne-Morse Co 135, 6, 7, 8 
Buckeye Ribbon & Carbon 
Co 116 


Bump Paper Fastener Co. .19¢ 
Burroughs Adding Machine 


Co. . 304 
Bushnell, Alvah, Co 198 
Bushnell, E. E 286 

Cc 
Canode Ink Co 254 
Canton Art Metal Co., The 88 


Carpenter, E. W., Mfe. Co.286 
Chicago Binder & File Co. .216 


Chicago Eveshield Co 287 
Chicago Mirror & Art Glass 
Co veec rT 190 
Chicago Safe & Merchan- 
dise Co 286 
Clarotype Co., The 279 
Clemetsen Co., The 237 
Coles Copyvholder Co 129 
Columbia Ribbon & Carbon 
Co 146 


Columbia Steel Equip. Co. .100 


Colytt Laboratories 272 
Commercial Furn. Co 155, 6 
Compo Corp. & Sales Co. .207 
Conant-Ball Co 144 
Conklin Pen Mfg. Co... 209 
Conrades Mfg. Co 256 
Cook, C. A., Co 236 
Cook. H. C.. Co 219 
Cooke & Cobb Co 171 
Cooper Carbon Coated Pa- 
per Co. . 247 
Cordley & Hayes . 107 
Corona Typewriter Co 148 
Corry - Jamestown Mfg 
Corp . 186 
Crocker Chair Co 235 
Crown Ribbon & Carbon 
Co 264 
D 
Daco Guide Co 2s 
Dartnell Corp 159 
Davenport-Taylor Co 215 
Defiance Sales Corp 232 
Demountable Typewr. Co. .288 
Derby, P.. & Co., In« 181 
Dick, A. B., Co 85 
Dictaphone Sales Corp 83 
Diemer. John F.. Co 223 
Dietz, The J. F.. Co 123 
Dixon, Jos., Crucible Co 301 
Downey. The €. L.. Co 279 
Du Pont-De Nemours, E 
SS . ae 224 
E 
Eaton, Crane Pike Co 121 


Economy Seat Co. .. 29) 








1M Advertisements 


the 
take to guarantee 
advertisers and 


disagreements 
customers, 


any 
and 











Eediphonse The 184 
Edison, Thos. A Ine 184 
KMegens-Hambler Co 150 
Elhott Co., The 296 
Elliott—-Fisher Co 157 
Ellis Adding Typewr. Co 124 
Englewood Desk Co 2% 
Erie Art Metal Co 274 
Esterbrook Pen Mfg. Co 197 
Eureka Blotter Bath Ceo 244 
Evansville Desk Co 270 
Kveready Mfe. Co 195 
F 

Faber \. W 276 
Faber Eberhard 297 
Faries Mfg. Co 231 
Featherweight Eveshade 

Co 2x6 
Flaven 286 
Fowler-Manson-Sherman 252 
Fox, Geo. E., & Co 222 
Furnas Furniture Co 204 

G 

Gaydoul (jold Pen Co 256 
Cieneral Eclipse Co 172 
General Fireproofing Co.118, 19 
General Pencil C» 97 


General Typewriter Exch. .293 


sibson, C. R & Co Js 
Gits Co 287 
(ilobe-Wernicke Co 142, 3 
(joes Lithographing Co 261 
Goldine Press Division ISS 
Graff-Underwood Co 134 
Gunlocke, W. H., Chair Co.255 
Gunn Furniture Co., The 273 
H 
Hahn, Arthur W 266 
Hallomax (: 196 
Hammond Typewriter Corp.275 
Hampshire Paper Co 199 
Hanson Bros. Scale Co 216 
Hedman Mfg. Co 110 
liellesoe, Hans H 287 
Heyer Duplicator Co 281 


Hey wood-Wakefield Co 
Hoffman, L 





tloge Mig. Co 220 
Holland The John, Gold 
Pen Co iss 
Hoosier Desk Co 269 
Horn, W. C.. Bro. & C 283 
Hotchkiss Sales Co 200) 


Hunt C. Howard, Pen Co 
l 
Ideal School Supply Co 220 
lL bb. L. Mfg. Corp 208 
Imperial Desk Cu 167 
Imperial Methods Co 218 
Imperial Steel Cabinet Co.261 
Improved Boehner Binder 
Co ; aan 268 
inkograph Co. . 208 
Ink-Out Mfe. Co 288 
Invincible Metal Furniture 
Co ‘eee . LS0 
lowa-Frve Co 283 
Ireland & Matthews 164 
Irvine-Pitt Mfg. Co 298 
Irvin A H Co 188 
J 
Jamestown Metal Desk Co.217 
Jasper Novelty Works 128 
Jasper Office Furniture Co.256 
Jersey City Prtg. Co 90 
Joslin, A. D.. Mfg. Co 207 
K 
Kihn Bros 285 
Kohlhaas Co., The 282 
Krantz, Edward, Products 
i‘o *n0 


These advertisements present the prod- 
ucts of the leading manufacturers in each 
division of the industry. 
ground for honest differences of 
publishers obviously cannot under- 
transactions 
customers. 

however, offer their service in resolving 
between 
. which 
tions established through the journal. 


Because of the 
opinion 


between 
They do, 


advertisers 


result from rela- 











Desk Co 132 


Leopold 


Lincoln Rubber Key Co 265 

Line-A-Time Mfg. Co., Inc. 264 

Little, A. P., In 208 

Luther Ink & Stamp Pad 
Co. ine 190 

Lyon Metallic Mfe. Co 140 

M 
Macey Co., The 249 


Manifold Supplies Co 77 
Marchant Cak Machine 
Co 200 
Markilo Co 276 
Mark-Mor-An—Dum 268 
McGill Metal Products Coe.283 
Medearis Moulding Co 286 
Meilicke Svstems 1! 
Meilink Steel Safe Co 122 


Melind, Louis, Co 271 


Metal Office Furniture Co.158 
Meyer, Fred +3.. & ¢ 286 
Meyer & Wenthe 224 
Mid-Continent Pencil Co 287 
Miller-Brvant-Pierce 9 
Milwaukee Chair © 204 


Mittag & Volger, bh 


Mon Bureau 

Monroe Cak Mact Cc 
Moore Pen Co. The 
Moore Push Pin Co 
Morden Mfg. Corp 


Morschhauser, W \ 


Morton Mfze. Co 
Mosler Safe Co 147 
Multipost Co 76 
Mun-Kee Products Corp 130 
Munson Supply Co 141 
Mutschler Bros. Co 126 
Myrtle Desk Cy 259 
N 
National Blank Book Co St 
National Business Show Co.262 
National Desk Co I85 
National Fiberstok Enve- 
iope Co 253 
National Supply C« 28 
National Vulcanized Fibre 
Co 127 
Neidich Process Co 289 
Noesting Pin Ticket Co 14 
Northwestern Paper Goods 
(o 240 
°o 
oO. Kk Mfg. Co 291 
Old Town Rib. & Car Co 238 
Oliver Typewriter Co 287 
Orpin Desk Co 1ST 
Orthwine, R 248 
Oxford Filing Supply Co. .230 
P 
Paulson Products Cory; 133 
Peerless Car. & Rib. Co 219 
Peerless Key Co Inc 
Peerless Wire Goods 
Pelouze Mfg. Co 


Peters-Morse Mfg. Corp 
Phillips Rib. & Car. Co 
Pierce, S. K.. & Son Co 


Plew & Motter Dept 
Polar Mfg. C 
Polk, R. L., Co °7 
Portable Adding Machine 
Sales Co . 
Premier Metal Pr 
Q 
Quigley Furniture Co 182 
R 
Rand Co Divisior 994 
Ravenswood Office Special 
t se (oo ©TS 











tegal Typewriter C<« 
teliable a & Add. Mach 
Corp ‘ 
temington Tw. Co.7s i 2 
Republic Box Co l 
teynolds Envy 
Rishel, J. K., Furniture Co 
toberts Numbering Ma- 
chine Co é 
Roberts Weldon Rubber 
co 2 
Rochester Re-Inking Wks..2 
Rockwell-Barnes Co é 
Rotospeed Co é 
Royal Typewriter Co 
Rush-Eraser Co 2 
Ryan, J. F & Co PA 


S 


Sainberg & Co 2 
Sanford Mfg. Co 24 
Sanymetal Products c 
The 2 
Schwab Safe Co The 
scripto Mfg. Co 
Sengbusch Self-Closing Ink 
stand Co 
Service Products Mtg. © 


The < 


Shallcross Co., 


Shaw-Walker Co 234 
Sheaffer, W. A Pen Co 9 
Shedd-Brown Mfz. Co 2 
Sheppard, The C. E., C 2 
Shioman-Ward Mfe. 1 
Shirley Pen Co OR 


Siggers, E. G 27 
Sikes Co 

Simonson, R \ & C 2 
Smead Mfg. Co., The 

Smith, L. C., & Bros. Tw 2 
Smith Premier Tw. Co 2 
Smith Tw. Sales Cory 
Smokador Mfg. Cs 2 


Snelling & Son Z 
Solidhed Tack Co 2 
Speed Key Mfg. Co 2 
Spencerian Pen Co 


Standard Mailing Ma 

Co 
Standard Spec ialtv Co 2 
Stationers Leaf ( 
Steel Equipment Cory 
St. J is Table Co a 
Storms, H. M.. Co 9 


Loose 





Superior Furniture ¢ 

T 
Telefo Desk Pad Co =4 
Tell City Desk Co A 
Tension Envelope Co 


Terrell’'s Equipment ‘ 


Thompson Time Stamp Co.2 
Tiffany Adjustable Stand 

{ ’ 5 
Tip Top Mfg. Co 212 
Todd ¢ The ’ 
Toledo Metal Furnitur: 
Triner Sales Co 9 
Triner Scale & Mfe. C 2 
Trussell Mfg. Co 2 
Turner & Harrison Pen ‘ 2 
Typewriter Emporiun t 

U 

Ulrich Planfiling Equip. ¢ 


Typ writer Co 
82. 153. Back C 


Underwood 


Union Ribbon & Carbon Co.24 
ul. S. Envelope Co l 
uU. S. Peneil Ce 2 
lL. S. Tw. Ribbon Mfg. Co.2t 
United Tw. Exch. C« 2 
Universal Index Tab C 
Vv 
Vacuo Static Carbon ¢ 
Van Dorn Iron Works \« ] 
Van Valkenburg, L. D., Co.29 
Vance Mfg. Co ot 
Victor Adding Mach. ‘ b 
Visblex Co., In 27 
w 
Wabash Cabinet C« 
Wagemaker Co +s 
Wahl Co 24 
Wales Adding Mac! Cc 2 
Waterman, L. E., C 2 
Webster. F. S.. Co 9 9 
Weis Mfg. Co --Ol, 2 } 
Western Furniture C 1 
Weston, Byron, Co 9 
Wholesale Typewriter C a+ 
Wiggins, John B., Co 2 
Winnebago Furn. Mfze. C 
Woodstock Typewriter C 
Workman Mfg. Co 2 
Y 
Yawman & Erbe 
zZ 
Zat «& Bloser ~ 
Z » ner < & | 7 





Sealer Co. .280 
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ac Machines. 


Adds Cor] 

Add index Cor] 

Bu roughs Adding Machine Co 
i t-Fist ver ( 
is “Adding Typewri ter Co. 


Monroe Calc. Machi 
Peters-Morse Mfg. 
Portable Adding Ma 
dd Cs The 
Vietor Adding Machine 
Wales Adding Machine Co 
Adding & Cal. Machines, Used. 
Reliable Tw. & Adding Ma 
hine Cory 
ng Machine Rol be & Paper. 
Rockwell-Barnes ‘ 
— ng ‘Typewriters. 
rroughs Adding Mach. Co 
ott-Fisher ( 
I s Adding Typewriter Co 
Re ngton Typewriter Co 
78, 175 


ne Co. 
Corp.. 
chine Co 






Ad 





Addressing Machines 
Addressograph ( 80, 
tt ¢ Tr 
Adhesives. 
See Inks Adhesives et 
Arch and Clipboards 
American Mfg. Concern 


8, 175 


g2 


lers 


Bir 


(dams, Henry T Mfg. €o 
4 erican Cli t% 
hh 6 
BI ank Books. 
F ease Co 
Natior nal “Bla nk Book Cx 
R well-Rarnes Co... 
Institutions & Industries 


Blanks for Bonds and Stocks. 
es on { 


Board. Outtare Paper & Card, 
ng Press Divisi« 
Schoo s r 


Bond Boxes 
Art Steel ¢ 


( Tamest o ( 
Art Metal ¢ 
ul Fire ne ( 118 
Wernicke ( The 42 
M Office Furn r ( 
= ‘ E u { 
Book Cases 
e-W ( " 49 
i - 
M ‘ 
Do Vorks (¢ 
‘ s Mf ( 9 
Yawman & I Mfg. ¢ 
Book Ends 
Rrar  § \ 
Book! olders 
Amer a 
American I 
Book Rings 
A *, Henry 7 Mr 
i ‘ té } W Mie. 
Mfz. Corr 
Ex kkeeping Machines 
i zhs Adding Ma 
t Fis Co 
9 ~ 
, + 
S 5 Rack ¢ 
Business Shows 
Bus Show 
Busses 
\ «& x 
Fires 2 18 
Meta } 
ating Devices 
Sv ~ 
a ating Machines 
ghs A Ma 
M t ¢ Vv 
M ‘ Vv ( 
[ Auser Ww 4 
alendar Pads and Stand 
s ‘ 
~ Pr. ur ~ 
Ty Pad 
rbon Papers 
ard Cases 
Wiese ' 
Chair Irons 
r & Ww 
Chair Pads and Cushion 
FE Ss 
‘ } My 
A. H 
t Mfe 
aie 
ine Ste S 17 
: t-Rall 
Mile 





Co.160, ; 


Catalog and Periodical. 


286 
246 
304 








oan 
241 
171 
162 

ba 
281 


231 


et 
=i 
285 





IN Classifications 





lines 
Many of 


article of 
here, 
municate 
through 








i Chair ¢ 
D> Pa») & 
( " Ww H ‘ 
M ke Chair { 
I ce, 8. K., & 8 
S a Co 
~ r r Furnitur ‘ 
I | Metal Furnit { 


Dorn Iron W 


Check Protectors and 


inter 
a an Mfg. (« 
odd Co The 
Check Sorters 
maa (% 
ches = Stamped Metal 
Meyer & Wenthe 
Clips, Paper. 
(See Paper Clips 


Coin Bags and hy: > s 
Downey, C 
Columnar Pads. 
American Pad & Paps 
a 


Copying Devices. 
ireka Blotter Bath | 
Yawman & Erbe Mf ( 
Costumers. 
Art Met 


& Matthews Mfg. ‘ 
Paper and Card 
Press Divis 
Ideal School Supt ( 


Dating Stamps 
Ameri un 


Ireland 
Cutters, 
j 


American Seal & St 

Melir Ls s, ( 

Mevrer & Went 
Desk Calendars. 


befiar e Salee Ca 
Shedd-B n Mfe. ¢ 
I fo Desk Pad ( 
Desk ‘Lamps 
s Mfe { 
Desk Pads, lotter 
B & Peas 
Fox, Ge E & 
Hoffr I 
I I 1. H ( 
S & « 
Desk “Pads s, Glass 
Zz Mirr & A 
Fo Ge I & 
i Mfg ( 
Ravens ad Office & 


Sainberg & 
~— Pads, Linoleum 
x (ie } & { 
4 | Mfe. C 
Wage 


Desk- Pending Letters Holder 


Desh Tray: 6 


office 


Writers. 


For the benefit of the subscribers the 
advertised 
the 


the 
the 


be promptly and cheerfully furnished 
with no obligation to you. 





are 
requirements of 
modern business office are represented. 
Should subscribers be interested in any 
equipment 
they are cordially invited to com- 
with 


which 


classified. 
the 


here 
not listed 


bureau, 
will 


service 
information 

















‘ 7 s 
( ts ( 237 
( I t aul Furnit e « 1 ¢ 
Corry-Jamestown Mfg ‘ | 
I . P.. ¢ 
od Desk Co 
De sk C 
Fireproofing Co..118 
niture C« The 273 
Desk Co 209 
Imperial Desk Co 167 
Invincible Met. Furn. C 18) 
Jamestown Metal Desk ¢ 217 
Jasper Novelty Works 128 
Jasper Office Furniture (¢ 256 
Leopold Desk Co 132 
Macey Co rhe 249 
Metal Office Furn. Co 158 
Myrt Desk Co 259 
Na il Desk Co 185 
Or Desk { 187 
Quigley Furnit ( 182 
tishel, J. K, Furnit ‘ 152 
Sha Walker Co 254 
Steel Equipment Cory 111 
Tell City Desk Co 265 
Van Dorn _In n Works ¢ 105 
W get maker Co Os 
We rm Furniture ( 108 
winnehes’ I Mfg. < 227 
Yawman & Erbe Mfg. ‘ 18 
Dictation Machines. 
Dictaphone Sales Cor S: 
Ediphone, The 1s4 
Edison rh 4 In 184 
Directory Boards. 
Daveny aylor Co 215 
Duplicating Machines & Supplies. 
Argus Duplicat Mfz 268 
Arla Dry Stencil ¢ “ 1 
Canode Ink { 254 
Dick. A. B. Co 85 
ayer Duplicator ¢ 281 
itospeed Co The 287 
Envelope Sealers. 
ihiott ¢ 26 
Reyr is Envelope Seale Ce. . 280 
Standa Mail ng Ma s ¢ 
112 
Envelopes 
Ames Safety Enveloy 
Bushr Alv ( 
Dier John | ( 
N nal } he @ k I ‘ 
Nort eats Pay ‘ e ¢ 
8 Mfz. ¢ I 
nsion E I ( 2 
Ss. } p ‘ 129 


Envelopes, Cellu‘oid 
Mark 


Erasers 
Dix Tos 1 
. I ] 207 
Out Mfe ( ORS 
Oo. K Mfz 1 
I . \ R 285, 
I Erase ( 225 
Expense Accounts, Personal 
Hallot x ¢ 196 
Eyelets & Eyelet Paper Fasteners 
tates Mfg. ( 19 
IDL Mfe ( 208 
Eyeshades. 
( Eves 287 
Feather g } ( Ons 
File Boxes, Metal 
headin P a ’ 
Ro ‘ B s ¢ 281 
Filing Cabinets, Cloth Covered 
4 I Pape B ( 244 
[pie J ae 223 
Hoff I 293 
Ir M 218 
M ( 249 
Salt zg & 215 
Filing Cabinets Metal : 
Ang <= ( 7 
Art M Cor ( 4, 15 
art & 286 
4 F 4 | 242 
Rents fg 205 
Berg Mfz 70 
P. 7 8 


Canton Art Metal Co......... 88 
Columbia Steel + ag Cane 
Corry-Jamestown 

General Fireproofing “Oo... 
Globe-Wernicke Co.. .142, 
Imperial Steel Cabinet Co. . 
Invincible Metal Furn, Co....180 
Macey Co., The ..... eobess 
Metal Office Furn. Co....... "158 
Premier Metal ~eprnpey Co. . .273 


Shaw Walker Co...... ovwes CORE 
Steel Equipment Corp.. poles se -»-1l1 
Terrell's nipment Co...... .106 


Ulrich Planfiling uip. Co...205 
Van Dorn Iron Works Co.....108 


Yawman & Erbe Mfg. Co.....131 
Filing Cabinets, Wood. 
Auto, File & Index Co........ 242 
Boston Index Card Co........ 96 
Browne-Morse Co. 135, 6, 7, 8 
Globe-Wernicke Co., The..142, 3 
Imperial Methods Weiss <s ooo 
Macey Co., The........... . 249 
Repualie Bak Gs....cciscdasi 189 
Shaw-Walker Co..........+...+. 234 
Ulrich Planfiling Equip. . 205 
Wagemaker (Co..........-+++ ,@ 
Weis Mfg. Co..... 91, 32 
Yawman & Erbe Mfg. Co.. mere 
Filing Supplies, 

Aigner, G. J., & CO.....0.5:. 
American Clip Co............ 241 
American Mfg. Concern....... RA 
Poston Index Card Co........ 96 
Browne-Morse Co..135, 6, 7, 8 
Dace Guide OG... 02.0. crcesexecs 
General Fireproofing Co..118, 19 
Globe-Wernicke Co,. The..142, 3 
Imperial Methods (Co......... 218 
Invincible Met. Furn. Co....180 
Macey O0., BiBcccccvdsssseve 249 
Oxford Filing Supply Co...... 230 
Rockwell-Barnes Co......... . 281 
Shaw-Walker wr bebdoas Coeue 234 
Simonson, B. A., OO.....ce.6 287 
Smead Mfg. Co.,. The 5 atin aren 151 
Steel Equipment Corp......... 111 
Ulrich Planfiling Equip. Co...205 
Wabash Cabinet =: bs cceppees 166 
Weis. Mfg. Co...... . s.6 


Yawman & Erbe site, Co,...181 
Folding Machines. 


Baum, Russell E............. 277 
Fountain Pens. 

Beaumel, D. W., & Co...... 282 

Conklin Pen Mfg. Co....... ..200 

Eggens-Hambler Co......... . 150 

Holland, John, Gold Pen Co...188 

Moore Pen Co.........++++000 258 

Sheaffer, W. A., Pen Co...... 99 

Wee Gietcedcecch>+eanesuual 245 

Waterman, L, E.. Co.......+- 2%) 
Furniture Finish. 

—— De Nemours Co., 

pew ie sé és uly besten 224 

Gola “Pens. 

Acme Gold Pen Co........... 287 

Gaydoul Gold Pen Co........- 286 
Gold Stamping. 

Aigner, B ® Cain cesses 228 
Greeting Cards. 

Gibson, C. B., & CO... ..6.465 292 
Gummed Cloth 

Aigner, G. oe eae 228 
Index Card Signals. 

Cook. TE. Gi. Geiccocccnseses 219 

Graff-Underwood (Co.........- 134 

Moore Push-Pin Co......... 275 

Yawman & Erbe Mfg. Co..... 131 
Index Tabs 

dienes, G. J., & O0..06000608 228 

Cook, M. ©. Giisdeccsbenceen 219 

Rand Co. Division .......... 226 

Universal Index Tab. Co....... 212 
Ink Eradicators. 

Ink-Out Mfg. CO.......ccsee0- 288 
Inks, Adhesives, Etc. 

Canode Ink Co.. voteseneve 204 

General Eclipse Co........-.+- 172 

Sanfen® Bs. Osi. soe ccrdvess 240 
Inkstands. 

Bachrach Spectalty Co....... 270 

General Eclipse Co.......... 172 

Sengbusch S-C Inkstand Co....183 
Inkwell Bases. 

Ioven, As To Gennes cdascess 
Labels, Law Books and Number. 

Aigner, G. J., & Co.....-.4+. 228 
Leads for Mechanical Pencils. 

Amer. Lead Pencile Co....... 104 

Paber, A. W., TWMOsccccccceess 276 

Scripto Mfg. Co......... 173, 4 
Letter Distributors. 

Bristow, Stanley R. ........ 268 

imperial Methods Co.......... 218 

Kohlhaas Co., The . -282 
Linoleum Desk Tops. 

Pes, Geo. B.. @ Giicecccvessa 222 

Polar Mfg. Co....... ..201 

Wagemaker Co.........6++e0+ os 
Lists. 

Pek, B. Es, & Geivccccctense 279 
Lockers. 

Lyon Metallic Mfg. Co........ 140 

Terrell’'s Equipment Co....... 106 


Van Dorn Iron Works Co....102 
Loose Leaf, Books and Syeteme, 


Accounting Devices Co........- 7 
Boorum & Pease Co....... ...162 
Chicago Binder & File Co. 216 
Irving-Pitt Mfg. Co.......--- 298 
National Blank Book Co.... 86 
Sheppard, C. E., Co........ 210 
Stationers, L. h., Co.... .179 
Trussell Mfg. Co..... 251 
Workman Mfg. Co ; 232 














Ge 
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Loose Leaf Envelopes, Cotbateté. . 
PD Gi scccccovcevccececs 


en 


Map Tacks. 
Graff-Underwood Co.......... 134 
Moore Push Pin Co..........275 
Matched Office Suites. 


Commercial Furniture Co..155, 6 


Macey Co., The.. . 249 

Rishel, J. K.., Furniture Co. .152 
Memorandum Devices. 

Vor, Geo. B., & OB.ccccccsserBee 

Mark-Mor-An-Dum ........... 268 
Moisteners. 


Sengbusch 8-C Inkstand Co...185 
Numbering Machines. 
American Number Mach. 
Bates Mfg. 
Roberts Numbering Mach. 
Oil, Office Machine. 
Clarotype 
Deflance Sales Corp... 
Morton Mfg. Co 2 
Pads, Figuring (Ruled or Plain). 


American Pad & Paper Co... .280 


Gere « 


"Co. 214 








— a  -Bee Gis ccceccs 162 
Pa 

~_* k. L. Paper Co....... 168 

Eaton, Crane & Pike Co...... 121 

Hampshire Paper Co.......... lity 

Weston, Byron Co........... 226 
Paper Clamps. 

American Clip Co............241 

Noesting Pin Ticket Co,......145 

Van Valkenburg, L. D......200 
Paper Clips. 

American Clip Co 241 

Cook, Cc.. Co. . eee 2 

Graff-Underwood Co... 

Hoge Mfg. Co. . 

IDL Mfg. Seaceecescescecun U 

Noesting Pin Ticket Co 145 

Ps Me vn duececeseun 


Rockwell-Barnes Co.. 
Tip-Top Mfg. Co.... 
Paper Fastening Machines. 








ED TE Ge ce cc cdcdecns 205 
Bump Paper Fastener Co... .196 
Compo Corp. & Sales Co......2 
Defiance Sales Corp. - 232 
Eveready Mfg. Co........... 195 
IDL Mfg. Corp....... 205 
Irvin, A, H., Co stenequee 
Rockwell-Barnes Co...........281 
Paste. 
(See Inks, Adhesives, Ete.) 
Patents. 
meeeem, BB. GB... ccccces ctcomee 


Pen and Pencil Clips. 
Defiance Sales Corp 
Hoge Mfg. Co a 
Van Valkenburg, L 
Waterman, L. E., C 





Pen Racks. 
Oe 
Pencil Sharpeners. 
Auto. Pencii Sharpener Co...271 
Grafl-Underwood Co........ 134 


Hunt, C. Howard, Pen Co.191, 2 
Pencils, Cedar, 

Amer. Lead Pencil Co........ 104 
Dixon, Jos., Crucible Co 301 
Faber, Eberhard ....... 2 
General Pencil Co.... 

Mid Continent Pencil 

8. Pencil Co 











Pencils, Thin Lead Magazine. 
Conklin Pen Mfg. Co.... 0 
Hoge Mfg. Co Tr 
Sheaffer, W. A.., Pen Co cccce & 
Seripto Mfg. Co.... 73 ‘ 
Wahl Co.... 245 

Penhoiders, 

Zamer & Bloser............; 207 

Pens, Steel. 

Esterbrook Pen Mfg. Co......197 
Hunt, C. Howard, Pen Co.191, 2 
Bhirleyp Pem OO... ..00000000. 80 
Spence rian Pen Co.... ove & 
Turner & Harrison Pen Co... .275 

Pens, Shading. 

Bridgeport Pen Co............ 287 

Picture Hooks. 

Moore Push-Pin Co........... 275 

Pins. 

Defiance Sales Corp.. 232 

Pin Tickets. 

Noesting Pin Ticket (Cx 145 

Platens, Typewriter. 

Amer. Writing Machine Co...120 
Ames Supply Co.. d 
DEE, EG Ms cccccsiccccce 
Postal Scales, 
Hanson Bros. Scale Co 21° 
Pelouse Mfg. Co. .....cccs.. 208 
Triner Sales Co... secceses a) 
Triner Scale & Mfg Co 248 

Publications. 

British Stationer............. Tee 
SD  cccccdesccces 1 
i vane tetas de éuws 204 

Punches, 

Boorum & Pease Co.......... 

Chicago Binder & File Co...2 
ance Sales Corp......... 

MeGill Metal Products Co.. 

Push Pins. 

Moore Push-Pin (Co........ 275 


Ribbon and Carbon Testing Mach. 
lowa-Frye Co.. 
Ribbon Machine Patent For Sale. 


Meyer, Fred G., & Co........ 286 
Ribbons and Carbons, 

re 284 

Amer. Manf. Products Corp..182 

Ault & Wiborg Co............ 134 

Buckeye Ribbon & Carbon Co..116 


Columbia Rib. & Car Mfg.Co.146 






























































( eager Carbon Coated Paper Mutschler Bros. Co......... 126 Typewriter Parts and Tools. 7 
CO, cecccccccseserseccceees Svemier Metal Products Co 2 3 Ames Supply Co......... +125 
Cro wn Ribbon & Carbon Co. Bt. Johns Table Co........... 269 T writers, New. 
Little, A. P., Ime.......++++++ Van Dorn Iron Works Co....103 yom an Writing Mach. Co...120 
Manifold Supplies Co.... Tablets. Corona Typewriter Co......148 
Miller-Bryant Pierce Co...... Rockwell-Barnes Co....... 281 Demountable Tw. Co : 288 
Mittag & Volger........---- Tags. a dle , . Hammond Typewriter Corp...275 
Neidich Process Co....... ‘ Noesting Pin Ticket Co...... 145 Oliver Typewriter Co.. : 287 
Old Town Rib. & Carbon Co..2: Telephone Accessories. Remington Typewriter Co 
Peerless Carbon & Ribbon Ce American Electric Co...... 5, OE ERR tone ..78, 175, 213 
Phillips Ribbon & Carbon Co. ee. Gee Gieracsccadeaces 195 toval Type writer Co... " 178 
Remington Tw. Co..78, 175, Colytt Laboratories.......... 272 Smith, L. C., & Bros. Type 
Rockwell-Barnes Co Telefo Desk Pad Co........... M44 riter, Inc. cs. 299 
BED Eiecocconceceesees Thumb Tacks. ; Sm ith Premier Tw. ‘an ; 29] 
Snelling & Son... ' I: i Underwood Type writs r “% 
Storms, H. M., Co.......... Moore Push-Pin Ticket Co. 82, Back Cover 
Union Ribbon A Co aoe | ba ket Co.. Woodstock Typewriter Co 
U. 8. Typewr. . g. Co < Solidhed Tack O®.......ccccoe 67 
Vacuo Static Carbon Co...... 171 Time Stamps & Recorders. Typewriters, ae : _— 
Webster, F. 8., Co........2, 272 Ajax Time Stamp Co....... —. W oe De . Co..12 
Jean. A. D.. Mie. Ce....0<- reneral ypewrite d ichange.. 
me ee inking Wks... .276 Melind, Louis, Co.... Regal Typewriter Cs —_ 
OCaS ad staat Tv . ‘ Reliable Tw. & A. M. Corp..282 
“ =o Ss 
Rubber Bands. Thompson Time tamp Co. sea ern War Mfz can 
Faber, Eberhard e 297 Transfer Cases. a _ ) tf : Ce... 169 
d | Es scosccecscees 2 ag _ on8 Smith r Sales Cort 17 
7 —_ om & Stat c - = Co... 2 eae 170 Typewriter Emporium 160 
merican Sea ump Co...223 Mfg sesese 17 Ante Me ae ig 
Medearis Moulding Co........286 neral Fireproofing Co..118, 19 Sa ell gs ~ sees Rage gaat 
pars x -- . aon ; = Wholesale Typewriter Co.....26 
Melind. Louis. (Co...........22 Metal Office Furn. Co.... 158 ; 
Meyer & Wenthe ......... 239 Steel Equip. Corp....... .111 Umbrella Stands. 

Rulers Van Dorn Iron Works Co 103 Standard Specialty Co... » 230 
american Mfg, Concern...... s+ Weis Mfg. Co..... 91, 2, 3, 4 Ventilators, Office. 

Safety Deposit Boxes. Yawman & Erbe Mfg. Co 131 Chicago Mirror & Art Glass 
General Fireproofing Co...118, 9 Trimming Boards. : ; OO. cocccccsesssess 1M 
Intincible Met. Furn. Co....180 Golding Press Division....... 185 Visible Index Systems. - 

Safes. Ideal School Supply Co 220 Acme Card System ( occeedde 
General Fireproofing Co...118, 9 Type, Typewriter. : Globe-Wernicke Co... 142 

l % The » 2 Pn ee Ss veccnnseces 125 os nd Co. Division 229 
Globe-Wernicke Co., The..142, 3 : -) 
Macey Co., The....... ‘ Typewriter Cabinets. sblex Co., Inc.... coc e edt? 
Meilink Steel Safe : Toledo Metal Furniture Co...101 eh. a Bl 
Metal Office Furn. Co....... Typewriter Cleaning Brushes, Furnas Furniture (Cs — 
Mosler Safe Co..... rh, De Wesecceescese 266 Terrell's Equipment ¢ 106 
Schwab Safe Co., The 308 Morton Mfg. Co... 286 Waste Baskets. 

Steel Equipment Corp........111 Typewriter » ~segapped “Material. Cordley & Hayes : , 107 
Van Dorn Iron Works Co.....105 See Gis coc ccceeeneceses 279 Erie Art Metal C« 274 
Yawman & Erbe Mfg. Co 131 Orthwine R rege 248 General Fireproofing © 118, 19 

Seals, Notary and Corporation. Service Produc ts Mfg. Co 79 Invincible Met. Furn, C 180 
American Seal & Stamp Co...225 Webster F, 8 ‘o 2, 2i2 Macey ( dee The... <4 
Melind, Louis. Co..... 271 Typewriter ie Keys. Metal Office Furn. ( 158 
Mever & Wenthe... 230 Lincoln Rubber Key Co .oncmee Nat'l Vuleanized Fibre ¢ 127 

Second-Hand Office Machinery. Munson Supply Co -141 Peerless Wire Goods | 72 
Chicago Safe & Mdse. Co ONG Peerless Key C<¢ 7 OS Shaw-Walker Co 234 

er Speed Key Mfg. Co 280 Water Coolers. 
Reliable Tw. & A. M. Cor; 282 . 

Shelf Boxes. aay ena Cushion Knobs & Feet. Cordley & Hayes 107 
Diemer, John F., & Co Ames Supply Co : Wood Grain Repreducti on 
Hoffman ae jendeundaee Azora Rubbet Co Vance Mfg. Co 266 

: , Fox, Geo. E., & Ce Writing Sets. 

sient - - _ Krantz, Edw.. Prod. Dixon, Jos., Crucible Co ..301 

erage £ o e* . af 
seneral Fireproofing Co...118 - _ 

Terrell’s Equipment Co ok cee —" A Cul § ~ ~~ ~_ 
Van Dorn Iron Works Co 108 (x 5 at <_—, Hy WANTS ano os a. a 

Sign Markers. oO om ord SALE y, <2 
Hellesoe, Hans H eeesececosce 257 - FO Ps 

Signs. 

Davenport-Taylor Co.........215 AGENTS WANTED. 

Sinoking Stands. ——_— — — - : 
Smokador Mfg. Co........... 275 WE HAVE A FEW OPENINGS for exe lusive general agents in 

Sorting Devices. valuable territory to sell the most popular line of mailing ma- 
Se ee chines on the market. Universally advertised and distributed. 

Stamp Affixers. , Liberal commission Write stating full qualifications in first 
Multipost Co.. teen en enee 6 letter Standard Mailing Machines Co., Revere Blvd., Everett, 
Standard Mail, Mach. Co....112 Mass 

Stamp Pads. — es 
poe an Seal & Stamp (Co...222 MFG. REPRESENTATIVE to sell old established lines to office 
Lather Ink & Stamp Pad Co equipment and stationery stores in Western Pe nnsylvania and 
Meyer & i ite ~ uo kistek New York State. outside N. Y. C Also man for Nebraska, Iowa 
Mun-Kee Products Corp...... Kansas and the Dakotas. Commission basis Can handle tw 
Peerless Car. & Rib. Co or three other non-conflicting lines. Work-Organizer, 4042 Ws 

Stamp Racks. Jefferson, Detroit 
Hoge Mfg Gees 20 : a 

Stands for Office Machines. MECHANICS WANTED. 

Scdaets ~ Ts — ~ oe WANTED—Experienced typewriter mechanic Adding machine 
A deo pga erento . experience desirable Steady work Location southeast 
Premier Metal Products Co Mi : . full athe entas ee H-3¢ 
Tiffany Adjustable Stand Co Michigan _Answer fully stating salary expected - 

Stapling Machines. Office Appli Nik ances, ¢ ‘hica ago. a —— 

Acme Staple Co. 25 WANTED—Immediately for Pacific Coast, first class 

Vompo Corp. & Sales Co =) familiar with all makes of typewriters. Must be qualifi 

Evers Mts. ; aie foremanship of rebuilding plant State experience ind sa 

sresoense ifg. Co. 195 wanted. Address B-121 care Office Appliances, Chicagé 
hKiss Sales Co Th . 

+ vin, A. Hl, Co 180 FOR SALE. 

Stationery, Embossed, Engraved. ELLIOTT-FISHER billing and bookkeeping machines 
American Embossing Co...... -— and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicag 
Kihn Brothers : itianetae —__—_—__—___— — —————— _ aoangpenene = - 
Wiggins, John B., Co.........286 ADDRESSING machines, multigt ap hs ~ duplic ators, letter i 

Stationery Cabinets. ers, envelope sealers, mailometers, check writers, dictating n 
General Fireproofing Co 118 9 chines, multicolor presses—at about half the manuf tur 
Imperial Methods Co. 218 pri é Pruitt Company 117 North Market, Chicag 
Macey ‘¢ T . rae — —_- —_ —- ~ - 
= *. oo Seaccovesemes ‘LLIOTT-FISHER machines bought, sold and rebu 
rerrell's Equipment Co......106 Ww he Pl , . ~ , Mil . Wis 
Van Dorn Iron Works Co.. irsh Co inkington Arcade, Milwaukee, is 

NE a are ie dai SITUATIONS WANTED. 
tencils. ~ hie wr ee eee : - — - 
ener <& Wenthe.. 239 ( OMI Kt ag type write r me — all n akes; - 

Stenographers’ Note Books. experience de res connection with typew! ter servi e 4 I 
Poorum & Pease Co 182 Single and would consider any part of United States Al 
Rockwell-Barnes Co... .. 2S1 4-50 care Office Appliances, Chicag 

Stools. 

Angle Steel Stool Co.....176 __ LINES WANTED. 
Conant-Ball Co RELIAB ind well established Manufacturer's Representat 
Conrades Mfg. Co who sees “the stationery trade regularly in the central states 
Crocker Chair Co... handle another line very nicely. Address L-36. care Off Ar 
Milwaukee Chair Co , se (Chi 20 

ance hicage 
Toledo Metal Furn. Co... = 


String and Cord Cutters. 
Gits Co.. Pivecsesvaece 
Stylographic Pens. 


Reaumel, D. W., & Co.......282 ner with 


some 


Inkograph Co.. is 6 (Cor Supplies. Have no obligations 

Swinging Typewriter Stands. ances, Chicago. 
American W riting Mach. Co...120 

BR Ay Mfg. Co.. 91, 2, 3, 4 with many Government and private offices 
Angle Steel Stool Co 176 7 tion Paying business, splendid 
Corry-Jamestown Mfg Corp. .186 three your lease Spl ndid opportunity 
Furnas Furniture Co..........204 business. Address C-32 care Office 
General Fireproofing Co..118, 19 


knowlee 
Box L-34 


FOR SALE—Typewriter and Stationery Business in college 
Over 12 
reasonable 


loc: 


ition, 


for one 
Appliances, 


; BUSINESS OPPORTUNITIES. 
LONG ESTABLISHED small business will admi 
capital for expansion 


t energetic part- 
ige of typewriters 


care Office Appli- 





then pt pu - 
rent and 
who knows the 
Chicago 


(Wants and For Sale continued on page following.) 
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WANTS AND FOR SALE, CONTINUED FROM PRECEDING PAGE. 








SALESMEN WANTED. SALESMEN WANTED. 























SALESMEN—Lo« il and traveling to sell the new Savadres (one- WANTED—Salesmen calling on commercial stationers to sell 
piece — ow envelope) al wy ery Wonderful repeaters desk device Mention territory. Weinman Brothers, Chicago. 
nvelope C 1322 Tabash Ave., Chicago — 
YOUNG MAN—About 22 to 27 years old with some experience SALES DISTRIBUTOR—Well established concern with large 
. ted to sell printing. engraving. office furniture and station- national clientele desires state representative for sale of new 
} x ner: ing iftil iT ind i ; " 
er Write Zac P. Smith, Jr., care Zac Smith Stationery Com essential Bank device and exclusive specialties. Excellent op- 
Birmingham, Alabama portunity for financially responsible party with real sales organi- 
SA\LESMEN WANTED—Full tin ar a zation experience along specialty lines. Full details if SS 
.~ ll time Or ‘ ne - » can sell 7 Write salesmanager, 1237 Federal Street, Boston, Mass., 4th Floor. 
t om inquiries for genuine steel die engraved and embosse anneal = 
er’ fron business and professional firms P ) Box WANTED \ rienced Office F it 2 sales ho now 
64. Columbu oO} WAZ a] n experiences ce urn ure man Ww 
: covers the states of Virginia and the Carolinas for the highest 
. Ur. ae 2 % “En grade line of office furniture made. This line is nationally ad- 
SHAW-WALKER DEALERS have opening in their es force ; 
veal mood exmentamenl Giine caldael aatenanan 7 semaaee vertised and has a great dealer and consumer acceptance. Ter- 
aot tear gees Me oe Bers ye pn ag ritory is now open. Applicant must now be covering this terri- 
@ States vou vrefer me slice’ Pinta tate tory with established furniture line. Give full details of past 
Af — , — oa mpa sxegon experience in first letter. Address E-177, care Office Appliances, 
Chi iz 
i H G \ nt salesmar t pment 
lers and steel factory eq lipment t isers on commission 


tee te Beene ae py More Oe cincinnati, Kansas SALESMAN TO SELL HIGH GRADE OFFICE APPLIANCE. 
gerd a ae en \ddress F-35 care Office RETAILS $2.50. SNAPPY SELLERS IN THE OFFICE AND 








© HOMI MANY OFFICES BUY IN QUANTITY. FULL TIME 
OR SIDE LINE NEW ENGLAND SYSTEM, FRANKLIN, 
NEW PAP FASTENING MACHINE! A new opportunity MASS 
S Neva-¢ Stapling Pliers direct to offices and factories in 
wn. Sells on sight because of exclusive features. Guar — clita sia 
Tees nalan oie oe te ee \DDING MACHINE DISTRICT MANAGER. 
rite r wire N 1-Cloge Products. In Dept. ‘ Brides port A ne sales plan makes unusual opportunity available for 
Cont ; experienced adding machine salesman of proven ability to or- 
ganize and direct sales force in district comprising two or more 
; states. Several desirable territories open. Men qualifying must 
SA SMEN f 1 are calling on large offices you car idd be able to secure and train salesmen to produce with portable 
‘ to ! ome by carrying, as a side ne, the Col- adding machine of low price. Not a new product. Thousands 
‘ ’ to every user of large loose-leaf records in the hands of satisfied users. Market unlimited. Salary and 
New Patented. An article of real merit, retailing for $4 up bonus plan enables real producer to earn real money. Only 
Vrit for complet: nformation H A Henriksor Mfr 13 ambit is men of established ability and experience need apply. 
vles St., Providence, R. I The Todd Compan Adding Machine Division, Rochester, N. Y. 
— — 3,765. Typewriting machine. Oskar 





Fischer, Berlin-Friedenau, Germany (as- 
signor to N. V. Machina Maatschappij 


Rw Ki. The RECENT | 






































: P A T |= N T S vor Handel en Industrie, Amsterdam, 
—4} Netherlands, a corporation of the Nether- 
imanas) 
. 1 19 | . 554,233 encil calenda ° 
( opies of any one of the patents re- 52. 642 Envelope Freder James 1,504,255. Pencil calendar. Alma H 
: ; Parks. C eland. Ohi Rodgers, Pittsburgh, Penna. 
ferred to below can be obtained by send- 1,552,662. Loose leaf and sample paper 1,554,253. Typewriting machine. Jesse 
ing twenty-five cents in stamps to E. G. binder. Hubert Auburn, Cincinnati, Oh \. B. Smith, Stamford, Conn. (assignor 
. — ‘ ; 1.559 on¢ ' oe . ee Underwood Typewriter Company, New 
Siggers, patent lawyer, ¢ 33, N. U. pte teeters a _ Se : ; 
ers, potent lawyer, Suite , er. John M. Be , Los A York, N. Y., a corporation of Delaware). 
Building, Washington, D. C., and men- al ( 1.554.386 Self filling fountain pen. 
tioning Office Appliances. —ee ee - —,% Lewis M. Tebbel, Spokane, Wash. 
: : Columbus. O} 54,393. Fountain pen. Henry Wen- 
Perpet Caren : nk, Grand Rapids, Mich. 
Wald? mieaheth. N. I 54,416. Loose leaf binder. Frank H. 
Za T 
! ry Type ¢ ( mp, Los Angeles, Calif. 
Del Ber vot pewriter ! yew 
York, N. 3 corporation of Ds vare 54,437. Pencil attachment. John Lar- 
and Hjalmar Berg, New York, N. Y. 
8 mactl Burt . Calendar for } L, ri 
at? . ' oe Palo Alt Calls 54,517. Combined pen or pencil clip 
ry wT r ( envelope opener. Daniel A. O'Neill, 
; ty eee: sal I Typewriting Bur Philadelphia, Penna. 
" Eliz 4,558 Typewriting machine. Fred- 
tub } Cc k U. Conard, Brooklyn, N. Y. (as- 
’ : r to Underwood Typewriter Com- 
New York, N. Y., a corporation of 
pe! He I 
ware). 
. ; . . 1,554,559. Typewriting machine. Cor- 
a . =. & taeeer The SERVICE BUREAU of nelius B. Corcoran, Phoenix, Ariz. (as- 
~ eee . “7 nor to Underwood Typewriter Com- 
eh hacintariseren Pagina Office Appliances is for the New York, N. Y., a corporation of 
rm, SN. 2 — Exclusive Use of Subscrib- Delaware) 
oo tenet, Sate ers and Advertisers 68, Muvelege Sty Se 
> f rth, Johnsonville, S. C. 
N. J (assignor t In the execution of its various mmis- 
sions this bureau calls upon pract é 4,604. Pencil. Walter A. Schaeffer, 
r ‘ every member of the staff It an 
poration of by personal letters all inquiries Fort Madison, lowa. 
; matters germane to the field 1.769. Combined pen and pencil. An- 
nishes Special reports upon articles of , . ner “ are . , 
, 1 holder Ker office equipment si pplies names of manu- ; o Visitacion, Brooklyn, N. Y. 
. ; facturers f any article wanted, puts 1,554,840. Safety envelope. James Bur- 
Cul I British Columbia man and job together, prepares advertis- I Hopkinsville, Ky. 
ing opy furnishes iists ol lesirabie i ¢ 
agents and dealers in nearly every 1,554,891. Sharpener for pencils and 
64 Pet Frank J. Vierling country, aids foreign dealers in secur- the like. Ferdinand Spaninger, Stutt- 
‘ae _—— _ Minn« ing U. 8S. A. lines, and in many other . co 
Fred B. I ——) = ways performs useful service, all with- gart, Germany. 
(assignor t the Sterling Special- out charge. Subscribers in every land 1.554.971. Typewriting machine. Em- 
\¢ — ‘6 any. Minr have made, and are making, good use . - ad etatliagl : , 
ee ere = of this bureau; manufacturers in every G. Latta, Syracuse, N. Y. (assignor 
Minn., a corporation of Minnesota) section of the field have had evidence to First Trust and Deposit Company, ad- 
1,552,638. Self feeding pencil. Anton B of the service ministrator of said Emmit G. Latta, de- 
els n S th ‘ rlift ‘ ised) 
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No. 1,545,467.—Relating to continuous billing machines; 
patented July 7, 1925, by Werner F. Rothermund of Brooklyn, 

° vy assignor to Underwood Typewriter Company, New York, 

No. 1,544,161.—Drawing pen nib, more particularly for foun- 
tain pens; patented June 30, 1925, by Theodor Kovacs of Berlin, 
Geeaee, 

No. 1,549,082.—Backspacer for typewriters; patented August 
11, 1925, by Otto A. Hokanson, assignor to Woodstock Type- 
writer Company of Woodstock, Iilinois. 

No. 1,563,055.—Relating to means of adapting typewriter to 
sound-deadening casing; patented September 8, 1925, by John 











Waidheim of Elizabeth, N. J., assignor to Underwood Type 
writer Company of New York, N. Y. 

No. 1,554,604.—Improvement in heads of pencils; patented 
September 22, 1925, by Walter A. Sheaffer of Fort Madison 
lowa. 

No. 1,554,416.—Loose leaf binder; patented September 22 
1925, by Frahk H. Crump of Los Angeles, California. 

No. 1,554,568.—Envelope sealer; patented September 22, 1925 
by Francis A. Foxworth of Johnsonville, South Carolina. 

No. 1,548,027.—Loose leaf binder and poster; patented August 
4, 1925, by Charles J. Dunbar of Kalamazoo, Michigan. 


Retail Stationers. Dallas Stationers’ Club Dallas, Texas, restaurant. C. F. Witowski of the F* 
The Boston Stationers’ Association will meets on the third Monday of each & Tarrant Manufacturing Compar Ba 
meet on November 16 at Cooks’ restau- month. Frank Mills, E. G. Marlow Com- timore, Md., is secretary 
rant, 150 Boylston street, Boston. The pany, 1611 Main street, Dallas, Tex., is cor “a ~ 
meeting will be in charge of James T. secretary. — ; 4 - 
Towhill. New York Office Appliance Managers 
Club meets every Monday at the Uy 
Nw é } Office Appliance Managers. Town Club, New York City, N. ¥ Cc. H 
‘ » ‘ s : The Maine Office Appliance Association Reed of the Elliott-Fisher Company ‘ 
Louisville (Ky.) Stamp and Stationery which will meet on November 9, will be Madison avenue, New York, N. Y., is se 
Club will meet this month at the Elks addressed by C. W. Clement of Boston retary 
Club. George A. Koerner, Ben Franklin who has charge of the purchasing of all 
Club, Louisville, Ky., is secretary. eard and paper stock for the Library Bu- 
a~ ~ ~ reau. He will speak on the manufacture = ” ages Co. ; 
of paper and card stocks. The meeting _The Wichita Apela Club meets evs 
The St. Louis Stationers’ Association wiil follow a dinner at the Falmouth ho- ‘Saturday at the Wichita Club, Wichit 
Kansas. November meetings will be d 


will meet on November 16 at the Ameri- tel in Portland. 
can Annex hotel. Taylor B. Wyrick, 705 
Olive street, St. Louis, Mo., is chairman 


Pittsburgh Office 


f 


voted to the exchange of business inf 
mation. V. H. Evans, Felt & Tarra 


Appliance Managers’ Manufacturing Company, Wichita, 
every Friday in Room retary. 


cod s 4 Association meets 4 
B, Chamber of Commerce. C. V. Shoup. 


Connecticut Valley Stationers’ Associa- 6? 3 > : 
, '. 2 ssem bi ing, ttsburgh, Pa., i 
tion will hold its November meeting at oe er building, Pitts 6", ‘ “4 Walnut Manufacturers. 
Hartford; January meeting in New Ha- _ Meetings of the American Walnut Ma 
ven and February meeting in Springfield « wd ufacturers’ Association are held or 
John C. Newman, Hazen's Book Store, Office Appliance Association of Balti third Thursday of each month Geore 
238 Main street, Middletown, Conn., is more meets every Monday from 12:30 to N. Lamb, 616 South Michigan ave 
secretary 1:30 p. m., usually at Miller Brothers’ Chicago, is secretary 
Hardwood Trade Supports Standardization. Hardwood lumber standardization, with its accompanying 
conservation and economies in forest utilization, are ex 


The complete support of Secretary Hoover's plan for the 
standardization of lumber and the elimination of waste has 
been promised by the hardwood lumber industry. This 
action assures the standardization of sizes and the adoption 
of uniform grades, protecting the consumer and preventing 
undue waste of the forest resources of the United States. 

Seven years of work in this direction on the part of the 
industry reached its climax at a conference of hardwood 
interests in Chicago, when resolutions were adopted pledg 
ing the influence and support of this group to “earnest and 
sincere support to the program of standardization” as con- 
ducted by the central committee on lumber standards and 
the Dep&irtment of Commerce. 

Under the terms of the resolutions the duties of respective 
groups in the hardwood lumber industry were defined as to 
associational activities and to the promotion of inspection 
service and grading rules. In subsequent meetings of 
directors of the leading organizations in the hardwood field 
the action of the Chicago meeting’ was officially ratified 


pected to make possible an eventual saving of 20 per ce 
of the hardwood timber resources, a factor of great imp 
tance to the furniture, construction, automobile, far 
plement and other wood using industries. 

Secretary Hoover said: “It is a matter of the greates 
significance to the commercial and industrial community « 
our nation when an industry which has so wide ramificat 
as that of the hardwood lumber industry unites all 
elements to undertake a job for the common good of tl 
manufacturer, the distributer and the consumer, as well 
for the conservation of our national forests. I am deep! 
gratified at this turn of events.’ 


Export statistics for August on Filing S pplies. Ribbons ane 


Carbons appear on page 283 of this issue; Typewriter export 
are on the page following. August statistics on Adding Machines 
and Metal Office Furniture were not received in time for publi 
cation in this issue They will he printed in the December 


number 











JP omedeocs 
-_ 
| re 
, 


‘To look for the best in others and co-oper 
ite with it, necessarily brings peace, yet the 
lack of peace in the world today plainly shows 
that the divine law of co-operation is but little 
understood or practiced. 

“There seems to be so much more resistance, 
resentment, and silent criticism among people 
than there does appreciation, generosity, and 
willingness to get together 

“Before outer harmony can be made mani 
fest there must be this silent co-operation be- 
tween the highest and best within us all 
“Cross purposes, enmity, dissatisfaction 





come from mixed conceptions and it is only by 
steady and careful thought training that we 
learn to keep the peace. 

‘A soft answer turneth away wrath, but 
rievous words stir up anger.’ We all have the 
power to control our thought, but few exercise 
this power. Hasty thought brings angry words 





| 

ut the well-controlled thought speaks forth in 
vords of harmony. 

\ high motive rules out no interest that is 
div ine or that means go 1d for humanity ; it lifts 
' il up and illumines every activity; it forms a 
; steady center by which all interests are unified 
; and drawn into a powerful whole. But the 
high motive does eliminate trifles.”’ Daily 
Studies in Divine Science 

ke * 4 

n every department of his being man 1s 
| ording to his word. The only cre 
j tiv ve is the law of thought and word 
j Words spring forth into fruit; the ‘fruit of our 
i lips’ od or evil. We are creating now 

rd hroduce ¢ results Watch. and dc 
; not build the old material world, which is pass 
' ing away, but through the power of your tru 
{ Word create that higher, better world, whicl 
‘ annot pass away, because it 1s founded on 
| principl of equity and justice.’ Pempli 
i 

| 

1 m ae a. 1 

' lhe good are befriended even by weakness 
, and defect. As no man had ever a point of 
pride that was not injurious to him, so no man 
had ever a defect that was not somewhers made 
} useful to him. The stag in the fable admired 
; his horns and blamed his feet, but when the 
. hunter came his feet saved him, and afterward, 
; caught in the thicket, his horns destroved him 

; very man in his lifetime needs to thank his 
‘ “4 

Li] 


MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


faults. As no man thoroughly understands a 
truth until he has contended against it, so no 
man has a thorough acquaintance with the hin- 
drances or talents of men, until he has suffered 
from the one, and seen the triumph of the other 
over his own want of the same. He has a de- 
fect of temper that unfits him to live in society. 
Thereby he is driven to entertain himself alone, 
and acquire habits of self-help; and thus, like 
the wounded oyster, he mends his shell with a 
pearl.’”"—-Emerson. 

‘To think well of all, to be cheerful with all, 
to patiently learn to find the good in all. Such 
unselfish thoughts are the very portals of 
heaven; and to dwell day by day in thoughts 
of peace toward every creature will bring peace 
to their possessor.”’—Allen. 

x ** * 


“Resolved, to live with all my might while 
I do live; Resolved, never to lose one moment 
of time, but improve it in the most profitable 
way | possibly can; Resolved, never to do any- 
thing which I should despise or think meanly 
of in another; Resolved, never to do anything 
out of revenge; Resolved, never to do any- 
thing which I should be afraid to do if it were 
the last hour of my life.”—-Jonathan Edwards. 


¥ a 

“Strong, pure, and happy thoughts build up 
the body in vigor and grace. The body ts a 
delicate and plastic instrument, which responds 
readily to the thoughts by which it is impressed, 
and habits of thought will produce their own 
effects, good or bad, upon tt. 

“Men will continue to have impure and pot- 
soned blood, so long as they propagate unclean 
thoughts. Out of a clean heart comes a clean 


‘ 


life and a clean body. Thought is the fount of 
action, life, and manifestation; make the foun- 
tain pure, and all will be pure.’—Allen. 

x * * 

“To be honest, to be kind; to earn a little, 
and to spend a little less; to make, upon the 
whole, a family happier for his presence; to 
renounce when that shall be necessary, and not 
be embittered; to keep a few friends, but these 
without capitulation; above all, on the same 
grim condition, to keep friends with himself— 
here is a task for all that a man has of forti- 


tude and delicacy.”—Robert Louis Stevenson. 
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EDWIN H. SELL, 
President, 
National Association of Stationers, Office Outfitters 
and Manufacturers. 


(For a sketch of the life of Mr. Sell, see page 56.) 
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On page 35 will be found the beginning of a special convention section in & hich is presented in type and 
ve the stot entict] convention of thi f 11 Association of Stationers, Office Outfitters 
Vonufacturers of the U. S. A., held at Grand Rapids, Mi n, October 12 to 15. From this page one 


j 
i 
lich tl rit of the meeting,—enterprise and good will; enterprise to resolve common difficulties and good 
to p) f ncord and ¢ ber n in ti mmon cau 
To appre te the advantage which th {ssociation and nvent have been to the industry, one 


recall the conditions that prevailed prior to twent V ] -operative spirit engendered by 
lssociation during the past fifteen or mor irs is largely due the tremendous progress made in this in- 
t) All engaaed in the business have profited in one way or another by the accomplishments of the Asso- 
n. The spirit of business in these times is friendly and co ted action. That spirit is the greatest factor 
e great progress of American enterprise. What has occurred in this field as a result of its expression, has 
wrred in other fields. The National Association should be supported by the membership and friendliness of 


On page 7\E starts the 1 t of the twenty-second National | Show, held in the Sixty-ninth Regi- 
Arn -v York City, the week of October 19 to 24. An unusual variety of the products of the field 
shown to a throng of interested visitors each day. From the opening to the close of the event unusual 
ness of interest was apparent. The public interest in the « tion would seem to increase with the years. 
busine wv is an institution in the industry. In its sf t functions very much like the annual 
ntions of the stationers and manufacturers. It provides common ground upon which competitors meet in 
ndly riz It promotes fraternity. It is an expression of tl irit of speration by which the industry 
heind adva 1 One of its effects is to impress the public with the importance of its office equipment in- 


sue of Of Appliances phasizes the amazing growth of the office equipment industry, 

Oui t of the importa nd econom fn ines for performing most of the routine 

of } ind other pla wher rrcespondence ts dor 1 records are made and filed, and the increas- 
be unity of the indus nd the close inte} tion f its several parts. 

t only in this country but everywhe lse in the cwilized if conomies effected by office machines 

understood. Even in countries distinguished for nservatism the barriers are giving way, 

ns which have long beer 1 the leaders in world commerce the demand for office equtp- 

f any other period in tl for In tl nt issue there are several striking evidences 

t place industry occupies the minds of business and professional men abroad. On another 

rom an address n “Fe ficient ling’ by R Borla Vatthews at Balliol College, Oxford, the 

| that is best in British lear Ie learn that tons even have an Office Machinery Users’ 

iation in addition to the powerful a which represent the manufacturers and distributors of office 

ment and stationery. Correspondence from France and Ge nd interviews with men on the conti- 

lso ind how keenly busi men ing to appr ‘fe the importance of proper machines and 
work. It would seem that we are upon the th ld of great developments. 








aya 
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Name Insurance for Standard Supplies, Parts, Etc. 


Written Expressly for Office Appliances by 
Waldon Fawcett. 


VERY manufacturer and distributor in the office 
appliance field who has attempted to make sales, 
carrying entailed obligations for supplementary orders, 
knows how difficult it is to enforce a stipulation that 
supplies shall be purchased only from the maker of the 
equipment with which the supplies are to be used. At 
least there is realization on the part of all office out- 
fitters who have gone into court on this issue. No less 
an authority than the Supreme Court of the United 
States has taken a hand in the legal phase of the sub- 
ject. Even the marketers of equipment whose mechan- 
isms are fully protected by patents have had their own 
troubles in trying to stretch their privileges as inventors 
to cover dictation to purchasers of supplies. 

Multiplication of the difficulties of insisting that sup- 
ply business shall follow the flag of the appliance manu- 
facturer has only increased the desire of marketers to 
be enabled to control the traffic in spare parts or repair 
parts for the machines and devices which they sell. Ii 
there was anything of selfishness in the desire of a 
manufacturer to keep to himself all the trade in supplies 
for his apparatus, there is much of unselfishness or 
solicitude for the satisfaction of the ultimate consumer, 
in this anxiety to monopolize trade in repair parts and 
accessories. The sentiment for “genuine” or “original” 
parts, so called, springs from a conviction that 100 per 
cent service is possible only when the several com- 
ponents of an office mechanism are in harmony, snug 
fitting and of uniform quality. 

Presumably, it is needless to explain that this whole 
subject of extra parts and accessories in the office appli- 
ance field is of ever-increasing importance because of 
the widening opportunities for lawful substitution. So 
long as a business device is fully protected by mechani- 
cal patents and design patents, there is little likelihood 
that the patent owner will have much if any competition 
in furnishing to customers renewals for the parts that 
break or wear out. But let the patents expire and the 
situation changes overnight. The invention which has 
been the sole property of one interest is now thrown 
into the public domain and any concern that sees fit may 
manufacture the complete mechanism or any part of it. 

The older the office appliance industry grows the 
more patents expire. Many of the best-known special- 
ties in the trade are fairly well protected because of 
supplementary patents. The energetic manufacturers 
are constantly devising and adding patentable improve- 
ments that give them complete control of the latest 
models. But with the expiration of what are known 
as the basic patents there is encountered a form of com- 
petition that is based almost wholly on price—though 
perhaps in some degree on service in the form of quick 
delivery. 

Just because original manufacturers keep one jump 
ahead of their expiring patents, it may seldom if ever 
be worth while for capital to enter upon the production 
of complete machines based on expired patents. But 


in any instance in which great numbers of office ma- 
chines are in daily use when basic patents expire, and 
the machines are apt to continue in use for years to 
come, it may be deemed worth while by outsiders to 
inaugurate independent channels of spare parts and re- 


pair parts supply. ‘The office equipment industry has 
not progressed as yet to the stage of the stove industry 
and the agricultural implement industry each of whicl 
has its quota of repair parts manufacturers who d 
nothing but furnish interchangeable parts. Inevitably, 
though, this angle of office re-outfitting will grow in im 
portance as the years pile up for the industry. 

From quite a different direction comes another influ 
ence that 1s adding dollar-and-cents significance to this 
question of the ability of a pioneer to keep to himself 
all the replenishment and supply business that springs 
from his initiative. This second influence is the sheer 
magnitude that this current of trade is assuming. lf 
the early days of any new specialty, when the numbe: 
of users is limited, there is no money for the manufac 
turer in furnishing duplicate parts and accessories cd 
signed to bring old models up to date. Usually the 
manufacturer does this, in the early days, at a loss 
and merely as a service obligation to his customers 
With the general adoption of a mechanism by a larg: 
share of the population a different situation is created 
The replacement and supply business becomes distinct] 
worth while. We are all familiar with industries, sucl 
as the safety razor business and its blade annex, where 
it becomes a case of the tail wagging the dog. The 
office appliance industry may never take on that status 
but with millions of machines of 
use in American and foreign offices it is conceiy 
that the replacement and authorized supply business 
might, in the case of many an interest. match the orig 
nal outfitting. 

\s the possibilities of this husky offshoot of the 
office equipment industry have been revealed, far-sight 
ed captains have grown more and more eager to find 
means whereby replacement and replenishment bus: 
ness may be made to automatically take the channel t 
the original source. Denied the ability to completely) 
control the situation by means of patents, the trail 
blazers have turned to the possibilities of specificatior 
control. If ultimate consumers could be educated t 
call for, or order, replacements and supplies by name 
—that is, by distinctive name, protectable against imi 
tation or infringement—the troubles of the instigators 
of business would be smoothed out to a considerable 
extent. With the turn to this alternative route came 
the uncovering of an interesting situation 


a single species 


hl, 


From the outset it became apparent that the directiot 
to be taken by encore orders would depend, to a con 
siderable extent, upon the popular use and interpreta 
tion of the word “standard.” It appears that not only 
in the office equipment field but in all commercial and 
industrial lines, the word “standard,” as employed as : 
qualification of supplies, parts, adjuncts and accessories 
has supposedly come to mean merchandise made by the 
original manufacturer, or approved by him, or pro 
duced in accordance with his formula or specifications 
Even if a part will “fit” into a prearranged mechanical 
environment the purchaser of a part that is not ade- 
quately vouched for has no assurance on the score of 
quality of material or manufacturing integrity. But 
it is indicated by investigations that the impulse of the 
average consumer is to accept the magic word “‘stand- 
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1rd” as constituting an all-sufficient assurance that all 
is needs and expectations will be met. 

In the nick of time, the atmosphere of uncertainty 
ind confusion which has grown up with respect to the 
vord “standard,” has been cleared by a high Federal 
ourt. The case, which has recently been decided by 
he United States Circuit Court of Appeals for the 
Sixth Circuit, did not, to be sure, involve office appli 

The commodity which afforded the object les 
vas spark plugs, but the matter of merchandise 
) The basic principle established 


nces 
dentity 1s unimportant. 
s applicable in equal degree to all articles of commerce 
here the word “standard” is a gauge of distribution. 
e stage was set for this test of the true meaning 

“standard” when the operators of a chain of 5 and 
10-cent stores placed on the market a spark plug which 
vas characterized in advertisements and on cartons as 
Standard spark plug for Fords.’ The authorized and 
Ford 


1 


iccredited manufacturer of spark plugs for the 
1utomobile brought action in court on several counts, 
and unfair competition. The 
'. S. District court. The opin 
court was upheld in the Circuit Court 


ringement 
first ina l 


luding inf 
ase was tried 
the lowe 

\ factor that sharpened the issue before 
confession that the manutacturer 
who had the concession to supply this particular adjunct 
’ was furnishing his specialty 


\ppeals 


the court was the 


equipment’ 
Company at less than actual factory 
the replacement business that would 


if “standard 


| cost 


the lor 
; , 
Tne SAKE OT 


In the course of the trial in the Appeals Court, there 
consideration of the question of just 
constitutes “standard” equipment or parts. There 
a copy of the manual book 
machine, and in 


ery care! 


was offered in evidence 
ft i structio1 5. delivered 
which the 
with different makes of supplies but to insist on the 
standard unit which duplicates the first 1 
as in dimensio1 


with each 
owner-user was cautioned not to experiment 


nase 
irkmanship as well 


On the other hand, the defence sought stification 


the contention that the word “Standard,” as used 
Hd TDI 
lf there we village 

or if there Were an 1d l de partment 


jepartment and select such ideas as 
would you patronize that shop 
Of course you would. Ther: 
u wouldn’t drop into the Idea 


f vour business 


Shop 


There is ust one reason wh 


That reason is the existence of the 


u 


store 


wouldn't be 


vou do not have an 


on cartons, etc., is merely descriptive and does not 
necessarily promise a commodity produced in the same 
factory as the original. Following this line of reason- 
ing, the theory was advanced that a manufacturer of 
parts or accessories has the right to proclaim his prod- 
uct as “standard if it meets the conditions of stand- 
ardization and general thought in the line involved. In 
other words, the would-be sharer of replacement busi- 
ness stood on what it accounted its right to duplicate, 
in so far as general dimensions go, the equipment em- 
braced in a composite or assembled machine of general 
use 

Che Court of \ppeals would not condone this loose 
application of the term “standard.” The judge ac- 
that when the term “standard” is utilized 
to indicate an established size or variety such as a 
standard thread, no fault can be found. But the use of 
the word to indicate factory equipment or to signify 
that replacement came from the original factory was 
accounted use of a different nature, and to trespass on 
the rights of the original purveyor. Furthermore, the 
\ppeals Court clinched matters by stating that misuse 
of the word “Standard” was not excused by presence 
on a replacement part of its carton of the name of a 
manufacturer showing that the maker of the substitute 
is not the original manufacturer. The Court pointed 
out that a buyer may not know the name of the manu- 
facturer who sponsors the “genuine.” 

While the new development should operate to pre- 
vent the passing off of substitute parts and accessories 
as “standard,” cautious manufacturers who desire to 
conserve replacement and supply business are coming 
more and more to put out no “spares” that do not bear 
the trade mark or trade name of the pioneer factory. 
lo the same end, customers are urged not to accept 
an “orphan” part but to insist in every instance on 
goods that bear witness to “genuine” origin by the pres- 
ence of the name of the original manufacturer. Some 
manufacturers have acquired the habit of separately 
trade-marking parts and advertise accordingly, as wit- 
ness the marketer who has hoisted a slogan: “Genuine 


knowledge 


Parts Always Come in Yellow Boxes.” 
A SHOP 

l SPe alt, shop where ideas were sold, 

where you could hunt up the proper 


wanted for use in certain imstances, 


a week, perhaps not a day, when 
use im some phase 


get a suggestion to 


Idea Shop in your city. 


trade papers in all lines of business. 


The trade paper of vour business is the Idea Shop of that line of trade. And 


° . 4 tye * 
nstead of vou DeInd oO 1ge d to go ot 


is are put into your hands 
What do vou do with the 
If vou went to a store ind | ught 
es or a box of cigars, would you 
re? Would y 
And yet you pay 

of ideas, and unless you ar 
more than 25 per cent of the aoods. the 


f 


ri 


The trade paper Idea Shop comes to : 
"Frank Farrington’s Busines 


worth when it comes: 


(All rights reserved 


it and find th 
You pay for a full line of its stock, one each of all th 
by I reliable de liver\ 
goods, the ideas, when you ge 
Gross of lead Pe ye 
walk out and leave part 
u throw part of it into the waste basket 
the trade paper publisher for scores, pro 
an exceptional business man, 


dé 1S 4 


, it comes to you. 


The 


shop and buy 
ideas it offers. 
man, the postman. 

t them? 

a thousand envel- 
of your purchase 
on reaching home? 
hably for hundreds, 
Mu don’t even look at 
ou buy 

you. Why not take your money's 


Talks for 1925, No. 10. 
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| Useful Gifts at Tredway’s 





Desks for the Home 


Flat and roll-top desks in walnut with solid mahogany 





Something Practical 
for His Office or Desk 


In choosing a Gift for “Him” —some- 
thing for his Desk or Office will win 
hisappreciation 























top and mahogany finish. Lengths 42 to 50 inches— long after Xrnas is 
Gift past. Here you will 
$31.50 to $75 ; , find many practical 
j Suggestions | things that e(ficient 
; ' 4 | office men would 
PHOTOGRAPH Albums KODAK Albums in ail sizes. 2 | DESK CALENDAI select if they were 
—Irving Pitt ring loose bound im cloth and leather . DESK PADS AND choosing. 
leaf photograph albums, cov - Priced at from 35¢ up ; A EFFIC CY : | Desk Lamps BLOTTER> 
ered with Durafles, em- =WRITING CASES bound ; IEN DESK r a diapenarcheguaia Offi 
bowed. They always lie flat in leather and patent leather ‘ t unending ass li's a de ° 1ESK MAT ice Desks 
These are the newest Thess ove grosgrain hned : the .- et i hs! a ee see if ¥ 4 ESK FIL es 
photograph albums and ad Sent et cent Sie yr - Pomrne pe. a ; ‘¢ b AR HOLDEF 7 ~ 
ditional loose leaf pages can » de £ ord ond Wanle ’ . >| » ASH RECEIVE 
be added at any time Priced from 82 to S12 Booth Office Appliance Co. | cn trecanarae 
71 Genesee Street Phone 9. FOR pe SK BONES - 
Stationers and Office Equippers cteiguaecinctinaetapiapmcanntaii ncapentnmamee . : [ 
MENT ADVERTISING FROM : tie ag ante [ \. 
- WIDELY SEPARATED Ramee thes een ae , 
SOURCES.—On the left, an ad having  Pricec son 
7 w vertisement from Stockton, uate 
429 East Weber Avenue Telephone 152 Calif. Center, one from a New = 
York stationer. Right, example | 124E.Wash. Ave. CF FIce 





Wisc., dealer. 
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of advertising by 
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Office Appliance Christmas Advertising 


By E. T. Needham. 


66 OW is the time for all good men to come to the 

N aid of the office-equipper who is going to do 
Christmas advertising.” 

That's a good twist of the old typewriting practice- 
line. 

Truly, you need help then more than at any other 
time of the year. When the local paper begins to slap 
on extra pages, and then extra sections—all filled with 
advertising—that’s the time you have to know what you 
are doing. 

It doesn’t make any difference whether or not the 
office appliance store down the street is advertising. 
Or, if it is advertising, it doesn’t matter so much that 
you are using far more space than it is. What you've 
got to buck is every store in town, and every firm from 
out-of-town, that is using an inch or more of space in 
the local papers. 

People are not going to read all the advertisements in 
every issue. 

Your advertisement is going forth, as W. Livingston 
Larned once aptly expressed it, in Printers’ Ink, “to 
be elbowed and jostled by everything from massive de- 
partment store monstrosities to large national cam- 
paigns, pictorially triumphant and dominating.” 

But there’s a way for you to hold your own, no mat- 
ter how modest a space you use. 

You don’t have to sit up all night with a cold towel 
wrapped about your brow, dosing yourself with black 
coffee to memorize the technical points of advertising 
either. 

jut there are two or three things you've got to guard 
against from the first Christmas tinge in your space 
until the last holiday advertisement has been run. (And 


by time you'll have some dandy working principles to 
help you check up on your advertising all next year. ) 

Don’t let the newspaper set your advertisement so it 
looks as if it came out of one of those smudge-pots that 
orange-growers use to drive away the frost. 
be clean-cut in appearance. 


It must 


Lots of people don't like crowds at 
Keep your ad- 


Don’t crowd. 
any time, and especially at Christmas. 
vertising message away from those around you. 
shoppers a clear path to easily read suggestions with 
your space. Even if you have to boil down what you 
intended to say, don't fill with type all the space you are 
paying for. 


Snow 


Don't challenge their eyes to an endurance contest 
Consider that every person you want to reach needs 
glasses but is going to put off wearing them as long as 
possible. People like that dodge advertisements that 
look like hard reading. 

There, in a nut-shell, are the essentials. 

If all your competitors—if every concern going a 
trade—knew these things it would be better for all of 
you. “Clean typography in a newspaper helps every 
advertiser, the big ones as well as the little ones,” said 
Charles W. Mears in Advertising and Selling Fort 
nightly. “The reader isn’t knocked down and dragged 
out visually. He isn’t insulted mentally. He reads 
with ease, and every advertiser gets a better chance to 
meet him.” 

It’s easy to keep the other advertisers from crowdi 


rter 


o 
is 


in on you, even if you don’t know in what part of the 
paper you are going to be, or who your neighbors are 
to be. 


“The very first rule in building an advertisement, 
said Mr. Larned, “is to provide for plenty of white 
space around the set-up. Much else can be sacrificed 
if this is done.” He told of an advertiser who always 
insisted that type “float in open space,” and always de 
manded at least three-fourths of an inch of space on a 
four sides of a block of type. 


I] 


Another thing he warned against was making the 
lines of type too long, declaring that narrow measure 
typography is easier to read. 

“It is so much more sensible to consider type always 


+ 


from the viewpoint of legibility, first, and the niceties 
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composition adjustment y. ‘Does it 
the eye? Will it make people want to read it? are 
more vital considerations than those of supreme artistic 
nerit. . . . When type is functioning properly it 

rly ‘reaches out’ in its eagerness to be seen and read.” 

Many advertisers get attention in their space for some 
item of merchandise or some feature of store 
service by adopting the “box” or “panel” from the 
The “box” is really an 


enclosed in a simple line 


seconda 


invite 


special 

newspaper make-up. advertise 
within an advertisement, 

border. 

“One of the favorite axioms of William Randolph 
Hearst is that ‘ten people read a box for every one who 
reads a top-of-column headline,” said an editorial in 
Editor and Publisher. “The box idea is often abused, 


ment 
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and thus loses force, but when it is employed to dis- 
play short items of true significance or carry a smart 
point of humor or summarize a story which would re- 
quire much time to read it is one of the happiest inven- 
tions in the composing room. Nothing compares with 
the box for page dressing.” 

Carrying these principles in mind requires little effort. 
Yet they are vital rules for having a good-looking ad- 
vertisement. And the good-looking office equipment 
advertisement is the only one that stands much of a 
chance when the papers are bulging with holiday adver- 


tisements 





em clean-looking, keep ’em from rubbing 
against the other ads and keep ’em so they can read ’em 
without a magnifying glass. 


Keep 


The Convention Exhibits 


nt list of exhibitors showed their goods at 
Homes Exposition” at the Grand 


These included the tollowing 


\ very excell 
the “Better B 


tapids conventior 


siness 

















AMERICAN CAN COMPANY, Toledo, Ol adding machines 
AJAX TIME STAMP COMPANY, Boston, Mass., Ajax time tamps 
presented by Josey Lev) 
AUTOMATIC FILE & INDEX COMPANY, Green Bay, Wis Automati 
1 Afico steel ar wood-steel filing cabinets, desk files, utility desks 
nd esk specialties Represented by C. W Straubel, sales manager 
AMITY LEATHER PRODUCTS COMPANY West Bend, Wis complete 
‘ f men's ther goods, including billfolds, collectors’ books, pass 
hip books mbination coin and billfolds, tray purses igarette 
key cases ar gold mounted numbers, represented by Baltus Rolfs 
resident N BRB. Shronk, special representative, and A. M. Rae 
ritorial representative 
BROWNE-MORSE COMPANY, Muskegon, M wood and steel filing 
é nment, filing cabinet supplies and steel desks. Represented by M. V 
I ! F. ¢ Morse, G. 8. McCormick, Roscoe Rogers 
CANTON ART METAL COMPANY, Canton, 0., steel office equipment 
Represented by A. B, Williams, manager of equipment division; D. A 
Crile and H. D, Mayers 
CARDINELL SALES COMPANY, Montclair, N. J., Ink-Out, Eradopens 
‘ astra cigarette holders, Crosrum and Quadro games Represented by 
n D. Card Barney Alderson 
CARTER’S INK COMPANY, Cambridg Mass inks ar ves 
" ind ril nd related specialtie Represented by Ri ird B 
( ter William H. Greenleaf 1 H. C. Bates 
CLEMETSEN COMPANY, Chicago Ill., typewriter desks and the 
Cle » Glide Re ented by D. A. Raggio 
CONKLIN PEN MANUFACTURING COMPANY THE I | Ohio 
tain pens and pencils Represented by ¢ G. Bauer and I W 
\W ifslaye ce 
CORDLEY & HAYES, New York, N y ffice water ers, fibre 
aste baskets the finish spittoons 
rit THADDEUS DAVIDS INK COMPANY INC., 95 Van Da street 
York, N Y exhibited an interesting line of inks and a sives 
was ir urge of Mr. and Mrs. J. J. Mortimer 
DAYTON DISPLAY FIXTURE COMPANY Daytor Ohio, display 
tures Represent by Charles R Freer I G. Gleasor H. 8 
| maee 
DERBY & COMPANY, INC., P., Gardner Mass correct posture office 
typewrite also general line of office chairs Re ted by 
Ashton P. Der WwW. W. Heyer and I Y. Brown 
DIAMOND INK COMPANY, Milwaukee Wis inks, mucilage and 
DOTEN-DUNTON DESK COMPANY, Cambridge, Mass bank and office 
EAGLE-OTTAWA LEATHER COMPANY Grand Haver Micl up 
ry leather for flice furniture, ow hides for bookbinding Repre 
nted y Robert Burns, M. G. Gaiser, J. B. Hatton and Wi im Hattor 
GUNN FURNITURE COMPANY, Grand Raj s, Mich., d s tables 
HAMILTON MANUFACTURING COMPANY Iwo Rivers, Wis., draft 
roor furnit typewriter tables Represented by H. G. Evans 
HAMII TON METAL PRODUCTS COMPANY Hamilton, Ot Climax 
3! 1 bond 0 vyacte baskets, house numbers, food graters, receipt 
Represent y Louis Piker 
IEYER DUPLICATOR COMPANY, ¢ i I duplicator Repre 
‘ I G H He int 
IRELAND & MATTHEWS MANUFACTURING COMPANY Detroit 
ass al tee spidors ish ivers Represente y P \ 
J. E. ( ¢ P. I Webster, Ernest Wallace 
S<ARDEX-RAND COMPANY, North Tonawanda, N. new tand se 
sible ex ent, Rand visible ume angle tabbed s and 
Rand M ! ! ndex tabs and t Rat Line f Busis 3 
Ss ! Represente y I E. McGee, manager of Rand Co ! ' Dp 
OH-I-NOOR PENCIL COMPANY, IN¢ New Yor N. ¥ Kohinoor 
ng pen Me to copying pencils, M Lis t nei 
r po Represented by Allan A. L« ( I Ka 
1 Ir I | r 
YON METALLIK MANUFACTURING COMPANY A i Ill 
>» steer abir tables Represented | A. ¢ Ath G. N 
. A. W. Lauder and L. B. Rho 
MACEY COMPANY rHI Grand Rapids M it Tt - < 
files, steel d s. filing equipment pI t t il 
ses, Ss baskets, solid b I es Pr. & 
M r, sales manag R. G. Burns, assistant sales manager; H. Stetson, 
J New ] representative Robert 8S. Fowler, Easte resenta 
H Central West representative J. H. M Nortl 
estern representative William E. Patrick, Southern representat and 
I F. Faber, Pacif Coast representative 
McLEOD FURNITURE COMPANY, Grand Rapids, M flat t and 


, writer desk stands, radio cabinets, telephone star Repre 
sente by D. I McLeod 
METAL OFFICE FURNITURE COMPANY, Gr 1 Rapids, M 


filing cabinets, cupboards 
Ohland and H. Parliament 
MOORE PEN COMPANY 


safes Represented by C. B. Wheeler, George 
Boston, Mass., fountain pens and mechanical 
peneils, ribbons, chains, clips, fountain pen inks, pen and pencil combi- 
nation sets Represented by G. L. Davis, vice-president; J. W. Hall, 
sales manager; 0. R. Smith, assistant to president. 

NORTHWESTERN EXPANDED METAL COMPANY, Chicago, IIl., 
sanitary waste baskets Represented by O. K. Whittenburg. 

OXFORD FILING SUPPLY COMPANY, Brooklyn, N. Y., Oxford cor- 
respondence filing outfits; general line of filing systems and supplies. 
Represented by Charles E, Reynell, Richard A, Jonas, general manager, 
and R. A. Jonas, J! sales manager. 

PARKER PEN COMPANY, Janesville, Wis., pens, pencils and leads. 
tepresented by H. L. Blackman, general sales manager; G. A. Anders, 
Northwest division sales manager; R. Franz, manager of New York; 
W. R. Duddington, central division sales manager; W. L. Clarke, manager 
of Chicago office J. R. Rhodes, Southwestern division sales manager; 
I W. Davies, manager San Francisco office; J. Phillips, Northeastern 
division sales manage! 

REYNOLDS & REYNOLDS COMPANY, Dayton, Ohio, business and 
office stationery, envelopes, school supplies, tablets, stenographers’ note 
books, school binders and fillers, papeteries. Represented by E. H. Will 
and C. R. Hewitt 


ST. JOHN’S TABLE COMPANY, Cadillac, Mich., business tables. 
Represented by Howard M. Petrie 
SANFORD MANUFACTURING COMPANY, Chicago, Il, inks and 


mucilages Represented by H. T. Griswold. 

SCRIPTO MANUFACTURING COMPANY, Atlanta, Ga., Scripto Multi- 
lead pencils and smooth writing leads. Represented by T. C. Wood, 
district sales manager, and R. H. Potter, director of sales. 

SENGBUSCH SELF CLOSING INKSTAND COMPANY, Milwaukee, Wis., 


inkstands, Ideal moisteners, No-Over-Flo sponge cups, Kleradesk desk 
distributors, mucilage applfers, inkstand sets, inkstand bases. Repre- 
sented by A. G. Shaefer, Gustave J. Sengbusch and C, W. Johnson. 


Philadelphia, Pa., Sikeo No, 512-C, a new 
turned leg upholstered air; Sikeo No. 522, a new turned leg saddle 
seat chair; Sikco No. 6 construction chair; Sikco self-lubricating pivot 
iron Represented by H. W. Koehn, L. H. Clark and B. H. Prentice. 
SOUTHWORTH COMPANY, Mittineague, Mass., typewriter paper, bond 


SIKES COMPANY rHt 


paper and individua vater marked paper. Represented by Edward 
Southworth, M. D. Southworth and J. N. Hobbs. 
STOW & COMPANY, Grand Rapids, Mich., 


DAVIS FURNITURE 
matched office suites in walnut, mahogany, directors’ tables and chairs. 
Represented by J. R. MecCargar, G, MeCargar, H. M. Hurd and E. W. 
Hunting 

SUPERIOR 
furniture 

TAYLOR CHAIR COMPANY 
sented by J. I lavylor 

TODD COMPANY rut 
Represented by G. W. Lee and C. E. Simmons, 

UNITED STATES PENCIL COMPANY, Philadelphia, Pa., U 
Represented | lr. Harris Keon and W. M. Black. 

VAIL MANUFACTURING COMPANY, Chicago, Ill, bank and Adaman- 
tine pins, paper ’ ind fasteners. Represented by Richard B. Vail, 
secretary and treasurer 


VALLEY CITY DESK COMPANY, Grand Rapids, Mich., office desks. 


FURNITURE COMPANY, Grand Rapids, Mich., office 


THE, Bedford, Ohio, office chairs. Repre- 
Rochester, N. Y., the Personal Protectograph. 


. 8. pencils. 


VANCE MANUFACTURING COMPANY, Dayton, Ohio, samples of work 
s a I shed by the Von Webern graining equipment, Represented 
by Robert F. Brow resident; Robert F. Hunt, Western representative; 


A. C. Goff, salesmar 

VICTOR SAFE & LOCK COMPANY, 
Represented by L. D. Keys, Frank Carr, C. F. 
and R. M. 7 : 


Marietta, Ohio, Victor safes. 
Alsop, Harry A. Wardy 








AuSsSsiInNg 

WABASH CABINET COMPANY, Wabash, Ind., filing device supplies. 
Represented 1 vv. 3 production manager; Edward L. Little, 

WAGEMAKER COMPANY, Grand Rapids, Mich., Wagemaker 10 point 

sks, filing supplies, filing sbinets, patented file fitting trays. Neoleum 
tops, Neo P tops Represented by J. H. Bushnell, A. BE. Hoppe and 
Sheldon ¢ i 

WAHL COMPANY THE, Chicago, IL, Wahl pens, Eversharp pencils, 
Red Top leads, adve : iterlals and manufacturing displays. Repre- 
sented by Thomas Dre dent; A. G, Frost, general sales manager; 
A. H. Ogle vdvertising nager; ¢ B. Ross, division sales manager; 
Hal Johnsor industrial sales manager; A, G, Bassett, district sales 

perintendent; ¢ rs ‘ district sales superintendent; V. J. Riley, 
listrict sales su tendent; C. W. Peru, H. J. Richardson, salesmen. 


COMPANY lL. E., New York, N. Y¥., Waterman's Ideal 
i Represented by E. J. Kastner. 


WATERMAN 
tals 1 in “p 
Y, IN Fr. 8., Boston, Mass., Multi-Kopy carbon 


f pene 


WEBSTER COMPAN 


papers, Star ribl RTZ type cleaner, stamping inks, Webco binders, 
Star oil, typewriter s Represented by C. P. Garvin, general 
sales and advertising 1 age J. A. White, Chicago manager; R. C, 
Clarke Northwestern representative, and H. M. Peirce, Michigan 


representative 
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THE INTERNATIONAL TYPEWRITING CONTESTS 


By J. N. Kimbal 
In a previous number of Orrice APPLIANCES was published the notice of the retirement of the International 
Typewriting Championship Trophy and its withdrawal from competition, to remain in the temporary cust 
the Underwood Company upon whose machine it has been won each year. 
And also it was said that one Kimball, who had been somewhat closely connected with typewriting 
might, as it were, have “something up his sleeve,” for the future. 
This caused me to take off my coat and see what might be hidden there, and finding nothing I conclud 





as it seemed necessary | would produce something. So I wrote every commercial school principal and ever 
typewriting teacher in the land a letter, in which I set forth certain ideas, and asked for answers to the questions 
whether they were in accord with my ideas, whether I should go ahead and carry them out, and also whet! 
would be behind me and give me every bit of help that might lie in their power. 
J. N. KIMBALL, 
Manager of Contests 
NEW BRONZE TROPHY DONATED BY J. N. KIMBALL 
INTERNATIONAL CONTEST MANAGER 
The result was something stupendous. I have more than four thousand replies, each and every one gw 


in unqualified “yes” to all my questions, and in almost every case stating forcibly the results that had 
to their schools from the various contests at the head of which stood the International. 

I was glad, of course, and was also glad to get one single and solitary postal on which was 
initials. I don’t know who sent it, but of course one ought to have at least a single exception if he wa 


prove his rule. 
‘authority’ backed by more than four thousand enthusiastic teachers, I wa 


And now, having thi 
go ahead. The result may be seen in the accompanying photograph cf a new trophy, donated by mysel} 


of bronse, thirty-five inches high, and is the handsomest piece of artistic work ever designed for 
Description gives but little idea of its beauty. At the top you will note the carrying forward of the art 
ing from the earliest times to the typewriter. Below, standing on SPEED is the typical Mercury, and Dia 
the emblem of ACCURACY, while PROGRESS is represented, and well represented, by the names that apf 
above it, of those who have worn the championship crown in the past, with spaces for those who ma 





in the future. 
This trophy will make its first appearance at the forihcoming International Typewriting Contest, te 
later, probably early in December, the announcement of which—-conditions, place and date—will  s/ 


sent out. 
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Hands Across the Sea. 


HEN Old England starts to do something, she 
does it well. The Stationers’ Association of the 
United Kingdom, mindful of the traditions of the 


Worshipful Company of Stationers, has sent to the 
onventions of our National Association of Stationers, 
Office Outfitters and Manufacturers, men of high 
character, understanding and ability. This year they 
sent us all these qualities, plus the power of the spoken 
word. A. E. Owen-Jones, editor of The British Sta 
tioner, is a speaker who never lacks ideas and is rich 
in the power to present them. He witty 
ind of a depth of humor and sympathy which provoke 
laughter without a sting. He is, withal, a thoughtful 
man of sound ideas and wide information. 

Mr. Owen-Jones was accompanied by a fellow-coun 
tryman of distinguished ability and position among 
British printers—A. E. Goodwin, secretary of the Fed 
Master Printers, sent as a visitor to the 
meeting of the United Typothetae of America. Mr. 
(Goodwin made a fine impression among the stationers 
it Grand Rapids as well as among the printers whom 

addressed at their meeting in Chicago. 

If the stationers and printers of Great Britain 

ore men like the samples they have sent, ws 

ill send us a ship-load next time. 


is eloquent t 


ration of 


have 
the 


<---> 
A Look Into the Future. 
\NY years ago when adding machines, duplicat 
ing and addressing machines were making thei 
nitial appearance on the horizon, Orrice APPLIANCEs 


urged dealers to take account of the 


the industry with a view to handling such machines 
wherever possible. We recommended that 
men, ,who were then the principal offic 
salesmen, be alert to the oncoming opportunities 

Those who responded to these changes have profited 
nd the machines have become great factors and have 


developments 1n 


machinery 


had a foremost influence in the development of the 
ttice equipmi nt industry. 
less than five years later Orrice APPLIANCES 


started a campaign for the handling of office furniture 

the stationery store, taking the ground that dealers 
ire the first to know of new prospects and are best 
quipped to handle business by reason of the fact that 
supplies for all offices must come through stationery 
+ departments who are daily seeking to find 
new customers and to serve the requirements of old. 
The office equipment house is first to become acquaint 
who have office devices 


nouses ¢ 


with new concerns must 
ind are in the best possible position to handle all of 
the equipment employed in the average office. Sub- 
cribers of ten or fifteen years ago will recall the 


lebate which Orrick APPLIANCES conducted with the 
furniture journals regarding the future of office furni- 
ture in the stationery stores. 

No very hearty response was received at first to our 
suggestions, but later they began to take root until now 
fice furniture is regarded as a necessary part of any 
ell equipped office appliances department. 

\bout twenty years: ago it was our privilege to point 
ut the big opportunities which were to be found in 
handling loose leaf devices. This suggestion, too, was 


slow in taking root. Those who got in early realized 


most from the handling of this line of goods. 
lere are only three departments in which the most 
table changes have taken place in 


the last twenty 


years. These changes and developments are continu- 
ing and day by day new opportunities arise. With the 
perfection of small machines for all purposes, oppor- 
tunities for their sale in the stationery store arise. We 
have an example of this in the Victor Adding Machine 
Company’s plan of distribution which includes the 
dealers and has been strikingly successful to the great 
idvantage of the Victor Adding Machine Company and 
to the dealers who handle the line. Portable type- 
writers also are available for dealer distribution and it 
should not require a great deal of specialized salesman- 
ship to sell them in profitable numbers. Writing ma- 
chines, duplicating machines, addressing machines. 
adding machines, computing machines—in short, ma- 
chines and small for every function in the 
husiness offce—are looming larger each year on the 
dealer’s business horizon. The office machinery de- 
partment of the commercial stationery store is sure to 
he. We believe it worth while for the dealer to give 
1 serious consideration. 
<> 
The Pot Is Boiling. 

NEFORMATION from various sources percolating 

into this office suggests that in several instances 
there is in prospect an extensive widening of the field 
if manufacturers. Producers of established standard 
ines are planning extensions into related fields, which 
will expand their manufacturing and selling organiza- 
tions materially. 

None of the projects noted has advanced to a point 
where authentic news can be divulged, but it is expected 
that before the new year has advanced very far several 
ig announcements can be made. 


large 


the 1cik 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, 


ETC., REQUIRED BY THE ACT OF CONGRESS OF AUGUST 24, 1912, 
of Office Appliances, published monthly at Chicago, Ill, for October 1. 
1925 
STATE OF ILLINOIS, County Cook, 8s 

Before me, a Notary Public in and for the state and county aforesaid. 


personally appeared ¢ I Malhoit, who, having been duly sworn accord- 
ing to law, de] says that she is the Secretary of the Office 
Appliance Company and that the following is, to the best of her knowledge 
ind belief, a true statement of the ownership, management (and if a 


oses and 


daily paper, the circulation ete., of the aforesaid publication for the 
late shown in the above caption, required by the Act of August 24. 
1912, embodied in Section 411, Postal Laws and Regulations, printed on 
the reverse of this form, to wit: 

1 That the names and addresses of the publisher, editor, managing 
ditor and business managers are: Publisher—The Office Appliance Com 
many, 417 South Dearborn street, Chicago, Ill. Editor—Evan Johnson, 
12 North Kenilworth avenue, Oak Park, Ill Managing Editor—Evan 


fohnson, 312 North Kenilworth avenue, Oak Park, Ill. Business Managers 

John A. Gilbert, 310 Forest avenue, Glen Ellyn, Ill. 

2 rhat the owner is: (If the publication is owned by an individual 
his name and if owned by more than one individual the name 
and address of each, should be given below; if the publication is owned 
by a corporation the name of the corporation and the names gnd addresses 
f stockholders owning or holding one per cent or more of the total amount 


address 


of stock should be given.) Evan Johnson 312 North Kenilworth avenue. 
Oak Park, Ill Albert H. Hitchcock, 3425 West Adams street, Chicago. 
Ill.: C, F. Mathoit, 817 West 70th street, Chicago, Ill.; Donald C, Miller, 
6157 St. Lawrence avenue, Chicago, Ill.; John A. Gilbert, 310 Forest 
ivenue, Gien Ellyn, Ill Hobart W. Martin, 677% Wrightwood avenue, 
Chicago, Ill Chas. H. Everly, Mohegan Heights, Tuckahoe, N. Y 


} That the known bondholders, mortgagees, and other security holders 
wwreing or holding 1 per cent or more of total amount of bonds, mort- 
gages, or other securities are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the names of the 
owners, stockholders and security holders, if any, contain not only the 
ist of stockholders and security holders as they appear upon the books 
of the company but also, in cases where the stockholder or security 
holder appears upon the books of the company as trustee or in any other 
fiduciary relation, the name of the person or corporation for whom such 
acting, is given; also that the said two paragraphs contain 
statements embracing affiant’'s full knowledge and belief as to the cir- 
cumstances and conditions under which stockholders and security holders 
who do not appear upon the books of the company as trustees, hold stock 
and securities in a capacity other than that of a bona fide owner; and 
this affant has no reason to believe that any other person, association, 
‘ corporation has any interest direct or indirect in the said stock, bonds, 
or other securities than as so stated by him. 

5. That the average number of copies of each issue of this publication 
sold or distributed, through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown above is ......... (This 
information from daily publications only.) 

THE OFFICE APPLIANCE COMPANY, 
Cc. F, MALHOIT, Secretary. 


trustee is 


equired 


Sworn to and subscribed before me this 22nd day of September, 1925. 
[Seal] RBESSIE ARKIN, Notary Public. 
My nission @% s April 1 1929.) 
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Fountain Pens, Pencils and United States Battle 
Ships 


By G. K. Spencer, U. S. N. R. F. 








No. 1, Battleships about to steam into harbor No. 2, View of a naval aeroplane, a powerful affair with dou 

No. 3, Type of naval plane on many of which Sheaffer pencils are used for recording message No. 4, Destre 
No. 5, Making up a record with a Sheaffer pencil No. 6, Tar showing mammoth Sheaffer pen 

Filing into port at three California seacoast harbors, with sea to which the attention of the world 
sides streaked with the tell-tale marks of hard service The entire cruise represented not only, 
at sea, the high-seas fleets of the United States came to ture of hearts and the testing of Hawaiia 
anchor on September twenty-sixth after almost six months materials—but involved a greater element, th: ving of 
continually at sea Vessels the mettle of the 1 t the 
which had formed the cordon ““ leet the de 
round Hawaii, and whose heir ability t 
prows had cut the waters of d strain « 
the Antipodes, quietly laid aside earnest to the 


the paraphernalia of hostilities he otticers and 


the scientific instru ts 


and began the business-like 


preparation for another hard precision whi 


siege of action—the autumn t ght 
battle practice. capable but 
In behalf of the Nation, Cal- undergo the s 


ifornia welcomed these ships, ng our great p 


these vessels and these men Instruments as 
] | 


who not only guarantee the were tested dur 


integrity of the country, but euvers. Sheaffer 
who have just finished one of cils proved their et \ 
the greatest tasks of interna- every department of 


tional diplomacy ever consum- where records must b« 1ick 





mated—the welding of Anglo and reliably made cadiomer 
Saxon hearts and hands in the ee A oe ROOM a in the destroyer ser whos 





Ge 











typewriting machines cannot find room to function, used 
Sheaffer pencils with success and satisfaction. Hundreds 
of naval radiomen used these pencils for transcribing battle 
signals during maneuvers and found them always ready 
and one hundred per cent efficient 
N only were these pencils used in radio rooms, but 
were extensively employed on the bridge by officers, 
iartermasters and signalmen, and by others throughout 


ship. On not a few of the vessels one would find a 
Sheaffer pet hanging by a string near the log in the 
ne room il d in other plac S wl ere logs are kept. 
Often they were grimy with oil and dust, but every man 
them w had occasion to make e1 the log 
would later be incorporated in the general ship’s 
g¢ by the ship’s writer. 
If, during the rapid taking of a signal, a point broke, a 
juick twist supplied new lead and the work went on with 
terrupti 
During tl operations about Hawaii, naval nteens 
which had procured Sheaffer pens and pencils from civilian 
ks on the American West Coast and were acting as 
( s fe these civilian stocks, sent ashore for the use of 
he forces on the beach a supply of one thousand pens 
nd pencils of this make, which, except for forty-eight 
ns, were sold to the Bluejackets and Marines 
The average naval man, throughout the officer and non 
nmissioned ranks, is an inveterate writer. He writes 
der any and all conditions, and writes to his kin and to 
is friends, and to his acquaintances in all parts of the 
ited States and the world over. Indeed, the catholicity 
the Naval man’s literary efforts is 


an amazing example 


his multifarious experiences and his many contacts 


The 


ewspapers of the land are often livened with these vivid 
ccounts from the far seas, and every editor looks with 
pleasure on the communications from his Naval friends 

Fountain pens and mechanical pencils used by the navy 
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must be reliable and ready to write when the time comes. 
The distribution of first class writing instruments of this 
kind practically every man _ possessing 
something of a pen or a pencil upon which he 
Among such implements the proportion 
of Sheaffer products is large. 


astonishing, 


is 
by way 
relies for service. 
During the Hawaiian operations, Sheaffer pencils came 
radio men of the aircraft 
maneuvres, as the 
Hawaiian aerial expedition was getting ready to leave the 
mainland coasts for its dash to the islands, this writer 
the test flights made in San 
sat immediately beside the radio 
was able to observe that for facil- 
ng rapid radio messages in the close quarters 


into 


for 
to 


favor as eq 


juipment 


squadrons, and subsequent these 


ympanied a number of 


AaCCE 
Diego harbor, and as he 
he 


man in t after cockpit, 


rdi 
radi 


itv in rec 


of a plane, where no typewriter may be used, this equip- 
ment is valuable, both for steady work and for the celerity 
with which a new writing surface may be secured and new 


writing points and fluid 
All communi 
Navy is by 


writing 


brought into play. 

within the planes of the Army. and 
notes, and for this purpose of rapidly 
for transmission between pilots and crew, 
| pilots, quick acting mechanical pencils have 
an almost standard demand in the Naval service. 


ation 
written 
a note 
and crew an 
found 


A Summary of Business in Texas. 
From W 


r¢ gional 


Neil Stewart, one of the National Association’s 
governors, has favored Office Appliances with a 
digest of business conditions in Dallas 
and the Dallas trad territory for October, 1925. This was 
compiled by the news and editorial departments: of the 
Dallas Morning News, of The Dallas Journal and the semi- 
weekly larm news 
folder 


iexas are 


copy of a monthly 


From this we learn that general business condi- 


but in the Central and South Cen- 
the state the cotton crop is short. 


tions in good, 


tral portions of 
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"inning ball 
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brief story 
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Lithographing Company 
is found elsewhere in this issue. 
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Barcelona Office Equipment Dealer Here. 
One of our callers last month was Mr. L. Ortega-Mar 
& Ortega-Martinez, Via Layetana, 21, Bar 
Ortega-Martinez spent three weeks in 
the United States, upon the Victor Typewriter 
Company, the Safe Check Writer Company and 
other manufacturers for whom the firm is agent in Spain 

Both Mr. Lay and Mr. Ortega-Martinez are Americans 


and 


tinez, of Lay 
celona, Spain. Mr 
calling 


(,uard 


Che latter was born reared in Venezuela and started 
his business career with The National Cash Register Com 
associated both in his 
States. Mr. Lay is a Cuban 


Both are enterprising, indus 


which he was native 


United 


with 
and in the 


pany, 
country 
of United States parentage 


trious young men, with fine capabilities and qualities. They 
opened their business in Barcelona three years ago and 
have made a splendid success. They are now increasing 


their business by opening a 


later on 


enlarging 
little 


their capital and 
Madrid. A 


order to 


they expect to opel 


service 


branch at 


another throug! 


branch in extend thei 


out Spain 





Samarkand Dealer in U. S. 
us the pleasure 
States 


1). Jaffo, of Samarkand, Turkestan, gave 
ot a visit last month. Mr 
looking over certain articles of office equipment with the 
development of Turkestan 
\ native of Russia, a lawyer and a student, Mr. 
He is admirably 


Jaffo is in the United 


idea of new business in and 
Persia. 
Jaffo went to Turkestan a few. years ago. 
equipped in many ways, not the least of which is a friendly 
attitude toward all men, to make a success of the enterprise 
he has undertaken. Any 
terested in the eastern market, which Mr. Jaffo plans to 
develop, may reach him through the mail, in care of Mr 
Amalgamated Trust & 


boulevard, 


manufacturers who may be in 


S. Jessman, vice president of the 


Bank, 111 West Jackson 


Savings Chicago 


An Effective Sales Convention. 


In the October issue of Office Appliances we devoted a 


column to a description of the sales convention of the 


Leopold Desk Company of Burlington, Ia., having before 


us page proofs of the Leopold News, the house organ of 
Holding 
conversations on all points of construction and finish of 
the different desks, produced a most effective sales meeting 
ont on sales organiza 


the company reporting the convention verbatim. 


There were only two set addresses 
tion by T. F. Peirce, president of the, Pacific Desk Com 
pany of Los Angeles, and on Salesmanship by Professor 
Paul W. Ivey. The former at the banquet 


home of Carl S 


was delivered 
Leopold on the first day, 


supper at the 


Prominent Mexican Dealer Visits U. S. 


Mr. F. Armida of F. Armida & Company, Mexico ( 
is spending two months in “the States.” Mr. Art i has 
called upon the manufacturers whose lines his mpany 


represents and has traveled from the Atlant t the 


Pacific He made his first trip to the Canadiar ckies 
revisited San Francisco and Los Angeles, retraced forme 
steps through the Yosemite Valley and renewe icquair 
tance with the Grand Canyon of the Colorad: Che firt 
if F. Armida & Company presents a complete typewrit 
service to Mexico with the L. C. Smith, the Corona an 


the Hammond machines; features the Dalton Adding ma 
Marchant 


machine, 


machine and t Coron: 
Elliott-Fisher book 


Rand Ind 


hine, the calculating 


portable adding and the 


keeping machines; is agent for the 
British office devices. The company is one of the 


Mexics 1 ler 


the 


Rone oO 


outstanding firms in the business in 


that IS advancing 


progressive concern 


U. S. office equipment. 
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Che Leopold Desk 


mented not only upon the plan of this conventio1 


Company is to be highly 


the publication of the results in the Leopold Ne 
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\ glance at the Le Id News 


report of the first annual 
mentioned two addresses 
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Mitchell was freely dis ser 
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the subject, Analyzing Problems. by ( 


Mitchell. 
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present and the speaker replied to al 


which were asked. 
Che round table discussions were peculiarly valuable, de 
useful selling points on Leopold produ 


llowed Tr 


veloping many 
An interesting discussion also was that which fo 
Ivey's address on Saturday afternoon 


Stationers’ Square Club Holds Meeting 
Che Stationers’ Square Club held its twenty-fourth state 
New York ( ity Wednes 


a 8 ; ott 
Following routine business and 


meeting at the Hofbrau House, 
day evening, October 28. 
still pictures of a Mediter 


Holy Land vere 


balloting, special motion and 


ranean Cruise to Egypt, Italy and the 


shown. Charles S. Clark, who spent some thre: nths 
taking the views, conducted the showing of them. A f 
steak dinner is being planned for the latter f 


Nov embe r 
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DISPLAY IN ONE OF THE ROOMS OF THE LEOPOLD DESK COMPANY, BURLINGTON, IA., AND PART OF THE 
> WHO A’ \ LE 


ot a ATTENDED THE SALES CONFEREN‘( REPORTED ON PAGE 58 OF THE OCTOBER ISSCE OF THIS 
Waste in Office Forms. chine is displayed in the car in such a way that it is 
he article Creeping Extravagances in Business,’ by visible when the car is parked. A spotlight illuminates 
J. Kulas, president of the Otis Steel Company of Cleve the machine at night, giving all the benefits of a display 
nd, Ohio, which appeared in October Office Appliances windoy E. B. Peterson is the holder of the world’s 
reats of the waste in office forms due to the wide diffe: record onnection with the uniform demonstration of 
e in style, especially in relation to invoices \ New the Underwood Typewriter, having won this title in New 
subscriber connected with the New York Central York years ago. The photograph reproduced was 
writes to s “Certainly it will continue to cause taken recently when the brothers were in Idaho Falls, 

ision if individuals get up forms Our correspondent Idaho; the background being the hospital there. 
ts the form, the acceptance vhich has been sug [he Peterson brothers have won their position through 


eir enterprise itive and industry 


ses and stores, of the merical Nailwa Associa 
1, is of the opinion leg I ea ee ee English Class in Charge of R. E. Ramsay. 
iding a standard invoice, suitable for almost a firn It is announced by the West Side Y. M. C. A. Educa- 
in any individual form. This form is the ons h M1 tional Department that the business English class will be 
his article mentions favorably in compari vitl nducted | Robert E. Ramsay, with the collaboration 
uggeste Mr. Diehl of the Ford Motor Compat f J. Langdon Taylor, one of his associates in the Robert 
—_—__— E. Ramsay Organization ‘) 
Peterson Brothers Boost Underwood. [he usiness English class will be conducted on Tues 
Peterson, in charge of the Pocatello, Idal brancl dav al Thursday evenings. Mr. Ramsey, in addition te 
the Underwood Typewriter Company and his brother this West Side class, is instructor in advanced direct ar 
C. Peterson, in charge of the Billings, Mont., office of vertising at New York University, as well as being ti. 
Underwood ive what is a novel and apparently orig iuthor of “Effective Direct Advertising,” “Effective Hov™* 
ethod of advertising their product Phe roth use Organs and “Constructive Merchandising.” He hav dia. 
irs in their work and curtains are provided in the cars vide business experience advertising and sales promo 
cl ré ence to the Unde od is carri \ ma rk 
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E. B. PETERSON AND G. C. PETERSON, BROTHERS, THE ONE HEAD OF THE POCATELLO, IDAHC 
BRANCH OF THE UNDERWOOD AND THE OTHER IN CHARGE OF THE BILLINGS, MONT., OFFICS 
WITH THEIR CARS IN IDAHO FALLS IN FRONT OF THE HOSPITAL IN THAT CITY. 
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Fountain Pens, Pencils and United States Battle 
Ships 


No. 1, 
No. 3, 
No. 5, Making up a record 


Filing into port at three California seacoast harbors, with 
tell-tale 
at sea, the high-seas fleets of the United States came to 
anchor on September twenty-sixth after almost six months 


sides streaked with the 


continually at sea. Vessels 


which had formed the cordon 
round Hawaii, and whose 
prows had cut the waters of 


the Antipodes, quietly laid aside 
the paraphernalia of hostilities 


and began the business-like 
preparation for another hard 
siege of action—the autumn 


battle practice. 

In behalf of the Nation, Cal- 
ifornia welcomed these ships, 
these vessels and these 
who not only guarantee the 
integrity of the country, but 
who have just finished one of 
the greatest tasks of interna- 
tional diplomacy ever consum- 
mated—the welding of Anglo- 
Saxon hearts and hands in the 


men 


Battleships about to steam into harbor. i 
Type of naval plane on many of which Sheaffer pencils are used 
with a Sheaffer pencil. 





By G. K. Spencer, U. S. N. R. F. 


No. 2, View of 


No. 


marks of hard service 


SENDING AND RECEIVING 
ROOM. 


a naval 





aeroplane, a 


sea to which the attention of the world is now 


powerful 
for recording messages. 
6, Tar showing mammoth Sheaffer pen. 


affair with double 
Destroyers in 


engines 


harbor 


turned. 


The entire cruise represented not only, however, the junc- 


IN THE 





WIRELESS 





ture of hearts and the testing of Hawaiian defenses and 
materials—but involved a greater element, the proving of 


the mettle of the men of the 
Fleet, the determination of 
their ability to stand the “gaff” 
and strain of Pacific war 

an earnest to the country that 


the officers and men who man 
the scientific f 
precision which today make up 


instruments of 


our fighting ships, are not only 
capable but loyally willing to 
undergo the shock of defend- 
ing our great policies. 
Instruments as well as 
were tested during the 
euvers. Sheaffer pens and pen- 
cils proved their efficiency in 
every department of the ships 
where records must be quickly 
and reliably made. 
in the destroyer service, whose 


men 
man- 


Radiomen 














ae 
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typewriting machines cannot find room to function, used 
Sheaffer pencils with success and satisfaction. Hundreds 
of naval radiomen used these pencils for transcribing battle 
signals during maneuvers and found them always ready 
and one hundred per cent efficient. 

Not only were pencils used in radio rooms, but 
they were extensively employed on the bridge by officers, 
quartermasters signalmen, and by others throughout 
the ship. On of the vessels one would find 
Sheaffer pencil hanging by near the log in the 
in other places where logs are kept. 
Often they were grimy with oil and dust, but every 
used them who had occasion to make an entry in the 
incorporated in the general ship’s 


these 


and 

not a few 
a string 
engine room and 
man 
log, 
which would later be 

log by the ship’s writer. 

If, during the rapid taking of a signal, a point broke, a 
quick twist supplied new lead and the work went on with- 
out interruption. 

During the about Hawaii, naval 
which had procured Sheaffer pens and pencils from civilian 
stocks the American West Coast and were acting as 
agents for these civilian stocks, sent ashore for the use of 
the the beach a supply of one thousand pens 
and pencils of this make, which, except for forty-eight 
were sold to the Bluejackets and Marines. 
throughout the officer and non- 
commissioned ranks, is inveterate He 
under any and all conditions, and writes to his kin and to 
his friends, and to his acquaintances in all parts of the 
United States and the Indeed, the catholicity 
of the Naval man’s literary efforts is an amazing example 
of his multifarious experiences and his many contacts. The 
newspapers of the land are often livened with these vivid 
accounts from the far seas, and every editor looks with 
pleasure on the communications from his Naval friends. 

Fountain pens and mechanical pencils used by the navy 


operations canteens 


on 


forces on 
pens, 

The average naval man, 
writes 


an writer. 


world over. 


must be reliable and ready to write when the time comes. 
The distribution of first class writing instruments of this 
kind is astonishing, practically every man possessing 
something by way of a pen or a pencil upon which he 
relies for service. Among such implements the proportion 
of Sheaffer products is large. 

During the Hawaiian operations, Sheaffer pencils came 
favor as equipment for radio men of the aircraft 
squadrons, and subsequent to these maneuvres, as the 
Hawaiian aerial expedition was getting ready to leave the 
mainland coasts for its to the islands, this writer 
accompanied a number of the test flights made in San 
Diego harbor, and as he sat immediately beside the radio 
man in the after cockpit, was able to observe that for facil- 
ity in recording rapid radio messages in the close quarters 
of a plane, where no typewriter may be used, this equip- 
ment is valuable, both for steady work and for the celerity 
with which a new writing surface may be secured and new 
writing points and fluid brought into play. 

All communication within the planes of the Army and 
Navy is by written notes, and for this purpose of rapidly 
writing a note for transmission between pilots and crew, 
and crew and pilots, quick acting mechanical pencils have 
found an almost standard demand in the Naval service, 


into 


dash 


A Summary of Business in Texas. 

From W. Neil Stewart, one of the National Association’s 
regional governors, has favored Office Appliances with a 
copy of a monthly digest of business conditions in Dallas 
and the Dallas trade territory for October, 1925. This was 
compiled by the news and editorial departments of the 
Dallas Morning News, of The Dallas Journal and the semi- 
weekly farm news. 

From this folder we learn that general business condi- 
tions in Texas are good, but in the Central and South Cen- 
tral portions of the state the cotton crop is short. 
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THE LAST NOTE OF SUMMER.—Winning ball team of The Goes Lithographing Company 


of Chicago, 


champions of their league for 1925. 


A brief story is found elsewhere in this issue. 
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Barcelona Office Equipment Dealer Here. 

One of our callers last month was Mr. L. Ortega-Mar- 
tinez, of Lay & Ortega-Martinez, Via Layetana, 21, Bar- 
celona, Spain. Mr. Ortega-Martinez spent three weeks in 
the United States, calling upon the Victor Typewriter 
Company, the Safe Guard Check Writer Company and 
other manufacturers for whom the firm is agent in Spain. 

Both Mr. Lay and Mr. Ortega-Martinez are Americans 
The latter was born and reared in Venezuela and started 
his business career with The National Cash Register Com- 
pany, with which he was associated both in his native 
country and in the United States. Mr. Lay is a Cuban, 
of United States parentage. Both are enterprising, indus- 
trious young men, with fine capabilities and qualities. They 
Barcelona three years ago and 
They are now increasing 
opening a 


opened their business in 
have made a splendid success. 
their capital and enlarging their business by 
branch at Madrid. A little later on they expect to open 
another branch in order to extend their service through- 


out Spain. 





Prominent Mexican Dealer Visits U. S. 


Mr. F. Armida of F. Armida & Company, Mexico City 
is spending two months in “the States.” Mr. Armida has 
called upon the manufacturers whose lines his company 


represents and has traveled from the Atlantic to the 


Pacific. He made his first trip to the Canadian Rockies 
revisited San Francisco and Los Angeles, retraced former 
steps through the Yosemite Valley and renewed acquair 
The 
Armida & Company presents a complete typewrite: 
Mexico with the L. C. 
the Hammond machines; features the Dalton Adding ma 


tance with the Grand Canyon of the Colorado. firn 
of F. 
service to Smith, the Corona an 
Marchant calculating machine and the Coron: 
Elliott- Fisher 
keeping machines; is agent for the Rand Index and th: 


chine, the 


portable adding machine, and the book 


Roneo British office devices. The company is one of th: 
outstanding firms in the business in Mexico—a moder: 
progressive concern that is advancing the prestige o 
U. S. office equipment. 
MEMBERS OF THE SALES 
AND OFFICE FORCE OF THI 
MILWAUKEE BRANCH OF 
THE REMINGTON TYPE 
WRITER COMPANY. — Thes: 
are the people who are respon 
sible for the good increase i1 
business in this section of the 
country for the first 
months of 1925 over the same 
period for 1924. The photogray 


was taken on October 3 during 
a sales meeting In the eve 
ning all the employees we 
invited to attend a dinner f 
lowed by a dance The Mi 
waukee branch of the Reming 
ton is headed by R tar 
manager. 





Samarkand Dealer in U. S. 


D. Jaffo, of Samarkand, Turkestan, gave us the pleasure 
of a visit last month, Mr. Jaffo is in the United States 
looking over certain articles of office equipment with the 
idea of development of new business in Turkestan and 
Persia. A native of Russia, a lawyer and a student, Mr. 
Jaffo went to Turkestan a few years ago. He is admirably 
equipped in many ways, not the least of which is a friendly 
attitude toward all men, to make a success of the enterprise 
he has undertaken. Any manufacturers who may be in- 
terested in the eastern market, which Mr. Jaffo plans to 
develop, may reach him through the mail, in care of Mr. 
S. Jessman, vice president of the Amalgamated Trust & 
Savings Bank, 111 West Jackson ‘boulevard, Chicago. 


An Effective Sales Convention. 


In the October issue of Office Appliances we devoted a 
column to a description of the sales convention of the 
Leopold Desk Company of Burlington, Ia., having before 
us page proofs of the Leopold News, the house organ of 
the company reporting the convention verbatim. Holding 
conversations on all points of construction and finish of 
the different desks, produced a most effective sales meeting. 
There were only two set addresses—one on sales organiza- 
tion by T. F. Peirce, president of the Pacific Desk Com- 
pany of Los Angeles, and on Salesmanship by Professor 
Paul W. Ivey. he former was delivered at the banquet 
supper at the home of Carl S. Leopold on the first day, 


Friday, September 11, and the latter at a luncheon at th: 
Hotel Burlington on the following day. 

The Leopold Desk Company is to be highly compli 
mented not only upon the plan of this convention, but upor 
the publication of the results in the Leopold News, the 
October 15 edition of which was devoted entirely to the 
report of the first annual dealers’ convention. We 
A glance at the Leopold News 


have 
mentioned two addresses. 
discloses the fact that there were more, if we include ar 
address of welcome by Carl S. Leopold and an address o1 
the subject, Analyzing Dealers’ Problems, by Charles ] 
Mitchell. The address of Mr. Mitchell was freely discussed 
by those present and the speaker replied to all questions 
which were asked. 

The round table discussions were peculiarly valuable, dé 
veloping many useful selling points on Leopold products 
An interesting discussion also was that which followed Dr 
Ivey’s address on Saturday afternoon. 


Stationers’ Square Club Holds Meeting. 


The Stationers’ Square Club held its twenty-fourth stated 
meeting at the Hofbrau House, New York City, Wednes 
day evening, October 28. Following routine business and 
balloting, special motion and still pictures of a Mediter- 
ranean Cruise to Egypt, Italy and the Holy Land were 


shown. Charles S. Clark, who spent some three months 
taking the views, conducted the showing of them. A beef 
steak dinner is being planned for the latter part of 


November. 
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DISPLAY IN ONE OF THE ROOMS OF THE LEOPOLD DESK COMPANY, BURLINGTON, IA. 
REPORTED ON 


GROUP WHO ATTENDED THE SALES CONFERENCE 
JOURNAL, 


Waste in Office Forms. 

[he article, “Creeping Extravagances in Business,” by 
E. J. Kulas, president of the Otis Steel Company of Cleve- 
land, Ohio, which appeared in October Office Appliances, 
treats of the waste in office forms due to the wide differ- 
ence in style, especially in relation to invoices. A New 
York New York Central 
Lines, writes to say: “Certainly it will continue to cause 


subscriber connected with the 


confusion if individuals get up forms.’ Our correspondent 
submits the form, the acceptance of which has been sug- 
and approved 

Division VI, 


Railway 


gested by the Department of Commerce 
National Officers and 


Purchases and Stores, of the American 


by the Association of 
Associa 
tion. He is of the opinion that the form comes nearer to 
providing a standard invoice, suitable for almost any firm 
than any individual form. This form is the one which Mr. 
Kulas in his article mentions favorably in comparison with 
yne suggested by Mr. Diehl of the Ford Motor Company 


Peterson Brothers Boost Underwood. 


E. B. Peterson, in charge of the Pocatello, Idaho, branch 
1f the Underwood Typewriter Company and his brother, 
G. C. Peterson, in charge of the Billings, Mont., office of 


the Underwood, have what is a novel and apparently orig- 
They 


‘ars in their work and curtains are provided in the cars 


inal method of advertising their product. both use 


n which a reference to the Underwood is carried. A ma- 





, AND PART OF THE 
THE OCTOBER ISSCE OF THIS 











PAGE 58 OF 


chine is displayed in the car in such a way that it is 
visible when the car is parked. A spotlight illuminates 
the machine at night, giving all the benefits of a display 
Peterson is the holder of the world’s 
record in uniform demonstration of 
the Underwood Typewriter, having won this title in New 
York The photograph reproduced was 
taken brothers were in Idaho Falls, 
Idaho; the background being the hospital there. 

The Peterson brothers have won their position through 


window. E. B. 
connection with the 


four years ago. 


recently when the 


their enterprise, initiative and industry. 


Business English Class in Charge of R. E. Ramsay. 


It is announced by the West Side Y. M. C. A. Educa- 
tional Department that the business English class will be 
conducted by Robert E. Ramsay, with the collaboration 
of J. Langdon Taylor, one of his associates in the Robert 
E. Ramsay 

The business English class will be conducted on Tues- 
day and Thursday evenings. Mr. Ramsey, in addition to 
this West Side class, is instructor in advanced direct ad- 
vertising at New York University, as well as being the 
author of “Effective Direct Advertising,” “Effective House 
Organs,” and Merchandising.” He has a 
wide business experience in advertising and sales promotion 


Organization. 


“Constructive 


work. 








E. B. PETERSON AND G. C. PETERSON, BROTHERS, THE ONE HEAD OF THE POCATELLO, IDAHO, 


BRANCH OF THE UNDERWOOD AND THE OTHER IN CHARGE OF 


THE BILLINGS, MONT., OFFICE: 


WITH THEIR CARS IN IDAHO FALLS IN FRONT OF THE HOSPITAL IN THAT CITY. 











a 





Page 22 OFFICE APPLIANCES For November, 1925. 





New Aid to Loose Leaf Sales 


Index to Loose Leaf Forms. 


(Copyrighted 1925 by The Office Appliance Co.) 


Note.—This is the fifth installment of a complete index to loose leaf forms made by manufacturers who sell their goods 


thru retail stationers. 
information. 


Hospital Records— 
Amer. Pad and 


Se SGks 02 2650— 9%4x12 —( Padded) 
Deteme ..cccccs P16—11 x 84—K 
P27—11 x 8%4—K 
OE weée cevees C250— 9%4x11%—S 


C201i—11 x 8%—K 
Lefax—“Cbstetrics 
Handbook”— 634x 34%—D 


PPR RR32—11 x 8%—K (Clinical Record) 
BEE - ve ccese BF1—16 x21 —12” C. C.—2 posts %” 
dia. (Cash Receipts) 

A2B—14 x17 —Z (Cash Disbursem’ts) 

AD2—14 x17 —Z (General Cash Disb.) 

CIK— 8%xl4 —X (Report of Ambu- 
lance Runs) 

A2A— 8%x1l —X (Journal Entries) 

I2ZA— 9%4xl11%—S (Resume of Prof. 
Services) 

C1C—12 x 9%—Y (Patient’s Register) 

A2A1—14 x17 —Z (Journal) 

A2A2—14 x17 —Z (Journal) 

I3A— 9%4x12 —Y (Record of Domestic 
Depts.) 

A2E—16 x21 —12”C. C.—2 slots %” 
dia. (Voucher Regis- 
ter) 

A2B—14 x17 —Z (General Cash Re- 
ceipts) 

Hotel Records— 
nn” scaseeeke 162— 6 x 9%—W (Guest Record) 
FReere- HL— 7%4x10%—R (Dup. Stat.) 
a edeoestioiun C160 6 x 9%—W (Guest Record) 

C249— 91%4x11%—S (Dup. Stat.) 

OO 1257— 7%4x10%—R (Dup. Stat.) 
Hotel Registers— 

ny sigevceee $519—12 x 9%4—K 

PT  sbisxeevs 163—16 xl0%—Z 

| PP rere HR—16 x10%—4 3/16” dia. round holes 

1214” outside C. C. 
ap Are C81—14 x 8%—L 
C82—16 xl01%4—M 

er 973%4—16  xl10%—Z3 
House Messages— 

Moore ....... 217la—Pad (Telegram) 

2171c—Pad (Telephone) 

2171d—Pad (Written) 

2171b—Pad (Requisition) 

Household Expense. See Expense Records. 


Income and Disbursement Records. See Cash Received 
and Cash Disbursed, also Expense Records, Personal. 
Income Records. See Investments. 


Income Tax Records (Individual) — 
Cesco—Special 
Outfit— 8%xll — 
Trussell—“My 
Finances” — 
308GF, 308HF 
and 308JF— 634x 3%4—D 
311GF, 311HF 
and 311JF— &8%x 5%—F 
408GF, 408HF 
and 408) F— 634x 3%—D 
411GF, 411HF 
and 411JF— 8%x 5%4—F 
Indexes for County Offices— 
Deluxe ...Pubreco—13%4xl164%—U 
Cott .i cds sede —Surname Key Tables 
—Given Name Key Tables 
—Given Name Unit 
—No. 1-4, No. 2-8, No. 6-24 
Indexing— 


Moore %,....<s- 159—5 x8 
Individual Ledger (Bank Customers). 
Inspection Report, Piling— 

ST Medak Shae stat — 6%x 34%—D 


—Moore Pat. Punch. 
See Bank Records 


Refer to July installment for key to punchings. 


Dealers are finding this index a source of valuable 


Installment Accounts— 


DD bacyetsges 35— 94%x11%—S 
BED. cin oe ance IL— 94%xl11%—S 
ass. ocd C248— 94x11%—S 
Ns wags cal 123— 5 x 8 —Moore Pat. Punch. 
Saar 7041CA— 94%4x11%—S 
BE. San weno 964— 94xl11%—S 
Insurance Agent’s Data Books— 
Sos cawd Cc58— 3 x5 —A 
ES Pe C48B— 3 x5 —A 
EL ao Gee ware 23— 5 x8 —PF4 
EM aiid ca ae 155— 5 x 8 —Moore Pat. Punch. 
199— 5 x 8 —Moore Pat. Punch. 
I cs aaa ts 283— 634x 3%—D 
Insurance Records— 
MT tsvsbacud $554—11 x 8%4—K 
S$554%4—1i1 x 8%4—G 
CEP aéccnceas 172—11 xl4 —T 
Pere Pll—11 x 8%4—K 
hasawd dene C163—11 x14 —Y 
C209—J1 x 84%—K 
C265—11 xl4 —Y 
Pere 22— 5 x8 —PF4 
ee 155— 5 x 8 —Moore Pat. Punch 
rey ee RR35—11 x 8%4—R 
| SS 1288—11 xl4 —T 
Inventory Sheets— 
Be 1c ety W150—12 x 9%4—P 


W1232— 9%x11K—S 
B1232— 9%4x11%—S 
W 1244—11%4x11%—T 
B1244—114%x11%—T 
Amer. Pad and 
aR 89—12 x 9%—P 
B&P ........S1510—12 x 9%—(Unpunched) 
$1511—12 x 94%4—P 
ieunatpin 21—12 x 9%4—P 
21A—13%4x12 —P 
scidiaws INI—12 x 9%4—P 
IN1I—A—12 x 9%4—P 
P52—11 x 8%4—K 
iets 4% had C28—12 x 9%—K and P 
C36—12 xll —P 
C198-1-2-3— 714x10%—R (Farmers) 
C295—11 xll —yY 
seuvtabal 7100—12 x 914—K and P 
7100%—12 x 9Y%—PF3 
path ob ott 6054—12 x 9%—P 
un abe I—12 x 94—P 
A—13%x12 —U 
Sh eka 452—12 x 91%4—P and K 
452-OS—12 x 91%4—P and K 
Inventory, Perpetual. See Stock Records. 


Investment Records— 


P&M 


Deluxe ...c0.. P37— 7%x 4%4—I 
BR— 9%x11%—S 
i teocdsdwed C271— 9%4x11%—S 
B297— 9%4x11%—S 
C39— 7%x 44—I 
C186—11 x 8%4—K 
ere 202— 6%x 33%4—D 
BOOS nce cpante 219— 5 x 8 Moore Pat. Punch. 
Sn inoane 7042BT— 9%4x11%—S 
. .o ceiws 1215— 9%4x11%—S 
Trussell .....0- 308— 64x 3%—D “My Finances” 


311— 8Y%x 5%—F “My Finances” 
Investments, Real Estate. See Real Estate Records. 
Invoice Filing Book— 


|. Se C94—16 x14 —Z3 
RY ...IB—18 xl2 — 
Invoices Payable Records— 
ee ocdencen B759—14 x12 —U 
B&859—14 x12 —U 
B1059—14 x12 —U 
B243—11 x17 —T 
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COOP § hn sncanas 38— 1334x16%—U 173—11 xl4 —T 
9 x14 —T OO LR— 8%xl4 —R 
107—11 xl4 —T P9—11 x 84—K 
108—11 x14 —T PD es C108—11 x 8%4—K . 
ME dic 04 ties C5—1334x12 -—U C157—11 xl4 —Y 
eens 4 Sem nS 
— x ans ¥ g 2 —_— 
SS4— 9%4x11%K—S B296— 84x14 —X 
C39—11 xl4 —Y Pree 282— 5 x8 —PF4 
C40—11 x14 —Y Moore .......+- 127— 5 x 8 ~—Moore Pat. Punch. 
C47— 914x11%—S 132— 5 x 8 —Moore Pat. Punch 
| 0 — Sa TE srckicice RR24—11 x 8%4—K 
— 94xllK— 07190— 6 x 9%—V 
BP cssihicieth C7611" x12 —K Tatum ....... 1219— 84x14 —R 
C94—16 xl4 —Z 1290—11 xl4 —T 
C148—11 xl4 —yY Loan Registers. See Bank Records. 
C149—11 xl4 ~—Y Lodge Membership Records— 
nee = pr roars PES W1115— 34x 74—Prong File 
-- x _ ar 43— 9144x11K%—S 
Nat'l ...... 7072CG—11 x14 —T Deluxe ........ LM— 914x11%—S 
7072CR—11 xl4 —T Pee re 29— 5 x8 —PF4 
PEM ..0cccess IB—18 xl2 — MOOSE coccsses 127— 5 x 8 —Moore Pat. Punch. 
Stationers ....1021—14 xl2 —U Nat'l ...... 7041ML— 91%4x11%—S 
pee 983—11 xl4 —T&Y Ta 6 sa xece 963— 9144xl11%—S 
984—11 xl4 —T&Y Loss and Damage Claims— 
1279— 914x11%—S Amer. Pad and 
Jotter— DOE. ini win 2680— 8%xll —O 
RMD Gio scendaan — 63%4x 34%—D (forms Machine Bookkeeping Forms. 
— 634x 3%—D (Junior) Maps— 
— 634x 3%—D (Teacher’s Class) ee reer P44—11 x 84—K (U. S. arn 
Journals. See also Columnar Sheets— ge Serer C245—11 x 8%—K (VU. S. Outline 
po EE: B6S9—14 x12 —U EM... .ictee gov — 64x 3%—D Double, Triple and 
W1132— 9%x11%—S Quad. U. S., Canada, ) 
B1132— 914x11%—S tomtie °) and States ) 
pot > age HigeliGe oT Rand McNally....—11 x 8%—K (States) 
B1150—14 w12 7 a Market, Notes for— 
. 534 | 
Ceed iicsavces 104—11 x14 —T Lefax ......... 196— 634x 3%4—D 
104A—11 x14 —T Material on Hand. See Stock Records. 
105—11 x14 —T Material Requisitions. See Requisitions. 
——— C4—1334x12 —U Maturity Records. See Bank Records. 1} 
epi shyt - Cl1—1334x12 _U Membership Records. See Lodge Membership. | 
C12—1 334x12 _U Memo for Brief Correspondence— 
4 OO eee E 254— 6%x 3%—D 


C35—11 x14 —Y 
C3%—11 xi4 —Y¥ Menu— 














eee Se 159—11 xi4 —T (To be continued in the December number.) 


i OS aaa 196— 634x 34%—D 
Goes Oe On C. C—2 slots 5/16” Merchandise Record. See Stock Records. 
ph lai 2 4 8 — Beoennne Stouke. See House Messages. 
Ae Sccateiin C22— 91%4x11%—S LP ...........C89— 8%x 54—I 
B181—11 x14 i eS eeeeeeeeeee 123 6343 334 D 
Cc200— 714x10%—R Milk Be ol eecceccn sJ0— y4x oo 
at very ay Oe | aes th oe tp — 5 x8 —Pat. Punch. 
gs aaa i56— 634x 3%4—D Trussell ..........— 7%x 34—I (Weekly and 
Mohl mi: on pa Military Records— — 
BIOMICE .wcccccees —_ x _ y og: : 
Moore ........ i26— 5 x 8 —Moore Pat. Punch. Pea csees-toa HS) 34x 3S > ae | 
= - x 8 =e Pat. Punch. we cfvcereneyes —— a See Handbook) Se 
128— x 8 —Moore Pat. Punch. : 
1283W— 5 x 8 —Moore Pat. Punch. wee ne Rene 
Nat’l hs pet a x14 ee lat la: B640—11 x11 | 
orm J—6 x 9%—P = ee a " 
Stationers ....1016—14 xl2 —U aoe 11 x 8%4—S be tte 5/16” dia. 
Tatum eeoeeeeeee 987—11 x14 —T&Y 14 84 3 dh i 5 16” di 
987%—11 x14 —T&Y = SS ee ee 
990—11 xl4 —T& . . 
1276—11 x14 —T&Y Cesco eocceseser 63—11 x 84—PF2 
Deluxe ....... P43—11 x 8%—K 
1280— 91%4x117%4—S 11 x 8%—Rect. Punch. ; 
Journal Distributing—See Journals. 14 x 8%—Rect. Punch. 
Journal, General Bank. See Bank Records. 18 x11%—Rect. Punch. 
Journal, Sales— a nc. cece 17—114%4x 9%—7” C. C.—2 slots 5/16” 
See W100—15%4x10%— dia. 
Journal Vouchers. See Vouchers, Journal. cs 5 vbea tes —ll x 84— 
Journal, Vouchers Register— —14 x 84— 
PE. dic tsaae C26— 7 xll —X —16 xl10%— | 
POE Acéasis ae 1291— 7 xll —X —18 xlly4y— \j 
Labor Record, Farm. See Farm Records. 2 Oe eT C32—11 x 8%4—K i| 
Lawyer’s Collection Docket. See Attorney’s Collection C95P—10%4x 9 a C. C.—2 slots 5/16” i] 
Docket. ia. i] 
Ledger Control Sheets— C95R—10%x 9 —6” C. C— 2 slots 5/16” | 
Tatum _..... MP198— 9%4x14 —S dia. . 
Ledger, Petty Account. See Ledger. Sheet Chart. R5-45—16 x1034—Rect. Punch. i] 
Liability Ledgers. See Bank Records. R5-69—18 x11!4—Rect. Punch. | 
Level Book. See Engineer’s Records. M2-25—11 x 8%—Rect. Punch. ; 
Library Indexing. See Indexing. M3-47—14 x 8%—Rect. Punch. { 
Loans and Mortgages. See algo Bank Records— M5-47—14 x 8%—Rect. Punch. | 
; 
i] 
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Uncle Sam’s Fighting Fleets Equipped with 
“Ti-con-der-oga” Pencils. 


By G. K. Spencer, U. S. N. R. F., Editor of “The U. S. 
Navy Magazine and Aeronautical Review.” 





Leaving San lIrancisco for the great Hawaiian maneu- 
vers, the fighting sea forces carried from the mainland docks 
a supply of Dixon pencils with which, on bridge and in 
radio room, and in the engineering logs, the history of the 
war operations was written, and with which is being written 
in the logs of the Fleet the history of the cruise down to 
Australia, the greatest “fleet-in being” passage ever made 
by a modern sea force. 

Designed to test the sea-keeping United 
States navy personnel and ships, rolling down to Sidney, 
the fleet conducted the momentous test, and recorded it for 
later homologation, in the innumerable logs in every depart- 
ment of the fighting ships. 

In the engine rooms, the engineers recorded the mechani- 
eal trials which were surmounted while fueling from tank- 
ers through pipe-line at sea, and in the various ingenious 


qualities of 


measures for maintaining at high capacity the mechanical 
departments of the ship. 

On the bridges, the quartermasters and navigators re- 
ceived signals and recorded them, and noted in their logs 
also the conditions of weather and official observations. 

On deck, the boatswain’s mates recorded in their logs 
the problems of the deck in handling the vessels through 
interminable miles of Antipodean waters. 

In the wardrooms, engineering officers wrote in their logs 
the rate of fuel consumption, and in the radio rooms, radio- 
men carefully prepared a radio history of their operations 
and their radio compass tests. 

In the air, the observers kept no less careful logs of all 
the battle which unfolded beneath their gaze, as they 
plunged over the fleet, and into action. 


Under the sea, the submarines prepared in their rough 
logs the history of the underseas for the careful study of th« 
experts in the Navy Department. 

This work was done entirely with pencils, and carefully 
too, for the later official history of the gargantuan opera 
tions must be incorporated into a complete whole, and typed 
and printed for the Navy Department and the America 
press. 

Before leaving San Francisco, thousands of officers and 
men equipped themselves with the reliable pencils made by 
the Joseph Crucible Company, and through th: 
maneuvers these were in constant evidence. 


Dixon 
Dixon’s pencils—especially, Dixon’s “Eldorado,” Dixon’s 


“Ticonderoga” and Dixon’s “Best” colored pencils for 
checking, serve with the fleets today because officers and 
men have discovered their utility through long years of 


experience. 


MacRae’s Blue Book Absorbs Hendricks’ Commer- 
cial Register. 


It is announced that MacRae’s Blue Book Company, | 
East Huron street, Chicago, has absorbed Hendricks’ Co: 
mercial Register. 

These publications will be consolidated and will appea 
under the title of MacRae’s Blue Book Consolidated wit! 
Hendricks’ Commercial Register. 

The greatest care will be given to the compilation of th: 


It will contain accurate and speci! 


consolidated edition. 
information impossible to obtain elsewhere and will be o 
great use to all concerns doing an interstate business 

The consolidated publication covers all the worth whil 
industries of America, public utilities, chambers of com 
merce, etc., giving the leading buyers of America a com 
prehensive list of manufacturers from whom they can o 
tain competitive and responsible quotations. 




















SHOWING SOME OF THE MANY WAYS IN WHICH PENCILS ARE USED IN UNCLE 














SAM’S Dixon 


NAVY.—Cut by Jos. 


Crucible Company. 
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Watch Your Step 


By M. L. Hayward, Hartland, N. B., Canada. 


“Your account’s up to $500, and is long past due,” the 
merchant announced. 

“Take my note?” the delinquent customer queried. 

No—couldn’t get it through the bank on your name 
alone.” 

“Take Tom Brown’s note in my favor for $500, due in 
three months, and endorsed by me?” 

“That's a different proposition,” the merchant agreed, the 
note was duly endorsed, fell due, and Brown refused to pay. 

“I took your note in good faith, for value, and before it 
was overdue, so you’re bound to pay, regardless of any de- 
fenses which you might have against my customer,” the 
merchant argued. 

“I’m not relying on that point, although I might if I had 
to,” Brown retorted. 

“Then, if you’re not, what are you relying on?” 

‘Let’s see that note.” 

The merchant produced the note, and Brown put his 
finger on a blank space in the center thereof. 

“Ever notice that little matter?” Brown demanded. 

Whereupon the merchant carefully examined the note, 
and noticed what he had not before, that the number of 
dollars had not been filled in in the body of the note, al- 


though $500 in figures appeared in the upper left hand 
corner. 

“Now, if you want to sue me on a note promising to 
pay no dollars, sue away, and I’ll pay exactly what the 
note calls for,” Brown taunted. 

“I’m no lawyer, but I think in a case like that the 
court’d be governed by the figures in the corner,” the mer- 
chant demurred. 

“Well, sue away, and you'll find that the court’ll not look 
outside of the body of the note.” 

The merchant sued, the case is reported in 220 Pacific 
Reporter, 787, and the Washington Supreme Court decided 
that the merchant could collect $500. 

“Where there is a promise to pay ‘dollars,’ but the num- 
ber of dollars in the body of the instrument is blank, and 
the margin of the instrument is found to contain a super- 
scription which states a number of dollars, why, in view of 
the usage of custom which has so long prevailed, should 
the body of the instrument not be aided by the superscrip- 
tion? We think in such a case the figures found in the 
margin should be taken as the amount which the obligor 
intended to obligate himself to pay, and the obligation en- 
forced accordingly,” said the Court. 


Suggestions for the Stenographer 


By John Lane. 


Many stenographers fail to use to the full labor saving 
features on their typewriters. Particularly is this true in 
regard to using the tabular stops. 

Some stenographers day after day write but letters of 
more or less form contents, which would make it possible 
for them to set up the tabular stops once and never have 
to change them for days at a time. Yet they do not so do. 
Some fail to set them up at all, others set up but one for 
the paragraphic indentations and use the space bar for other 
routine carriage shifts in place of the tabular key. Such 
stenographers after first inserting the paper (by the way, 
the paper will not require alignment after inserting if use 
is made of the paper guides) repeatedly tap the space bar 
until the carriage is in proper position for writing the date 
line, they hit it again five or ten times for the paragraphic 
indentations and at the complimentary close they nearly 
melt the over-worked space bar from the friction generated 
in shifting the carriage to the proper position. This is rank 
inefficiency and rank waste of energy. It takes but a sec- 
ond to set the tabular stops in any desired arrangement and 
then you can, with the tabular key, do in one stroke, or 
two, what requires from five to twenty-five strokes with 
the space bar. Indenting with the space bar also necessi- 


tates removal of the eyes from the copy, and this in itself 
is a serious crime against typing technic. 

Another common practice amongst typists who are not 
thoroughly trained to use a typewriter with the least effort 
is placing the copy or notes on the wrong side of the ma- 
chine. If you have a machine with left hand carriage shift, 
and place your notes or copy on the left hand side of the 
machine, each time you slam the carriage back to starting 
position, after completing a line, your arm will come be- 
tween your eyes and the copy, causing you to lose your 
place and needlessly irritating you, hour after hour, by the 
strain on your eyes in picking up the place that vanished 
for the fraction of a second when your arm intervened. 
The proper place for the copy or notes on a left hand 
machine is on the right side and on a right hand machine 
keep the copy on the left side. 

Textbooks on typing do not emphasize these two points, 
possibly assuming that common sense will soon teach them 
to the typists. However, if the the reader will look around 
in his office I'll wager he will see some of those who have 
been operating a typewriter off and on for years commit- 
ting these errors in technic. I know that is my experience, 
anyhow. 


P. O. Urges Care in Re-use of Mailing Containers, 

Postmasters have been urged by the general office at 
Washington, D. C., to solicit co-operation of merchants 
using mailing containers a second time. Frequently the 


dealer in fountain pens returns them for repair to the manu- 
facturer, using a container which had been through the mails 
before. Often the old labels and stamps are not removed be- 


fore re-mailing, causing confusion in the address and delay 
in determining if the correct postage had been affixed. 
When using old containers be sure that the old label and 
address have been removed, or covered with a new label, 
and the old stamps stripped off. This co-operation is worth 
while, as when a parcel is not neat and clean, its dispatch 
is delayed until the postal clerk has time to look it over 
carefully. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of this 
journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff at the 
branch in charge of C. H. Everly at 1701 Pershing Square Bldg., Pershing Square, 42nd St. & Park Ave., 
New York, will be happy to be of any possible service. While the facilities at New York are not 
so many as at Chicago, there will be found the same desire to serve. United States manu- 
facturers or their representatives, traveling abroad are cordially invited to call 
upon Office Appliances’ London correspondent, Mr. W. Teignmouth Shore, 
director of W.-M. Publicity Service, Ltd., Caxton House, 

Westminster, S. W.1, England. Mr. Shore’s knowledge of 
office equipment business and its possibilities in 
Great Britain make his counsel valu- 
able to those desiring to cultivate 
the British Market. 


On account of the illness of Mr. W. T. Shore, our 
London correspondent, OrricE APPLIANCES goes to 
press this month without the usual London letter. Mr. 
Shore is rapidly recovering and will “cover the beat” 
for the November issue. 

Electro-magnetic Voice Recording. 


Written for Office Appliances by F. H. 
Gottlieb, M. E., Berlin-Tegel, Germany. 
Note—The apparatus described here has been mentioned in 
the electrical journals in years past. It appears that the early 
experiments have been worked out on a practical basis, and 
that in the course of time the machine will be in commercial 

production. 

The reader will interpret the words “Grammophon” and 
“Parlophon” used here as implying a dictation machine of the 
wax cylinder type. so familiar in the United States. 


netic dictating machine. Two hours’ uninterrupted 
dictation for 25-50 pages typewritten matter. Dic- 
tation Berlin-New York. 

The daily papers publish highly interesting articles re- 
garding revolutionizing German invention, in which the of- 
fice appliances industry should be greatly interested. 

The invention, which has hitherto only been known in 
its initial state, has been successfully completed by the Ber- 
liner-Telegraphie-Gesellschaft, Ltd., as a result of many 
years’ experimental work. Under exclusion of the public, 
experiments have lately been made by which the universal 
importance of this novel technical achievement has been 
confirmed in a surprising manner. 

A problem on which the Danish engineer, Waldemar 
Paoulsen, has already worked about the turn of this cen- 
tury has now been excellently solved and for the first time 
employed in practice. Acoustic tones of any kind have 
been fixed electro-magnetically upon steel material in such 
a manner that they can be reproduced at any later occasion. 


Development of Eighteen Years’ Experimentation. 
The engineer, Dr. Kurt Stille of the Berliner Telegraphie- 


A NOVEL revolutionizing invention, the electro-mag- 


} 


Gesellschaft, has worked for eighteen years on the deve 
ment of this invention and construction of the electro-mag- 
netic machine. 

All tones reaching the machine, speech, music, etc, are 
fixed upon a thin steel wire running over two coils. Not 
the least can be observed on the wire outwardly, as the 
tones are not fixed like in the Parlophon or Grammophon 
by making varying impressions into any kind of material, 
but that the steel wire is in a special manner stronger o1 
weaker magnetized according to the strength of the speak 
ing oscillations. 

This is done in the following manner: The tones, sent 
through a microphone, bring an electric current into oscil- 
lations. The current passes through the windings of a 
small electro-magnet. The magnetism is here alternately 
increased or weakened according to the rhythms of the 
electric current and consequently the rhythms of the speak- 
ing oscillations. From here the alternatingly strong mag- 
netism is transmitted corresponding to the speaking oscil- 
lations upon the wire, which passes along the electro-mag- 
net. 

When dictation is completed, the entire speech or piece 
of music remains upon the steel wire in a perfectly invisible 
magnetic writing. By the reverse process: viz, transforma- 
tion of the magnetic oscillations into acoustic oscillations, 
the entire speech or piece of music can later be reproduced. 

The fundamental advantage of this electric machine, com- 
pared with the mechanical Grammophon or Parlophon, is 
evident. All disturbing, outward noises are first of all ex- 
cluded, as a pin does not scratch upon a wax plate, but 
absolutely inaudible electro-magnetic processes are exe- 
cuted. Any regrinding of the material employed, as for 
instance in the Parlophon, is superfluous. 


Wire Demagnetized for Future Use. 


If the Parlophon is used as dictating machine, viz., a 
dictation received by the machine, and is transcribed by the 
typist, the wax roller has to be ground if it is to be used 
again. In the electro-magnetic dictating machine a pres- 
sure upon a button is sufficient to extinguish the entire con- 
tents on the wire. The wire can immediately be bespoken 
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again. The wax roller wears in time, but the steel wire can 
be used for an unlimited period. 

Another advantage consists therein, that the Parlophon 
can only be bespoken for a few minutes, when the wax 
roller is covered with signs and dictation must be inter- 
rupted. The electro-magnetic dictating machine can be 
used up to two hours uninterruptedly. Ten to twenty 
kilometer steel wire are closely wound upon a coil and 
capable to receive consecutively twenty-five to fifty pages 
usual typewritten matter. 

Handling of the electro-magnetic dictating machine is as 
simple as possible. The person dictating sits in front of a 
small apparatus similar to a table-telephone. The recording 
machine can stand in another room, even in another build- 
ing. The receiver is taken off and dictation given into the 
microphone. If anything has to be considered, the stop 
button is pressed down and the machine stops instantly. 
If dictation is to be continued, a pressure upon a starting 
button sets the machine at once going. If sentences are to 
be repeated, the machine will run back by a single pressure 
on a button, in an accelerated speed, and runs at once for- 
ward again at its normal speed. The last sentences are 
reproduced in the receiver of the table-apparatus perfectly 
true. If a sentence is to be corrected, which has in former 
dictating machines hardly been possible, or only with some 
difficulty, with this machine a pressure upon the key on 
the receiver is sufficient and the corrected sentence can be 
spoken into the receiver, whereby the faulty sentence is 
automatically extinguished. 

Transcribing Easily Accomplished. 

The typist who transcribes the dictation later can let the 
machine run so slow that it is possible to follow writing 
without interruption. The last words of each part of a 
sentence are regularly repeated in the apparatus so that 
they are heard twice by the typist and mistakes in hearing 
are impossible. Outwardly, it is hardly perceptible that the 
table is something more than an ordinary desk, viz., a table 
on which a typewriter stands and besides, some push-but- 
tons and keys. The real receiving apparatus is contained 
inside the desk. 

How great the capacity of the machine is has been proved 
thereby, that a well known author, at whose disposal an 
apparatus had been placed, dictated a whole novel by the 
electro-magnetic machine. When asked how the work 
progressed he only said: “10,000 kilometers; 15,000 kilom- 
eters”; and when asked how much he had still to write, 
he said: “A way from Berlin to Hamburg.” 

During development of the invention several useful appli- 
cations of universal importance have been found. As the 
tones are received by the novel machine in an electro-mag- 
netic way, all electric impressions can be conducted any 
distance over wires. It is clear that the dictating person is 
not tied to the machine by space. 

The Parlophon has to be bespoken direct. With this 
machine. one can dictate in Berlin and the dictation is re- 
ceived in New York. It is only necessary to connect the 
apparatus with a telephone line or a cable. Any conversa- 
tion, never mind how long and at what distance, can be 
fixed. Wire lines are not even necessary to conduct dicta- 
tions over great distances, as the electro-magnetic machine 
can be bespoken by wireless. 


Radio Transmissions Fixed. 


It follows that unthought of possibilities are opened by 
the invention, especially in respect of radio transmission. By 
this machine all reports and reproductions can be distrib- 
uted or received by radio and reproduced later. This is 
done thereby, that the machine is connected with the radio 
receiver instead of the ordinary receiver, or the loud speak- 
er. This results in the possibility to fix important reports, 
but not to receive the same necessarily immediately, per- 





sonally, by radio apparatus. 

Valuable radio programs can be retained in their entirety 
and repeated later. Radio performances of renowned ar- 
tists, concerts of prominent orchestras, plays and operas can 
in future be repeated at will. The reproduction is so ex- 
cellent that even professional men who attended the experi- 
ments were unable to distinguish the original performance 
from the reproduction by the speaking wire. 

It is not said too much that the practical applicability of 
the novel speaking machine can hardly be overlooked. At 
any rate, it will produce a complete revolution in the indus- 
try, as it seems to be destined to remove all disadvantages 
hitherto found in all speaking machines at present on the 
market. 


Address by R. Borlase Matthews. 

At a recent conference of the Association of Special 
Libraries and Information Bureau at Balliol College, Ox- 
ford, England, R. Borlase Matthews spoke on “Efficient 
Filing.” In his letter to us, it is interesting to note the 
existence of an Office Machinery Users’ Association. Mr. 
Borlase opens his address by defining Efficient Filing as 
economical commercial filing that ensures the prompt find- 
ing of papers when required. Quoting: 

“Any fool can file, but it takes a wise man to file and 
find again. If a filing system is sufficiently elaborate, and 
if enough time and care is expended upon it, it can be 
made fool-proof and effective. However, it would rarely 
be the case that such a system would justify itself. In 
other words, though it might be accurate, it would not be 
commercially efficient. “The underlying merits of a good 
system are simplicity, direct aim, finality, efficiency and 
economy. The basis of every business is its documents, its 
correspondence, its data and other records. Filing in the 
modern office and library may be conveniently grouped into 
two main classes of work: (1) Correspondence, and (2) 
Subject or special library matter (including technical data, 
catalogs, etc.).” 

Mr. Matthews suggests that it is good practice to date 
with a rubber date mark all correspondence on receipt and 
that it should not be filed until it has been marked by some 
one in a responsible position as having received attention. 
He also recommends the use of multiplicate copies. This 
enables the letter received and the reply to go to the 
general file at once while a copy can be placed in a 
“Tickler” and another for the head of the department. In 
treating correspondence he says: “Deal with one subject 
only in each letter; give the subject of the letter at the 
beginning; refer to the date of the letter to which reply is 
being made; and repeat the gist of the letter to which a 
reply is being made.” He feels that the last item is highly 
important since it eliminates to a considerable degree the 
necessity for turning to the original letter again after it 
once has been sent to the central filing department. For 
actual method of indexing he favors a combination of 
the alphabet with numbers. In speaking of containers for 
correspondence, he says: “Experience seems to indicate 
that, even for the smallest office, the unit container should 
be a four-drawer, ball-bearing, vertical, steel filing cabinet. 
A sorting file of the extensible hinge book type should be 
employed for the preliminary sorting of correspondence 
before it is actually placed in the filing cabinet. A separate 
opening should be provided in this sorting file for each 
letter of the alphabet.” In considering the folders used 
he states that the most universally satisfactory scheme is 
that which tabbed index cards are interspersed with the 
folders contain the correspondence. 

In conclusion Mr. Matthews says: “There is a golden 
rule which, though somewhat hackneyed, is of all im- 
portance in the art of filing, and that is: Do It Now. 
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For the all-important feature of’ a business file is that it 
must be up-to-date. ‘Above all things avoid being a slave 
to system. A good system should be sound enough : to 
be adapted to the individual requirements of any particular 
business. Efficient filing is that method which will stand 
the crucial test, as to whether it is easily understood, ‘eco- 
nomical in time, material and apparatus, speedy and accu- 
rate in operation, and whether it will, without fail, produce 
the documents required for reference in a maximum of time. 
It must incorporate the features of simplicity, ready refer- 
ence and flexibility. Safe file, safe find.” 


Typewriting Contest in Osaka, Japan. 


A most interesting and important typewriting contest 
was held at the Osaka, Japan, Mainichi auditorium on 
September 27. It was an all-Japan English contest, and 
for the first time in that country was conducted in strict 
conformity with international rules. The contest was under 
the auspices of the Western Typist’s Association (Kansai 
Taipist Kyokai). 

First prize, consisting of a gold medal offered by the 
Osaka Daily News, was carried off by Mr. Ryuzo Migita 
of Hoji, who typed 303 words in three minutes. He made 
only eight errors which inflicted a penalty of 80 words, 
leaving a net per minute speed of 74.3 words. 

The meeting opening at 1 p. m. (Sunday) with a brief 
address by Mr. Jiro. Sakabe, member of the Osaka Cham- 
ber of Commerce, who emphasized that the social position 
of typists in Japan is advancing in line with the growth of 
the responsibility they shoulder. In this connection it is 
deserving of note the status of women typists in Japan. 

Twenty-six contestants, including three from Tokyo, 
seven from Kobe and from Moji, all record holders of last 
season, participated. There three thousand specta- 
tors present. Marvellous skill was displayed in handling 
Woodstock, Underwood, Remington and L. C. Smith type- 
writers. Mr. Naoshi. Kato, in the course of his address 
pointed out that the contest was in a sense between West 
and East Japan, due to the three contestants from Tokyo. 

Prizes comprised a gold medal, two silver medals and 
three bronze medals. Winners were as follows: 


were 


First Prize. 


Name. Address. Gross. Er. Net. P.M.S 
Bey MN, POO va cap vecwcee ns 303 8 223 74.3 
Second Prize. 

Mr. Tsubouchi, Kobe......... 218 0 218 72.6 
Miss Saegusa, Tokyo......... 278 7 208 69.3 
Third Prize. 

Miss Takeuchi, Kobe......... 292 10 192 64.0 
Miss Kubouchi, Osaka...... 230 4 190 63.3 
Miss Misawa, Tokyo.......... 257 7 187 62.3 


The Western Typists’ Association is under the direction 
of President Mr. Kastusaburo, Inahata,, president of the 
Osaka Chamber of Commerce, and a committee consisting 
of Mr. Aisaka of Kokusai Tsuushin, Mr. Jiro. Sakabe of 
the Osaka Chamber of Commerce, Mr. Tetsuo. Yoshioka 
of Taisegawkwn, Mr. Asajiro Kimoto, proprietor of Ki- 
moto & Co., Mr. Yonejiro. Nagaoka of Naniwa Taipest, 
Mrs. Toyoko Furuya of the Furuya Engiish School, Mr. 
Chuji. Tokunaga of the Okura Trading Co., Ltd.,. Mr. 
Akiro Furakawa, editor of the Osaka JiJi News, Mr. Tomio 
Koga of the Kobe Higher Commercial School and Mr. 
Isamu. Mori of the Umeda English School. 

An extensive account of the details of the contest from 
the Osaka Daily News, an English paper, gives the pur- 
pose of the meeting as that to foster the development of 
English typewriting in Japan. Office Appliances is 
indebted to our good friends, Kimoto & Co. of Osaka for 
information of the contest. 


Europe Big Field for Office Equipment. 
Tendency Toward Standardization Results from Many 
Conferences—Universal Keyboard for Typewriters a Sub- 


ject of Interest—Special Correspondence to Office 
Appliances. 

Paris, France, October 13, 1925 
This summer and autumn many international confe: 


ences have been held and close following of such assen 
blies gives an insight into the trend of things, into th« 
ever-accelerated march of events which cannot be gained 
elsewhere. Many of the hints picked up in the precincts 
of such gatherings are valuable for the office applianc« 
trade, for in the political world the net effect of the year’s 
deliberations appears to be peace and a consequently great 
impulse to trade of all kinds. The barriers formed b 
frontiers appear to be breaking up before the necessities of 
trade and commerce and a great rush of international busi 
ness may be expected, and that in the very near future 
The Office Appliance Trade should consider in how far it 
is prepared for this rush, not merely in the States, but in 
Europe. Are its agents abroad really acting as pioneers 
or are their interests entrusted to men who are merely) 
thinking of making immediate profits and nothing further? 
* * * 


Immense international organizations are being formed 
by various bodies for the gathering of information and the 
filing thereof. For this purpose machinery for filing is 
required. As a speaker at an international conference held 
recently remarked, mere filing cabinets are much too small 
for present-day requirements; what are needed are great 
rooms with shelves for filing vertically, for the vertical 
filing system is being generally adopted in Europe. The 
Universal Library at the Cinquantinaire in Brussels is re« 
garded as a model of intelligent and scientific work in this 
respect. Although it is difficult to transport office furnitur: 
from the States to Europe, as a profitable transaction, it 
being very bulky for its value, it is advisable for all con 
cerned in the trade to follow the developments that ar 
automatically brought about by the need for filing docu 
ments on a very large scale. For while American firms 
cannot perhaps supply the type of filing system required 
by an immense organization like the International Labor 
Bureau or the League of Nations at Geneva, where whole 
buildings are needed, it must not be forgotten that the 
smaller institution and the office itself will adopt som: 
thing on the same general plan as the great institution, as 
the general tendency is towards standardization everywher« 
* *k x 


Another important innovation is the adoption of Esper- 
anto. One important technical French journal, the “Cuir” 
(Leather), already prints some of its contents in Esper 
anto. It is possible that the present arrangement of the 
letters of the American typewriter is suitable for Esper 
anto; on the other hand, perhaps this is not the case. As 
the French Chamber of Commerce is recommending the 
teaching of Esperanto to all preparing for commercial life, 
this point will be well worth consideration. Esperanto 
is essentially a Latin language, and it is just possible that 
the Italian keyboard will be easier of manipulation for th« 
writing of this language. It is perhaps the psychological 
moment for thinking of keyboards 
throughout the world, a crying necessity, which was much 
felt during the Great War and that will be felt much more 
severely when the new wireless attachments to typewriters, 
enabling reporters to communicate with the. office direct 
Imagine the plight of a man forced 
For just as 


standardizing the 


come into general use. 
to use a strange keyboard in dire necessity! 
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OLOF ERICSSON, GENERAL MANAGER OF ATVIDA- 
BERGS INDUSTRIER, LTD.; WALTER BANZHAF, GENER 
AL, MANAGER OF A. B. W. BANZHAF, AND T. T. MALLE- 
SON, FOREIGN SALES DIRECTOR OF THE ROYAL TYPE- 
WRITER COMPANY, INC., WHO WAS PRESENT AT THE 
TIME NEGOTIATIONS WERE OPENED FOR THE NEW AI 


RANGEMENTS NOTED IN THE RIGHT HAND COLUMN 


languages are being standardized, a universal tongue advo 
cated, keyboards must be standardized as well. 


* * * 


The need for printing catalogues, price lists and books 
of reference in eight languages will affect the printing trade. 
If orders for printing in English, French, Spanish, Italian, 
Dutch, German, Hungarian and Russian are to be accepted, 
various types must be employed. Then there is the ques- 
tion of accents and modifications, all of which problems 
would disappear if Esperanto were adopted as the modern 
equivalent of the Lingua Franco of the Middle Ages, for 
certain classes of printed documents. 


’ 


With the multiplication of catalogues in various lan- 
guages, comes the question of the size of books. Shall they 
be thick and bulky in many pages or have large, broad 
pages to take names in eight languages, across the page? 
All this affects the printing trade, as the size of machines 
will be affected, while the book-binding trade must also 
be considered. At conferences where these questions are 
being discussed it might be well sometimes to have a tech- 
nical man, watching in the interests of the Office Appli- 
ance Trade suggesting that some of the propositions are 
impracticable and that they will cost a great deal of money, 
for instance. For the tendency is to arise at such con- 
gresses instead of putting forward really practical sug- 
gestions. 

* * Ok 

The accommodation for the press is occupying the 
thoughts of the organizers of big international conferences 
more and more. Several type machines and supplies of 
office material are frequently put at the disposal of the 
press nowadays. Sometimes there are cupboards for the 
locking away of small travelers’ typewriters. All these 
things should be watched by the trade. A good agent 
might make excellent sales during a conference, as nat- 
urally machines, on account of the extra strain, break down, 
while the desirability of something noiseless makes itself 
felt at every meeting of the kind. Until the universal key- 
board is decided upon, a variety of keyboards would be 
required, or means of interchanging them, although the 
standard keyboard as used in the States is generally adopted 
in Great Britain and in Germany. 

Royal Developments in Sweden. 

A movement of marked importance in the organization 
and distribtition of Royal typewriters in Sweden is an- 
nounced by the foreign department of the Royal Typewriter 


Co., New York City. The development comprises a con- 
solidation of sales and service facilities of A/B Maskinaff- 
aren Royal Standard, the company that had previously rep- 
resented the Royal in Sweden, and Atvidabergs Industrier, 
Ltd., under the firm name of A/B W. Banzhaf (W. Banz- 
haf, Ltd.). 

Atvidabergs Industrier, Ltd., the new unit in the organi- 
zation, is Europe’s largest manufacturer of office furniture, 
card systems and filing accessories. The concern also 
manufactures the Facit calculating machine and their facili- 
ties include a number of large saw-mills. Factory and 
headquarters of Atvidabergs Industrier, Ltd., are located 
in the town of Atvidabergs, a short distance south of 
Stockholm. The town has long been known as an indus- 
trial center. In field covered, this firm is probably second 
to none, having its own branches and dealers in every im- 
portant city and town in Sweden. Thé new arrangement 
places the facilities of this country-wide organization at 
the disposal of A/B W. Banzhaf. Direct branches already 
have been established at Malmo, Goteborg, Norrkoping, 
Orebro, Jonkoping, Gavle, Sundsvall and Lulea, all of them 
provided with excellent showrooms and repair shops. 


Art Metal Distribution in Sweden. 


The Art Metal Construction Company, Ltd., London, 
England, has appointed an agent in Sweden—Franz Svan- 
strom & Company, Pappershandels Aktiebolag, Myntgatan, 
1, Stockholm, Sweden. This company has an extensive or- 
ganization in Sweden, both wholesale and retail. In the 
city of Stockholm alone ten retail stores are operated. 


Woodstock Typewriter Changes London Office. 

H. C. Thompson, managing director of the Woodstock 
Typewriter Company, Ltd., London, England, has moved 
the head offices. The new location is a ground floor office 
at 8 Newgate street, London, E. C. 1. The splendid in- 
crease of Woodstock business in Great Britain and Ireland 
made greater accommodations necessary. 


Royal Distribution Arranged at Leipzig. 

The agency for Royal typewriters in Saxony and Thurin- 
gen, Germany, has been assigned to Bruno Hahn & Com- 
pany, Dittriching 16, Leipzig. This company was estab- 
lished in 1913. 


London Remingtonians Sell Calculating Machine. 

Salesmen of the bookkeeping machine staff of the Rem- 
ington Typewriter Company, Ltd., 100 Gracechurch street, 
London, E. C. 4, have taken up the sale of the Britannic 
calculating machine in England and Ireland. This calcu- 
lator is manufactured by Guy’s Calculating Machines, Ltd., 
Truro Works, Truro road, London, N. 22. 


Salesmen’s Licenses Standardized in Africa. 

The Union of South Africa has established new license 
fees for travelers, effective January 1, 1926. Heretofore 
these fees have varied in the different provinces. Now they 
are uniform. Commercial travelers doing a wholesale busi- 
ness will pay £15 a year; retailing salesmen will pay £7 
10s a year. 

German Agency Arranged for Addressograph. 

The German distribution of Addressographs has been 
placed in the hands of Addressograph, G. m. B. H.,,Motz- 
strasse 31/32, Berlin, W. 30, Germany. This agency is 
under the jurisdiction of Addressograph, Ltd., Grange road, 
Willesden Green, London, N. W. 10, England. 
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A New Post Storage Binder. 

The Henry T. Adams Manufacturing Company, 8461 
South Chicago avenue, Chicago, Ill., is manufacturing a 
new solid post storage binder, a cut of which appears 
herewith. This is a transfer or storage device which can 
be used as a temporary binder as well as for permanent 
purposes. The metal parts are white plated and posts are 
threaded throughout their length so as to give any adjust- 
ment desired. After the binder is filled the wing nuts 





SOLID POST STORAGE BINDER. 


can be replaced by hexagon nuts and the ends of the posts 
can then be clipped off, leaving no standing ends to inter- 
fere with stacking. Any size required may be made to 
order. 


New Telephone Accessory. 

The Telephone Auxiliary Company, Inc., of 19 Madison 
avenue, New York, N. Y., was recently incorporated and 
is now in production on a new device known as the 
Auxil-A-Phone. 

The principals in this new company are H. C. Tuttle, 
president, and L. S. Scher, secretary-treasurer, the latter 


being patentee of the device. 





i. 


THE AUXIL-A-PHONE. 


The Auxil-A-Phone is not an attachment to the tele- 
phone, but is slipped over the head and used in conjunction 
with the telephone receiver for the purpose of excluding all 


| NEW MACHINES | 





surrounding noises and distraction and at the same time 
enabling the user to hear with both ears. 
Under noisy conditions the device is said to increase 


audibility of phone transmission four-fold. It was exhibited 
for the first time at the New York business show and will 
also be shown at the Chicago this 
month. 


show to be held 
Distribution will be accomplished through several agents, 
salesmen, the stationery and office equipment trade. 


A New Model Multistamp. 


The Multistamp Company, Inc., of Norfolk, Va., an- 
nounces the new No. 5 Multistamp. This is of the follow- 
ing dimensions: Outside, 6x 8% inches; printing capacity 
thirty-one single typewritten spaces or lines, 7% inches in 
length or forty-five single typewritten spaces or lines when 
the stencil is typed the other way, each line then being 5% 
inches in length. Maximum capacity using Elite type is 
about 465 words. With the new No. 5 it is still possible 
for the typist or operator to insert the stencil in the regular 
typewriter in any 
weight of this device is two pounds two ounces, making 


desired position. The net operating 
its operation easy. 


A New Grip File. 
The Cooke & Cobb Company, Brooklyn, N. Y., have 
recently perfected and placed on the market a new grip 


file known as the Congo grip binder. 





CONGO GRIP BINDER. 


This binder is made with flexible sides, has a one-inch 
binding capacity and full nickeled 
binding holes are spaced from 234 inches to 10 
according to requirements. 
is a part of and attached to each metal or mechanism. 

These binders are constructed in both side and end open 


length metals. The 


, 
iIncnes, 


A perforator of simple device 


ing styles and a variety of sizes. 


Multi-Counter for Tallying and Checking. 

The Multi-Counter Machine Company, 889 Broad street, 
Newark, N. J., has introduced the Multi-Counter, which is 
designed to be of assistance to the business man in tallying 
and other counting operations. A series of counters 1s 
mounted on a standard, with keys for 
accumulators. These provide for both units and decimals, 
and a device is included for restoring the machine to zero 
when a given operation has been completed. The machine 
is substantially made, and readily portable. 

The device sells at a moderate price and should find a 
wide field of use. 


actuating the 
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“F & E” Cheque Writer for Foreign Market. 

The Hedman Manufacturing Company, 1158 Center 
street, Chicago, Ill., is now meeting the needs of its many 
customers with a_ special model 


prospective foreign 


“F & E” cheque writer designed exclusively for foreign 
use. This machine is made with a die which imprints 
in a cheque or draft the typical currency designation 


employed in the country of use. 
The “F & E” cheque writer protects a cheque or draft 
against criminal alteration by imprinting and shredding 


larger cabinet, but of more limited capacity. Both cabinets 
may be fitted with coat rods and hat shelves to serve as 
wardrobes or private clothes lockers. 

The desk-high storage cabinet is a real convenience to 
the executive who finds the drawers of his desk inadequate 


to house the records that he must keep within arm’s 
reach. It is also extremely helpful to the typist for the 
storage of letterheads, carbon paper, ribbons and other 
supplies. 


The double door and single door cabinets are provided 








“F & E” CHEQUE WRITER. 
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IMPRESSIONS OF “F & 
WRITER 


SPECIMEN 
CHEQUE 

into the paper of the instrument the amount in such a way 
as to make the impression practicably unalterable. In case 
specific amounts are to be repeated on a series of cheques, 
the “F & E” accomplishes this with one setting of the 
amount Although this has become 
known in nearly every country of commercial importance, 


indicators. machine 
the manufacture and sale have been confined almost solely 
to the United States. Recent and 
an increase production space in 
manufacturing plant, enable the company to supply the 
These business 


improvements, 
of the company’s new 
needs of the many potential users abroad. 
men are no less progressive than their American colleagues, 

their 
selling 


and realize the advantages of a cheque writer in 
respective business houses. A comprehensive 


organization is being formed:-to care for the needs of banks 
houses in all countries. 


and business 


A New Line of GF Allsteel Storage Cabinets. 


New designs in storage cabinets are presented by The 


General Fireproofing Company, Youngstown, Ohio, in 
the GF Allsteel single door, double door and desk-high 


These three cabinets take care of prac- 
neat, orderly and dustproof 


storage cabinets. 
tically all requirements for 
storage of various articles in more or less daily use, or 
office supplies that must be kept in comparatively limited 
quantity close to the point of use. 

The doubie door cabinet is largest of the three cabinets, 
being 37 inches wide, 71 inches high and 20 inches deep. It 
will be found useful for the storage of supplies, books, 
linens, spare parts, etc. The single door cabinet is one- 
half the width of the double door cabinet and of the same 
depth and height. It has much the same application as the 
with vertical latch rods and lock, the desk high cabinet 























ALLSTEEL 
FILE OF 


NEW G. F 
FOUR-DRAWER 
THE “700 LINE.” 


NEW G. F. 
CABINET. 
All of the cabinets are supplied in 
mahogany or olive green finish. 
A very attractive mailing piece in three colors illus- 
trating the entire line of storage cabinets has been prepared 
for the free use of Allsteel dealers. 


with a latch and lock. 


GF Introduces New Line of Files. 

Following the trend of the times for a medium-priced, 
quality filing cabinet, The General Fireproofing Company, 
Youngstown, Ohio, has recently announced to its agents 
and dealers the new “700 Line Files.” These new files, in 
spite of their lower cost, have very much in common with 
the higher priced of the Allsteel line. For 
example, they are equipped with a progressive roller sus- 
pension that has been standard with the highest grade files 
special of the “700” files is the 
increased capacity, the over-all depth being 28 inches. 
Ten per cent greater filing capacity is secured because 


files 


for years. A feature 


of the increased depth. 

The new files have a high grade appearance, are durable 
in construction and easy of operation. They are furnished 
in letter, bill and cap sizes, with and without general lock 
and finished in green or mahogany with brushed brass 
trim. 

An attractive broadside, carrying a faithful reproduc- 
tion of the file in colors and in large proportions has been 
prepared for the free use of the company’s agents. 


“Y and E” Imprints Correspondence Folders. 
The Yawman and Erbe Manufacturing Company, 
Rochester, N. Y., is now offering its dealers a line of im- 


printed correspondence folders. 
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New Envelope Sealer. 

The most recent product of the Standard Mailing Ma- 
chines Company, Everett, Mass., is the vacuum feed suc- 
This is an all-metal unit requiring 
It does not 
use wicks, sprays, sponges or moistening rollers. Water 
Storck, inventor of the 


tion moistening sealer. 
neither adjustments, cleaning or replacements. 


is fed only as it is used. F. W. 
entire Standard line, is also inventor of the new sealer. 

The Standard Mailing Machines Company is a consoli- 
dation of the Standard Stamp Affixer Company and the 
Standard Envelope Sealer Manufacturing Company. 

The Standard Stamp Affixer Company was organized in 
1910, occupied a single room and made a stamp affixer 
weighing twelve pounds. In 1912 the company bought out 
a portable machine. 

The Standard Envelope Sealer Manufacturing Company 
was organized in 1913 and produced its first envelope sealer 
to retail at $15.00. 

The Consolidated different 
models of envelope sealers and stamp affixers in addition 


Company produces eleven 
to the Standard postal permit printer and sealer. 

The growth of the business has been based upon the 
merit and performance of the machines. The company 
has adopted a new method of distributing its machines 
through dealer franchises instead of solely through direct 
agents. 


New Van Dorn Feature. 
An important feature of the new Van Dorn line is the 
knee-space-counter-height This equipment 
combines the advantages of counter-height equipment with 


equipment. 


the advantage of space for one to place his feet or knees 
when working at the counter. This counter-height equip- 
ment can be combined with a desk-high shelf, thus enabling 
a clerk to sit down to his work, have filing data accessible, 
and be in a position to take care of customers over the 
The assembly shown here consists of knee Space 
steel top; knee front foot rest; 
knee space solid back; three-drawer vertical letter file, and 


counter. 


space apron; knee space 


counter height cupboard. 


New Safe Has Valuable Features. 

Company of Chicago, Illinois 
has produced and is now placing upon the market the 
Acme Class A Safe, 


pressly for the storage and protection of Acme card re 


The Acme Card System 


Underwriters’ Label designed ex 
ords, although the interior can be arranged to accommodat: 
various other requirements. This 


temperature of 2,000 degrees Fahrenheit for four hours be 


safe will withstand 





OPERATOR USING ACME CLASS A LABEL SAFE 


fore the inside temperature reaches 300 degrees Fahrenhe 


The safe rests on a sturdy steel base 20% inches high, a1 


has a sliding shelf with linoleum top, bronze pulls a 
a 1 I 
bronze binding strip. 
The sliding shelf provides a firm working surfa 


which the operator may sit comfortably with card re 
instantly at hand. It is placed at the correct height t 


sure the proper working position. 


This safe is a convenient working cabinet as well as 
secure storage cabinet admirably combining more that ons 


useful purpose. It is 5234 inches wide, 38 9/16 inches hig 


and 35 7/16 inches deep over all. Inside clear dimensions 


are 413% inches wide; 26 7/16 inches high and 245 inches 
deep. 
The safe is built to hold one hundred 6x4-inch Acme 


card trays, eighty 8x5-inch Acme card trays, or forty 13x6 
inch and twenty 6x4-inch Acme card trays 





KNEE-SPACE-COUNTER-HEIGHT EQUIPMENT. 
Van Dorn Iron Works Company. 


By the 
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The Librastyle System of Filing. 


The Victor Safe & Lock Company, Cincinnati, Ohio, 


are energetically pushing their Librastyle system 
of records filing, operating upon the principle used 
in public libraries. Information is gathered by general 


files being kept 
system 


subjects, the 
in chronological order. The units of the 
of containers, appropriately indexed and strongly made, 


classification and separate 


consist 





LIBRASTYLE CONTAINERS. 


capable of holding a considerable quantity of data under 
classification. These containers are similar 
to narrow open at the They fit 
in shelves provided for them or in a special filing 
recently perfected, suitable for the containers just 
When used upon 


one general 
snugly 


unit 


boxes, top. 
men- 
tioned or for regular filing envelopes. 
shelves the Librastyle containers remind 
of books. Each container is large enough to hold several! 
regular size folders with appropriate guides. 


one of a row 


New Meilicke Time and Interest Calculator. 

Meilicke Systems, Inc, is now putting out their improved 
time and interest calculator. Every requirement has been 
considered in the making of this new device. It can be 
a complete unit computing both time 
furnished 


furnished as and 


interest, or the 
from the interest calculator. 

The time calculator computes time on either the 360 
It is arranged to compute time a full 


time calculator can be separate 


or 365 day basis 





AND INTEREST 


MEILICKE TIME 
CALCULATOR. 


ADVANCED MODEL 


year backward or a full year ahead, and is perpetual: 
namely, it is not necessary to purchase new leaves at the 
end of each year. 

There are no keys to punch; no levers to pull. 
ator simply spots precalculated, verified answers. 

The calculator covers a full range of rates including even 
percents, half percents and quarter percents. It is accurate 
and quick; is built to last indefinitely and sells at a mod- 


The oper- 


erate price. 

New “Coxline” File Has Interesting Features. 

The new “Coxline” letter file, made by the Angle Steel 
Stool Company of Plainwell, Mich., has a number of fea- 
tures which make it worthy of attention. In the Coxline 
file, the follower is set on a long threaded rod and is 
readily moved back and forth by means of a small swivel 
key attached to the front of the drawer outside. Thus the 
follower can be kept snugly against the files and always 


maintains itself in the correct position. The equipment 
also keeps the files at the proper slant_éven in front. By 
means of a wedge-shaped pocket which can be used for 
cards or keys, the top edge of the front files is kept fully 
two inches away from the end of the drawer. Front files 
can be readily referred to without removing them while 
the entire file is said to be much handier to use. 

The Coxline files are manufactured only as sectional 
units, thereby permitting adaptation to every customer’s 
need. By an ingenious arrangement of files and bases, it 
is possible to make up desks complete from Coxline units. 
Patents have been applied for and are all inclusive, em- 
bracing the application of the Coxline improvement to all 
sizes and shapes of filing equipment. The line is marketed 
through dealers. 

Stools and Chairs in Canton Art Metal Line. 

The Canton Art Metal Company, Canton, Ohio, includes 
in its production a line of steel stools and chairs which are 
well suited to office and store use. In them are combined 
strength and rigidity, light weight and comfortable design. 





CANTON STEEL STOOL 


They are made to withstand rough usage, and to outlast 
wood many times. The legs are made of lxlx% inch 
angle iron, reinforced with %xX% inch band iron foot rests 
The standard finish is green or gray enamel. These 
utilities are furnished in twenty, twenty-four, twenty-six, 
twenty-eight and thirty inch heights, with solid steel 
or perforated wood seats. 
“Zipper” Brief Case. 

The Therman Leather Goods Company, 25-27 West 
Thirtieth street, New York, N. Y., produces the “Zipper” 
brief It is provided with a rip lock, and has the 
capacity of a Boston bag. The opening at the top extends 
to the sides, permitting unusual expansion and carrying 
capacity. The case is secured with a hookless chain fasten- 
ing, operating like certain types of tobacco pouches. A 
horizontal pull on the tab opens the case; the reverse mo- 


case. 


tion closes it. 
Bates Indexes in New Finishes for the Holidays. 
The demand for the Bates telephone index in finishes 
to harmonize with desk sets, boudoir hangings, chintzes, 
and other decorative settings is the reason for the Bates 
Manufacturing Company of Orange, N. J., adding the fol- 
lowing attractive de luxe finishes to their line: Old rose 
and gold, blue and gold, and grained brass. In addition 
to these new styles the silver index has been enriched and 
improved—the top is of plated silver, heavily scored. 
The every day usefulness of Bates telephone and radio 
indexes has made them popular Christmas gifts. 
(Continued on Page 200.) 
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Germans Favor Machines for Office Work. 

August Zeiss, Berlin, Germany, recently came to this 
country on business and was interviewed in New York by 
a representative of Office Appliances. 

Mr. Zeiss is the general agent of the Elliott-Fisher Com- 
pany for Germany and the company name they have 
adopted is “Union Zeiss.” The company carries on prac- 
tically a general office appliance business and operate also 
a large printing plant. They specialize in bookkeeping ma- 
chinery and accounting methods, and operate their Elliott- 
Fisher representation separate from their general office ap- 
pliance business, although it is, of course, very closely 
connected with their printing activities. Mr. Zeiss reports 
that in Germany since the war there has been a great de- 
velopment in bookkeeping and accounting by machinery 
and that the German business men realize that all kinds 
of accounting can be more easily and more economically 
accomplished by the use of machinery. He says that large 
concerns are rapidly adopting the idea of handling office 
detail mechanically and that prominent banks are installing 
large equipment of bookkeeping machinery and other me- 
chanical aids in handling detail work, and that the Elliott- 
Fisher equipment with the flat platen is one of the most 
prominent of those machines now used in Germany. He 
also says that, in addition to the acceptance of machine ac- 
counting, the general attitude of German business men is to 
adopt any mechanical device that will aid in carrying out 
office detail work with one proviso and that is that the 
device is suitable for the continental or German methods, 
and that because of this acceptance, the turnover of Ger- 
man manufacturers of office machinery of any kind is 
increasing very rapidly. 

He says that many American office machines are rapidly 
being accepted as well as the German in spite of the eco- 
nomic conditions in Germany which have proven of late to 
be rather poor on account of the financial situation and 
the generally depressed condition. He reports the outlook 
for further business in office machinery is encouraging and 
in his judgment it will increase without question. He 
bases this opinion on the fact that business men today in 
Germany will not hesitate to install any proper or con- 
venient method of aiding efficiency in carrying on their 
business and in this connection in his opinion there exists 
an opportunity for the development of a substantial increase 
in the volume of business done by American manufacturers 
in this industry, if a proper consideration is given the com- 
petitive efforts of the German manufacturers of equipment 
for the same purpose. 

The American manufacturer must be willing to meet the 
very different economic conditions on the continent as com- 
pared to conditions in America, specifically in regard to 
terms of payment, deliveries, service and matters of this 
sort. 

He says there is no need to fear any more a drop or de- 
pression in German currency, for he says German currency 
is now stabilized on a sound basis. That this is a fact he 
says has encouraged German industry and commerce to 
improve their business methods and to open connections 
with other countries where there is a demand for German 
products, and the German export industry is very eager 
to re-open the former channels of distribution of their goods 
in order again to supply the demand in other lands that 
exists for her industrial products. 

In the opinion of Mr. Zeiss the development in the office 
appliance industry in America is held in great respect by 
continental Europe and the acceptance by his firm and 
others of what are generally called the American methods 
or devices means a growing importance of this field abroad 
for the progressive man. They will always accept useful 
ideas that promote efficiency. 

Although Mr. Zeiss’s stay was brief—he arrived on the 


Olympic October 6 and sailed on the Columbus October 
29—he accomplished a great deal, having visited, in addi- 
tion to the time spent at the Elliott-Fisher headquarters in 
New York and the factory at Harrisburg, Pa., such cities 
as Rochester, Buffalo, Philadelphia and Washington. He 
was much impressed by the intense activity of American 
business men and the way they applied themselves to their 
daily tasks and he was particularly impressed by the com- 
bination in this country of work and play, for he found 
the American business man played hard as well as worked 
hard and that the interest in various sports was much more 
pronounced in its connection with business than abroad, 
even to the introduction of contests in business both in re- 
gard to sales and production. 

During his brief stay he had the opportunity to visit the 
National Business Show and was greatly impressed by the 
showing of the industry at this important exposition. He 
thoroughly enjoyed his stay in the United States and an- 
ticipates another visit here next year so that he may have 
the opportunity to study more thoroughly the general meth- 
ods of business and to come in closer touch with other 
lines of the office appliance industry in which he is inter- 
ested. 


A. W. M. Company in New Cleveland Store. 

The Cleveland branch of the American Writing Machine 
Company, who have been located at 34 Euclid Arcade for 
the past eleven years, have moved to larger quarters. Their 
new home is in the Hollenden hotel, 616 Superior avenue. 
The Hollenden is one of the best known high-class hotels 
in the city, and was recently remodelled to allow stores to 
be built into it. The American Writing Machine Company 
are occupying the largest store, and have fitted it up most 
attractively. 

Frank McBurney, manager and well known Mason and 
Elk, has been kept busy overseeing the work of moving, 
which in this case is a big job, owing to the large stock 
carried and the many other details that have to be attended 
to. 

The new location was chosen after a very careful study 
of the various downtown localities and was selected on 
account of its being so centralized. The company’s busi- 
ness has had a remarkable growth in Cleveland and terri- 
tory covered by the local branch, and is due to a great 
extent to the fine service rendered the public and trade. 


Rice Completes Long Trip. 

William H. Rice, president of the Peerless Carbon & 
Ribbon Manufacturing Company, New York, also manu- 
facturers of the “Solo” stamp pad, is on the last leg of the 
last lap of a six weeks’ swing around the circle, booking 
orders for the “Solo” and the special ink. Mr. Rice first 
went south, up the middle west to Omaha and north as far 
as St. Paul and Minneapolis, turning east at Chicago and 
covering Michigan and Ohio. The trip was completed by 
a tour through New York State. One would get the im- 
pression that the territory covered made an extensive trip 
for the single line of “Solo” pads and inks. An inspection 
of Mr. Rice’s order book would disclose the fact that the 
trip was well taken and that the “Solo” pad is a very 
popular little article. 


New Catalogue of Lighting Fixtures. 
Catalogue No. 26 of The C. C. White Company, Worces- 
ter, Mass., manufacturers of the “White” Adjustable Elec- 
tric Light Fixtures is attractively done in black and white, 
with cover in duo-tone brown. Changes and additions in 
the line are contained on a special sheet inserted in the 
catalogue. Products are illustrated and fully described. 
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~The Grand Rapids Convention 





Twentieth Annual Gathering of the National Association of 
Stationers, Office Outfitters and Manufacturers a 
Lively, Interesting and Important Event. 


OFFICERS OF THE NATIONAL ASSOCIATION OF STATIONERS, OFFICE OUTFITTERS AND 
MANUFACTURERS 1925-1926: 
President, E. H. Sell, E. H. Sell & Co., Columbus, Ohio. 


First Vice-President, Charles Garvin, The F. S. 


Webster Company, Boston, Massachusetts. 


Second Vice-President, Nathan Saltzman, The Hirshberg Company, Atlanta, Georgia. 
Third Vice-President, Fred P. Seymour, Horder’s, Inc., Chicago, Illinois. 


Treasurer, Albert H. Childs, S. D. Childs & Co. 


, Chicago, Illinois. 


Auditor, Leo F. Johnson, Florida Office Supply Co., Tampa, Florida. 


General Manager, Fletcher B. Gibbs, Chicago, IIl. 


Secretary and Counsel, Mortimer W. Byers, New 


REGIONAL GOVERNORS 

District No.1. James T. Towhill, The James T. Tow- 
hill Company, Boston, Massachusetts. 

District No. 2. William N. Stewart, Stoll Blank Book 
& Stationery Company, Trenton, New Jersey. 

District No. 3. Woodson P. Waddy, The Everett- 
Waddey Company, Richmond, Virginia. 

District No. 4. R. M. Pound, Pound & Moore Com- 
pany, Charlotte, North Carolina. 

District No. 5. C. C. Cobb, The Conklin Pen Manu- 
facturing Company, Toledo, Ohio. 

District No. 6. C.J. Nachtigal, The Globe-Wernicke 
Company, Chicago, Til. 

District No. 7. Arthur J. Walker, Farnham Printing 
& Stationery Company, Minneapolis, Minnesota. 


S EARLY as the latter part of the week preceding 
A the convention officials of the National Association 

began gathering at the Pantlind hotel in Grand 
Rapids, Michigan, to perfect details of the coming meeting. 
By Sunday evening, October 11, the greater part of the 
delegates and visitors had arrived, filling the headquarters 
hotel from main floor to garret, with a liberal overflow 
at the Morton and other adjacent hotels. Lobbies buzzed 
with greetings and conversation. The Chicago and Eastern 
contingents arrived Sunday afternoon and evening. From 
Chicago there were two parlor cars filled with people from 
this city and from points west, northwest and southwest 
as well as from Chicago. The eastern delegation came from 
New England, New York, Pennsylvania, and other Atlantic 
seaboard states. Two well known stationers came up from 
Florida and two from the state of Washington. Louisiana 
and Texas were represented, likewise Minnesota and the 
province of Quebec, Canada, while men came from almost 
every inland section of the country. We believe the Ameri- 
can stationer who did the convention the honor of coming 
the greatest number of miles to attend its sessions is C, R. 
Grifin of Trick. & Murray, Inc., Seattle, Washington. 
Those. however, who came the iongest distance were the 
two visitors from England—A. E. Owen-Jones, editor of 
The British Stationer and delegate from the Stationers’ 
Association of the United Kingdom, and A. E. Goodwin, 
secre:ary of the British Printers Federation, who came to 
this country primarily to attend a big national meeting of 
American printers held in Chicago the week following the 
Grand Rapids convention. 

The attendance at Grand Rapids was not so large as at 
the Cincinnati convention last year, but it was quite as rep- 
resentative. The registration numbered 561 persons all told 
—463 men and 98 women. Of this number about 157 were 





York City, N.Y. 


District No. 8. William Schmiederer, Buxton & Skin- 
ner Printing & Stationery Company, St. Louis, Mis- 
souri. 

District No.9. W. Neill Stewart, Stewart Office Sup- 
ply Company, Dallas, Texas. 

District No. 10. George E. Horne, George D. Horne 
Book Store, Greeley, Colorado. 

District No. 11. William J.. Ortel, Shaw & Borden 
Company, Spokane, Washington. 

District No. 12. Harry C. Stratford of San Francisco 
elected, but unable to serve. New appointment 
pending. 

District No. 13. Charles F. Dawson, Charles F. Daw- 

son, Ltd., Montreal, Canada. 

District No. 14. Joe E, Harvey, West Coast Print- 
ing & Stationery Company, Los Angeles, Caiifornia. 


dealers or department heads of dealer organizations. 

The “Better Business Homes Exposition” was placed on 
the first floor of the big Klingman Exposition building 
located about two blocks from the Pantlind hotel. On the 
occasions when the writer visited the exposition he found 
the aisles well filled with interested stationers and their 
friends. It was noted that dealers were particularly inter- 
ested in the exhibits, which were of unusual excellence and 
variety. Nowhere, perhaps, has there ever been a more 
beautiful display of office furniture. 


Entertainment Features. 


The entertainment features for ladies were efficiently 
handled and included a luncheon at the Rowe hotel on 
Monday, followed by a visit to two of the principal furniture 
expositions, where household furniture in ‘modern. styles, 
hand carved suites and modern adaptations of period furni- 
ture were ably explained. In the evening there was an 
enjoyable dance and entertainment in the ball room of the 
Regent theater. On Tuesday the ladies were tendered a 
luncheon at the Kent country club, followed by an automo- 
bile ride around Grand Rapids. On Wednesday they went 
to luncheon at the Chamber of Commerce, followed by a 
matinee at Keith’s theater. The final day’s entertainment 
for ladies included a luncheon followed by an organ recital. 

There were several special events not scheduled on the 
program but which were none the less interesting. These 
included dinners by the Art Metal Construction Company 
and the General Fireproofing Company to dealers and 
agents and special trips to factories tendered to dealers by 
the Browne-Morse Company, Shaw-Walker Company and 
others. 

On Wednesday a number of dealers went in special auto- 
mobiles ¢«o Muskegon where they visited the Browne-Morse 
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factory being convoyed thereto by Frank C. Morse of the 
company. 
Special Dinners. 

On Wednesday evening, October 14, The Art Metal Con- 
struction Company gave a delightful dinner to a number of 
dealers and friends at the Pantlind hotel. The guests were 
seated at a long table in one of the large dining rooms on 
the main floor of the hotel. One end of the table was oc- 
cupied by the presiding officer, H. B. McMaster, manager 
of agencies. At the other end was H. C. Chadwick, assist- 
ant general manager of the Art Metal Construction Com- 
pany. Mr. McMaster acted as toastmaster and introduced 
the various speakers who included practically all those 
present. Interesting remarks were made by J. Ogden Pier- 
son of the Dameron-Pierson Company, New Orleans; 
Woodson P. Waddey of the Everett-Waddey Company, 
Richmond, Va.; H. E. Herr of Herr & Herr, South Bend; 
I. W. Eckstein, Chicago branch manager; A. J. Walker, 
Farnham Printing & Stationery Company, Minneapolis, 

































Mr. Chadwick, Mr. McMaster and others. The dinner was 


excellent in every way and was one of the most enjoyable 


affairs at the convention. 

The following gentlemen were present: A. J. Walker, ! 
ham Printing & Stationery Company, Minneapolis, Minn L. A 
Baer, Baers’, Canton, O.; H. P. Frederick, Fox Office Outfitters 
Aurora, Lll.; C. R. Griffin, Trick & Murray, Seattle, Wash.; C. S 
Bruno, Office Equipment Company, Racine, Wis.; L W Eck 
stein, Chicago branch manager; J. H. Tobin, Tobins’, Austin 
Tex.: Enos Bryson, Farnham Printing & Stationery Company 
Minneapolis, Minn.; E. Lawrence, Lawrence Printing Company 
Greenwood, Miss.; W. R. Carlin, Art Metal special representa 
tive, Jamestown, N. Y.; J. W. Rasmussen, Omaha Printing 
Company, Omaha, Nebr.; P. Cecil Bush, Hargreaves Printing 
Company, Dallas, Tex.; R. E. Hodge, Tribe of K, Gary, Ind 
W. L. Myer, Forsyth & Davis, Kingston, N. Y.; J. Ogden Pier 
son, Dameron—Pierson Company, New Orleans, La.; Woodson P 
Waddy, Everett-Waddey Company, Richmond, Va.; H. C. Chad 
wick, Art Metal assistant general manager; H. W. Martin, Of 
fice Appliances, Chicago, lll.; H. E. Herr, Herr & Herr, South 
Bend, Ind.; W. M. Davis, Forsyth & Davis, Kingston, N. \ 
R. M. Dering, Tribe of K, Gary, Ind.; D. F. Perkins, H. C 
Boyesen & Co., St. Paul, Minn.; F. S. Timmins, Timmins Sta 
tionery Company, Elkhart, Ind.; A. C. Freeze, Miami Offic« 
Equipment Company, Middletown, O.; C. A. Wolf Mayer 
Schairer Company, Ann Arbor, Mich.; H. H. Kleinschmidt, 
Tribe of K, Gary, Ind.; H. E. Knupp, Detroit branch manage! 
J. B. Rider, Duggan—Rider Company, Erie, Penna.; H H 
Hughes, John P. Morton Company, Louisville, Ky.; Ivan Allen, 
Ivan Allen—Marshall Company, Atlanta, Ga.; H. B. McMaster 
Art Metal manager of agencies, Jamestown, N. Y.; James F 
McManus, McManus-—Troup Company, Toledo, O.; J. C. Kiger, 
Frank P. Swan Company, Huntington, W. Va.; J. Clarke Evans, 
Office Equipment Company, Tampa, Fla.; C. H. Howell, T. H 
Payne Company, Chattanooga, Tenn.; F. J. Barrett, Twin City 
Printing Company, Champaign, Ill.; H. Rodems, H. Rodems 
Ine., Chicago, Ill.; Sol Spitzer, Spitzer’s Office Furniture Com- 
pany, Chicago, Il. 


The dinner given by The General Fireproofing Company 
took place on Wednesday evening at the Morton hotel. At 
this dinner a number of the wives were present, as well as 
dealers, agents and guests and the dinner was a delightful 
and interesting affair. Those present included the follow- 
ing: 

W. E. Maddock, Globe-Gazette Printing Company, Fare N 
D.; Leo Blied. Carl Noble and Henry Warner of the Blied Office 
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Equipment Company, Madison, Wisc.; Mr. and Mrs. Frank 
Hughes, Standard Office Supply Company, Oklahoma City, 
Okla.; Mr. and Mrs. Donald C. Miller, Office Appliances, Chi- 
cago, lll.; J. Glenn Harris. Fritz—Cross Company, Duluth, Minn.; 
J. V. Hausam, Hutchinson Office Supply & Printing Company, 
Hutchinson, Kas.; Will Hoge, The General Fireproofing Com- 
pany, Youngstown, O.; George E. Horne, Horne Book Store, 
Greeley, Colo.; N. J. Jacquin & Company, Peoria, Ill.; M. B. 
Johnson, Standard Printing & Publishing Company, Huntington, 
W. Va.; Harry J. Koehn, Gregory, Mayer & Thom Company, 
Detroit, Mich.; Mr. and Mrs. T. E. Carpenter, Sperry Office Fur- 
niture Company, St. Paul, Minn.; William C. Clegg, San An-— 
tonio Printing Company, San Antonio, Texas; Mr. and Mrs. 
Cliff Cody, C. F. Cody Company, Dubuque, Ia.; William McCue, 
Standard Printing and Publishing Company, Huntington, W. 
Va.; James E. Neary, Geyer’s Stationer, New York, N. Y.; J. 
Henri Petetin, Petetin-—Baudeaun, Inc., New Orleans, La.; R. M. 
Pound, Pound & Moore, Charlotte, N. C.; Miles C. Rider, Greg- 
ory, Mayer & Thom Company, Lansing, Mich.; Mr. and Mrs. 
Jacobschick, Globe—Gazette Printing Company, Bismarck, N. D.; 
J. S. Sprott, The General Fireproofing Company, Youngstown, 
O.; D. T. Storch, The Roth Office Equipment Company, Dayton, 
0.; Harry O. Williams, Williams Office Supply Company, La 
Crosse, Wisc.; E. Clifton Wilson, Wilson Stationery & Printing 
Company, Houston, Tex.; Mr. and Mrs. Don DeMay, DeMay’s, 
Jackson, Mich.; Mr. and Mrs. Fred C. Colyer, The Office Engi- 
neers, South Bend, Ind.; A. W. McClure, McClure Office Equip— 
ment Company, Macon, Ga.; Lester O. Moody, Riverside Print- 
ing Company, Port Huron, Mich.; C. A. Wilger, The General 
Fireproofing Company, Detroit; L. V. Reynolds, DeMay’s, Jack- 
son, Mich.; R. J. Hughes, Globe-Gazette Printing Company, 
Wahpeton, N. D.; Ivan Howell, San Antonio Printing Company, 
San Antonio, Tex.; Charles A. Stott, Charles G. Stott & Com- 
pany, Washington, D. C. 


A luncheon which is worthy of note was that given by 
the members of the trade press on Wednesday noon at the 
Morton hotel to A. E. Owen-Jones, editor of the British 
Stationer, and A. E. Goodwin, secretary of the Federation 
of British Printers. The luncheon was quite informal, those 
present gathering around a round table in one of the small 
dining rooms of the Morton hotel. Mr. Neary of Geyer’s 
Stationer expressed the sentiments of those present in 
greeting Mr. Owen-Jones and Mr. Goodwin and Mr. 
Owen-Jones responded in his usual happy manner. At the 
conclusion of this luncheon, although the rain was pouring 
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down, Office Appliances found it possible to take a photo- 
graph which is reproduced elsewhere. Those present at this 
luncheon included the following: 

A. E. Goodwin; A. E. Owen-Jones; James E. Neary, Geyer’s 
Stationer; Albert B. Abrams, The Modern Stationer; H. W. 
Martin, Office Appliances; J. A. Gilbert, Office Appliances; H. 
K. Vinton, American Stationer; H. L. Lindquist, Geyer’s Sta- 
tioner; D. C. Miller, Office Appliances; William Dalton, Geyer’s 
Stationer; John Schaefer, Geyer’s Stationer; Charles L. Mitchell, 
president of the National.Association. 

The Banquet. 

The concluding entertainment feature of the week was 
the banquet which was quite a brilliant affair and took place’ 
in the ballroom on one of the upper floors of the Regent 
theater. This took the form of a dinner dance a space being 
cleared in the center of the room for dancing between the 
courses. The speakers’ table was placed below the stage. 
Seated at this table were the retiring president and the 
newly elected president; the guests of the association from 
England, and officers and their wives. These included Mr. 
and Mrs. E. H. Sell; Mr. and Mrs. C. L. Mitchell; Mortimer 
W. Byers; A. E. Owen-Jones; A. E. Goodwin; Mr. and 
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EDWIN H. SELL, 
E. H. Sell & Co., Columbus, 
Ohio, 
President. 


CHARLES P. GARVIN, 


The F. S. Webster Company, 
Boston, Mass. 
First Vice-President. 


Mrs. Nathan Saltzman; Mr. and Mrs. Charles P. Garvin; 
Mr. and Mrs. Fred P. Seymour; Mr. and Mrs. A. H. 
Childs and Leo F. Johnson. 

The toastmaster of the evening was Mortimer W. Byers, 
secretary and counsel of the association. After the invoca- 
tion pronounced by the pastor of one of the Grand Rapids 
churches, the toastmaster announced the presentation of 
golf prizes. David D. Hunting awarded the prizes. 














WOODSON P. WADDY, 


The Everett-Waddey Com- 
pany, Richmond, Va., 
District No. 3. 


JAMES T. TOWHILL, 


The James T. Towhill Com- 
pany, Boston, Mass., 
District No. 1. 


District Governors Elected 
at the 


Twentieth Annual Convention 
of the 





FRED P. SEYMOUR, 


Horder’s, Inc., Chicago, Il. 
Third Vice-President 


Officers of the 


The open event was won by Frank Ryan of Milwaukee, 
who was awarded the prize of silver cocktail set, his score 
being 84. Three players, W. C. Clegg, F. L. Gibbs and W. 
S. Stafford tied with a score of 88 and received the follow- 
ing prizes in the order named—an automobile robe, twelve 
Dunlop golf balls and a Parker pen and pencil set. 

In the retailers’ handicap, the following prizes were 
awarded: A. Hancock, a leather golf bag, score 72; Her- 


NATHAN SALTZMAN, 
The Hirshberg Company, 
Atlanta, Ga. 
Second Vice-President. 





R. M. POUND, 
The Pound & Moore Com- 


pany, Charlotte, N. C., 
District No. 4. 





Cc. C. COBB, 
The Conklin Pen Manufac- 
turing Company, Toledo, O., 


District No. 5. 
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National Association of Stationers, 

Office Outfitters and Manufac- 

turers, Grand Rapids, Michigan, 
October 12-15, 1925 
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W. NEILL STEWART, 
Stewart Office Supply Com- 
pany, Dallas, Tex., 
District No. 9. 


CHARLES F. DAWSON, 
Charles F. Dawson, Ltd., 


Montreal, Canada, 
District No. 13. 
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ALBERT H. CHILDS, LEO F. JOHNSON, 


S. D. Childs & Co., Florida Office Supply Com- 
Chicago, IIL, pany, Tampa, Fla., 
Treasurer. Auditor. 


Association 


man Price, gold watch chain, score 75; and Fred P. Sey- 
mour, Scotch golf hose, score 81. 

In the manufacturers’ and visitors’ handicap, C. C. Shee 
won first prize, a toilet set encased in leather; F. L. Gibbs 
came second and was awarded a golf driver; J. R. Arming- 
ton won a silver belt buckle and belt, and L. W. Froehlich, 
a Moore pen set. The scores were 69, 71, 76 and 76 respec- 
tively. 





Cc. JI. NACHTIGAL, 
The Globe-Wernicke 





ARTHUR J. 
Farnham Printing & Sta- 
Company, tionery Company, Minneap- 





MORTIMER W. BYERS, 


New York City, N. Y., 
Secretary. 


FLETCHER B. GIBBS, 
Chicago, Ill. 
General Manager. 


Consolation prizes were awarded to A. L. Rickman, a 
toy golf set, and to T. H. Keon, a pencil and pen set. Fred 
L. Coggin won the blind bogey contest; score 88. 

Mr. Hunting announced that the game between the East 
and the West was won by the Eastern teams with a score 
of sixteen to thirteen. He stated that to the winner of this 
goes the custody for one year of the trophy donated a few 
years ago by Mr. Faber. Mr. Hunting then requested Mr. 
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WILLIAM SCHNIEDERER, 


Buxton & Skinner Printing 
& Stationery Company, 


WALKER, 


Chicago, Il. olis,. Minn., St. Louis, Mo. 


District No. 7. 








WILLIAM J. ORTEL, 
Shaw & Borden Company, 
Spokane, Wash., 
District No. 11. 








GEORGE E. HORNE, 


Geo. D. Horne Book Store, 
Greeley, Colo., 
District No. 10. 





District No. 8. 


XT 


To our regret it is possible to present here the 
likenesses of but eleven of the fourteen Regional 
Governors. Photographs of Joseph E. Harvey 
of Los Angeles, District No. 14, and William N. 
Stewart, Trenton, N. J., District No. 2, did not 
reach us in time; and as Office Appliances was 
about to go to press a wire from Harry C. 
Stratford of San Francisco, District No. 12, 
stated that circumstances had arisen making it 
impossible for him to accept the Governorship 
of his district. It is hoped that Mr. Stratford 
will reconsider his decision. 
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Faber to present the cup to W. S. Stafford, captain of the 
Eastern team. Mr. Faber said: 


“It has been a cold day. That is why I think the East 
got away with this contest against the West. The West has 
won it for several years. Today the East won the cup by a 
narrow margin. I want to say that we are greatly indebted 
to Mr. Hunting and his associates for giving us such a good 
time and for the splendid arrangements for the tournament 
which they carried out. We had about sixty-five players 
notwithstanding the cold here and they did the best they 
could under the circumstances. I wish to thank the Grand 
Rapids people for the nicé way in which they entertained 
the golfers and I hope we shall be able to come out here 
again.” 

The toastmaster hereupon thanked Mr. Hunting on be- 
half of the association for their kindness in providing for 


this feature of the annual meeting. 
Banquet Speeches. 


Referring to another subject he pronounced a brief eulogy 
on New England and requested all to stand and drink to 


a calendar of the convention presented by the Gibson Art 
Company of Cincinnati. He then introduced Mr. Mitchell, 
the retiring president, who made a feeling and appropriate 
speech in which he gave Mrs. Mitchell credit for the work 
he has been able to do for the association in backing him 
and keeping him heartened throughout the year. He prom 
ised that the interest of both the Mitchells in the associa- 
tion would not wane. 

The toastmaster then introduced the new president, E. 
H. Sell. Mr. Sell appreciated the honor which had been 
conferred upon him in making him president of the as- 
sociation and requested all the members to give him what- 
ever assistance they could in the work of the coming year 

Ivan Allen said that as a lone Democrat up in Grand 
Rapids, he desired to suggest that a telegram be sent to 
Frank Waterman, Republican candidate for mayor of New 
York, saying that the association misses his presence and 
that we hope New York will do the sensible thing by 
electing one of the finest, most charming and competent 





FIVE CONVENTION NOTABLES.—Left to right: Ralph S. Bauer, Lynn, Mass.; Millington Lockwood, Buffalo, N. Y.; A. E 
Owen-Jones, Editor, The British Stationer, London, and delegate from the Stationers’ Association of the United Kingdom; Charles 
L. Mitchell, president 1924-1925, Topeka, Kan., and A. E. Goodwin, secretary, Federation of Master Printers of the United King 


dom, London. 

the president of the United States. The toastmaster then 
referred to the work done by Ralph Bauer and stated that 
every man and woman in the room will be interested in 
following his campaign for mayor of Lynn and will give 
him their best wishes for success. 

The toastmaster here referred to the prize offered by 
Irving P. Favor of New York for the best exhibit shown 
at the manufacturer's exhibits and announced that the votes 
had been counted by the committee composed of Mr. Tow- 
hill, Mr. Bellamy and Mr. Walker. He then introduced Mr. 
Bellamy as the chairman of the committee, who stated that 
according to the ballot, the Irving P. Favor cup for the best 
exhibit had been awarded to the Moore Fountain Pen Com- 
pany. The ballot showed Moore Pen Company for forty- 
seven votes; L. E. Waterman Company, forty-six votes; 
The Wahl Company, thirty-two votes; Conklin Pen Manu- 
facturing Company, twenty-four votes; The Macey Com- 
pany, twenty-one votes. The prize was then presented to 
George L. Davis for the Moore Pen Company. 


The toastmaster then referred to the booklet containing 


man in New York for mayor next time. The motion of Mr. 
Allen was put through by an unanimous rising vote. The 
toastmaster now introduced Mr. Goodwin and Mr. Owen- 
Jones, the visitors from Great Britain. 

Mr. Owen-Jones, after a few preliminary words of intro- 
duction said: 

“I have not crossed the Atlantic merely to exchange 
pleasantries with you dear people. They have not sent me 
in order that you might see what beautiful people English 
people are. They have not sent me in order that I might 
show you what a courtly, stately thing an English gentle- 
man is. They sent Mr. Goodwin for that (Laughter). They 
sent me over here when they might have chosen other and 
far abler men because they thought the one and perhaps 
the only thing I could do would be to tell you what they 
think. Now we have been here but a little while and you have 
given us new sensations and that is something but al! of 
the sensations you have given us have been good for men 
in the field and not the least by any means was that beau- 
tiful, thoughtful and eloquent acknowledgment of indebted- 
ness by the chairman who has just sat down. I am an 
ambassador. I represent thousands of our men and women 
who have charged me to bring to you a message of good 
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will. They look to me to make that message plain and clear. 
Lest I should have forgotten the one great aim for which 
I was sent, my friends at home today have been reminding 
of it so I have had a cablegram from the senior member 
of my firm who had the pleasure of dining with you last 
year, Mr. F. B. Bridges, and his cable reads: ‘Heartiest 
greetings. May present gathering eclipse even last year’s 
memorable banquet at Cincinnati.’ I have had another 
cablegram from Mr. Lawrence Sloan who has done that 
tremendous thing, a great piece of merchandising in taking 
an American product and putting it on every market almost 
throughout Europe. He says: ‘My best wishes. I am sure 
the friends you have already made will receive your mas- 
sage with gladness.’ 

“One other message from Mr. Percy Barringer, the presi- 
dent of the British Association. ‘With very kindly remem- 
brances I commend Owen-Jones to your hearts, though I 
expect he has already found his way there. May you have 
a splendid time.’ ”’ 

Here Mr. Owen-Jones briefly reviewed the history of the 
stationery business down through the centuries, noting the 
interesting fact that he received his commission to come to 
us in the beautiful hall of the Worshipful Company of Sta- 
tioners in London, where for more than six hundred years 
the traditions of this honorable trade have been preserved 
and handed down. The speaker noted the fact that a re- 
freshing breeze is now blowing toward trade instead of 
away from it and that the sons of prominent men are 
going back into the trade where their fathers themselves 
began. “Let us together exalt trading,” said the speaker. 
“Trading had its birth in mutual needs. Primarily and essen- 
tially all trading is service and blessed is the man who 
serves his fellow men.” 

Mr. Owen-Jones recounted five reasons why he wished to 
come to America. The first, he said, is purely personal. “I 
have one little son,” he continued, “His name is Brewster 
Owen-Jones and that little lad is a descendant in the direct 
line of William Brewster who sailed in the Mayflower and 
helped to establish the greatest republic in the world (ap- 
plause). Can you wonder that I feel no alien in your midst 











or that when I come to you I knew what I should find? 
Now, for the second reason, purely personal. Tonight I 
have done what I have never done before. I have taken out 
of a little box these decorations. I have never had them on 
my coat before. They are the memorials of a little service 
in the great war given to me by my own king and country 
and by the great republic of France. I have had many invi- 
tations to dine, at the bottom of the invitation finding these 
words, ‘orders and decorations will be worn,’ but I have 
never worn mine. I have always been reluctant to set my- 
self in a class apart of my friend Goodwin and scores of 
others of my friends who served our country just as much 
and just as loyally as I did, though I wore a uniform and 
they did not, but tonight, ladies and gentlemen, I took these 
little decorations out of their box and pinned them on my 
coat and I am proudly wearing them to identify myself on 
American land with two millions of American men who 
came into that great struggle and thousands of American 
sons who lie dead in French graves.” 

Mr. Owen-Jones here observed that in the great pentecost 
of suffering a new spirit was born and Englishmen and 
Americans will never be the same again and that England is 
something more to us now than merely a marketing place 
or a playground to spend our’holidays. 

Mr. Owen-Jones’ third reason was that while his asso- 
ciates might have sent many better men, they probably 
sent him because he is expressing at all times his dauntless 
faith in the destiny of the English speaking people of the 
world, to act together for the good of mankind. 

In conclusion he said, “Your people and mine are trustees 
of some of the greatest things in the world. Let us so live 
as to hand on to those who come after us this great estate 
made even larger and richer and more glorious by our own 
immovable fidelity to those things which alone can make 
life rich and good.” 

After a sincere and complimentary response by the toast- 
master, he announced the thanks of the association to the 
committee in charge of the arrangements for the banquet. 

The tables were then cleared and dancing followed until 


a late hour. 
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The Resolutions 


The Committee on Resolutions, consisting of Edwin H. Sell, Charles P. Garvin, Fred P. 
Seymour and Henry S. Hutchinson, approved the resolutions, the gist of which is gwen below, 
and they were adopted, resolution by resolution, as read before the convention at the final 


session: 


Recommending to discourage unnecessary return of goods sent back through no fault of the 
manufacturer, that the latter impose a charge for service and for the reconditioning, if neces- 


sary, of the merchandise returned. 


Suggesting that dealer members be requested to consider whether the advantages of fre- 
quent stock turn-over, when carried to extremes, are not more than offset by the disadvantages 
resulting from lack of stock in sufficient quantity and variety to give proper service to customers. 

Urging greeting card manufacturers to print and distribute among dealers small leaflets de- 
scriptive of their entire lines in such quantities that dealers may send them to their customers to 
familiarize them with the various occasions for which greeting cards are available. 

Requesting manufacturers of inks and adhesives to ascertain from their distributors whether 
or not it will be practicable to discontinue half pint containers of fluids, such as fountain pen 
inks, colored inks and mucilage with a view to taking appropriate action if it be deemed wise to 
do so. This suggestion does not affect red inks and stamping inks. 

Requesting manufacturers of inks and adhesives to place the stock number on the label of 
each item of every manufacturer by way of completing what has already been undertaken by 


them. 








The Souvenirs. 


As each lady registered she was given a book of coupons, 
one of which entitled her to the box of souvenirs presented 
by the manufacturers. These souvenirs included the follow- 
ing: 

Giant pencil sharpener, Automatic Pencil Sharpener Com- 
pany, Chicago, IIl.; looseleaf book, Boorum & Pease Com- 
pany, New York, N. Y.; box of greeting cards, The Bos- 
ton Line division of the McKenzie Engraving Company, 
Boston, Mass.; set of water colors, indelible ink, fountain 
pen ink, liquid paste, and embroidery transfers. The Car- 
ter’s Ink Company, Boston, Mass.; fountain pen, The Conk- 
lin Pen Manufacturing Company, Toledo, O.; pencil box, 
Joseph Dixon Crucible Company, Jersey City, N. J.; pencil 
box, Eagle Pencil Company, New York, N. Y.; bridge 
score set, Eberhard Faber, Brooklyn, N. Y.; My Him Book, 
C. R. Gibson & Company, New York, N. Y.; bud vase and 
iced tea spoons, Graff-Underwood Company, Boston, Mass.; 
box of correspondence cards, Hampshire Paper Company, 
South Hadley Falls, Mass.; loose leaf book, Irving-Pitt 
Manufacturing Company, Kansas City, Mo.; bridge table 
number set, The Buzza Company, Minneapolis, Minn.; box 
of pencils, American Lead Pencil Company, New York, 
N. Y.; ash tray, City of Grand Rapids, Mich.; pencil, 
Scripto Manufacturing Company, Atlanta, Ga.; lady’s pen- 
cil and ribbon set, The Moore Pen Company, Boston, 
Mass.; Moore pushless hanger weather barometer, Moore 
Push Pin Company, Philadelphia, Penna.; telephone memo- 
randum book, National Blank Book Company, Holyoke, 
Mass.; greeting cards, New York Consolidated Card Com- 
pany, Long Island City, N. Y.; box of pins, Oakville- 
American Pin Division, Scoville Manufacturing Company, 
New York, N. Y.; fountain pen ink, Sanford Manufactur- 
ing Company, Chicago, Ill; Featherweight memo book, 
Trussell Manufacturing Company, Poughkeepsie, N. Y.; 
box of playing cards, The United States Playing Card Com- 
pany, Cincinnati, O.; fountain pen, The Wahl Company, 
Chicago, Ill.; pencil, L. E. Waterman Company, New York, 
N. Y.; box of writing paper, Whiting & Cook, Inc., Holy- 
oke, Mass.; box of writing paper, Whiting Paper Company, 
New York, N. Y.; looseleaf recipe book, Wilson-Jones 
Company, Chicago, Ill. and a fountain pen from W. A. 
Sheaffer Pen Company, Fort Madison, Ia. 

In announcing the souvenirs given by the several manu- 


facturers, the executive committee and the convention com- 
mittee expressed a desire publicly to thank the manufac- 
turers for the souvenirs. They also thanked the following 
manufacturers for donating fountain pen and pencil sets 
to be played for at the golf tournament held in connection 
with the convention: The Conklin Pen Manufacturing Com- 


pany, Toledo, O.; The Moore Pen Company, Boston, 
Mass.; The Parker Pen Company, Janesville, Wis.; The 
Wahl Company, Chicago, Ill. and L. E. Waterman Com- 
pany, New York, N. Y. Thanks were also extended to the 
W. A. Sheaffer Pen Company for a handsome desk set 
and to the Gibson Art Company for the attractive pro- 
grams and menus and to Irving P. Favor of the Koh-I- 
Noor Pencil Company, New York, N. Y., for the sterling 
silver cup awarded for the finest merchandise exhibit. 


Group Meetings and Sessions. 


On Monday a retail distributors’ conference was held in 
the ballroom of the Pantlind hotel, Edwin H. Sell presiding. 
The report of the third vice-president to the retailers’ con- 
ference was given and the chairman announced that the 
committee reports had all been published in Geyer’s and in 
the National Association News. He called for a poll of 
those who had read the report on loose leaf devices. This 
report was discussed by the members. Henry Petetin dis- 
agreed with the conclusions as to sole agencies, believing 
that a sole agency on a loose leaf device is not fair to the 
dealer nor to the manufacturer because it strifles compe- 
tition. Mr. Gibbs suggested that the report be read which 
was done by the secretary. Mr. Roth of Dayton; Mr. 
Mitchell; Mr. Fischer of Hartford; Mr. Bush of Dallas; 
Mr. L. B. Herr of Lancaster; Mr. Stewart; Mr. Gregg; Mr. 
Clark; Mr. Seymour and others discussed the report. Mr. 
Mitchell made the point that it is within the power of 
everyone to reduce his overhead; that in loose leaf as well 
as other lines investment is frequently duplicated, thus 
tying up too much money. Mr. Bankston suggested that 
lines in the stationery field usually handled by exclusive 
agencies are probably most profitable for the dealer. 

The report of the blue print paper, drawing and artists’ 
material committee was discussed. The suggestion of the 
committee that the blue print part of the matter be dropped 
was talked over. A poll of the dealers showed that about 
twenty carried blue print paper in stock. 

A motion to change the title of the dealers’ committee 
on blue print paper, drawing and artists’ material was laid 
on the table. 

There was no discussion on the blank book committee 
report, but in the report of the committee on carbon paper 
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Recommending that the manufacturers of fine stationery so label their bulk goods and boxes 
that this class of merchandise may be resold so as to conserve the manufacturer’s advertising and 


the dealer’s expense item. 


Resolved, that any infractions of any article of our code of ethics by our members, if report- 
ed to our general manager, be recorded by him in the records of his office as a matter of informa- 
tion for any inquiring members affected and, if possible, for attention by the executive 


committee. 


The foregoing resolution was inspired by recommendations of the general manager with re- 


gard to the abuse of the cash discount. 


The committee recommended that Section 8 of Article V of the by-laws of the Association 


be amended to read as follows: 


Section 8. A member who is delinquent ninety days in the payment of annual dues shall be 


dropped from the roll of membership by the executive committee. 


Such member may be rein- 


stated by special vote of the executive committee upon the payment of dues for the year during 
which the foregoing action was taken and, in its discretion, the executive committee may watve 
such payment as a condition for such reinstatement. 

The committee stated that through a clerical error a provision of the by-laws was omitted 
last year which has existed throughout the history of the organization. It was recommended that 
the former provision be reincorporated and added to the present section one of article sia, the 


entire section to read as follows: 
Section 1. 


by proxy unless the proxy be a regular employee of said member. 


Each individual member shall be entitled to one vote and cannot be represented 


Each club or association 


member may be represented at the meeting of this association by its president or chairman or 


by a duly accredited delegate and shall be entitled to one vote. 











and inked ribbons there was an affirmative recommendation 
to the effect that all manufacturers print on the labels on 
the boxes and the inside folders the number of copies the 
carbon on the inside of the box will make. This suggestion 
was on motion adopted. 


Report of the committee on paper and envelopes was 
passed and that of the committee on greeting cards was 
taken up. Their suggestion that it would be well to have 
small leaflets printed showing what can be secured in greet- 
ing cards was approved. 

The secretary read the report of the committee on pens 
and pencils. Mr. Stewart of Trenton said in discussing this 
report that pencil manufacturers have always operated 
through dealers in his city and have gotten dealers’ prices 
before starting canvassers to call on trade. There was some 
difference of opinion as to the suggestion by Mr. Stewart. 
The secretary read the report of the committee on miscel- 
laneous items. Mr. Sanford said that the solution of the 
miscellaneous items problem lies in the five and ten cent 
store methods of display. It was suggested that there 
should be more ease of access. Mr. Allen brought out the 
fact that ten cent stores get more for their stocks than the 
stationers do for similar articles. He recommended the open 
counter arrangement. Mr. Tuttle described some steel coun- 
ters he had ordered for his new store in South Bend. These 
counters are sixty-four feet long and thirty inches wide. 
There is a one-inch band all around this top. Mr. Timmins 
of Elkhart objected to putting miscellaneous items in front 
of the store, believing that the more profitable stock should 
have the preferred position. Mr. Clark, after trying other 
methods, has his five and ten cent counter within twelve 
feet of the front door. Mr. Mitchell took up the subject 
of perpetual inventory which he advocated warmly. This 
matter was discussed by several members. Mr. Williams 
of LaCrosse spoke on the effect of making goods appeal 
to the eye. The report of the miscellaneous goods com- 
mittee was finally approved. The chairman then called at- 
tention to the fact that Frank Waterman of New York 


has been nominated by the Republicans for mayor of the 
city. Ivan Allen, a life long Democrat, said that he desired 
to make a motion that the convention send a telegram of 





congratulation and best wishes. The motion was seconded 
and carried unanimously. 

The report of the committee on steel and copper plate en- 
graving was read and approved. The chairman called atten- 
tion to the commercial furniture display in the Klingman 
exhibition building. 

Mr. Pierce of Hartford explained the meeting of the fol- 
lowing day which was open to manufacturers and dealers 
in office furniture. He explained the features of the pro- 
gram as revised by those in charge. 

The committee on social stationery made several recom- 
mendations which were adopted and ordered embodied in 
the third vice-president’s report. A vote of thanks was 
given to the board of governors for the work they have 
done during the past year. 

Mr. Clark moved that the reports be published as they 
are now and that the chairman or some member of the 
committee in presenting the report shall read it from the 
platform and discussions follow at the meeting. This mo- 
tion was put and carried. 

On motion, the session adjourned. 


Manufacturers Group Holds Session. 


The meeting of the manufacturers’ group was one of the 
largest ever held. This took place on Monday afternoon 
under the chairmanship of Charles Garvin, second vice- 
president. James R. Armington of the Dennison Manufac- 
turing Company was appointed secretary. An interesting 
address was presented by Ivan Allen who spoke on the 
packing of merchandise. He said that there was too much 
expense in breaking packages, cost of individual boxes, 
labels in several colors, wrapping’ items in tissue paper and 
other features, all of which added to the cost of merchandis- 
ing. He questioned the value of the type of advertising 
done by some manufacturers, feeling that the dealer’s part 
in advertising was minimized and that the manufacturers 
exploited their own name too much. 

A nominating committee was. appointed composed of 
Eberhard Faber, Julian Schermerhorn of the Joseph Dixon 
Crucible Company and C. C. Shee of the Oakville-Ameri- 
can Pin Division. 


(Turn to page 50.) 
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George H. Johnson, 


MOSTLY FEMININE.—1. Mrs. J. A. McCargar, Grand Rapids; Miss Madden, Chicago; Mrs Ce ee ic 
abasn na 


Mr. and Mrs. Don De May, Jackson, Mich. 3. Mr. and Mrs. J. F. Robinson and Mr. and Mrs. E. L Little, ; 
gomery Barnes, The Brooks Company, Cleveland, O., and Mr. and Mrs. John C. Coates, The Burrows Brothers ¢ ompal 
Sana 5. Mrs. Edwin H. Sell, Columbus. 6. St. Louis Delegation—William Schmiederer, Mrs. C. A : Kennedy, C. A. | 
Mrs. V. P. Spalding, V. P. Spalding, Francis K. Adams. 7. Mrs. B. C. Loomis, Chicago; Mrs. Milo Schuitema, Grand 
Mrs. Frank J. Koch, Des Moines; Mrs. Sidney E. Collins, Oak Park, Ill. 8. Mrs. W. B. Taylor, New. York City; Mrs. W 
ler, Grand Rapids. 9. Mrs. Oscar Maul, Detroit; Mrs. Jos. S. Kral, Cleveland; Mrs. A. W. Booth, Toledo. 10. Mrs. A 

nell, Jenkintown, Pa., and Mrs. Nathan Saltzman, Atlanta, Ga. 





FEMININE CONTINGENT AGAIN IN THE MAJORITY 1. Mrs. O. Maul, Detroit; Mrs. A. W. Booth, Toledo; Mrs. P. R. 
filler, Grand Rapids—at the John Ball irk 2. Mr. and Mrs. F K 


Edgar McGee 3. Mrs. W. B. Taylor, L. E. Waterman,Com- 

New York; Ed. S. Towne, Holyoke, Mass.; Mrs. J. S. Kral, Buckeye Office Supply Company, Cleveland; Fred L. Coggin, 

4. Mrs. A. W. Booth, Toledo; Mrs. P. R. Miller, Grand Rapids; Mrs. O. Maul, Detroit 5. Mrs. H. E. Waldron, Evanston, 

E. Waldron, W. A. Sheaffer Pen Company, Chicago; Mrs. Walter D. Idema, Grand Rapids, chairman, Women’s Entertain- 

ent Committee, snapped at the Kent Country Club on Thursday. Mrs. Maude ‘ and Mrs. Inez Watkins of the Chicago 

e of the National Association. 7. Mrs. Ralph S. Bauer, Lynn, 1 and Mrs. Al t Abrams, New York City. 8. Mrs. 

k M. Ryan, 1ukee, Wis., and Mrs. C. H. Howell, Chattanooga, Tenn 9. Mr. S 1itema acts as guide for several of the 

tors. Am« e in the group are Mrs. Idema, Mrs. Mitchell and Mrs. Leona Saer 10. Mrs. F. P. Seymour, Chicago; E. 
Meyer, ma zer Chicago Branch of E. Faber; M 


s. Harry Horder 





ONCE A 
front of the 


AIN THE PHOTOGRAPHER SHOWS A PREFERENCE FOR THE LADIES. —1 
Pantlind Hotel—including Mesdames McGee, Seymour, Ortel, 

ers. 2. Mrs. Charles W. Roth 3. 

Oklahoma City, attending her first convention. 


. Group of the convention ladies 
Dayton, O. 3 


Mitchell, Garvin, Allen, Cody, Saltzman, Geyer and 
Mary Katherine Sell and Mrs. 


E. H. Sell, Columbus, O . Mrs. F. M. Hug 
5. O. R. Johnston, Ross H. Wilson. Mrs. O. R. Johnston, the W. A. Sheaffer 
Company, Fort Madison, before the Sheaffer advertising car, which is under the direction of the Johnstons. 
Cardinell, Montclair, N. J., about to make a 200-yard drive—perhaps. 
L. M. Tussing, Marietta, O. 8. Mrs. F. K. Adams, St. 
Miss Mary Jane Taylor, Bedford, O 
F. M. Hughes, 


Ia., 


] 
7. Harold E. Chicago 

Louis; Mrs. V. P. Brooklyn : 

Des Moines 

A. Wittke, New York 


6. Mrs. John 
Hawkins, Milwaukee; Vivian Martin, 
Spalding, St. Louis; Mrs. J. J. Mortimer, 
, the youngest visitor. 10. Mrs. Sid. Collins, Chicago; Mrs. Frank J. Koch, 
Oklahoma City; C. K. Wadham, Dalton, Mass.; Mrs. Andrew Geyer, New York; 
has the distinction of probably being the oldest member of the association present at the convention. 


J. S. 





SEVERAL GROUPS SHOWING MANY FACES WELL KNOWN AT CONVENTIONS.—1. Mr. and Mrs. Ross H. Wilson, 
Fort Madison, Ia. 2. Mrs. P. R. Miller and Mrs. R. G. Burns, both of Grand Rapids. 3. James Pelton, W. H. Kessler, M. V. Fol- 
lin, D. H. Callahan, A. C. Siverson. 4. Montgomery Barnes, Cleveland; C. A. Orth, Detroit; Mrs Cliff Cody, Dubuque, and J. H. 


Schermerhorn, Je y City. 5. Mrs. A Geyer, New York; Mrs. John D. Cardinell, Montclair, Mrs. W. J. Ortel, Spo- 
kane, Wash. 6 s. W. J. Ortel, rs. C. L. Mitchell and Mrs. F. P. Seymour. 7. Mrs. Seymour, W. . Smith, Mrs. Mitchell, 
Mrs. Ortel, C. C arpenter, Mrs. C. P. Garvin, Mrs. Ivan Allen. 8. Le Roy Carrithers, Chicago; Harry Koehn, Detroit; Harry 
Short, Chicago 
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(Continued from page 45.) 

An interesting paper was then read by C. C. Cobb of the 
Conklin Pen Manufacturing Company, reproduced else- 
where in this issue. 

This paper was freely discussed with particular reference 
to the returned goods evil which was felt to be on the in- 
crease. A special committee composed of Mr. Cobb, Mr. 
Faber, Mr. Frost of the Wahl Company; Richard B. Carter, 
Edwin Towne and James R. Armington was appointed to 
draw up a resolution. Mr. Owen-Jones of London was 
next introduced and made an appeal for co-operation be- 
tween the two great associations of the English speaking 
people. 

Herman Price next read a paper on small orders, repro- 
duced elsewhere in this issue. 

This was followed by an open discussion. Manufacturers 
are now flooded with small orders, bringing a great increase 
in their cost of doing business. Vice-President Garvin ap- 
pointed a committee to draw up a resolution to present it to 
the adjourned meeting of the manufacturers’ group at 
twelve o’clock on Tuesday. Messrs. Price, Hice, Shee, 
Little, Gillette, Perkins and MacIntyre composed the com- 
mittee. 


Second Day’s Program. 
The program of the second day was presented under 


booths built before the entrances of houses. From time 
immemorial merchants knew the value of display and the 
modern show window is the logical outcome of that knowl- 
edge. Even in some of our metropolitan cities merchandise 
is still displayed before some of the big shops, notably in 
Paris. Pictures have an universal appeal so also has light. 
A bright street has good crowds and brilliant windows. It 
is important, therefore, to study the best lighting effects. 
Windows should be lighted even when the store is not 
open, for lasting mental pictures are formed. The display 
by A. H. Andrews & Company was shown, consisting of a 
mechanical device raising and lowering the desk top. The 
display lacked a background which was a handicap, but 
the desk illustrated the difference between a linoleum and 
a wood finished top. A display by Gustave Fischer of 
Hartford was shown, presenting a completely furnished 
office, practically arranged notwithstanding the small space 
available. Another small corner window shown was that 
of the Mid City Stationery and Supply House of Rockford, 
Ill., while the display of the J. K. Gill Company of Port- 
land was presented as an admirable example of simplicity. 
A June wedding window of Dameron-Pierson in New Or- 
leans, presented a fine example of symmetry, while that of 


the H. Dinwoody & Company was commented upon, also 
that of the Pacific Desk Company of Los Angeles, the 


proprietor of which establishment believes that it is profit- 





SOME OF THE NOTABLES AT THE CONVENTION AS SEEN BY CARTOONIST STERN OF GEYER’S DAILY.—Left to 
right: Charles Garvin holds the audience spellbound; A. H. Childs brings in the Chicago delegation; Fred Seymour reports; Ho- 
bart Martin neglects his camera; President Sell presides; Ralph Bauer presents ‘“‘Better Business Homes Exposition.” 


the aegis of the commercial furniture division. At the open- 
ing, President Mitchell introduced A. E. Owen-Jones of 
London who made an interesting speech reported eleswhere 
in this issue. Following Mr. Owen-Jones’ speech, the presi- 
dent introduced Mr. Ed. S. Pierce of Hartford, chairman 
of the commercial furniture division. After a few words 
of introduction Mr. Pierce appointed a nominating com- 
mittee. This nominating committee consisted of C. A. 
Netzhammer, Edward L. Little and W. J. Ortel. About 
sixty persons agreed to attend the round table session at 
7:30 in the evening at the grill room of the hotel, where 
Mr. Netzhammer and Mr. Nachtigal presented some in- 
teresting photographs. 

The first subject taken up was “Developing Better Store 
and Window Displays.” This was covered by Mr. Netz- 
hammer. This address was illustrated by lantern slides and 
was listened to with intense interest by every one present. 
To reproduce it without the accompanying pictures would 
be somewhat confusing because the comment related to the 
slides which cannot be shown here. Mr. Netzhammer 
opened by a discussion of how in olden times peddlers 
displayed their stocks by permission upon the floors of 
castles. In eastern countries it is still the custom to open 


less to advertise only in window when the floor displays are 
not right. Several examples of poor windows were shown 
and the thought was brought out that more headwork is 
necessary than handwork in making up a good window. The 
speaker then showed a diagram of the window as it should 
be arranged. He brought out the point that about four- 
fifths of one’s rent is for the windows and that if the dealer 
does not get that much out of them he is not getting what 
he should. He then showed a holiday window of Dameron- 
Pierson and a checker board window of the H. H. West 
Company of Milwaukee. This window presents no crowded 
appearance although there are 326 items in it. Black and 
white sheets were used, 11x8% inches and on each was 
placed a single article and on the corner the price ranging 
from five cents to ten dollars. 

The main object of a window is to suggest. Illustrating 
this thought the speaker showed a Horder window in Chi- 
cago, suggesting the use of sectional bookcases for all 
purposes. He then commented favorably upon windows of 
Siekert & Baum, Milwaukee, Jaffe, a New York druggist; 
John F. Rees & Company, Columbus, O., Simpson-White- 
man Company, Dallas, Texas, and others. At the conclu- 
sion of Mr. Netzhammer’s address, J. Ogden Pierson moved 
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Jerry S. Sprott, The General Fireproofing 
Company, Youngstown, O.; J. W. Rasmussen, 
Omaha Printing Company, Omaha; Harry O. 
Williams, Williams Office Supply Company, La 
Crosse, Wis.; C. A. Wilger, The General Fire- 
proofing Company, Detroit branch; Al. Weber, 
and Jack Grey, Wilson-Jones Loose Leaf Com- 
pany, Chicago. 











Eberhard Faber, Brooklyn, N. Y.; Henry 
Fera, A. W. Faber, Inc., Newark, N. J.; Wood- 
son P. Waddy, Everett-Waddey Company, Rich- 
mond. Va., and Edward Gash, Geo. B. Hurd 
Company, New York City. 





William N.- Stewart, Trenton, N..J., Regional 
Governor, District No. 2; J. Thomas Hill, Sta- 
tioners’ Association of New York; C. M. Farrell, 
Irving-Pitt Manufacturing Company, Kansas 
City, Mo.; Maynard Westring, Mid-City Sta- 
tionery & Supply House, Rockford, Ill.; Arthur 
Frey, The Globe-Wernicke Company, Cincin- 
nati; George Cormack, Wilson-Jones Loose Leaf 
Company, Chicago. 


H. F. Christie, Dennison Manufacturing Com- 
pany, Framingham, Mass.; A. K. French; R. A. 
Maish, Dennison Manufacturing Company; 
James R. Armington, Dennison Manufacturing 
Company; Walter Bussing, F. J. Jessnett and 
Walter Burroughs. 











Ge 


Page 52 OFFICE APPLIANCES For November, 1925. 





that the conference express their appreciation for what he 
has done. The motion was seconded and unanimously car- 
ried. It was discovered at this point that there were forty- 
nine men present from practically every part of the coun- 
try, who had never attended a national convention before. 
The president then introduced H. Uehlinger of the Hilo 
Varnish Corporation of Brooklyn, who spoke on the Sec- 
ond Mile in Business which is reproduced elsewhere. 
Afternoon Session. 

The opening address was made by Carl Schutz, the topic 
being Better Dealer Advertising. This address is elsewhere 
printed. The chairman next introduced H. R. Caldwell of 
the Division of Simplified Practice, United States Depart- 


adoption of labor saving machinery and scientific produc- 
tion methods. The problem, however, is steadily growing 
more complex. Materials, freight rates, taxes, etc., are all 
higher than before the war. On the other hand, consumers 
present a resistance to further price increases. Many manu 
facturers are finding new sources of profit in the elimina 
tion of waste. Eighteen prominent industrial engineers re- 
ported that the preventable wastes range from twenty-eight 
per cent in metal trades to sixty-four per cent in some of 
the other industries. This loss is sixty times greater than 
our annual fire losses. It is conservatively estimated that 
ten billion dollars can be saved through simplification and 
standardization. The purpose of the division in the Depart 





GROUPS RELATED TO SEVERAL BRANCHES OF THE INDUSTRY.—Top, left to right—J. H. Schermerhorn, Herman 
Price and H. B. Van Dorn, Jr., all of the Joseph Dixon Crucible Company. Center—J. F. Ryan, New York, and R. S. Start, Bos- 
ton, Defiance Sales Company. Right—C. W. Straubel, Automatic File & Index Company, Green Bay, Wis.; Geo. B. Wray, Quig- 
ley Furniture Company, Whitesboro, N. Y., and Chas. E. Reynell, Oxford Filing Supplies Company, Brooklyn. Bottom, left—Fritz 
Leuders, Harry Koehn, Detroit; Paul A. Gosiger, St. Louis. Center—Homer Neely, Business Furniture Company, Pittsburgh, and 
J. F. Taylor, Taylor Chair Company, Bedford, O. Right—Jack Grey, Wilson-Jones Loose Leaf Company, Chicago; Peter Apgar, 
Commercial Furniture Company, Chicago, and Harry Frater, Wilson-Jones Loose Leaf Company. 


ment of Commerce who read a letter addressed to former 
Attorney General Stone by the solicitor of the department 
asking if a trade association may advocate and provide for 
the standardization of quality and grades of products of its 
members, that the buying public may know what it is to 
receive, and may such an association provide standard form 
of contract to designate standards of quality and grades of 
product, also may it standardize technical and scientific 
terms, processes and machinery. The attorney general 
replied that he saw nothing illegal in the exercise of the 
activities mentioned provided nothing is done as a device 
to curtail production or enhance prices. The speaker said 
that the present standards have been made possible by the 


ment of Commerce is to co-operate with industry in saving 
as much of that sum as possible by applying simplification 
and standardization. This means reductions of variety and 
sizes, dimensions and immaterial display. Simplification 
prices decrease stocks and production costs, selling ex- 
penses, etc., increasing turnover, improving quality, broad- 
ening markets, etc. After describing many examples of the 
profit to be derived by simplification, the speaker said that 
the Department of Commerce advocated the idea of associa- 
tions carrying simplification through with their own ma- 
chinery or in co-operation with the Division of Simplified 
Practice. All industries are favorable in this effort toward 
simplification. 


ce ta 


ts ae 
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This speech was followed by community singing, after 
which the president introduced A. E. Goodwin of the Brit- 
ish Printers’ Association. Mr. Goodwin spoke interestingly 
of the close relation between stationers and printers in Eng- 
land and of the old days in the printing and stationery 
trades. He said that he is here to emphasize, as Mr. Owen- 
Jones has done, the necessity for us to concentrate on the 
points on which can agree the 
He believed it to be necessary for us to do every- 


we in English speaking 
world. 
thing possible to further industries and international peace. 

Following this address, Carl Nachtigal, head of the Chi- 
cago office of The Globe-Wernicke Company, presented an 


illustrated talk on Developing Better Business Methods. 
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your imprint. Have your name on the goods. Supplies sold 
to you by a national advertiser or nationally known before 
In selecting lines, consider distance 
from source of supply. Freight and express are quite an 
item. Stick to the line you select and centralize your pur- 
Use the windows for display of supplies and use 
colors which always attract attention. He here showed a 
window display suggested by a ribbon manufacturer con- 
taining filing supplies, transfer cases, filing cabinets, etc. 
Another window was shown which demonstrated the effi- 
ciency desk with proper indexing and also a display of in- 
dexes properly carded. 

The most important thing in the commodity sales of 


CES For November, 1925. 








lessen sales resistance. 


chases. 





MORE GROUPS RELATED TO SEVERAL BRANCHES OF 


sales manager, and L. A. Burkholder, manager of agencies, The 


INDUSTRY.—Top, left— H. W. Ray, salesman; B. H. Potts, 
Van Dorn Iron Works Company, Cleveland. Center—A. o 


Schaefer, secretary and business manager of the Sengbusch Self-Closing Inkstand Company, Milwaukee, and Fred O. Dennis, presi- 


dent of the Stationers’ Club of Buffalo, N. Y. 
niture Company, Chicago. Lower left—J. C. 
and J. Victor Barr, Brandon Printing Company, 
pany, Milwaukee Right—George Ohland and C. 
Ortel of Spokane, Wash. 


Nashville. 
B. Wheeler 


Mr. Nachtigal’s paper was followed by an illustrated 
talk on Selling Files by Otto Geuther of the Marshall- 
Jackson Company, Chicago. Mr. Geuther recommended that 
the dealer should have a good line of filing supplies, study 
his territory carefully so as to define his needs and consider 
the method in which the manufacturer packs his goods for 
the shelf. Nicely packed goods add to the appearance of 
your establishment. He illustrated this by showing how the 
individual carton packing of guides guards against waste 
and adds to the appearance of the shelf. A good corre- 
spondence system is essential. Likewise indexes and card 
indexes. Either a correspondence index or a card index 


system bring sure repeat business. Buy a line that bears 


Right—Harry W. Stringe, P. 
Strauss, Automatic Pencil Sharpener Company; 
Center—Robert 
of the 





F. Apgar and F. D. Valleau of the Commercial Fur- 
E. L. Snyder, Hunt Pent Company, 
Ritz and Paul P. Stothart, Diamond Ink a I 


Furniture Company, Grand Rapids, and W. 


R. 
Metal Office 


filing supplies is to display them properly. A better way 
is to show them on some kind of an open rack of press 
board, tab guides can be shown. 
Show folder rack, filing envelopes, etc. 
A rack illustrated the screen in  accord- 
ance with the speaker’s suggestion. In the ends of the 
rack are built two card index drawers in which the card 
index, system index and other samples can be shown. Stor- 
age drawers are below. The opposite side of the same rack 
was illustrated showing popular numbers of bristol guides. 
Additional stock was also carried below on the shelves. 
A further illustration of a display rack showing vertical 
file folders and filing supplies on both sides was presented. 


and steel 


another 


celluloided 
on 


was on 
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Drawers are found at either end for necessary purposes. Following this address Mr. Netzhammer, the uirman of 
Still another method was illustrated of displaying cards and the nominating committee for members of the executive 
guides showing a method where floor space is limited and committee of the Commercial Furniture Divis ead his 
wall space is available. This method consisted of adjust report, suggesting the following names: E. 5S. | é 
able frames to fit various sizes. Metal holders may be Hartford, Conn.; Carl J. Nachtigal of Chicago, | Frank 
purchased separately and mounted on beaver board or pur- C. Morse, of Muskegon, Mich.; D. A. Rage Chicago, 
chased already mounted. A system index was also illus- I'l.; O. R. Geuther, Chicago, Ill, chairma: On motior 
trated. The speaker recommended that supplies be handled the report of the nominating committee was accepted and 
in the furniture department and that they receive the atten the secretary was directed to cast the I] 
tion of a specialty salesman who understands filing prob for the election of the gentlemen named for 1 nsuing 
lems. If it is possible to handle them in both stationery year 
and furniture departments, that is better. A record should On motion of Mr. Fischer, the committe: speakers 
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SOME OF THE SOLID MEN OF THE CONVENTION.—Left, top—Charles Chase, American Pad & Paper Compal E 
Towne, National Blank Book Company, and Robert C. Gillette, Hampshire Paper Company, and the bicycle on whic! s 
mored that Ed. Towne rode from Holyoke. Second Picture—R. F. Loomis, the Loomis Company, Elyria, O.; M. F. W ring, M 





City Stationery and Supply Co., Rockford, IIL; G. W. Neider, the Ault & Wiborg Co., Cincinnati; W. H. Greer f ss BS 
Carter, the Carter's Ink Co., Boston Right hand—G. L. Davis, Adams, Cushing & Foster, Boston, and H. 8S. Hutc! New 
Bedford, Mass. Bottom row, straight across—J. S. Sprott, sales manager, The General Fireproofing Company 

Metal Office Furniture Company; H. H. Wittstein, sales manager. The Globe-Wernicke Company: E. S. Irwin, T! M ( 
pany; F. J. Yawman, Yawman & Erbe Manufacturing Company; C. F. Alsop, L. D. Keys, and R. M. Tussing, \ 

Cumpany; Frank Carr 

be kept of every system and vertical index that is sold were given a rising vote of thanks. The 

This will pay. The salesman should also make a history troduced the new chairman, who resj 

record of what cabinets are used by the customer or pros after which the session adjourned 

pect; what indexes, etc. This information should be entered First Session of Entire Convention 

on a card which may be obtained from the National Asso On Wednesday the first session of the enti 

ciation. Always trv to sell the best goods vou have. In was called to order by President Mitchel 

stead of selling a few bristol guides for practically nothing, indulged in community singing and finally st g 
it is quite as easy to sell a few insertible tip guides. At- the Star Spangled Banner The Lord's 

tention to these small details will double the average supply said in unison and the president announce 

sale. The better the grade the larger the profit. The sta iddress by Lee H. Bierce, secretary of the A 

tioner can make his filing supply business as big as his Commerc: Mr. Bierce gave an interesting 

loose leaf business if he chooses to do so. Gra ds and a revi f the \ 








Page 55 OFFICE 


sf 

t in this He told many interesting things re- 
‘c 

g the city development, praised its health conditions 
is 
f ind welcomed the stationers with enthusiasm This address 





~ "3 


arms. The president requested all those who at- 
the first convention of the National Association to 
please stand and the following responded: Millington Lock- 
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geant-at 


tended 





k was followed by the report of the president, given else- wood, Richard B. Carter, James T. Lacey, Joseph H. 

where, in turn followed by the report of the first vice- Hildreth, Harry E. Bellamy, John G. Macky, Fletcher B. 
O 
n president, Charles P. Garvin. After Mr. Garvin's report, Gibbs, Albert H. Childs, Albert C. Abrams, Eberhard 
d the president asked the secretary to read a telegram from Faber, L. A. Hawkes and Ed S. Towne. 

Jol M. Cooper regretting that unexpected developments The president announced that a wire from Lynn, Mass. 
it ! | I I I ’ 
3 pre ted him from leaving tlanta for the convention. brought news that Ralph Bauer had been nominated for 
ig ; - oe 

Fred | seymo presented the report of the second vice- mayor by a plurality of five thousand votes. Secretar 

| I \ I 

. president, which was received and spread on the minutes. Byers next read his report which was ordered spread on 

Che president requested those who have not attended a the minutes. The president then appointed on the necrology 

7 
‘ 

i 

maa MORE PROMINENT CONVENTIONITES.—Left to right, top—W. P. Keely, Morton Manufacturing Company; W. H. MeNiff, 

fid the Shaw-Walker Company; C. R. Smith, Louisville; Chester Segersten, Stromberg-Allen Company; Paul Barrett, Johnson Chair 

RB Cor ny; George N. Davison, Lyon Metallic Manufacturing Company; W. D. Griffith, Northwestern Expanded Metal Company; 

ew ie § Atkins, Ly« Metallic Manufacturing Company Bottom » F. Johnson, Florida Office Supply Company, and J. Clarke 

2 Evans, Office Equipment Company, both of Tampa, and Florida's contingent at the convention; Fred Richmond, M. M. Roach and 

m- a. « Macky of tl Acme Staple Company ‘ H. Schermerhorn, Jos. Dixon Crucible Company W. S. Stafford, S. 8S. Stafford, 
k Ir f rles Han rger, Chicago; Sidney Collins, Automatic Pencil Sharpener Company 

< be t stand. T he - , ve t committee larry ( Sharp of Camden, N. pe Millington 

: t ed tl dav to stand. |} the ( d Lock Buffalo, N. Y., and B. E. Sanford of Ithaca, 
y ‘ : . . . 

. ‘ of t ‘remaining to give S ame the N. ¥ side appointed a nominating com- 

é ed and hom e the ( tte g Ogden Pierson, Gustave Fischer, C. 
} S remain sta Griffin, C. C. Carpenter, H. E. Bellamy, J. H. Scher- 
1) d Mr. G Griff,” the ( rge L. Davis. This committee was to nomi- 
: N t St A esociatior ite offic 1 re e reports from the different districts 
g é ? 
¢ hird vice-presic ‘ is to t ¢ rs 1 mended to serve for the coming 
re ¢ ti ttee on res A S ‘ 

a t da te from K. R. 7 Sit é he . is then read by A. H. Childs, 
, P Nort st St ers’ Ass tending greet llowe the report of the auditor, J. Henri Petitin of 
¢ est s. The preside ‘ew Orleans. The president, after these reports had been 

a\ ~_ . 

[ Gus ) Mever & WV e. { g state t t ther d been some difficult problems in 
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working up the merchandise exhibited during the past year 
and that the time has come when the association should 
know whether or not to go on with the exhibition. He, 
therefore, appointed a committee of five with the request 
to report back at the meeting on Thursday morning. This 
committee was instructed to interview exhibitors and get 
expressions from them regarding the value of the exhibition. 
He appointed on this special committee A. J. Walker of 
Minneapolis; William Schmiederer of St. Louis; G. S. Hice 
of New York; Richard B. Carter of Boston, and Nathan 
Saltzman of Atlanta, who was appointed to act as chairman 
of the committee. The report of the general manager, 
Fletcher B. Gibbs, was then read, followed by the report 
of the executive committee, read by Ivan Allen, a member 
of the committee 
Thursday Morning Session 


The first report of the session of Thursday morning was 
that of the grievance committee which was received and 
spread on the minutes. The president then read a letter 
from the Hotel Pantlind, and then requested Ivan Allen 
to give a brief report of his visit to England. This Mr. 
Allen did describing in an interesting way the events of his 
visit to the London Stationers’ Association. He praised the 
efficiency of the British organization of something like 7,500 
members and at the convention in London were men from 
Australia, India, Africa, in fact, from the British 
sions throughout the world. Mr. Allen mentioned one con- 
cern, W. H. Smith & Son, that had five hundred branches. 

At the conclusion of Mr. Allen’s which was 
heartily applauded, the president said that he hoped from 
this time on both associations will exchange representatives 
Mr. Owen-Jones of 


posses- 


speech, 


at the annual conventions of each. 
London then took the floor briefly for a moment to state 
that he was commissioned to invite the American associa- 
tion to keep up its very good custom of the interchange 
of visits and hoped that next spring will see one, two or 
more American representatives at the meeting in London. 
He then paid a tribute to the visit of Mr. Allen and to his 


excellent specches. 


The reports of the following committees were then read 
—the necrology; budget; resolution; credentials; com1 


tee on exhibits and nominating committee 
The committee on exhibits appointed the previous day 


recommended that exhibition should be under the sam«e 
roof as the convention, suggesting that an entire day or 
evening should be given to exhibits without any conflicting 


assignment and that for a part of such time the general 
public might be admitted on tickets distributed | 


trade. The foregoing reports were receiv 
The report of the nominating committee was receive 
and spread on the minutes of the meeting and on motion 
the nominations were closed and the secretary was i 
structed to cast one ballot as the unanimous vote of the 


convention for all of the officers, whose names were con 
tained in the report. The president then called the officers 
and regional governors forward and introduced them. He 
then called for a few remarks from the new president, 
Edwin H. Sell of Columbus, who spoke briefly of his ap 
preciation of the honor shown him. After some formal a1 
nouncements by President Mitchell, Mr. Mc‘ 
a vote of thanks to the retiring board, of 


This motion was unanimously carried 


nesney mover 
ficers and dire 


tors. Mr. 


moved a rising vote of thanks to the stationers of Grand 
Rapids and to the management of the hotel. Thi 
unanimously carried. Mr. Garvin offered a vote of thanks 
for the paid officers of the association whi 


The president finally extended the thanks of the 


was dul 


adopted. 


convention to Gustave Meyer, sergeant-at-arms, and 


staff of Geyer’s Stationer for the cooperation 


association t 


they Rave 
He extended the sincere appreciation of the 
Mr. Goodwin, the secretary of the Master Printers’ organi 
zation of the United Kingdom, and expressed appreciatio1 
of what Mr. Bauer, who just then entered, had done for th: 
thanks was lered tc 


association this year \ vote of ten 
Mr. Bauer for his Mr. Bauer respi 

happy vein and recounted the progress made by the ass« 
ciation under the plans adopted during this and the pre 


After some further announcements the 


services. ynded in a 


meet 


ceding vear. 
ing adjourned. 


New President of Stationers’ National Association 


Sketch of the Business Career of Edwin H. Sell, President 
of the National Association of Stationers, Office Out- 
fitters and Manufacturers for 1925 and 1926. 


Edwin H. Sell is in the midst of a busy and active career. 
At the convention held last month at Grand Rapids, Michi- 
gan, he was the unanimous choice of the members of the 
National Association for president of the organization for 
the ensuing year 

Mr. Sell was born at 
and is therefore just past fifty-five years old. 
eldest of four children. His early life was spent in Dela- 
ware, Ohio, where he attended the common schools, and at 
entered the Ohio Wesleyan Uni- 
versity, of which he is an alumnus. Soon after his gradua- 
tion he became identified with the Columbus and Hocking 
Coal & Iron Company of Columbus, Ohio, and served them 
severe attack 


Delaware. Ohio, October 19, 1870, 
He was the 


the age of nineteen he 


for a little over a year as stenographer. A 
of typhoid fever laid him up for four months. 
In September, 1891, Mr. Sell Columbus, pos 


sessed of “good health, good parents and a good suit of 


came to 


clothes,” and no other visible assets, and became a sales 
man for a typewriter company, holding that position for 
years and then becoming manager of the local 
He followed the business of selling typewriters for 
During this time he met the lady who 


They 1894, at about 


several 
office. 
six or eight years 
Mrs. Sell 


were married in 


is now 


realize that typewriters did 


not offer a field in which he could see the future he desired 


which time Mr. Sell began to 


He had worked for more than one compar nd had dis 


covered that the status of an employee, however excellent 


the position, failed to offer that security and opportunity 
for development which he desired. He therefore in 1894 
became an office outfitter 

Mr. Sell is a member of the Columbus Athletic Club, the 
Independent Order of Odd Fellows, Colum! Lodge of 
Elks and the Kiwanis Club. He is president of the York 
Development Company and a member of ( Burn 
Golf Club 

Mr. and Mrs. Sell have two children—Johr Sell 
is associated with his father in business 
rine Sell. The Sells reside at 169 North N: cf 
lumbus, Ohio. 

No man in the National Association is 1 rthy of 
the honor of leading the organization than Mr. Sell For 
many years he has been a consistent ass tior rker 
ind has a thorough understanding of the organization and 
an intimate insight into the problems of the stationery 
trade. In selecting him as president the organization has 


again shown its wisdom in the choice of an ex tive 
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THREE MANUFACTURERS TO THE LEFT AND THREE TO THE RIGHT OF A DEALER.—Edward Southworth, J. N. 
Hobbs and M. D. Southworth, all of the Southworth Company; William Henry Brooks of Philadelphia; R. C. Clarke, Minneap- 
olis: J. A. White, Chicago, and H. M. Pierce, Chicago, all of the F. S. Webster Company 





Reports of Officers 





























. ’ . as I said before, if I do not believe it, if I were not sold on it, I would 
President 5 Report. not be here in front of you this minute. 
1 ie age I want to take this occasion to thank you men for the privilege of 
While this year has been a little strenuous, due to the efforts made to working with you, and te the men from all sections of the country who 
get r regional plan under way, yet it has been a year of wonderful have helped to bring the boys together so that we might have a chance 
opportunity, and it has not all been work I feel that I have had the to meet with them I want to extend to you my heartiest thanks, 
privilege of making acquaintances and friendships that I never a“ At this time I do want to mention the assistance which bas been given 
ave made in any other way. I am just as proud of the personnel of me during the past year, first, of Ralph Bauer, who took the responsi- 
r industry as I can possibly be : bility of the convention entirely off of my shoulders and has had. com- 
We have proven through our accomplishments during the last year that plete charge of it. There isn’t a man in this room who can half way 
the regional plan is the right plan It has brought the association nm estimate the amount of work that has had to be put into this proposition 
loser contact with the different sections of the country than w As possible this year Every one of us on the board has felt that we did not need 
through any other channel. At this time I would like to have th to worry about the convention in any way. Ralph assumed the whole 
governor of District N 1 stand up. (Mr. Towhill stands up.) District load, and mind you, that is the third time he has assumed it. 
No. 2. (Mr. Hice stands up.) District No District No. 4 District ‘ 
%o. 5 District No. 6 District No. 7. (Mr. Walker stands up Dis I have had wonderful co-operation and assistance from our first vice- 
trict N 8 (Mr. Schmiederer stands up.) District No. 9 (Mr president Charley Garvin, as the representative of the manufacturers, 
Stewart stands up District No. 10. District No. 11. (Mr. Ortel stands has given a lot of time and work to this National Association effort, and 
ip The rest of t men are just as good looking as this bunch. Sit with the field members; he made a complete trip around the United 
down. boys States, and I have heard some say he would have made it anyway, but I 
Yi must remember that this was an entirely new position last know that that is not so. Charley Garvin, who represents one of our 
sear. These men were picked from every section of the country, and manufacturers, devoted this trip to the National Association work, and 
with the exception of two of the men selected as regional governors through his personality and his ability to entertain and instruct, he 
every single one worked like a Trojan. They did every single thing we made my trip through the east much easier, because he had broken the 
asked them to do and then doubled up . ice and every place I went where he had been, I can tell you that he left 
I feel a word of explanation is due for the governor appointed for a wonderful trail, and it was easy sailing for me to follow him up. 
California, Mr. Crandall, for District No. 12. Mr. Crandall was appointed We have our second vice-president, Mr. Seymour,—Fred as we love to 
the same as the the boys were, but we were unfortunate in catching eall him ur statisticiar He really is our deep thinker. Fred is the 
him just at a time when he had to move his big store into an entirely man who divided this country up into regions, who studied out the mem- 
new location and get it established, and that store is one of the most bership in the different sections, studied out the mileage, classified the 
attract stationery and office equipment stores in the country Shortly retailer and the manufacturers, and gave us a layout without any back- 
after that they purcha a store in Los Angeles, and had hardly finished ground to work on, which will have to be changed very, very little. 
nventorying when they had a fire in the basement of that store, whic} We never call Fred Seymour to a meeting that he isn’t right there, 
made a very mean adjustment necessary, and Mr. Crandall has net had dropping his own business, and his services have been wonderful, 
e time to devote to the association work I do not want you to Ed. Sell, representing the retailers of the country, likewise has been 
think for a moment that he is not a hard worker, because he is, and the giving all the service that he could possibly give. 
strer s work of the past year has made it necessary for him to go to And our old war horse here,—there isn’t a man in this room who has 
the 1 ntains for a long rest, where he is right now put in the hours during the past year in his own business that Fletcher 
Likewise the governor for the Dominion of Canada, District N 13 Gibbs has put in for you; absolutely couldn't take a vacation this summer. 
arles F. Dawson, deserves a word of explanatior We all know and He had his nose right on the grindstone, every night taking that brief 
love him so well He is the one who has come to every convention and case full of mail home and working on it evenings. He will jocularly 
egged to take the next one to his fair city. He, too, had a serious fire tell you that he is physically handicapped and can’t dance and play golf, 
" burned out his plant in Montreal, and he has had a strenuous year like the rest of us can, and that he loves to do it. But where in the 
trying to get his business back upon its feet, and he likewise is suffer world would we find a man that would be willing to do that, day in and 
ng fror the nervous strain of the past year The other eleven you day out, week in and week out, month in and month out, year in and 
uld not kill with an axe year out? 
I do not claim any credit for what we have put over in the past And Mortimer here, to } we have turned over our entire destiny in a 
year These boys have done it I take my hat off to then I love legal way | have tried to keep in touch with everything connected with 
then I have loved the privilece of working with them. We have been the association with the exception of Federal Trade Commission, and I 
in close contact weekly through correspondence The reports which wil have tried to see how far I could keep away from that. As far as I am 
e given here today will tell you of what they have done When the concerned, Mortimer is the whole show. And I want you to know that 
Association News mes out and gives you the report of each one of our interests are being most ably taken care of. During the past year 
them, I know you are going to enjoy reading them over I am happy I have had some wonderful compliments about our counsel by other 
naturall to realize that we have ninety-seven more members of our counsel who have been working on the same proposition, and I wish that 
Association than when I took office, and that notwithstanding at the you knew the high esteem in which our counsel is held by those men from 
first meeting of the Ex« tive Committee I insisted on having all f the all over the country who have been interested in the Federal Trade 
ead timber dropped from the rolls. If I remember correctly, we dropped Commission problems In his report he will tell you about part of the 
seventy-nine names from our list that we were hoping would pay uy work, but he t tell you the half 
I told the committee I did not want any dead wood in this organizatior And our treasurer over here, Bert Childs, the watchdog of the treasury. 
while I was the president of it You need not be worried about a single nickel going wrong as long as 
My admonition to the governors was not to sell memberships, but t Bert is on the job. Sometimes when we had to call on him pretty quick, 
R« t work of our organization If I was not sincere in bellievfng that we have found him right on the job, because he wanted to know how, 
we hat n our organization the greatest asset that any man could why and when. We haven't been able to put anything over on him. 
ave © has his money invested in our industry, I would not have giver In closing my year’s work, I want to again thank you men for the 
® f my time the past year as I have given, in addition to two privilege I have had of serving you. (Applause.) 
years ag I am sold on the fact that we have something to sell to T am going to have presented, interspersed with these reports this 
very man who has his 1 ney invested in our business. no matter how morning, some of these telegrams we have received which I know you 
ree w smal ind we really do more good, we really help the will enjoy. We have one here, a cablegram received this morning from 
small retailer more than we do the larger ones, as you well know England, and I am going to ask our secretary to read it to you. 
So I told these regional governors that they were going out as salesmen THE SECRETARY: This a cablegram addressed to Mr. Owen-Jones, 
to sell the worth of the National Association and to let membership be dated London, October 14, 1925 “British stationers representing entire 
the result, but I did not want them to go out and beg for memberships United Kingdom branches assembled Sheffield formulating plans affecting 
Ww ire not begging any one to join this association. This is not a charit trade development send heartfelt fraternal greetings. 
able stitution It is an ont-and-out business organization, through the Marsh, secretary, Stationers’ Association, United Kingdom.”’ 


anneis of which we hope to better the conditions in our industry, and (Applause, convention arising.) 
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HERE WE RECOGNIZE SEVERAL OF THE VETERANS Millington Lockwood, Robe rt D. Patterson, W " I lenheuer 
Percy Underwood, George B. Graff, J. F. Taylor and J. Ogden Pierson 
THE PRESIDEN' Following the reading of that cablegram, I am to place in the hands of the very best dealers in the U: Ss s the ds 
going to give Mr. Owen-Jones just two minutes to respond to this on scription and information about his goods that his s s need I 
oehalf of our association Mr. Owen-Jones represents the British sta shall never feel satisfied that our manufacturers their 
tioners, sent over here to meet with us (Applause.) portunities until every manufacturing member of this i s repr 
sented in the Index, 
’ Response of Owen-Jones. The Return Goods Evil. 
MR. OWEN-JONES Mr. President and Gentlemen I could talk te ; 
you, of course, but I hesitate very much indeed to interpose in this most A new sense of responsibility must be built uj is Of t 
interesting program this morning I look forward very much, indeed, to manufacturer, wholesaler, and dealer in respect to t s of 
listening to the reports of your activities, and especially to the report of turned goods. Manufacturers should not overload thé ers, and 
your managing director As I have said on one occasion, there are one or their customers should not buy more than they need I anufa 
two things in our association life and work upon which I might talk and carer overloads the dealer, it is the manufacturer's fa ct at t 
in which you would be interested, but everything that you are doing is dealer overbuys of his own accord, then it is his fault Vur code 
on a much bigger scale and is of much more interest to me than I think ethics takes care of this situation, and I would re u . 
anything I could say would be to you. Everything is interesting to us study of our code by all of our members, as it is 1ding 
because everything is new Your country is new; your language is new practicing. : 
(laughter); your food is new; your methods of eating are new; your Resolution. 
drinks are new (laughter); your ways and places of devouring it are The following resolution was adopted at the Man turers G 
new; and altogether everything around us is chalienging our interest Meeting, October 13, in session at the Hotel Pant 1 Rapid 
There is one thing that is not new That is you. Right at the heart Michigan 
of you, there is nothing new about you; so don't you throw your chest Whereas, it has been the practice of some dealers undis 
out. (Laughter.) You are just as we are,—open, sound, honest me: to the manufacturer without permission and without . ration 
chantmen, the salt of the earth,—though I say it. I can say it because the loss and expense of handling and reconditioning su indise and 
I am one of the few men who are not merchants, nor the son of one for reasons involving no fault on the part of the manufa and 
But in all the essential things, the directly honest way in which you arc Whereas, such practice operates against economical! and dis 
facing up to the problems of commerce, the straight and unequivocal way tribution, it is hereby 
in which you can look your fellow-traders in the face and say ‘‘we are Resolved, that it is the sense of this conference that ictical wa 
selling you honest goods for good dollars,’’ the straight and honest way to discourage this practice is to impose a charge f serv ] ‘ 
a little more honest, I think, than we in this respect—in which you say ditioning such merchandise; and we commend this res¢ the att 
‘“‘we are giving you the best service at our command, but for God's sake, tion of our members for such individual action as i aj 
don't imagine you are getting it for nothing.’’ (Laughter.) We have the propriate 
astuteness that comes of hoary age, a little more reticent, and reticence (Signed) C. C. Cohl 
is another word for hypocrisy in this case That is to say, I think we Eberhard I 
are inclined to offer all the service we have to give with a capital 8S, for A. G. Frost 
nothing Richard Cart 
Now, one thing we have learned. Our first schoolmaster, I believe Edwin 17 ‘ 
was Mr. Ivan Allen. He told us at a little luncheon last year, something James R. Ar t 
I am not going to repeat to you He really told us how much profit you The Turnover Question. 
made, and there are one or two fine old gentlemen in London who are 
still puffing after their breath (Laughter.) Half of them were amazed. A great many people have gotten the turnover n t : 
and the other half bezan to wonder if there was any chance to come to point where it will soon be necessary to provide ever . an 
America (Laughter. ) as scope in order to keep track of turnovers, and this w ] i right 
No. It believe that the coming of your men has done us this good it were not for the fact that this condition of multi-t \ s becoming 
and it is no small good: it has taught us that what we call service is the a menace to profits The following resolution in ref t this s 
serving of all reward ject was adopted at our Manufacturers Group Meeting, H Pant 
Now, after all, the world presents endless opportunities to men to serve October 13 ; 
one another That is what we are here for, just to oil the wheels of Small Orders, 
progress and to promote the comfort and well being of our community, and Whereas, small quantity buying on the part of the s s g 
I know no better way of doing that than in the service through trade in the receipt by manufacturers of an increasing s f 
I don’t want you to think me unduly pious,—-I don't suppose you will the comsumers as to their inability to secure prot f star 
but in a little corner of the greatest and the best Book in this wide ard types of merchandise, 
wide world there are these words Don't think me profane I don’t mind Whereas, this situation is evidently causing loss ss and | 
you thinking me religious, but don't think me profane, if I take a word to some of the dealers, and 
of the greatest Man who ever lived and throw that word amongst you Whereas, buying in small lots increases the averag \ st 
for you to take and treasure in your own hearts as belonging to you, merchandise to the dealer 
this word of Jesus of Nazareth, ‘‘I am among you as He that serveth."’ Resolved, that the dealer members of this asso t inv dt 
That is service sublime, gentlemen You are in a great and wonderful study the question of whether the advantages fr: f stock t 
succession (Applause.) over when carried to an extreme are not fhore than offset the disadvar 
———— tages resulting from lack of stock in sufficient qua t variety t 
° ° . give satisfying service to the consume 
Report of First Vice-President. (Signed) C. C. Shee, Cha 
a— Herman FP 
Our first vice-president is indebted greatly to this association for a G. 8. Hice 
wonderful year of education, more contact with great men in a great ‘ 
business I attended the meeting of the Regional Governors at New Manufacturers Group Meeting. 
Orleans, the Regional meetings at Boston, Denver and Minneapolis and Our manufacturing group met in the Rotary Room, Hot Pant 1. Gra 
traveled about 18.000 miles in all Rapids, at 2:15, October 13. Mr. James Armington of Dennison Mar 
The Regional District Plan, which I like to call the Allen Plan, is an ufacturing Co. was appointed secretary of the meeting 1 Mr. Edwar 
undoubted success The meetings have been well attended, a greater L. Little of the Wabash Cabinet Co., Wabash, I wa pointed sa 
and closer co-operation and closer acquaintance has been built up in the geant at arms. Over 100 manufacturers were i ance Yo 
different districts between the manufacturers and dealers, and there is chairman felt that the time of the conference this y« x i be d 
no question but that the future progress of the National Association is voted to a discussion of problems and betterment of rade raths 
assured by this well thought out and worked out plan aes ae reports Mr. Ivan - Allen of Atlanta. Georgia. mad 
a splendid address, outlining many of the things tha anufactur 
The National Index. should keep in mind in his relations witn his dea 8 His suggest 
I bespeak for the National Index the co-operation of every manufac were most helpful, and his criticisms were entire tive I 
turer in the business. The National Index is proving to be a real buyer's manufacturers group appreciates very much Mr. Allen's tesy in a 
guide. It is being used by dealers everywhere. It is convenient for the dressing us. Mr. C. C. Cobb of the Conklin Pen ¢ y id a pa 
on the Return Goods Evil ind the resolution w I ' 4 


dealer, and it certainly is a wonderful opportunity for the manufacturer 
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WE HAVE WITH US TODAY.—H. E. Waldron, W. A. Sheaffer Pen Company; William N. Stewart, Trenton, N. J.; Ray Mar- 
tin, Boorum & Pease Company; H. B. McMaster, Art Metal Construction Company; W. D. Griffith, Northwestern Exp ded” Metal 
Company; W. T. Gormley, H. C. Cook Company; L. W. Wolfslayer, Eastern Michigan representative of the Conklin Pen Manufac- 
P. turing Compal 
ea r y re te by the grou Discussion of the pr em I believe ft t the National Index is helping retailers in the buying of 
8 " » he attitude towa the dealers’ problems on articles that the ve not known of in the past—and thereby creating 
I this ter s anufacturers M Herman Price of the new sales Che terprising iolesaler is benefitting by this. 
, Jose Dixon ({ { pany read a paper t the Small Order of The sn l average order is ll with wa. If Mr. Babson’s views are 
Q rurn Over Question, and the resolution w I have read earlier to be realized this condition is likely to stay for a cycle of twenty (20) 
i. y report was a te to thirty (30) years, so wholesaler and manufacturer may as well plan 
wW e then a wonderful address from Mr. Owen-Jones now to meet the condition, if it is not already met. 
the delegate from t British Stationers, who made a profound pressior Many of us believe that the solution for overcoming losses on the han- 
on ot nembers s great message of good will, international c« dling costs of small orders is graduated discounts for quantity or a service 
d operation, and a ser 1 n of the English speaking peopl Afte dis harge on so-called pick-ups 
asion e rel the Nominating Committee of the Manufacturers I respectfully st that this association again have a wholesale rep- 
Grour was received and approved, and the meeting was continued until resentative on the Board of Governors 
“ 12:00 noon, Octobe 1 The meeting reconvened at 12:00 noon wit an In conclusion, I wish to express my appreciation to the officers of this 
: atte unce of over 5 nd the remaining business of the group meeting association for the consideration shown during the past year to the office 
d was finished and the meeting adjourned at 12:51 of second vice-president nd the as it one ge , ‘ 
: ; tespectfu submittec 
Committee on Research I A P. SEYMOUR. 
The Manufacturers Gr p have discussed formation f a committee of Grand Ra Convent October 14th. 1925. 
' rese h similar t n ttees of this kind in the dry goods trad and 
s it is hoped that the ir ming officers will study this question somewhat 
conjunction with the fficers of the manufacturing section . ° . 
YT: In onclusion, your vice-president takes the liberty in suggesting that Report of Third Vice-President. 
of more meetings be held wherever possible between our manufacturers and = 
P , t i gniz . 11 : W r th } ereata o 
id dealers. it is Tecogmses Sy at of ee tat ee ae ee 7 The retail dealers met in conference during the hours assigned to them 
the trade are concerns the manufacturer and eal must think vork - 
‘ 2 Re il en cg es cere tegen nance ated nie . ¥ by the program, namely from 2 p. m. until 5 p. m., Monday, the 12th 
8 and <¢ perate togethe and if we can all look at our business and asso * 
elation in a ble way and give a little something of ourselves to the ad inst rhe conference was attended by about 150 gentlemen, and considera- 
. oth cad ont Makiaiees iat onal a ’ 7 tion was given to the various reports of committees which had been 
AY vanceme ‘ a bette nderstanding among ourselves, a greater opera . 
tior mong ot lves will achieve a more ethical viewpoint ir r printed in advance of the meeting 
saat "ig sperity end enccens fee ebch and every ome of t By appropriate action of the conference I was directed to call to the 
, Desnecttuthe eniustttad attention of this meeting the following recommendations made by retail 
: , CHARLES P. GARVIN committees f s iction as this body may deem appropriate. 
eset Wine. Prestiont Committee on ‘i Paper and Inked Ribbens— 
. It is recommended that all manufacturers print on the labels on boxes 
of carbon and on insi iders the number of copies the carbon con- 
° . tained therein will make 
Report of Second Vice-President. Committee on Greeting Cards— 
It is recommended that the manufacturers of greeting cards have small 
- leaflets printed descriptive of their entire line of greeting cards and the 
It » source f t ir satisfaction to again report to this body purposes thereof, and that these be furnished to dealers for use in con- 
. st friendly relations that continue to exist between the wholesalers nection with their mailing lists, in order that dealers may make their 
in the stationery field and this National Associatior At all Executive customers familiar with the various occasions for which greeting cards 
f and Regional meetings instinted recognition has been given to the are availabl 
an wholesalers’ interests through the office of your second vice-president Committee on Inks and Adhesives— 
> The subject of el nating the ‘‘Unjust Return of Merchandise’’ by re This committee suggests that the half-pint size in fluids, fountain pen inks, 
i tailers vas referred t this association by the Wholesale Stationers colored inks and mucilage should be dropped because comparatively little of 
Association You Exe tive Committee unanimously agreed t assist these commodities is moved by the dealers in bottles of this size, with 
in tl effort to prevent trade abuses as will be later reported to this the exception of red inks and stamping inks; attention is called to the 
conventior fact that some important items in this line do not now carry the stock 
ng rhe position of wholesalers in the field of distribution in the stationery number on the label, and the committee recommends that the aumbering 
_ line is without question the strongest that it has ever been I believe this of all items be completed as soon as possible. 
— is a natural development in the changing times—from a period of ‘‘de Committee on Social Stationery— 
nands upon production to one of science in marketing and sales."’ The The recommendations of this committee which were approved by the 
oft wholesaler is being increasingly recognized by manufacturers and more retail dealers’ conference may be paraphrased as follows: That the lines 
- generally appreciated by retailers as an economic factor in modern mer in social stationery be standardized in sizes and colors, and when new 
0 chandising lines are placed on the market old ones be discontinued. The colors on 
The extending of trade discounts by some wholesalers is more carefully the market now are too many, and when stock is re-ordered many times 
t and scientifically applied than by some manufacturers I believe thi it cannot be matched, thus causing the dealer a loss through sacrifice 
u is due sales of any stock remaining in his hands. 
an First—T manufacturers’ enlarged sales forces, working under in That the packing of bulk paper and envelopes be made on a standard 
to tensified sales met) s vith sales quotas to meet or records to maintain basis of 100 sheets of paper to the box and 100 envelopes to the box. 
and Under present practice boxes contain from 60 to 100 sheets of paper and 
Second—To new nufacturers constantly entering our field who quite from 70 to 125 envelopes, often necessitating the breaking of boxes. 
naturally are unfamiliar with their outlets and our trade customs The Further, that bulk goods be so labeled and boxed that this class of 
results f this freedor n the allowing of trade discounts, or even the merchandise may be re-sold by dealers so as to conserve the manufacturer's 
onsigning of merchandise s that what I term the legitimate retailer advertising and the dealer's expense item, 
and with all s regular overhead costs, is placed at a great disadvantage in The committee reports that fine stationery is most successfully mar- 
an mpetition with another ass of so-called merchants with irregular over keted which is nationally advertised at a resale price suggested by the 
ard head ost It should not be overlooked by any of us that only about manufacturer with which the public is thus made familiar. 
ans one (1 ut of every six hundred and fifty etail merchants in this It was the source of regret to the retail dealers present that sufficient 
ou ountry are commercial stationers. Let there be as many more legitimaté time had not been assigned to this conference to enable us to consider all 
dc retail stationers as there possibly can be but let manufacturers and reports in detail, not only those prepared by committees of retail dealers 
eal wholesalers alike apply trade discounts where they belong but also the reports prepared by committees of manufacturers. It is 
= I have talked with some manufacturers. on the other hand. wt ive thought that at future meetings the program will have to be so revised 
ven to selling direct dealers without recognition of wholesalers that oppertunity will be given for the reading of committee reports by 
a certain class of wholesalers would not give the necessar sales the chairma some member of the committee which prepared a given 
‘ the introduction ft the trade of new merchandise or inventions report. so that intelligent discussion in the general conference may be 
ad k f sales effort « the part of some w esalers is. I ¢ promoted. a task whicl unnoet be accomplished in a session of three 
owes nsible fi t rease of factory representatives: esp y hours’ duration 
ted so where the manufact . not afford to estal “ vn sales ‘ The nference lopte it te f thanks to the Board of Governors 
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A GROUP OF CONVENTION ENTHUSIASTS.—Puzzle: Find Harry Sharpe's sore finger and locate Bill Smith 
elected one year ago and of confidence in this plan of operation. Review of that order can be had by either the co i n or the re 
Likewise, the conference voted to send a telegram to Mr. Frank D. spondents by appropriate proceedings in the United States Circuit Court 
Waterman, formerly a vice-president of this association and long one of of Appeals. 
its most valuable members, congratulating him upon his nomination for It cannot be too plainly stated that the sole power f the Federa 
the great office of mayor of the city of New York and wishing him Trade Commission is to issue an order to ‘‘cease and desist a given 
success in his campaign practice which is unfavorably regarded by the commissior 
Respectfully submitted, If the order be accepted by the respondents at wih it is aimed 
EDWIN H. SELL, meekly and in the spirit of submission, there is no further legal con 
Third Vice-President plication involved If the respondents do not obey the ord the Federa 
— Trade Commission may proceed against them in the ‘¢ t Court of 
Appeals, for an injunction; on the other hand, if é 5 lents do not 
Report of Secretary and Counsel. believe that the order is justified, they may take the ntire | ceeding 
nto the United States Circuit Court of Appeals thems s and thereby 
—_— F seek a strictly legal and judicial review of the commissio roceedings 
October 14, 1925 No accurate account has been kept of the ontcome of eals of this 
The undersigned has attended meetings of the Executive Committee held kind. but it is believed that the Federal Trade ( ssion has t 
during the year, and generally performed the functions of secretary as more often reversed than it has been affirmed, and |! i very definite 
heretofore discharged, and, in his capacity as counsel, has been called margin 
upon to actively represent the association for the first time in its history rhe point is that tuls proceeding is a purely civ I r nvolving 
It will be recalled that, under date of April 8, 1924, this association penalty, in a financial sense, or other form of punis el It uld n 
and about twenty local organizations, as well as the Wholesale Sta be otherwise for these matters very widely turn I ted and 
tioners Association and the Stationers and Publishers Board of Trade, batable issues of business policy and commercia onduct 1 it w i 
received copies of a complaint issued by the Federal Trade Commission be most unfortunate if questions which are really econ their nat 
against the respondents, charging them with having organized and main should come to be regarded as constituting a poss ) a 
tained a combination and conspiracy, carried out by a common under peace 
standing on the part of the respondents, to restrain trade, through the During the past year the Supreme Court of t ' ted States 
issuance of recommended retail prices, and through efforts to induce man rendered two very important decisions in cases | irly } WI 8 
ufacturers who are members of the association not to sell their goods to ‘‘Cement Case’’ and the ‘‘Maple Flooring Case 
non-members, and so forth These cases have no bearing upon any of the act :inta 
In due time, an answer was prepared on the part of this association, or in this association for they turn upon the us¢ fa tical serv 
and filed, and all respondents duly appeared by counsel and filed their by manufacturers of a raw product, the purpose of the statistical ser 
answers This was the status of affairs in October of 1924, when my being to put the members of the respective ass SSeS f 
last report was made accurate underlying facts necessary to the intellig« 
Under date of November 25, 1924, an amended complaint was issued bys dustries involved 
the Federal Trade Commission, directed to all of the respondents named The following is taken from the opinion of the Su; e ( rt. and 
in the first complaint, and repeating, in substance, the same allegations accepted by the government as the test for the lega fs 
as those above stated association activities 
In due season, the amended complaint was answered on the part of all “We dectde only that trade associations or com! t 5 persons 
respondents, and there the matter rested until the month of April, 1925, corporations which openly a fairly gather and disse i at 
when the taking of testimony by the government before an examiner pro as to the cost of their product. the volume f pr I the act 
ceeded in the city of Chicago for about two weeks and a half. price which the product has brought in past transact tock f 
It would be unprofessional to offer any comment whatever upon this chandise on hand, approximate cost of transportat the pris 4 
proceeding, as it is now pending, and the subject cannot involve more point of shipment to the points of consumption as these defendants 
than a bare statement of facts and who, as they did, meet and discuss such inf n and statistics 
The hearing in Chicago was adjourned, the resumption date not having without however reaching or attempting tw reach any ‘ nt or ar 
been fixed at that time Within the past month, notices have been issued concerted action with respect to prices or productior t r ng 
by the general counsel of the Federal Trade Commission, to the effect petition, do not thereby engage in unlawful restraint of 
that the hearing will proceed in the city of New York on October 21, Speculation as to the future attitude of the Sur e { rt in ft) 
1925. matters would be perfectly lle, when it is recalled that these tw le 
These notices have been sent to all of the officers and governors of the cisions were rendered by a court divided six to thre« the dissenting 
association and the officers of the various local associations. They should judges were of the opinion that the decisions in these two cases were 
not be confused with subpoenas which require the attendance of witnesses directly contrary to the decision of two years ag n the so-cal 
The notices simply represent the extreme courtesy of the United States *‘Hardwood Case.’’ One cannot read the illuminating inion of Mr 
Government in advising business men in different parts of the country Jestice Stone in the ‘‘Maple Flooring Case,’’ without ge greatly « 
that the Federal Trade Commission is pursuing its distinguished destiny couraged to observe that the court seems to have : red the « 
Perhaps you will pardon a repetition of what was said in last year’s nemic aspects of the issues presented and, as a footnot mn the pinior 
report on this subject indicates, the court has sought for light not only f ecided ASes 
“It is to be regretted that energy, time and perhaps money will have but from readings on industrial society, the evolutior lert apita 
to be expended in the vindication, before a government tribunal, of the ization and elementary principles of economics 
activities of this association which thus have been challenged, but we Of very much closer interest to the members of t . ation is a 
anticipate no difficulty whatever in finally establishing, for the benefit of decision rendered by the Supreme Court in 1924, in overr g the Federa 
the public record, a good name and the high integrity of this organiza Trade Commission in one of its contentions, that a ‘ t who n 
tion which, for two decades, has been engaged in the upbuilding of the a manufacturer that, if the manufacturer continued t to a certa 
interests of the stationery industry."’ third party, namely, a chain store operator, he the ant, w 
It is impossible to accurately forecast the length of time which will discontinue buying goods from the manufacturer as g f violat 
be occupied by the pending proceeding, or the approximate cost to this of the law tending to hinder competition between t 1 store 
association. As has been heretofore pointed out, the successive steps in pany and others similarly situated 
volve the taking of testimony, both for the government and for the re The complained of merchant persuaded the Circuit t of Appea 
spondents, the filing of a report by the examiner before whom the testi that it had the positive right to select any parti andise wi 
mony is taken, with the commission, the consideration of the report by it wished to purchase and to select any person or corporation from wil 
the commission, which involves oral argument, and the filing of briefs, it might wish to make its purchase It had a right t announce its rea 
and then the disposition of the matter by the commission son for indulging in this process of selection, without breaking the law 
The commission may dismiss the complaint, or it may issue an order it had the unquestioned right to discontinue dealing writ iny manufa 


to “‘cease and desist.’’ turer for any reason that seemed good to it This sition was ulti 
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mately vindicated by the United States Supreme Court, which announced, 
after a careful review of the case, that a dealer has the right to stop 
lealing with a manufacturer for reasons sufficient to himself. Says the 
court: “| 


ining his trade by selling either to a competing wholesale or to a re- 
taller competing with his own customers. Such other wholesaler or re 
taller bas the reciprocal right to stop dealing with the manufacturer. 
This each may do, in the exercise of free competition, leaving it to the 
manufacturer to determine which customer, in the exercise of his own 

ment, he wishes to retain.’’ 

r court points out—and this is of the utmost importance—that a 
different case would be presented if the merchant against whom the 
complaint was issued had combined and agreed with other merchants 
that none of them would trade with any manufacturer who sold to other 
wholesale dealers competing with themselves or to retail dealers com 
ting with their customers. The court says 





Ar ct, lawful when done by one, may become wrongful when done 
y many acting in concert, taking on the form of a conspiracy which 
iy be prohibited if the result be hurtful to the public or to the in 
dividual against whom the concerted action is directed." 

This means that dealer may announce to a manufacturer that he 
will discontinue purchasing that manufacturer's goods if the latter per 


sists in selling to a third person. The dealer can do this individually 
in the exercise of his right to freely contract with whomsoever he 
chooses but, if he seeks to join with him other dealers with whom he 
wishes to make common cause, he at once enters into a conspiracy, which 


is illegal 
It seems necessary to refer to this subject because of wide misappre 
hension concerning it which has been expressed in the presence of the 


indersigned; and also because misleading articles, purporting to quote 
the law governing the activities of trade organizations, appear from time 
to time in trade publications A recent one which very broadly hints 
that a secondary boycott might legally be conducted by a trade asso- 
iation, if sufficient care is used in the method employed, is a sample of 
what is in the mind of the writer It ought to be unnecessary to say to 


any of those in this audience who may have read that article and paid 
attention to it that any trade association which conducts any boycott 
either primary or secondary, is in danger of legal proceedings which 
would be very much more serious than a Federal Trade Commission in 


vestigation 
“The right of an individual dealer to inform a manufacturer of an in 
tention not to continue to purchase from that manufacturer for the rea 


son that the latter sells to a third person, such as a chain store, or a 
jobber. so-called. who sells most of his m< handise to the consumers 
proceeds from the sat onsideration that justify a manufacturer in se 
lecting his own distributors and announcing, for instance, that he will not 
sell his product to a price cutter 

The right of freedom to contract is one of the most important which is 
left to American business 

The right of trade associations is too important to the welfare of this 

untr for us to per t ourselves to be discouraged over the ictivities 
of governmental agencies possessing regulatory powers The good whict 
the associations w lo will easily survive any such process, and more 
than compensate for the trouble and annoyance which seem incidental to 





the conduct of any affirmative enterprise in the association field. 

In closing please permit me to render very hearty congratulations 
upon the attainment of its majority by this organization For twenty-one 
years this association has striven to build an enduring respect for the sta 


tionery industry on the part of those engaged in it and, incidentally, to 
ommand a similarly increasing respect on the part of the rest of the 


community, and in congratulating you upon the success that has at 
tended these efforts, pe t me to bespeak a long and useful cares for 
the sturdy citizen w has thus attained its legal majority 

, 


Respectfully submitted 
MORTIMER W. BYERS 


Secretary and Counse 


Report of Third Vice-President to Retailers’ 


Conference. 

As r Third Vice-President, and Chairman of the Dealers’ Division, I 
beg t eport no ! f interest to you of the activities of the Association 
during the past year I assure you that it is a real pleasure to preside 
at tl Dealers’ Conference, and it affords me deep gratification to have 
the privilege of leading the deliberations of this assemblage, in which 
are gathered so man f the well-known and prominent stationers ané 
office outfitters of this country 





M ANY WELL KNOWN FACES.—This was an attempt by 


J 
and he may do so because he thinks such manufacturer is under 


I feel sure that you will be pleased to know that at no 
its organization has the National Association been in a more 
and prosperous condition than at this moment. This condition is 
due to the very efficient co-operation given your officers by the 
nors of the Regional Districts. 


il 8 


i 


As you possibly know, our past president, Mr. Ivan EB. Allen, con- 
ceived the plan of dividing the territory covered by our membership into 
thirteen Regional Districts, each in charge of a Governor. This plan was 


put into effect immediately after the Cincinnati Convention. A 
deal of work was necessary to get this plan into operation, and much 
credit is due our efficient General Manager for the splendid results 
he obtained in starting the ‘‘ball rolling.’’ 

Your officers thought the best plan possible to follow would be to get 
these governors together in a conference, and accordingly, on March 
third and fourth of this year, the officers ef the association, and 
of the thirteen governors met in the city of New Orleans. 

The entire situation was reviewed, and the best methods of canvassing 
the different districts for the purpose of ascertaining the prospects for 
increased membership in each, and the opportunities for forming local 
associations, together with the means of providing the meeting of such 
associations with educational talks and lectures were decided upon. 

Notwithstanding the extra expense occasioned by the operations of 
the Regional Districts, our annual expenditures have exceeded the budget 
by only a smal! percentage. It will be absolutely necessary, however, 
during the current year to secure many more acquisitions to our present 
membership to meet the ever increasing demands of the budget, providing 
we are to give the members the service we hope to, and which they 
have every reason to expect 

The Regional Districts, as agreed upon at the Cincinnati Convention 
are as follows 

District No. 1—comprises the states of Maine, New Hampshire, Ver- 
mont, Massachusetts, Rhode Island, Connecticut, except—the cities south 
of Bridgeport. The Governor of this District is Mr. James T. Towhill, 
of Boston. District No. 2—comprises the states of New York, New 
Jersey, cities north of Trenton, and Connecticut, cities southwest of 
Bridgeport. The Governor of this District is Mr. G. 8. Hice, of Brooklyn, 
New York District No. 3—comprises the states of Pennsylvania, New 
Jersey, including Trenton, and cities south thereof, Delaware, Maryland, 
Virginia, District of Columbia and West Virginia, Wheeling only. The 
Governor of this District is Mr. Woodson P. Waddy, of Richmend, Vir- 
ginia. District No. 4—comprises the states of North Carolina, South 
Carolina, Tennessee, Georgia, Alabama, Mississippi, Florida and Louisiana. 
The Governor of this District is Mr. Nathan Saltsman, of Atlante, 
Georgia District No. 5—comprises the states of West Virginia, except 
Wheeling, Kentucky, Ohi Indiana, Michigan, South Peninsula. The 
Governor of this District is Mr. Charles ©. Carpenter, of Cincinnati, Ohio. 
District No. 6—comprises the states of Illinois, except Bast St. Louis, 
Wisconsin, Michigan, Northern Peninsula. The Governor of this District 
is Mr. C. J. Nachtigal, of Chicago, Ullinois. District No. 7—comprises 
the states of Minnesota, Iowa, North Dakota, South Dakota, and Ne- 
braska. The Governor of this District is Mr. Arthur J. Walker, of 
Minneapolis, Minnesota. District No. 8—comprises the states of Missouri, 
Kansas, Arkansas, Oklahoma and Illinois, East St. Louis only. The 
Governor of this District is Mr. William Schmiederer, of St. Louis, 
Missouri. District No. 9—comprises the state of Texas, except El Paso. 
The Governor of this District is Mr. William Stewart of Dallas, Texas. 
District No. 10—comprises the states of Wyoming, Colorado, Utah, New 
Mexico, Texas, El Paso only. The Governor of this District is Mr. H. B. 
Bellamy, of Denver, Colorado. District No. 11—comprises the states of 
Montana, Idaho, Washington, Oregon and British Columbia. The Governor 
of this District is Mr, William J. Ortel, of Spokane, Washington. Dis- 
trict No. 12—comprises the states of California, Nevada and Arizona, The 
Governor of this District is Mr. Edward EB. Crandall, of San Francisco, 
California District No 13—Canada, except British Columbia. The 
Governor of this District is Mr. Charles F. Dawson, of Montreal, Canada. 

Our Association has been particularly fortunate in selecting such out- 
standing men as governors for this first year. The work has been more 
or less arduous, but in every case has been cheerfully and unselfishly 
devoted to the best interests of this organization. 

These governors are all men of long experience, and prominent in their 
various communities, and it is to be hoped that this conference will not 
have adjourned before a yote of thanks is unanimously tendered them. 
This conference owes a debt of gratitude to our President, Mr. Charles 
L. Mitchell, who consented to carry the burdens of this association for 
another year at Cincinnati. He has spent much time and money, and has 
given much thought to furthering the interests of the association during 
the past year, and no one can appreciate the many personal sacrifices 
necessary to head this organization, except those of us who are obliged 
to keep a more or less close contact with its activities. 


i 





Grand Rapids photographer to take a convention picture. The 


loca was two blocks from the hotel and so many misunderstood or forgot the time or the place that hardly a corporal’s 


gu ppeared when the picture was taker 
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RIBBON AND CARBON MEN ALL—BUT NOT THE FULL QUOTA AT THE CONVENTION, FOR THERE WERE SEV 
ERAL MORE WHOSE PICTURES APPEAR IN OTHER GROUPS.—G. W. Nieder and R. 8S. Moore, The Ault & W re Company 
Lester Bifer, “‘Press’’ newsboy, mascot; F. S. Cooper, Cooper Coated Paper Company; Ernest Dalton, Union R & Carbon 
Company; F. R. Nichols, Columbia Ribbon & Carbon Company; W. S. Stafford, S. S. Stafford, In A. H. Bar M g & 
Volger; A. B. Holmes, Columbia Ribbon & Carbon Company; C. P. Garvin, F. S. Webster Company 

None of us should overlook the work of our General Manager, Mt: 
Fletcher B. Gibbs. With the already large volume of work heaped upon Report of General Manager. 
him in previous years, came the additional responsibilities of organizing —_— 
the ‘‘Regional Governor Plan Largely increased correspondence with Grand Rapids, Mich., Oct 4, 192 
these governors, furnishing frequent reports requested, the work of keep Mr. President and Gentlemer 
ing the ‘‘National Index’ up to date, and many other duties, has made The past year has been a sy one, bot! . ‘ y A 
his job a very trying one. ‘The ‘‘National Index” is getting to be an ro association officers . 
invaluable help to all of our members Many of the manufacturers have 4 year ago at the Cincinnati Convention. in res se to a in sug 
within the past year furnished their catalog sheets, and while it is not gested by Ivan Allen—at that time president e the a ation 
yet complete, the work has sufficiently progressed to definitely establish members authorized amendments to the by-laws g ‘ divisior 
its value among the various members The ‘‘National Index is par of the territory covered by our membership into t teen regional 
ticularly valuable to the small stationery dealer, and this service alone tricts, each in charge of a governor who is to be nated by 
should justify his becoming a member of our organization, it for no members in his district and elected at the associat ln 
other reason This conference should go on record as heartily indorsing These governors with the general officers and past pres t the ass 
the ‘‘National Index and should request those manufacturers who are ciation. constitute the Board of Governors: and this y directs t 
not already in, to furnish their lists with as little delay as possible affairs of the association through the medium of an Ex e ( 

I wish to call your attention aleo to the obligation which this associa of three members, appointed by the president a . 
tion owes to the thirty-nine sustaining members, whose annual contri board 
butions to our treasury have been of great help to this organization, rhis change. without doubt one of the greatest steps Iva 
in financing its work by the organization since its inception, has very g 

Your attention is cailed to the ‘‘National Emblem Our members in the association and its work all parts of the int It s 
generally are not making full use of it, as they should All letter-heads the association in a better position to know its m 
printed forms, and literature of all kinds going out of our various places personal way and to cater to their needs in a more eff n 
of business, should bear the stamp of this emblem It stands for a With the aid of the governors and their lieutenant 
great and prosperous industry, and I trust that in the future, each and privileged to appoint at such central points in the t y 
every one of us will make full use of this insignia. seem advisable, the association is not only been t ta 

Our general manager reports his disappointment on account of the few lists of desirable prospects, but to actually sé ‘ 
returns that have been made by the members of this association to the many new members 
*“‘questionnaire’’ on the cost of doing business. This was sent out at Organization of the Regional] Districts 
considersble expense to get an honest expression from the various firms Following the close of the Cincinnati Convention teps w 
represented in our membership The information was strictly private taken to acquaint the newly elected governors wit t ties 
and it should have been given your entire support If this information provide them with the necessa supplies for cat z I 
could have been gathered, it is needless to say that it would have proven soon became apparent, howeve that a conference at t 
a very valuable service indeed One of the most difficult things which could be discussed and laid out was urgently necessary S » meet 
we all have to face is to educate the price cutter, as to his costs of was held in New Orleans on March Srd and 4th, at w resent 
selling merchandise. This price cutter does not always operate with the officers of the association and eleven of the thirteen 2 Iw 
idea of underselling, but he oftentimes thinks that he is able to undersell were spent in carefully going over the ground a! , ge the mn 
his competition because of what he thinks is his low overhead. If he of the various districts 
could be made to know his ‘‘cost of doing business’’ the chances are he In response to the plans formulated at that conferen gional m< 
would not be so proud of his price cutting. To accomplish this it is ings have been held in Boston, Pittsburgh, Philadelphia, ‘ tte. N. ¢ 
evideat that rome method should be employed by this association to get Toledo, Indianapolis, Louisville, Milwaukee Minnea St Lé 
at an equitable cost of doing business I trust that this one subject Kansas City, Houston, San Antonio and Dallas, Texa D ( 
will be freely discussed at this conference Spokane, Seattle and Tacoma, Wash.; Vancouver, B. | tla 0 

The National Association News frequently calls our attention to the and Los Angeles, Calif., besides which the officers governors 
various sales drives put on at different seasons of the year. These drives districts have severally attended a great many nf $s and loca 
are of great benefit, not only to our membership, but to the industry as association meetings 
a whole. The manufacturers usually prepare at considerable expense Little more than the preliminary work could reas ave | 
window decorations, attractive literature and other helps featuring these expected from the governors during the first year f é service 
drives, and we should all get together to obtain the most out of this districts not yet thoroughly organized; but of the re ' bly eff 
valuable service results accomplished by these men during this, the first year of t 

We are in the city of Grand Rapids, the furniture city of America, gional district plan, are worthy of your highest ~—_ ie 
It is, therefore, fitting that the furniture division of our association not attempt to gu into details of their work as | 
should put on a special program, which has been ordered. Here you will by President Mitchell that it was his intention in his 
find some of the leading manufacturers of office furniture, filing systems fully cover this portion of the year’s activities 
supplies, and other merchandise, which most of us feature in our business President Mitchell a Leading Factor 
Spend much of your time in visiting the various plants, learn how these President Mitchell himself has been a leading facto ' 
goods are made, and I feel sure these visits will prove interesting as of the regional work He has endeavored to respond to a equests 
well as instructive to you his presence and assistance 

In conclusion, I wish especially to call your attention to the exhibits In January we find him in Chicago formulating plans ¥ gene! 
by the various manufacturers in our industry These are located in the manager, in Grand Rapids with Messrs Alien an I g 
Klingman building, a short distance away These manufacturers bring the situation in anticipation of this convention Pit rg nee g 
to this convention for your benefit various articles of their manufacture with the Pittsburgh Stationers’ Association, in P adel 4 eting w 
They are put to considerable expense and trouble in making an attractive the Philadelphia Stationers’ Association, and in New Y 
display, and it is only fair to them that we should all set aside certain In February we find him in Boston in attendance at first reg 
hours to visit these exhibits I earnestly hope you will all give this meeting of the year during which trip he was a guest at ra etings 
your careful attention Unless this is done we will not be able to offer of stationers in that vicinity, including tl Connect t ¥ Stat 
these manufacturers any reason in the future for making exhibits, and Association's annual meeting at Springfield 
we will thus be deprived of a very interesting part ef our convention In Mar he met with the governors in New O 
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I 4 he attende egional meetings of stationers in Deny M 
a ( rlotte N Houston, San Antonio and Dallas, 7 s 
\ we fin St. Louis 
n Te Indianapolis, Louisville Kansas Cit M sukee 
Sy 4 Vancouve ind Seattle 
“In July, in Portland, Ore Los Angeles and San Francis 
s ur y trips have kept him for long periods fro his 
ff n Topeka re e has many diversified interests in t 
t ss of ( & Company, and if the association has t wit 
. ss this y ver large part of t must be acet ted ft ir 
' t. Cha I M I who at great personal sacrifice is given 
to ft issociat A ge rous and whole-hearted servi 
Local Associations. 
Ef ave bes mad during the year to encourage more act ork 
ass t s now established and t f ition r 
gal tions in cities where there were enoudg! t ners ft st y ft 
atte Loca s itions, I believe, are largel necessary to t t 
und 4d national organization and ira ge : ld 
g llest extent; but I would like to see nore 
sely wit the national organization and more esponsive to 
as to what activities such ass itions are 
lega t ndulge in 
At y point of contact between the local and the national 
sa ship, which yields the local only thoss rivileges 
enjoyed ber The national as I voice in the lirection 
ft nd has no jurisdiction over its activities rhe 
~ s to the national and the atter through this 
ss de on! tion is sought to be held responsible by the federal 
g ! ny of its mistaken acts 
I . y opir n t t the local associations when proper! nd ted 
t aude t i intages helpful to their members and the u 
s n wil perate and this vithout transgressing the 
der laws gove n business Between su issociations ind the 
atic I would set 1 closer affiliation They in be helpful 
tional ar I very sure that the national can be f service 
‘ 
4 efore, re d that this matter be given the earnest con 
sider t f the | rent ocal associations and that the delegates who 
rs esent these 38 ations at the next nvention be prepared to 
ys su their wiew the subject 
nm 


& Membership and Revenue 


M t g the current year has een devoted to an 
ffort membershiy In this ovement we have 
' port ft gional governors, the itenants ar field 
t al the association s indebted for t esuits 
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Lb ing the ve Wwe 
BBmmeTRetBFORS  . occ cc ccvccectocescnvece ce caueuunnnetes ee 33 
BORGES on. vc ccc wcccewccecccceucesgen sean hia -. 1 
Associates éé Shae 4690 dee ee 2 
CC me ovnese 2 
Field Me ORG cone vecccdecceedevecens oddest eee 60 
Pe OO Oe 1 
—— 229 
Making our to ber Getahber . 3. BOG. os vantkwar eet 6 1,286 
rhis membershi Ss made iy s follows 
Manufacturers 6s wees $060 662666en . 298 
NB 671 
DORBOUNOEE «nccweetosccsveceanéaanteessstnaetesnste tne oo 
a ere see > 4 
| a ery ee ee 20 
PPUERORCIORS 2 wk ca cere tcccwccedeeebe Saecdeuunune ae 7 
WietG Members 2... fi. cc cccvcccdveutinsdeesseesueeebe ease anaen 187 
BOORE ovecvceconcescatoeovedsscadetaupaumnle eee . 1,286 
In reference to the err ibove referred to, as to the number of mem- 
bers reported on October 1, 1924, this mistake occurred through counting 
twice members held uy lists of resignations and delinquents who became 
restored to membership before final action was taken by the National 
Executive Committee. Steps have been taken to prevent the repetition 
of a similar err 
The Budget 
The Budget Committee 1923 recommended the total amount of 
$45,650.00 to cover expenditures during the year 1923-1924. Last year to 
cover the increased expense which it was anticipated the new regional 
district method of operation would cause, this amount was raised by the 


mmittee to $47,250.00, an in 


While the amount 


of $1,600.00, 
the development of the regional districts 


rease 


allotted for 


was &2.000.06 this expensé¢ totaled $4,566.96, or $2,566.96 in excess 
theres Notwithstanding this and the additional amount of $3,415.90 
expended for the National Index, the decalcomania transfers of the 
National Association Emblem and expenses caused by the Federal Trade 
Commission hearing in Chicago—none of which were provided for in the 
budget, but all of which were approved by the National Executive Com- 
mittee—I am happy to state that by the exercise of strict economy we 
succeeded in very nearly absorbing this extra expense of approximately 
$6,000.00 and we closed the year within $451.24 of the amount recom- 


mended by the 


Budget Committee 


For several years the amount reported for expenditures by the Budget 
Committee has been in excess of the estimated revenue from membership 
dues. This has caused an annual drain on our reserve fund. It was the 
hope of that committee that enough new members would be added to 
the association this year to enable us to at least break even, and we 
did come within $1,965.82 of doing so. 


matter to m 


do 
su 
th 


1D 
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With our regional 
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districts organized it should be a comparatively easy 
deficit; but while we need additional revenue we 


not want a membership for revenue only. We need the help and 
pport of everyone interested in the industry, as much as we need 
eir money rhe efforts of your officers and governors will avail nothing 
the absence of the hearty co-operation of all the members in the 


H. P. Rockwell, F. J. Yawman and W. H. Shortlidge. 
I The 


; all f the Yawman & Erbe Manufacturing Company Otis R. Smith, J Willard Hal sales manager, and Mark Lee, all of 
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rs The Globe-Wernicke Company; Harry O. Williams, Williams Office Supply Company, LaCrosse, Wisc.; Charles Ed. Potter, To- 
ront I E. Bats Northwestern Paper G ds Compar St. Paul, Min James T. Lace and J. S. A. Wittke, W. B. Denton 
1 Al. E. Besser of the J. G. Shaw Blank Book Compa! 
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serious purposes to which the organization is dedicated, and such co 
operation must be based upon realization of individual responsibility. 
The Sustaining Members 

Before leaving the subject of membership and revenue, I wish to 
express my personal appreciation—and that of the other officers—of the 
helpful financial assistance given the association by those members who 
have voluntarily requested that their names be added to the roll of 
sustaining members. The excess dues thus contributed have been a 
substantial help at a time when the association is striving to build its 
membership to a point where its income will enable it to become self 
sustaining—-a goal that there is now a prospect of our soon reaching. 

Committees 

A large portion of the work of the organization is transacted through 
committees. 

In addition to a number of committees having in charge the pregram 
and the work of the annual convention, we have a committee the duty 
of which is to direct the work of our Commercial Furniture Division, a 
committee on General Publicity, a National Committee on Sales Promo 
tion, a Committee on Steel and Copper Plate Engraving, a Committee on 
Research, a Grievance Committee, a committee representing the associa 
tion in the Chamber of Commerce of the U. 8. A., of which this organiza 
tion is a@ member and some 34 committees representing the different com- 
modities manufactured and distributed in the industry. 

Some criticism has been filed in the Chicago office during the year as 
to the personnel of some of these committees, It would seem that in 
a membership of 1,286 individuals, firms and corporations, representing 
possibly ten times that number of individuals, approximately 200 men 
efficiently capable of performance could be selected annually to complete 
this roster of committees, but we must keep in mind that our member 
ship—except in specific instances—is known to the management only by 
the names of the individuals, firms or corporations making it up We 
are not familiar with the names of those many capable men included in 
the business organization of each, many of whom would doubtless be 
willing to accept appointments on committees couid we but reach them 

Each year we address a circular letter to our members asking for 
volunteers for committee service. This year we received as many as 20 
replies, and this was 10 more than those received the previous year 
I sincerely hope, therefore, that when the members receive this year's 
letter on this same subject, the replies will be so numerous as to 
permit the president to complete his committee appointments without the 
usual voluminous correspondence. Service on any one of these com 
mittees will be found to be not only interesting but educational as well. 


Standards of Fair Practice 


It would appear that some of our members who subscribed to the 
association's standards of fair practice, when offered for adoption at the 
Des Moines Convention, are failing to observe them in their business 
transactions. 

For example, paragraph thirteen states, ‘‘The cash discount, whether or 
not allowed, is an essential form of every contract of sale and should 
be strictly and honorably adhered to. Violations should be treated as a 
breach of contract." 

Dealers in stationery throughout the country—and presumably some of 
our own members—are guilty of violating the terms of contract of pw 
chase which they enter into with the manufacturer, either by deducting 
the cash discount therein provided when the period has expired within 
which it was allowed, or by disregarding the terms of credit upon which 
goods are sold by paying long after the due date of their bills. This 
is a matter which the organization desires to call to the attention of its 
dealer members with the request that proper times of payment be more 
closely adbered to. Delayed remittances mean an expense to the manu 
facturers which is reflected in the costs of the goods; and it seems hardly 
right that all members should be compelled to share in this fault of 
a few. 

This is a subject which has several times been discussed before this 
body. No particular progress seems to have been made and I respectfully 
submit that there is no time like the present for us to meet the situation 
fairly and do what we can to overcome this practice. 

I, therefore, suggest that a resolution be passed at this convention 
which shall embody the suggestion that hereafter all manufacturers in 
the association be requested to report to the general manager the names 
and addresses of the dealers who are thus violating the terms of thei: 
contracts and that every four months the general manager shall compile 
a list of the names thus reported, print copies of it and distribute them 
to our manufacturing members. 

Paragraph fourteen of the standards of fair practice states, ‘‘Dealers are 
in good faith bound not toe return merchandise to a manufacturer without 
just cause and the consent of the manufacturer.” 

The undoubted abuse that exists in some lines of our business in refer- 
ence to the improper return of goods by the dealer to the manufacturer, 
is probably not capable of definite solution. At the same time, I re 
spectfully recommend the preparation of a resolution pledging the dealers 
of this association to the practice of at least advising the manufacturer 
or jobber by mail of the reason in each case for the returning of any 
particular items; and I commend to all members the practice of referring 
te the Grievance Committee for investigation and report any instance of 
an alleged improper return of goods 

The National Association News 


The National Association News is the association's monthly publication 
Through it is supplied information relative to new and discontinued goods 
interesting and instructing articles on matters closely connected with the 
successful conduct of business and the general news of the trade It is 
published monthly and the annual subscription price is included in a 
member's dues 

After more than a year of invalidism, Mrs. L. W. Stone, the associate 
editor of the “‘News"’ and a valued employe of the association for the 
past seven years, was compelled early this summer—because of her 
physical condition—to resign her position. This has thrown the publication 
of the association's paper upon the shoulders of the general manager 
with such assistance as the members of his staff have been able to cive 
him. The only embarrassment caused by this change was the loss of a 
summer vacation and the difficulty at certain times in the month to 
promptly answer all the correspondence received. 

The Information Bureau 

Through its information bureau the association renders one of its most 
important services For more than seven years the association has been 
collecting from manufacturers and other sources catalogues, folders and 
price lists, the object being to furnish members with needed information 
of any kind or character (except prices or discounts) relative to mer 
chandise that is either regularly sold or occasionally called for in a 
stationery store 

It is planned the coming year to entirely reorganize this bureau by in 
stalling additional files and enlarging the usefulness of this service 
which is valued by so many of onr members, 
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The National Index 


For the National Index our members—particularly the dealers—continue 
to express their appreciation. This service, consisting of a large ring 
binder containing facsimiles of the catalogues and lists of manufacturers, 
prepared in suitable form for insertion in the binder, is intended to be 
used as a buyer's guide. It places within his reach in convenient form 
for ready reference, information regarding many thonsands of items that 
are made for distribution in the stationery industry The complete lists 
of 120 manufacturers are now bound in the National Index and many 
more are in process of preparation. These will be sent to members as 
rapidly as received at Chicago headquarters. This service is free to 
members. Over 1,000 copies are now in circulation and a copy complete 
to date of mailing is sent to each new member who joins 


The National Emblem 
The wide use which is being made by members of the association's 
emblem is a source of great gratification to the management This 
emblem is now available to members without expense of any kind either 
in the form of an electrotype cut in any one of four sizes or a decal- 
comania transfer printed in several colors approximately 6 by 9 inches 
for attachment to show window or glass door front 


Who's Who in the Stationery and Office Equipment World 
Who's Who in the Stationery and Office Equipment World is the direc 
tory of the association's membership. Indexed geographically, it records 
all the members located in each city and town throughout the United 
States. A series of letters, the key to which is published in the volume, 
indicates the character of goods handled by each dealer 
In the case of manufacturers, a record of the principal products made 


is attached to each name. It is published in two forms—one for inser 
tion in the National Index where it will be found under index leaf Ne 
15, and the other in the form of a bound book for pocket use. It was 


decided this year to change the date of publication from July 1 to 
December 1, so that the new edition may contain the names of the 
officers elected at this convention and those of all new members received 
during the current year. 

The Questionnaire 

Late this spring we sent to our dealer members a questionnaire on the 
cost of doing business The number of returns has been very disap 
pointing, only 51 replies having been received to date It is obvious 
that any analysis of the various costs of doing business as applied to 
annual sales based upon so few returns would be misleading and unless 
many more are received, no attempt will be made to do otherwise than 
print the various figures submitted in the National Association News. 

At this point permit me to state that the Federal Trade Commission 
objects to the use by business concerns associated as trade organizations 
or otherwise all methods which result in the observance of uniform 
prices for the products dealt in by them, with consequent restraint or 


elimination of competition, such as the use of various kinds of so-called 
standard cost systems, price lists or guides, ete. An average cost of 
doing business circulated by an association would come under this 
prohibition. 
For the Improvement of Salesmanship 
The intelligence of the modern stationer has warned him that to keep 
abreast with the times, not only he himself, but the members of his 


sales force, must be kept fully posted on the merchandise that he is 
distributing. The manufacturer has been quick to observe and capitalize 
this desire on the part of the dealer for educational information and many 
manufacturers today are ready with prepared lectures and sales talks 
designed for the benefit of the dealer. These treat of fabrication, chan 
nels of consumption, adaptability to special uses and many other points 
of interest to the one whose task it is to sell the goods 

The association desires to assist these two parties at interest to conie 
in contact. Meetings of local associations, regional conferences, smal! 
groups of stationers and salesmen gathered in groups in the stores of 
individual dealers, are all eager to welcome this educational information 
but no plan has yet been discovered that will enable the association to 
bring together at one and the same time a manufacturer looking for an 
audience and two applicants each located at opposite ends of the country 
The association realizes the growing demand for this class of information 
and if those manufacturers who are prepared to furnish such lectures or 
talks, will register at the Chicago headquarters, the name of the lecturer 
or salesman, the subject of his talk, and whether or not and how it is 
illustrated, an effort will be made to evolve some plan that will enable 
the dealer to enjoy the advantages of this work. 


Sales Drive 
I desire to call the attention of our dealer members to the monthly 








sales drives, the dates of which are published in each issue of the 
National Association News Many of our manufacturing members are 
planning their national advertising to hook up with these dates Those 
dealers, therefore, who display the goods in their stores and show windows 
and do their local advertising on the same dates, w ré the advan 
tages accruing from the national advertising 

Sim plification 

The division of Simplified practice is a bureau of the United States 
Department of Commerce, with which this organizatior 2 not only 
operating, but through which it is seeking relief in the simplification 
office furniture. At the meeting of this division he New 
City on April 21, desks and tables, chairs and files, bot i wood ar 
steel, were selected for immediate consideration This a iation was 
represented at that meeting by Mr. E. 8. Pierce of Pierce, I Hart 
ford, Conn., who is chairman of the Executive Com tte f our Con 
mercial Furniture Division 

The work of simplification usually has its orig n trade or 
associations, through reports of committees showing the n sity thereof 
Some one is then authorized by the department to act s Secreta 
Hoover's representative in making a preliminary sury which a 
summarized the facts of present practice Arrangement is then made for 
a general conference at the department in Washingtor r some other 
central point, to which all producers, distributors isers and gens 
interests, are invited to consider the survey that us bee ide 
recommendations, appoint accredited committees and det c Ipon 
revision period. 

Final action is then broadcasted through the r ar t f 
viduals with copies of the recommendations an equests for f al 
written acceptance. In this service, this division of the Federal Gove 
ment is concerned solely with finding and supporting the best thenght ar 
practice of the interested industry In no way joes it make any 
pretense of technical knowledge In no way does it attempt to de 
termine or even suggest simplifications which the ndustry should 
Its sole function is to bring together all interests and t support s 
action as these interests may mutually agree are t the ge : sdvantage 


f all groups and to the nation at large 
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annual dinner of the Stationers’ Asso- 
made an appeal for a regular exchange of 





Mr. Allen, in his address at the 
ciation of the United Kingdom 


visits te the respective annual meetings of his own and the British 
organizations, in response to which Mr. A. E. Owen-Jones, editor of the 
British Stationer, was chosen by unanimous vote of the Council of the 
Icritish Association, to represent that organization at this convention. Mr. 
Owen-Jones is now with us and I am very sure that he will be accorded 
as warm a reception as was tendered to Mr. Allen in London. He is 


accompanied by Mr ee 
of Master P 


Goodwin, 


who ts secretary of the Federation 


inters of Great Britain and Ireland and who is on his way 





to the meeting of the United Typothethae of America, which will be 
held in Chicago a few days from now, 
Trade Publications 
P-efore osing. I wish to express the association's debt to the various 
trade pu itions for the generous support which they have given its 
various activities heir loyalty bas been very deeply appreciated. 
The Most Wonderful Thing in Business’’ is the title of a book re- 
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suggestions were re- 
i plan was pot 


might be speedily realized. Numerous 





Your Executive Committee has held meetings during the past year as free from embarrassment We decided that it would be necessary to 
follows bring the governors together at some convenient point and present t 
October 16, 1924, Hotel Gibson, Cincinnat!. their attention a coherent and constructive plan of operation which wou 
February 10, 1925, Old Colony Club, Hotel Bellevue, Boston. enable them to realize the purpose of their appointment; to this en 
October 11, 1925, Hotel Pantlind, Grand Rapids your committee called a meeting of the Board of Governors at New 
In addition to ordinary routine affairs, the following subjects engaged Orleans on March 3 and 4, 1925, and all but two governors were pres¢ 
the attention of your committee The absentees were prevented from attending by reas st 
| 
| 
| 
& 3 ~ _ — = —<———— = ———_—_—_—_——— 
ESTS AND 





TOP, TRADE PRESS REPRESENTATIVES AT GRAND RAPIDS CONVENTION, INCLUDING BRITISH 
FORMER PRESIDENT OF THE TOPEKA, KAS., PRESS CLUB 


EX-PRESIDENT MITCHELL, WHO IS ALSO A 
was taken by Office Appliances 
Great Britain Left to right: J. A. 
Office Appliances: H. L. Lindquist, Geyer's Stationer; A. B 
identified); in front, holding cap, A. E 
American Stationer; A. E 
Mitchell, ex—president N. A. 8. O. O. M 


Below—Staff of Geyer’s Daily. who put over a capital piece of work in the daily 
and J. R 


W. J. Dalton, J. E. Neary, Mrs. M. A. Geyer, H. L. Lindquist 


Commercial Furniture Division 


The work of this division, which is most important to the welfare of 
the stationery industry, was made the subject of special study with a 
view to concentrating on one or two of the most important issues each 
year. It was early recognized that the 20th annual meeting should t 
80 organized and conducted as to accord to this branch of the industry 
the recognitiecn to which it is entitled 

Decalcomania Representation of the Association Emblem 
to place members tn 


re 


decided to appropriate a sufficient fund 


It Was 
display of our emblem 


possession of a decalcomania for window 
Meeting of Regional Governors 

Your committee gave thoughtful and serious study to the problem of 

work of the various governors selected at the 1924 

that the greatest possible benefit from this plan 


co-ordinating the 
convention, in the hope 


immediately after a luncheon tendered at 
Gilbert, Office Appliances; J. 
Abrams, 
Goodwin, secretary, Federation of Master Printers 
Owen-—Jones, editor, The British Stationer, London; J > : 
and ex-president Topeka Press Club. 


the Morton Hotel, Grand Rapids, to the guests fro 
R. Shafer and W. J. Dalton, Geyer’s Stationer; D 
The Modern Stationer; (Gentleman in background 
London, Eng.; H. K 
Geyer's Stationer ur 


Neary 


reports of the conventior Left rig 


Shafer 


Special Taxi Cab Service at Convention. 


Among the concessions granted to visitors 


Rapids convention was a special rate for the stationers 
taxi cab service. Those who registered re ( 1 spe 
card giving prices for various trips such as tr from t 
Union depot to hotels and from the Pantlind tel to t 
} ‘ . ( 


-ountry club. These rates were given by 
Company of Grand Rapids, 


Brown and White and Checker taxis 


operating Yell 
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necessit he attendance would have been 100 pert ent For 
ewe lays we nsulted together in a most informal way, with the result 
that each govern ent forth from that gathering with a definite 
mission of his n nd the enthisiasm which was engendered at that 
g g is not t le of adequate des tion in any committee report 
K sa t the inspiration created at that meeting bas been 
1 iin a ver gratifying performance of duty by all of the governors 
ir ttendance We were the guests at a very enjoyable dinner provided 
by former President J Ogden Pierson an his partne M Dameron 
at the New Orleans Courtry Club on the evening of March 4t and this 
mittee on behalf of all who were present, desires to record a deep 
se f apy tion of their abundant hospitality The work of the 
ue rs is portrayed in their individual reports which will be published 
ir vention n ber of ‘‘National Association News 
Selection of 1925 Place of Annual Meeting 
Your committee selected Grand Rapids as the 1925 meeting place at our 
mie g held on February 10, 1925, and, judging by the registration and 
enthusiasm of those present at this time, the selection has commended 


itself to you 


Simplification and Standardization in the Office Furniture Industry 


Ir nnection with our meeting in Bostor and after conference with 
representative dealers and manufacturers, it was the conclusion of your 
Exe tive Com! tee that the many attempts to promote simplification 
and standardizatior f desks, chairs, filing cabinets, etc., would make but 
feeble progress nless and until the subject was undertaken by the 
Department of Commerce of the United States Government as part of its 
genera campaigi to reduce sizes and styles of varicus ommodities 
accordingly, appropriate action was taken to bring this subject to the 
attention of Secretary Hoover and his assistants, and since that time the 
plar has beer put into process and we ire advised that gratifying 
progress is being ide under the auspices of the Department of 
Cor ‘ 

The increase it embership in the association is made the subject of 
special reference n the report of the general manager, ar therefore 
requires no com nt this document; nor do we seek here t state in 
detail the various tasks which your committee has undertaker believing 
that u will understand that our routine duties have been discharged 
with a sincere attempt at fidelity 

Respectfull submitted Charles I Mitche Ivar Allen Ralph §S 
Rane Executive Committee 


SUMMARY OF CASH RECEIPTS AND DISBURSEMENTS 
FOR THE YEAR ENDED SEPTEMBER 30, 1925. 

4 test of the records of membership dues was made by tracing to the 
cash receipts book dues paid by members whose names begin with the 
letters “‘B’’ o E The members’ names were obtained from ‘‘Who's 
Who in the Stationery and Office Equipment World,”’ the official mem- 
bership list of the association published in July, 1924, and, as to new 
members joined since that date, from Lists on file in the association's 


office 
“All such members whose dues were not traced to the cash receipts 
book were identified, by reference to correspondence, as delinquent or 


onorary members. 

Receipts and disbursements in connection with the annual exhibit and 
convention, held at Cincinnati, Ohio, October 13 to 16, 1924, are not re- 
eorded in the association's books. The convention committee, which han- 
lled the funds, reported $4,971.82 as the excess of receipts over dis- 
bursements, and this net amount is included among the receipts shown 
in the Summary of Cash Receipts and Disbursements herein. 

Receipts from miscellaneous sources were not verified by us. 

The amount shown as Income from interest on bank balances is in 
agreement with that shown by the monthly statements from the bank. 
The amount shown as interest received on Liberty Loan bonds is correct, 
but one oupon for $10.6 dated September 30, 1925, had not been de- 
tached and cashed at September 30, 1925. 

All disbursements made from the treasurer's fund for the year ended 
September 30, 1925, including checks replenishing the general manager's 
fund for petty cash disbursements, were made on vouchers approved by 
the general manager, all of which were examined by us. Disbursements 
from the general manager's fund for the month of September, 192}, ag- 
gregating $567.89, were reimbursed from the treasurer's fund on October 


} 





The treasurer's cash balance was verified by certification obtained from 
the depositary, the Illinois Merchants Trust Company, Chicago, Iinois. 
In addition, the treasurer submitted for our inspection the following de- 
scribed Liberty Loan | is, bearing the same serial numbers as those 


submitted last yea 


Issue Par Value 
se mi (Converted : coeecsesesesose $1,250.00 
rhir $14 <ne Whehhenenae 500.00 


Deurth, 416% «<0. -+0.0%0cecasb ane see. 1,000.00 


Total sins So cuaden cane $2,750.00 





LADIES’ RECEPTION COMMITTEE 
J. R. MeCargar, Mrs. David Hunting, Mrs 


Earle Irwin, Mrs. P. M. Wege, Mrs. W 


Treasurer's Report. 
Fro Octobe lst, 1924, to September 30th, 1925 
RECEIPTS 


Fr I I ( £ inager £4 77.82 

L t 24 
In t ‘ . $04.31 

‘ “4 SS 7 

Ra 0 Ist, 1924 6 19.29 
S | 7 ¢ 


DISBURSEMENTS 


P ¥ voucher by F. B. Gibbs, cen manager $47.505.96 
Ex ge r ! {8.2 
ti«? . 410 
Ca nk O st, 192 $2.47 
I I é 750.00 
es : 3.47 
Respect : tte 
\ I CHILDS 
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AT GRAND RAPIDS Left to right, Mrs 


Edgar Hunting, Mr F. C. Gilner, Mrs. 
Idema, Mrs. R. D. Burns 


the easurer’s personal safety deposit box at 
the Continental and ¢ mercial Trust and Savings Bank, Chicago, Illi- 
nois, in an envelope identifying the bonds as belonging to the association. 

The genera nanager’s fund was verified by count of the amount on 
hand, $72.0 and | ertificatik obtained from the Standard Trust and 
Savings Bank, ¢ ag Illinois, as to the amount of $360.06 on deposit 
with that ank im the name f Fletcher B. Gibbs. 

Yours truly, 
HASKINS & SELLS. 
National Association of Stationers, Offce Outfitters, and Manufacturers. 
SUMMARY OF CASH RECEIPTS AND DISBURSEMENTS FOR THE 
YEAR ENDED SEPTEMBER 30, 1925. 

BALANCE OF CASH AND LIBERTY BONDS, OCTOBER 1, 1924: 
Held t re ‘ 

Cas .. +. $15,608.29 

Liberty 1 bor I value 2.70.00 
Held by Ge Manag Cas + 468.53 $18,827.82 


The bonds are kept 


RECEIPTS 


Dues (i g $623.00 f ibscriptions to National 
A Ss t ‘ < 
Susta 5 $ 4,200.00 
Mar i - 13,247.00 
Dealers 19,905.00 
Aas ates 1,455.00 
4 filiate ; 3 40.00 
Field mx 860.00 
Sa 8S ‘ 
Extra si V W in the Stationery 
und Off ' t W 43.00 
lvey " ess 175.00 
Extra a of Nat Index : 45.00 
Electrotypes of t Ass s emblen -25 
I stat f x { eral Trade Commis- 


< . 106.50 
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Income from Cincinnati exhibit and convention.... 4,971.82 
Interest 
Bank balances bébde Becks ccenee bebe 0c Gh0dee6s 404.31 
Liberty Loan bonds ; eesiebeeeeboes ‘ 106.24 
Cash subscription to National Association News 11.0 
Sundry refunds seddacbeescccencececes 29.65 
Cash account of the commercial furniture division, 
taken into General Manager's fund..............+. 5.63 
yi. | EP PPPPTTTITITITITTT TTT 45,500.00 
Total : enecbedeséeddbecoecoseses . - -$64,42¢ 82 
DISBURSEMENTS (Budgeted) 
Salaries and payroll «++ $27,000.00 $26,236.48 
Bete TREMB, COR. cccccccccccvecceccccccee 2,750.00 2,548.02 
Office expense, etc 2,000.00 1,468.62 
All traveling expenses _ . .... 5,000.00 3,366.14 
Stationery and printing (including Na- 
tional Association News) 8,000.00 


et seece 500.00 
governors 2,000.00 


Dues to organizations, 
Expenses for regional 





. r $47,250.00 $44,023.65 

DISBURSEMENTS (Not Budgeted) 

Printing and distributing 
The National Index 
Ivey address 
Decalcomanias 


Totals 


1,541.78 
161.69 
389.00 


of the Association's emblem 


Federal trade commission expense.........6..6e005+ 1,485.12 
EP Teer TTT Tre T Te . 47,601.24 
BALANCE OF CASH AND LIBERTY BONDS, SEPTEMBER 30, 1925 


Held by 
Cash 
Liberty 

Held by 


Treasurer 
$13,643.47 
2,750.00 
32.11 $16,825.58 


value 
Cash.. 


Par 
Manager 


Loan bonds 
General 





Credentials Committee. 


Grand Rapids, Mich., 
Your committee present the following report: 
There are present and registered at this convention the foiitowing 
Dealers . 


October 15, 1925 





Manufacturers : : . 138 
Associates . 15 
ld ... ; 3s 
Clubs f 
Trade Paper Representatives ; as 5 
Members of the Association ed ; ‘ os 331 
Visiting Dealers ben we 23 
Visiting Manufacturers and Field Men... : 103 
Visiting Trade Association anes , ‘ 1 
Guests from abroad ‘ : . =r 2 
Visitors ‘ aeeuss Seaneadedt 129 
Paid Officers Jdotedhoet aire ; 
Ladies eo a ee eT wae 8 
Total se st ; secede 561 
The chairman wishes to commend General Manager Fletcher B. Gibbs 
for the splemlid arrangement made at the Chicago office in sending out 
the registration blanks prior to the convention and recommends the con 
tinuance of this arrangement, urging members to take advantage of 
this system which relieves confusion and delay in registering 


Too much cannot be sald in appreciation to Mr. Kaszuba, Mrs. Watkins 
and Mrs. Akers, of the Chicago office, and to Miss Eardley and Miss 
Smith of the local Chamber of Commerce for the very efficient co-operation 
and painstaking care afforded by them during the entire procedure of 
registration 

Respectfully submitted, Uri Doolittle, Chairman, House of W. H. H 


Chamberlin 





Grievance Committee. 


The following matters have engaged the attention ef this committee 
during the past year 
(1) A manufacturer member reported a non-member dealer for alleged 


violation of cash discount terms of purchase We 
to the alleged offender, sending copy to the reporting member, 
nothing further from either 


directed an 
but 


inquiry 
heard 


(2) Complaint was received from a dealer member thaf a manufacturer 
of a staple item of stationery was selling his product to a business 
college at the same price quoted to retail dealers. The basis of the com 
plaint is thus stated by the member filing the same 

‘These commercial colleges do not carry a stock—do not have a display 
room, but they go out among our customers in many cases and sell to 
them at cut prices and their students go out as graduates from these 
institutions carrying the message that the business men with whom they 
take positions are being ‘robbed’ by the retailers who are trying to 
conduct business in a legitimate manner and this propaganda alone has 
a most damacing efiect upon our business."’ 

The manufacturer's position on the subject was stated by him as 
follows 

“The consumer in question was a business college, and it is our under 


standing that practically all of the business colleges buy 
the character which we manufacture for resale; 
sell to the students, but do a business outside 


merchandise of 
they frequently not only 
the college as well We 


have always sold institutions of this character at dealer's prices on the 
assumption that they were in effect dealers, and that they bought for 
resale."’ 

The final communication from the committee is quoted, as indicating 
the extent to which we believe the commfttee had a right to go in this 
matter 

“Permit us to point out that which must be familiar to you, namely 
that this association has no right to seek to influence your selling policy 
in any respect 

“The purpose of my inquiry was to ascertain the exact facts and to 
submit your version of them to the dealer who called the subject to our 
attention and, if I understand your letter, your position is that you sell 


to business colleges at trade prices, because you assume that part of your 
product which they buy they resell, in turn, to other consumers. 
“You do not state the basis of that assumption; nor do you point out 


whether you have any information as to the proportior f resale business 
which you assume such business colleges maintain 

‘‘Perhaps we have no right to push the inquiry t t extent, but it 
would seem to lie within the province of fair comment to observe that 
to the extent a business college is a consumer of t lucts that y 
sell at trade prices, the distributors that carry your product in stock are 
deprived of their legitimate market.’ 

It is the understanding of your committee that ft Sst itfon is ar 
agency through which the true facts in any cont er re deve 
in order that there may be no misunderstanding by either part When 
the facts are developed, the use to which those f vy be put is a 
matter for individual decision and not for action by t s at 

(3) Complaint was made by dealer member aga t a manufact r 
member that the former had necessarily returned atter 
defective merchandise, in December, 1924, and up t l, 192 n 
received a remittance covering the returned goods 





Our inquiry was promptly and courteously res tl 
facturer, who stated that an investigation had dis 
in filing that was responsible for the delay that ft edit had beer 
approved in February, 1925, as soon as verificatior le 1 that 
check was promptiy sent to the complaining dealer eceipt t 
committee's letter. 
(4) Complaint was made by one manufacturer 1 gainst 
alleging infringement of the former's patent covering ffi 
rhe intervention of the committee was sought | t ‘ 
sible, recourse to litigation 
Inquiry by the committee developed that the »s nufact r 
claimed not to be infringing, because of certain diff t 
and, further, that his own device anticipated that of nant 
his patent 
As the committee could not hope to resolve so t t 
have taken leave of this controversy 
As has been pointed out in previous reports, | t 
that this committee is now discharging is t brir t t 
facts surrounding a given situation which gives ris« aint I 
actual facts thus take the place of unfounded sus ise and 
superstitions, and thus the wav is cleared to a sti 
what might otherwire be a serious controversy 
Respectfully submitted, H. W. Rogers, Wilt & | New 
Robt. D. Patterson, Waterman Pen Co., New Y \ r W B 
Chairman 
Committee on Exhibits. 
Your committee appointed to consider mat t 
vention conducted a hearing interviewed 
(outside the furniture section) and secured tl 
dealers and manufacturers Of the exhibitors, 18 
ire neutral and 10 opposed, though some of tl 
ness to continue if this ourse will benefit tl 3 Or 
terviewed are about evenly divided, for and against 
The chief argument advanced in favor of exhi 
the association by attracting to the conventior t t 
otherwise attend In the brief time available the ! 
secure enough data to confirm or disprove this nt i \ t 
ment in favor is based on the net profit der 
the exhibits; but here again the committee is 
definite figures 
Many of the manufacturers who onpose nt i ¢ lly 
shonlder the extra burden as a contribution to the they 
satisfied that the exhibits really interest the dealers fore 1 t 
the association: but three years’ observation } 
With the meager data availahl the committ 
ranted in taking a definite position pro « ' t end 
the matter be referred to the execut've committ ‘ t 
the question for the convention of 1926. after f 
cluding perhans a questionnaire to the membershi 
recommends that sufficient time be allotted on thy f 
convention for a joint session of dealers and 
and determine the future policy of the associati 
For the information of the Executive Committe 
the following suggestions which were generally fa 
cates and onvponents of exhibits 
1 Exhibits should be under the same roof as the 
2 A substantial time—perhaps an entire lay fe 
given to the exhibits without any conflicting assicr 
For a part of such time the general publ 
on tickets distributed by the local trade 
Respectfully submitted, Richard B. Carter, The Ca Ink ¢ K' 
Schmiederer, Buxton & Skinner Printing & Station ( 8. Hi 
Roberts Numbering Machine Co A. J. Walker. |! r Printing & 
Stationery Co.; Nathan Saitzman, The Hirschberg (| 
Necrology Committee. 
As each year is added to the life of our ass t 
to pause in the conduct of our affairs and tur I 
to the ever growing list of names of those wh ave Z 
since and lost awhile 
Into this fellowship, many of them brought the | gifts of i 
spirit and devotion to a cause that could not greatly er ther t 
the growth of which has made life's journey 1 sant for 
fellow travelers. 
We forbear to recount in a personal way the v t 
eeming it more fitting to offer as a tribute to thei ry this 
of our records: and to dedicate to them a page (2 
tion upon which shall be recorded the names of thos iving 
leave of us since last we cathered in friendly eeting 
less present in enduring and ever fragrant memory 
Millington Lockwood, Buffak BR. E. Sanford, I p ¥ H y 
Sharp, Esterbrook Steel Pen Co., Camden, N. J ‘ 
Report of Board of Governors 
The first Board of Governors of this associat ‘ t the 1924 
convention, pursuant to the amended by-laws there ted et 
Hotel Gibson, Cincinnati, on October 16, 1924 In ad t t the elect 
of secretary and counsel, we discussed the proposed res livis s as 
suggested by Mr. Seymour and adopted the same At r first vy 
we generally discussed ways and means to make the B of Governors 
an active and successful medium for accomplishing t rposes ft 
association, and adjourned upon the understanding that we would probably 
he called together during the year to put our plans Tect 
Pursuant to action of the Executive Committe: t in the ty 
of New Orleans on March and 4, 1925, and, as t t of a tw 
day meeting, in which every moment was devoted t scussior f 
methods whereby each governor could develo; the . ties f “ 
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CLUB Pictures should | 
ther efore, a foursome consisting of Messrs. Schaefer, Wadham, 
Seymour, Sanford and Price Upper right hand picture, Messrs. 
Messrs. E. ¢ Wilsor H. CC. MePike, V. Klawson and C. G. 
ehlich, H. 8S. Schaefer, C. K. Wadham and R. A. Maish. The last 
Tr. H. Keon, P. Stothart, and J ) The first picture in 


Hansen. 
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VW D. Fox, Chicago; A. McCloy of Pittsburgh; 








r} Center picture \ the clubhouse. Next to it on the 
Harry Murdoch, Chicag Hoge and Frank Cooper, Chicago. 
he Kent Country Club on Tuesday The final picture is a view of 
Respectfully sul tted f the Board of Governors, Charles L. 
Mitchel Pres t; Mortimer W. Byers, Secretary. 
Budget Committee. 
M k M President and Gentlemen—Your Budget Committee 
' recon is e fe ing get for expenses of this Association for 
next year 
Balesten and maseell....cac>cotcccectessanteaeenee $27,000 
Rent 2,700 
OCS SERERSEE ocicccccdecnceovecciscccebeuaunessaasannnae 1,850 
Tray x BD ccoccesecseseeesevet setae 8,500 
gs Stat r phentiem. occ ccccsvcvesecteeseueshendekeee 6,750 
ef Deen te cnmeniadtiots. .....-cccscccvedeceseesonennesanel 300 
I Regi 1 I ae eee eee 4,500 
Nat ' “~~ 1,500 
CemPinmemehes os ccccccesccssicccessssecnsenneegasanamens ° 1,500 
2 $49,600 
Aes f tt 4. H. Childs, 8S. D. Childs & Co., Chicago; 
George I 4 Cus e & Foster toston; Eberhard Faber, Chairman. 
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Addresses to the Convention 


Nore.—The pictures referred to in Mr. Nachtigal’s address 
are not shown, it being not practicable to reproduce them here. 


Better Business Methods. 


By Carl F. Nachtigal, Globe-Wernicke Co., Chicago. 


serve 


The 


survive, must 
“ct is service 


While it is en indisputable fact that a business, to 
a useful purpose, it does not follow that its chief obj 
purpose for which men engage in business is to make money 

The object of the commercial furniture distributor is, or should be, 
merchandising at profit Money is the most important tool of business, 
yet of late years that has been forgotten by many who have entered this 
industry. We have all heard so much about service, the human factor 
and the importance of sales, that the importance of skill in management 
and financing has been sadly overlooked. 








The outstanding commercial furniture dealers of the country are suc 
cessful, du no doubt, to their skill in management and financing, at 
well as in sales management Because a man is a good salesman it does 
not follow that he will make a successful business man or dealer, unless 


he understands management and financing thoroughly. 

In the field of selling, the loss of time due to the services rendered, 
sales resistance encountered, the time the salesman waits to see a pros 
pect, and the many trips necessary to the prospect's office taking prices 
and information, sometimes brings the sales cost as high as five times 
the manufactured cost of the article 

Therefore, the subject that I want to cover this afternoon is one that 
every stationer, office furniture dealer and manufacturer should be inter 
ested in, for it deals with reducing the overhead cost, selling cost, in 
creasing sales and profits 

Study and analyze your market. We will assume that the question of 
capital has been given due consideration and that care has been used 
in selecting the proper location for the business; then a study should be 
made of the number of banks and manufacturing plants and amount cf 
business activity in your community; also study the number of people 


in your particular line of business in your city 
A careful investigation should be made of lines of merchandise to be 
carried. It is advisable to select manufacturers of national reputation 


who make complete lines his will help reduce sales resistance and sales 


cost. 
Assuming that you have your lines all decided upon and in stock, the 
next step should be 


Departmentalization, 
I would suggest headings, such as 
1. Loose leaf 
2 Desk and tables 
Si. Filing cabinets 
Filing cabinet 
5. Miscellaneous 
These headings, of 
present should decide 
his partientar needs 


special 


and safes 
supplies 


— 


course, are only suggested headings Each dealer 
upon the headings which would be best suited for 
It is advisable to take your charges and most funda 
mental parts of your business and departmentize them so that you can 
arrive at the relative value of each department, because you will find 
from your distr:bution of expense that the probable cost of display spac« 





will have to be pro rated; that is, the front of your store is naturally 
far more valuable than the back or the second and third floors. So it 
would be to your advantage to show in front of your store the more 
profitable iines of merchandise, and the easier, faster selling lines of met 
chandise that you know the average customer wants and will come to 
your store for any way, should be put in the rear of your store 


By departmentizing your various items it will also give you a very clear 


idea of the quota of capital to be invested in the various departments 
This is valuable information and undoubtedly you will be surprised to 
know the amount of stock you carry in certain departments that is not 
paying its way and giving you proper return on the amount invested 

After you have carefully investigated these important items you will 
next want to examine the 

Standardization of Purchases. 

This can be arrived at by a chart showing the sales by the month 
covering a period of one year or two years, all condensed onto one sheet 
which gives you at a glance the total number cf items sold of this 
particular article and color. It also gives you an idea as to the amount 
of stock you are carrying that shows no sales for an entire year. This 
represents a tremendous amount of capital invested that is eating up 


floor space, and interest charges 


By careful analysis of your purchases and sales, you can readily 
accomplish what has been discussed time and time again without avail 
that is, the cutting down of the number of pleces necessary to stock 
Primarily I am a furniture dealer and therefore will have to use fur 
niture terms in expressing my thoughts covering this subject 

Take the question of chairs of the various manufacturers who make a 
very broad line. and for any dealer or group of dealers to tell the manu 
facturer that it is vital for them to cut down the number of patterns 
made would be folly, because the manufacturer has a certain line of 
goods for the trade in the middle west that would not meet the demand 
in the east, while also he must have a line to meet the requirements of 
the western dealers, making it necessary for the manufacturer to have 
certain patterns that various dealers might not be interested in 

In our own case as an example, we have reduced our stock of chairs 
down to three families comprising twelve numbers, exclusive of the 
matched suite line This affords a variety of selections and also a wide 
range of prices, from the most Inexpensive office to the moderately high 
priced chair We have found that it is very seldom necessary to or ler 
in odd pleces to meet the requirements of out particular trade because 
we attempt to standardize on certain numbers that harmonize wit the 
type of desk wanted This also reduces your overhead in the way of 
carrying stock and showing samples, and capital invested 

The next step of importance is a 

Perpetual Stock Inventory 

The progressive stationer and office furniture dealer of today would not 
think of operating a business withont a perpetual stock inventory There 
are various ways of handling this, such as the visible index ‘whiet is 
the most modern and quickest; the card file and the loose leaf stock 
book Personally I am in favor of the visible index as we have had 
considerable experience with the card index file and find that we ar 
able to handle our total volume of business with one girl in charge of the 


record department 


Our recommendation in this matter f keeping perpetual stock ! 
ventory is to deduct the goods in your furniture department before 
shipping ticket or order goes to the warehouse man to lay out the stock 
and make delivery. This will always keep your t 1 up to date 


that you will know positively you have or have not ertain piece 


the house. 

In the filing supply and loose leaf business where it s are small and 
numerous this would entail a tremendous volume of wo Therefore, the 
recommended system of handling this would be a daily « pilation of 
sales and cash tickets and then deduct the following day 1 the prev 8 
day's sales after they had been assimilated in the ffice, because in this 
case you would be interested principally in what is selling and the tota 
balance on hand In the furniture business it is a little more necessary 
to know to whom there pieces were sold, and yo entry could show this 
very nicely. 

The ideal way of handling your large pieces is t issue purchase 
orders on your manufacturer every day as the goods e sold In ise 
that it is not advisable to order daily, then at least ertain day 
each week should be set aside for each manufacturer r a group 
manufacturers, so that you would go through your stock re rd regu 
so as not to run short on stock, especially if you are operating on a 
sixty day supply inventory, which should be all that is neeessary at t 
present time as both the manufacturers and the railr s are giving very 
satisfactory service at the present time 

In addition to the perpetual inventory a valuable re i is the 

Perpetcal Cash Inventory 

Every business man in this day and age, if he wants to know where 
he stands, must keep a record of his purchases eithe posted daily 
weekly and he must keep a record of his sales. We e showing a chart 
on the screen of a perpetual cash inventory form as used by ourselves 
in which we post daily the purchases of the various departments rhe 
next column shows the cost of the merchandise sold ea day The next 
column shows the balance on hand in dollars and cents rhis enables the 





buyer to know at a glance exactly how much he has esented in cas 
in the various departments This at times enables buyer to ta 
advantage of certain market conditions without going t leep or putting 
his inventory entirely too high, which is an expensive opositior It 
also lets the manager know exactly which department ve an in nt 
of dead stock. 

One should take the records of the past two years as an average | 8 
of sales. Take the total amount of these twenty-four months » t 
various department and divide by eight This would give yo in averag 
of ninety days’ sales for each department, whic! e your barot r 
or dead line for the amount of stock to be e: I a ot think it 
advisable to carry anything in excess of a ninety day steck, and in « 


have in 

















your inventory shows that you any of your 
of ninety day stock, it would be advisable to have the salesmat \ 4 
special drive on these particular items until the ‘ veeded t 
nothing but salable items carried and the tota irs and ents 
reduced to a ninety day supply In many cases this ur e redu t 
sixty day supply if your source of supply is not t f 1y 
Distribution of Expense 
In discussing ratio of expense to rales, w ure ting a 
percentage in the chart as shown on the screet 
Executive 01 
Sales 07 
Office eX! ense OL 
Warehouse and delivers O4 
Advertising v 
Light and heat ol 
Repairs Oe 
Rent v 
Insurance ” 
Bad accounts Th 
Interest a1 
Telephone and telegrap! Uo 
- xes 02 
Freigit O01 
Miscellaneous O07 
~ 
Total 2 
Most of yon are familiar with the operatiot f a ng at tft f 
expenses, but in case that some are not, it is necessa depart f 
your business relative to expense under the reading giver r 
headings as you deem necessary When these are dy r 
totals of each should be your grand total of exp ‘ Phe 
take the total of each expense for the month and d to t t 
sales for the month This will give you the percent t f 
department rhis will let the manager analyz : I expense 
by departments so that if any seem excessive stens i" 
taken to remedy same Often times the various depart ts ay 
to be running along on a profitable basis, but whe e expense s dk 
partmentized this way it gives the manager an « ortunit t n t 
the reasons for certain expenditures and remedy the s int 
the total amount of expense each month this is not s 
After you have arrived at your percentage of ex s 
it is very necessary to give serious consideration to the h 
goods For your convenience we are showing on t 5 that 
is worked out in the various ratios This is the « t nd 
rule that I know of First, take the expense f sines 
whatever profit you want to make This added t t t f 
goods equals the selling price 
Now, we are showing n the sereen a_ short t fig g 
we take the ideal percentage as shown just a few 1 ig 
62 per cent, as cost of everhead, and you want to rt 1 ent 
profit, vou will take the 2 per cent plus the 1 er t 
42 per cent Subtract this from 100 per cent as t st g 
you will find this leaves .58 Now divide .58 into t fy g 
as shown on the chart, and you have your selling pr 
After you have arrived at the cost to market l ‘ 
that it is a cold business fact that if you or yor | 
the marked prices you are taking the discount f t t 
profit, and if the ent is below a 10 per cent d nt it ins tl 
re losing money, because 10 per cent is all the rt et 
play with 
In the percentage chart as showr we have give j 
salary and interest on your invested capital, but t t 
for the risks that you run as a merc! 1a 1 r t 
mark-up net, over and above your a st o sit I 
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The salary and commission on bonus basis, in my estimation, seems to 
be the most logical method of compensating the salesmen and has been 
used quite successfully in a great many institutions. 

This is worked on a quota system, generally based in this instance 
on six per cent of sales where it governs the general line of desks, 
ehairs, filing equipment, et and this commission of course will vary, 
depending upon how the business is departmentized and if used in selling 
filing devices and supplies exclusively the commission is usually raised 
to ten or twelve per cent, due to the smaller volume but larger net 


profit 
In setting a quota on a six per cent basis, if a man draws $50.00 per 
week, which is $217 per month, his quota would be $3,640.00 per month 


and when this is reached he is paid an additional bonus of 1 per cent 
of total sales for that month 

In arriving at the basis of bonus payment, it is usually computed on 
a quarterly or semi-annual is, the sales per month are totaled and 
divided by three. or six, which would give a new quota and also a new 
salary for the ensuing three or six months and if the average shows less 
than the present quota the salary and quota both would be decreased. 

An assured income is usually reflected in quality and amount of work 
done by the salesman because adequate pay means clear minds and relief 
from financial difficulties at home. This leaves him free from worry to 
to the new sales and giving added 








devote his entire time and energy 
thought to his wor 
The next step to conside s the initial training of salesmen. This 


should be carried on a set policy by the manager in taking a new man 


or his entire sales force and giving them a thorough outline of the store 
policy, as it is very necessary for the men in the field to know just how 





far he can go on certain transactions and if he knows the store policy 
he can represent you more thoroughly. I would also talk to him on 
mana ent, explaining how the management operates and what is 
expected of him in his relat iip with the manager. 





given a complete set of catalogs and 
allowed a few uys to give these thorough study to make notes of 
various things he does not understand; and also for him to tnspect the 
merchandise displayed on the floor that he can familiarize himself with 


Then the salesman should 


the goods in comparison with the literature; also, the salesman should 
spend a few days in the warehouse to become familiar with the goods and 
ilso to learn how long it takes to unpack a desk, chair or cabinet and 
the amount f ire used in getting same ready for delivery to the 
customer. at y this method he will not be so apt to make a hasty 


promise, disorganizing the delivery department and making it embarrasing 
for the mans r 





rhe next suggestion is to have a well-prepared written questionnaire to 
be handed to this salesman, giving him a week to study and answer the 
questions You will be surprised how much information he will dig up 


nswers to the questions and at the same time he 
location of the merchandise in the store. 


if made t 


would be abl 





After the been put through the normal course of train- 
ing, it is to have subsequent and continued training in 
the forn 

A sales eting he egularly is one of the most important features 


in developing salesmen This does quite a few things to advance the 








ibility of the salesman to promote himself; also the welfare of his firm. 
Group selling rhe sa etings should be held at least once a week, 
selecting most any day uu see fit, but candidly we think that Monday, 
in the evening s about the best time, as this gives the balance of the 
week as the n ntum for the salesman to use the information received 
during t eet r*4 
After deciding upon the frequency of the sales meetings, it is advisable 
to arrange a progra W s well planned and thought out and should 
be made se week n advance, so you will know exactly what 
aterial t ay of irts and sales information it is necessary to 
\ mulate In outlining ogram, it should run along some general 
nae i 4 
i Mater eeting 
! Talk er iles force 
ralks siders 
Kd ‘ st t itte 
Frain t : I tu talking 
Written tes 
g. Discussions the es, et 
Material t ‘ cussed 8 d be decided upon, then get in touch with 
the manufa rer and they be glad to furnish you with educational 
materia It also l enlightened on competitive items of 
imilar nature nst tive education and make careful comparisons of 
these items t r product s you can build up sales arguments, 
ro keep sales eting teresting, our experience shows that it is ad- 
visable to have ea salest take an active part in the meeting. This 
ikes the 1 feel they r i part of the meeting and helps create a 
great amount of self ) ence in every man present 
Manufact epresentatives attending these meetings can give very 
teresting ft : n their ducts and oftentimes show things in a 
fferent light, that the « : n will accept more readily than if given 
the « s 7 Most any manufacturer will be glad to co-operate 
wit ng this educational line 
One f ‘ tstanding features in salesmanship, in my estimation, is 
k tl g stment It is interesting in the sales meet 
gs to te t en to see just how quickly they can adjust them- 
ves t ' t by ng them give ‘mpromptu talks or asking 
ne direct question « t siness and getting an immediate answer. 
This enables t sales! think out his own problems when in the 
field a t ave k the management for a decision before 
sing a de 
rhe us f t - les meetings has been found beneficial, 
luSse OT i something he writes better than if he 
id st ned t rt the explanation of it In using these ques 
tior es ght be e to use one or two trick questions to see 
the Bi : fT 
Educat salesmen t the group idea of selling, also show on your 
loors and w ari r set ups priced complete, the average 
spect w ect g ! d you can get a better profit and also 
t se ft fy tems 
Credits taken into account at the sales meet 
4 i : aking collectors out of the salesmen, 
I believe tine esponsibility on them, making it neces- 
ry to get ff ita the edit department to pass the orders 
If ea ‘ knew that e would have to go back on the job 
’ ke a ft t in case the credit department could 
t recaution and not railroad an order 
g ‘ . lit may be a little doubtful. Each 
es n s t get credit information from his cus 
g rious commercial references and who 
fice f 1 » that credit can be checked up on 
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In your sales meetings you can keep the interest at high pitch through oughly sold to the salesmen, they will have more backbone to sell an 
the use of contests order rather than to concede extra discounts 

Contests, well developed, accomplish three things as a general rule: Have you noticed the different salesman representing a manufacturer 
they stimulate more sales, better effort and greater esprit d'corps. How many instances are you able to talk a legitimate manufacture 

The duration of the contest is the first thing to decide upon. It into giving you an extra discount that you are not entitled to, or that 
should not be too long nor should it be too short. Any contest run much is not published in the catalogs? These salesmen must sell you on 
over a period of three months begins to lag and if it is run a lesser quality of their goods, on their ability to make prompt shipments, and 
period than this, the salesmen feel that they have not had a good on the ability of their house to get you profits sx why can't jy 
opportunity to get a fair start. There are various types of contests that salesmen who may go out among the consuming public take the same 
have been used successively—one is a contest for new accounts—another stand? What sales are made will be made a profit so that you are abl 
for new business; another for desk-a-day or file-a-day; another for the te discount your bills and have something left over 
most orders taken during a given period. These contests can be worked ro sum up briefly, in closing, a study and analysis of your marke 
by taking the entire sales force as a unit and dividing them into two will give you a good insight into your buying, enabling you to hand 
teams, electing a captain and as a reward for the winners let the losing oniy profitable lines Keep a modern, up-to-date pet stock 
team buy dinner or something to that effect There are various types of ventory which will enable you to buy right and ns for ‘ 
prizes to be awarded One that the writer suggests to be considered salesman will be able to bring high pressure methods to bear upon yo 
seriously is a trip to the factory for the salesman making the best on the spur of the moment when your records give you the cold business 
showing, picking out the factory with which you do the greatest volume facts. Then you will be in position to standardize your purchases | 
of business This award will not be very expensive and will show good analyzing your sales over a period of possibly two years In conjunctk 
returns on the investment. with this, keep a perpetual cash inventory so that you will know at a 

nee » > rs > el Ts do ?? = ? 8 ePces r 

Developing a mutual understanding is a very important feature in the prone 4 = aay agama ——— ee fe. . _ y 

aaron Seeee, “ _ “me Ge mas tate row cenGéence on certain records es can tie ae enable you to arrive at 2 quota yf ’ apital to b 


and make clear to them that if on every sale they give a substantial 
discount you can show them they cannot hope to show a profit for their 
company. This is in my estimation the best way ot dispel the idea 
from the minds of the salesmen that they can give a 10 or 20 per cent 


invested in the various departments 

After you have settled your merchandise problems 
necessary that the selling prices be sufficient to provide a _ legitima 
profit, because if you are not making a fair profit certain danger signs 


pe og Demag ouune ag te hon Se = Sen a will appear. Face them at once for they are vital to your business 
. prosperity and credit, as these signs are easy to see if you have a 
The question of discounts has developed into a very large bogeyman thorough knowledge of your expenses and have determined a fair mark-u} 
The dealer who will take a firm stand on a definite set price, even though With this accomplished I cannot but feel that the dealer in commer 
he lose an order occasionally, will be better off in the long run. Goods furniture will gain for himself a most enviable position In closing I 
should be marked in such a way that a quantity discount of probably want to appeal to each one of you, if you have not already done s t 
10 per cent on a $1,000.00 order or over, could be allowed. This same put your business house in order to build for better siness h es } 
discount could apply to very large corporations. If this system is thor better business and sales methods 


Address of A. E. Owen-Jones, Editor, “British Stationer.” 








Mr. President and gentlemen: I think it was Daniel O'Connor who the manufacturers throughout the country efuss s to 
once said that Englishmen had all the virtues of the poker, except its resist all that, I am going to let myself go f t rt seconds 
original warmth (Laughter.) Well now, that does not apply to me telling you that if I say nothing else, and I don't t nN se W charge 
Even if I were an Englishman, I should be warm, but I happen to be a me to come expected me to say anything else und it is this: that I 
Welshman, and I must say that the kindness of your reception, the in believe with my mind and I feel with my s that yo l we ar 
formality with which you greet me, the generosity of everything that Why, I have sat at table with you, I sat at breakfa I sat at ! 
has been sald about my association and about my country, about my I sat all through the day mixing up with men fre ‘ irts f this 
colleagues and about myself, really move me very much. As I said at great continent, and I searcely realized I was in A i We we 
the manufacturers’ meeting yesterday, I imagine I must be a bit of a talking about things that mattered and on the things t t mattered 
mystery to some people I know I am to my wife When I told my were in substantial and undisputed agreement One t g I know, this 
wife that I had been chosen at a great and representative meeting of I am sure of, that in the long run—it may be very lons t int long 
our association to represent them, she said ‘“‘Why on earth are they run, the civilization of this world in which the Eng speaking 
sending you?’ (Laughter.) She said, ‘“‘There must be something in you bave taken such a great part, will come to lis 1 the inds t 
that I have never discovered.’" (Laughter.) But it isn’t so at all. She English speaking people still; that the great waves of gress W 
knows me pretty well There is no disputing at all, there is no doubt threatened; men will stand on the shores of time threate 
in my own mind or in the minds of my colleagues in London and in them back, great races which we practically ignore 1 of alien spec 
England, why I was chosen for this, one of the supreme honors of my and blood as we think them, insignificant and disreg ed ‘ y 
life, and I am going to be perfectly frank and tell you. It is not sons’ and their sons’ time stand up, and in those days there w 
because I am a great or even a budding genius of business I am a fool time for small disagreements, in those days the Eng speaking pe 
at it. I have never sold anything in my life except ideas, and I cannot wherever they are found, will have to find th I i agreements 
get many people to buy them. I never buy anything if I can stop it. in the great things that matter, the principles w! ictuate fe a 
I have just one virtue, but that one virtue was sufficient to induce my regulate movements, and stand together for the s« rity of libert a 
colleagues in London and in the British Isles to give me this great and justice and law, and for the continued run of progress t gh the « t 
unspeakable pleasure I have the virtue of an undiscuised and genuinely Gentlemen, I am not going to take up more of ¢ It ~ 
enthusiastic love of my fellow men (Applause.) I have right in my generous of you to give me this opportunity of saying t l 
heurt a horror of distinctions which are unspeakably small, and a great and believe me I say them with my whole soul, a f I said not Z 
glow of satisfaction in those things we hold in common, which make us else and went back home, I should be satisfied t t rding to 
Now, if I am dumb on the things that are important to you, if I measure of ability I had discharged the one functior h those w 
resist the temptation to tell you how superior we are to you, if I resist sent me knew I wanted to discharge—to say that in t gs that matte 
the temptation to explain to you what a tremendous advantage we have little we can afford to disagree, but that n the t gs that tte 
in the matter of price maintenance, if I resist the temptation to make you most, you and I, my people and your people, ki ng fr t 
envious by describir our black list, telling you how if a stationer dis same mother, that you and I are one and will be ‘ ng 





obeys the tenets of our price maintenance principles we refuse, and all shall last (Applause 


The Returned Goods Evil. 


By C. C. Cobb. of Conklin Pen Co 











In what direction is the manufacturer headed? of a corps of specialty sales managers and sales 

This is a question that perhaps requires a great deal of thought before rhrough all this stage many, many problems of t resent-day 
an answer is offered facturer were unknown, but they existed with the w iler Pers 

Evolution, without any reference to its meaning as indicated by the contact, built up through methods of buying and se by reta i 
interest shown by the public press, has been working upon the manu wholesaler, cannot and does not now general! reva How the 
facturer slowly but surely Has he, during this transitory period, kept manufacturer, who is also a seller or merchandiser e i De 
up with the demands which the retailer imposes? Not so many years contact with literally thousands and thousands f t ers 8 
ago the manufacturer was a manufacturer nearly one hundred per cent from Portland to Portland and Duluth to New 0 ar Ar 
of his time He made the product, he sold it to the wholesaler, who through evolution of selling from the manufacture ect to the reta 
being a merchandiser, carried the burdens of sales distribution He lies some of the problems of the manufacture who now t 
occupied a unique field The scope of his operations was limited by merchandiset 
choice As there were many wholesalers all selling the same class and If they are not problems of the manufacturer chat 36 ther 
kinds of merchandise, necessarily the wholesaler's territory was limited why does our worthy vice-president in his letter of Sept er 18 : 
by freight charges When too costly, the retailer bought closer home us to this meeting, say: ‘‘It bas been my opinion t anufacturers 
The result of such method of distribution brought the seller and buyer commodities that are sold through the same sales t have a great 
very. closely together They visited one another frequently Located in deal in common, and could be of great help one t the the ‘ 
sections both knew intimately, the problems, conditions and requirements building up of business methods and in the discuss on at 
periods of prosperity and adversity might be local, so to speak, while at that we can with perfect propriety under the law s fra y 
large entirely opposite conditions existed. This condition of distribution openly 
brought forth and encouraged a personal side of business not now possible Have we manufacturers done this very thing H e not fa 
with a manufacturer's operations spread over the entire United States pattern after the retailers’ division, who have dis é 1 laid oper 
and are therefore too impersonal upon the table information concerning thei business ft t a few 
“When a man considered going into business, if he were a clerk or ago was too confidential and only to be whispe t ! 
manager of a store, he knew quite conclusively from the list of whole removed line of industry? By such openness an f ‘ erat 
salers in the region, the one or ones from whom he could obtain the there is not a doubt but that the retailers’ divis 
most service; also consideration in the way of assistance, both financial further solving their problems Every vital « ‘ f st 
and advisery. The business problems of the retailer were well known to business, sales promotion and abuses they have bee ed to star 
his jobber. The experience of that jobber in many similar and perplexing have been laid before their division, and with a s t ' { st t 
difficulties schooled him to offer advice, criticiam and constructive help criticism and sound business application, they ve work tt 
which pulled the retailer through, where today he might or would lems and thereby put the retail stationery business ghe and bet 
surely fail. plane, and even more than that, made it more pr 

Then, too, the retailer's sources of supply were necessarily limited Are the manufacturing members of this associat to taKe t 
Specialties, as they are known today, then existed, but the wholesaler after our retailer friends and customers, or are we ¢ g to } ge ir 
either felt or did not care to acquire the so-called knack of selling the problems common to the business of each without i and expe 


‘rs in the state manufacturing industr 





such merchandise Undoubtedly the nature of his business did not permit ence of ot 
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What are thes blems Again from the tter of our ¥ 
Iq 
eturned goods i 
! : se of casi liscounts 
se of advertising matter sent to dealers 
“ e others, fror what appears in trade and other publi 
rhe se of confirmations and cancellations 
8 : g disregar of paying obligations promptly. 
me iying, otherwise known as a cost of hand 
8 a Manutfact er recently ré ferred to this sul 
st doing a |! nufacturing business they were 4d 
nneiness. for instead of shipping in case lots as formerly th: 
tw three truck loads of parcel post daily 
] ese evils is sufficiently important t warrant a 
this ention being given to their discussion However 
t nterested in the first one mentioned, and wi! h is 
t € goods evil 
Ma ths t e of the problems in« ent to merchand 
since e manufacturer has become a merchandiser as well 
factur s vitally terested in it and it looks to me that 
: ing nsibilities as a merchandiser in a 
op t esent proportions Instead of 
‘ ] g business, each year find beco 
ent f t to cope with. 
S s l an ascertain, it is not y 
Manufacturers, large and small, fir their cost 
at profits sore flected by it 
ifacture N does not have to ntend with this 
na ve fortunate position Fit has n 
else ‘ ding himself by hiding it under sor 
f 
I facturers ers retailers as i | all ve 
wit this evil ! e giving it serious conside t ind a 
stat 1 natior i rings, ought not we = re exer 
ur turers of ft livision do likewise’ Ar d not 
act to be confronted wit t evil dis 
gat vw he has ov me evi 
l = ‘ conclusior that rar 
ict try is confronted more severely 
and es t ve the benefit or advice of t 
ny t nter helping hand is esired t 
ting t ntire dustry, and thus all be adverse 
I f t retailer is wholly to ‘ Ur 
ar ’ 2» contributing element t this 
t that t r nt magnitude has } g 
litior Manufacturers’ esta shments we 
tak are of t market, wit heavy ver ids a 
. g nstitut Distribution wa ‘ erly ul 
& \N ficient thought as to what the f 
Té , 
I ng t er n stock turt \ Pr 
es of lett n the subject frot everal n fa 
x bt want t xpress their own ¥ vs experier 
Therefore n king the question S id the st 
pend begin to swing backward?’’ I sha ore open the 
2 ’ to reason from the stand t of the buyer 
fron ‘ nterests the seller being n ft . s€ t 
stat aT the fact er respectively 
r ; peakir t American people ha the ré tati 
ar vat g t who do not be 4 , ng 
way over somet! i ‘ 
g ~ ery little t ng t 
the restraint t 
be t When, for ex dis 
t S fected teeth, a night w 
at ‘ fi! wit) these nalad 1 wit ‘ 
r f that one of the ! t 
te \ turbance we ure eady f get 
part surgeon Mind you, I am not 
iting t f these discoveries I am merels 
le r part to overdo these things 
\ ke untries became yuite sick, « 
t-war ‘jamboree’’ of 1919-1920 
t vere | with reckless abandor n order pris 
s ances in prices When the rea 
emselves very long on merchand 
r that many ver irg and 
t numbers simpa nes fe 
sl disaster It w 1iff tt 
sit more likely ft I duce, as a matte of bsolute 
iying; and from t beginning 
t ver the financia value of atock 
f ortant commercia ] veries 
I \ ' fashion, even after t excess 
] t I t t k the full swing of the pend 
t t policy of buying egar 
espe sinesses t subnormal stocks 
y x Theod I sevelt used to say that at times 
1 Amer people at all, but t t t when 
t g roposition the ‘ 1 ft n right 
] tly the t they should do And I onfess t 
fe ng t the Americar l ness ft I : 
rea ck ward g of the stock tur r pendul 
. een st t 1 bw the views e) ‘ t 
. East con g ‘ ‘ 
R 
M g 1 ft briefly f sor 
Our production schedules ure base 
« . 1 of four mont —— ¢ 
luris t th one-fourth of tft tota juant 
t late w ‘ equire during the four nths 
ve : et month of business 1 
J this f ved by an unusta ‘ 
s . ‘ ve J we are not espe ally barrass¢ 
le ‘ through la sufficient stock But here is a ait 
w exceedingly ficult, and no doubt many of 
expe During t ymnth of August and t early 
te ‘ ved in avalanche of ord I be 
itement ft t at least tw tl % ] 
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president unfold: possibly a condition of manufacturing facilities way in excess 
ef consumption exists, and in the eagerness to secure the benefit of 
maximum production, incentive to over selling and over buying is largely 
the cause of this returned goods evil. 

Surely the returned goods evil, as such, is a bigger factor during the 
period of a buyer's market than during the period of a seller’s market. 
If manufacturers are not to face the so-called ‘“‘seller’s market’’ of 
1918-19-20 for some years t ome, then unless some constructive method 
small is applied t irb the returned goods evil, we are possibly going to 


— That experience several years of the practice, which will each year become 
ae @ retail more and more a menace to a profitable industry. 
tone Whether or not there can be any consciousness of fair and equitable 
dealings built into the minds of the retailers who abuse this is more 
session of than I know, but certainly seems to me that we must, as manufac- 
1 turers, do something in this direction, 
8 I beliey S roughly detrimental to the practice of sound profitable 


isiness t eate and foster in the mind of the retail dealer the ides 

sing, and that he can return merchandise at will I further believe that it is 
: : ur de as expressed by a writer in a recent article 

lustries today the retailer, regardless of 
, t nvoice or not, regards the merchandise as 

iz a his own whe t sells, but as the manufacturer's when it fails to move 
n } ‘ Such excuses, if they may be called such, as: 

‘I ordered error [ find I cannot sell."’ ‘‘I am closing one of my 
stores and I am returning the merchandise to you."’ “‘I have $—— 





siness bran 


f ration worth of your m« andise on hand. Do you want me to return it or shall 
I sell it at t prices | overbought. I did not have as big a 

t of Christmas (or other selling season) as I expected.”’ 
andise Probably, if each one just runs back over his past year’s experience, he 


‘ will bring to m« y¥ man ther fictitious reasons that are given by the 
merchant for the merchandise that he has or is forcing back upon the 
anufacture 


their The late Tom R. Marsha then vice-president of the United States, 





t ‘ in commenting upon the « litions and necessities of this country, said: 
the , What America most needs is a five-cent cigar.’’ The manufacturers’ 
to this division of this association should be equally as frank in the discussion 
fia nscientious effort to correct a condition and necessity in the 
t amongs hich are the returned goods evil and many others to a 

‘ ess degree a menace to profitable business. 
” ,. . In any sideration o1 tio ipon this or any other problem, let the 
. is mar icturers be guid t with an arbitrary epirit but by the idea of 
raising the standards of business, for, in so doing, we will not only 
y - wssist the d r to be a better merchant, thereby increasing his profit, 
wr but ours as manufacturers as well, by eliminating the menace to profit 
f ; which will cont e to be sore spot unless this matter is solved in a 
ve fair oper ndé manner eneficial beth to the seller and the buyer. 
ate Let us not get that business is fundamentally based upon profit and 
S / that anything git itely decreases or eliminates profit is 

‘ T t good ts 


mmediat . any f them were accompanied by letters urging 
mporta ’ « the same day the orders were received; and 

‘ i war when we received so many tele- 
ers as ring ft rticular period. Now, even under these 
nditions, wit I ted er of exceptions, we had sufficient stock 
n ha to ft ure of ft ers, for while the vice-president of our 
any ; s rank’’ on the question of turnover as 
es ry t t the same time we made up our minds 

ng that under the t ord ng we could do more business and 
nake ore 1 ‘ y position to give service, even though 
s to thell by en ir ‘ tic facilities we had to carry larger stocks of 
finished ge : é slower average turnover of them. Our 
financial statistics s t r judgment in this matter was correct. 
But what i t is this Our customers who favored us 

t ose ‘ rele ch we were grateful, apparently were 

slightes eanin or to ship ¢t goods within a day or two of the time 
received t the 1 f our organization appearing inefficient, I 
k want to t y t y of those orders did not get through the 
! f « fice and ed to the factory until upwards of forty- 
suggesting ‘ t urs t t the were received—especially orders received 
\ as ijority of these orders specified leading types 

ercially of our goods pular and, I have really tried to picture what the 

: effect of all this was on the service of the trade to their customers. I 
lealers lost through their inability to 
deliver the 1 dise t the time it was needed. I wonder how many 
nd ver ) 8 the de were disappointed through perhaps having 
y siness to accept s t ere from what they really wanted, for I am 
t ves not 1 f f the fa t t the consumer has also been buying close 


4 I am not at : e st uw the high cost to the dealer of buying 
. t suse of the proportionately high transpor- 
tion chargé st and express shipments, and because of 
the great al f detail work that is involved in ordering, 
ret ! ecor and ' r these shall shipments It is a fact, 
thoug! that is 5 eas with items which sell in small lots 
ut wi ure tial to t ompletion of our lines, we do not hesitate 
to make wl f year's piy at one time if the merchandise is not 
} i y doing so Ww in save ten per cent in our production 
for if me e money un be berrowed for much less than that 
ee figure, and the t result gain I am perfectly willing to admit 
' - that this w tic i be made easier for manufacturer, whole- 
r and e1 sta tione though it is not the major consideration) 
some of t ' sent s were eliminated from our lines; and. 
ar as W re rned, we should be pleased to see steps taken to 
es ‘ ! nt conference from the National Asso- 
atior f St fr t Wholesale Stationers’ Association and 
fr the Pe M Ase ition 


effect of this stock question upon 
the dealer's business structure, and 


t - on , I am re nde t f ls f mine who are partners in a very 


: ~ cceast ret siness { hem A and B. A regularly reads his trade 
r i ency magazines, and he has been very 
‘ . h imbued with the i tance of stock turnover. B, while admitting 
oe wat the costlines f dead st siete that the first consideration is the 
\lding up of t isiness. and that their success has largely resuited 
ground as to their customers’ needs and 
serv “ ‘ snager for one of his competitors before 
hi out f mself 1intains that the same policy worked out 
t f fact that this same competitive business has 


ad r from keeping the ears 
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of which I refrain from speaking 
probably increase their stock turn 
to over three times, but 


been receding under a different policy 
in detail B admits that they could 
over from about two and three-quarters times 
situation claims that the loss of business, 


from a careful study of the 
prestige and customers would more than offset the interest value of the 
additional stock which they now carry. To quote him further, a cus 


tomer can come into his store for an article which he might have to go 
to his competitor for without any particular harm being done; but, says 
he, when the customer has this experience a second, third and fourth 
time, he has more or less formed the bad habit of going to his com 
petitor, whereas his policy and constant aim is to serve the public that 
they will form and continue the good habit of dealing in his store. 
Recently, with his face aglow, B called my attention to an article in one 
featuring a $2,000,000 business being done 


of A’‘s business magazines 
in a town of 3,000 population, and he pointed out in particular the fol 
lowing statement 


**Rather, our attention is on the problem 





The Second Mile in Business. 


sy 


Mr. Uehlinger 
I am deeply 
presentation. My 
equal to his generosity 
In talking to you, you will do me a kindness if you place credit men 
in the category of those who have sales sense during the period in which 
I am talking. We will get along immensely if you do that. 

The work of the credit man is no less interesting than that of a sales 
have made midnight credit investigations in Hollywood 
Am sorry I can't go into details. Last week I attended a meeting of 
ereditors of a stove manufacturer who made it very hot for me, and 
not very long ago a dress concern ‘‘blew up,’’ but I saw nothing at all! 
heard of ‘“‘bunk"’ im credit, advertising, salesmanship and 


most gracious 


presiding officer for his 
gratitude is 


must be that my 


grateful to your 
only acknowledgment 


executive. I 


We have all 


service. I have come to the conclusion that a certain percentage of 
‘*‘bunk’’ is permissible, almost essential. The gorilla has no ‘‘bunk,”’ 
records show that he has done absolutely nothing for mankind. 


Fefore I start on my subject I want to say that business conditions 
are good—fundamentally sound Last week I heard a man speak, one 
who travels sixty thousand miles annually, covering forty states, visiting 
factories and institutions of all types, say that fundamental business 
conditions are better now than they were last year, and that he would 
stake his reputation on the belief that when the next twelve months 
closed into history it will record a decided improvement over the last 
twelve months I want to get this across because there is some mental! 
pessimism in the air There is one exception, however, the lumber 
industry is not co-operating They, naturally, want to see as many 
people as possible go ‘‘by the board."’ 

I have been invited to talk on ‘‘The Second Mile in Buasiness.’’ 

The function of the credit office primarily is to make safe the carrying 
on of business It has at its disposal sources of information on credit 
which help it to rate each account that is presented, and by using care 
the percentage of bad debt losses in our respective organizations have been 
but when we compute the total bad debt losses of the nation we 


small, 
are staggered by the sum, which is little less than a billion dollars 
annually, a frightful waste, a horrible tax on every individual that goes 


to make up the people of the country 

Who paid couple hundred referees a million; couple thousand bankruptcy 
lawyers several more million? 

While we are trying to decide where our line of responsibility ceases 
the patients are dying of neglect While we are preaching our own 
particular brand of goods, the other ninety-nine on the shelf of the 
customer are neglected While our interest in the customer is only 
partial to our own goods, then it is likely that the customer will be only 
partially successful 

I cannot lay out a formula for the proper relationship of a credit, sales 
and advertising with respect to its activities among cus 
tomers for the very important reason that the intelligence of the depart 
mental heads has a greater bearing on what each one can do than he 
who should dominate It is purely a matter of intelligence, a broad 
progressive advertising manager is likely to dominate them all, which 
applies as much to the sales manager as it does to the credit manager 

Were I asked what I considered the most important part of my work 
as a credit man I would be obliged to say, ‘‘Making better customers out 
of poor ones.” 

Lack of adaptability and training are the chief contributing cauzes for 
failures in the merchandising field Absence of books of account Out 
of 416 concerns only 16 per cent were found to keep a record of their 
business transactions Only 2%) out of 12,000 manufacturers of clothing 
knew their true costs, knew how to figure them accurately. There is no 
understanding of cash requirements in months to come, which is a vital 
factor producing many failures. Then there is the credit man’s selfishness 
who looks only for the money that he can squeeze out of the customer 
regardiess of a possible insolvency behind the customer from whom he 


departments 


sales 


pried loose unwilling dollars Another contributing cause is the 
man’s misinformation, frequently given by the salesman, or information 
withheld by him. Then there is the fatalism of the merchant or manu 


will be 
business 


is waiting for a better day's business, hoping it 
month or next year In short, men fail in 
know their business 


facturer who 
tomorrow or next 
because they do not 
barber's 


Some business men use their heads for nothing more than a 
playground; some have heads as good as new because they do not use 
them; few are roundshouldered carrying their brains about: some know 
only what nature taught them When Adam and Eve went into the 


Garden of Eden nothing was said of the serpent When men enter into 
business nothing is said of the sting of bankruptcy. The story of each 
day's frantic endeavor in the markets of the world are filled with tragedy 

We can’t cure failures by old ideas and old methods Passing diseased 


customers to competitors is ethically unsound Nothing is created 
nothing produced Suppressing new business enterprises is equally un 
werthy. The choking off of unprofitable businesses should also be out 
of favor 


When a man in business feels his business is slipping, honesty usually 
becomes secondary—so he fails, and we have tried to cure this condition 
by putting men in jail on the theory that prosecution will prevent future 
failures. The records of New York State show that of those who come 
before the courts for trial one-third are second, third and fourth offenders 
Branding a debtor with bankruptcy will not prevent his failing again. 
Some have suggested that merchants attend business school to become 
better qualified to conduct their business. Few ever follow out the sug 


Kestions made. Attending school would be an admission that they have 
something to learn. : 
Most of us eliminate the slow paying customers because we feel that 


they are unprofitable May I tell you confidentially that our organization 
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want when they want it. To de this i 
larger than minimum stocks As it is, we turn r stock over al 
three times a year—and turn away the minimum ist rs wit! : 
sorry but we do not carry it; we can get it for f irse, if 
like us to,’ "’ 

In the business to which I refer, I believe it is f te that t 
partners act as a good balance for each other ut, gentlemen, I respect 
fully submit that none of us, whether manufacturers, jobbers or dealers 
should permit the recent improvements in our net profits, arising largely 
from reductions in operating expenses and increase ff ney f wage 
and salary workers, to cause us to over-emphasize the importance of 
stock turnover, important though it be and that t welfare < the 
business as a whole should always be the upper sideratior 
our minds, 
makes a practice of velling ‘‘slow payers,” and we d t worry as 
as we feel reasonably sure that they are making n vhen we know 
that they will finally pay and make splendid at rs Surely w 
cannot cure the bad debt evil by giving too mucl edit to those w 
cannot reasonably absorb it A false standard of ving is frequetr 
established on the strength of credit instead of profits, w h is freq 
the result of a too liberal dispensing of merchandise 

Every normal American as part of his creed desires to get along 
the business world He is usually willing to pull r than his ow 
weight up hill in order to accomplish his ambition, and I hay liscov d 
that most men, like plants, have secret properties w h can be eas 
discovered 

But we have this billion dollar bad debt and st be reduce 
to a sensible figure rhere is no question about that Our responsit t 

wastage We are contributers to t business mor 


begins with that 
tality of the country to the extent that we are neg! 


customers We prefer to be 


weak, ruinous practices on the part of our 
congratulated upon our ability to sell them successfully i get out fr 
under before the crash, which is quite contrary to ‘‘saving the custome 
and saving all for everybody 

All business has its inception in credit, and not a sale is made that 
does not begin with the question of credi ind e s—they work 
together And that is where the credit man should right at the 


beginning, to help the advertising man and the sales 


long before there say as 











Now what I am about to suggest occurs £ 
bility of bankruptcy Long before arbitration is necessary, previous t 
the work of any adjustment committee, so that the lawyer rarely eve 
gets a grip on the financial affairs of the possible sufferer—-sometimes tl 
merchant is operated upon without his knowledge while he is asleey 
as it were 

The second mile in business is that extra mile you travel with 
customer beyond the exchange of dollars for merchandise whereby 
through advice and counsel you build him up, depart tt lepartment 
wherever he is weak, until he is whole and successful as you are n the 
theory that if you make a better customer he is going to buy mors f 
everything he buys and sells from everybody It is an ideal, and ideals 
begin with capital ‘‘I.’’ 

I hold it a vice not to do more than is written in a ntract of sa 
When you dole out a desk for a valuable considerat n the 
money you are doing no more than hundreds of manufacturers or 
would do for a similar consideration It is the first 

The second mile begins to when your interest in your cust 
extends beyond your product and you concern yourself ser sly with t 
future financial welfare of the customer 

There were 5,000 suicides last year, 1,000 estimat t ie to 1 
who failed in business honorably We are not talking of the crook wil 
fails, we teach him that a crooked path is the shortest way t t 
penitentiary. 

There are sixteen hundred thousand men in bus ss sted in 
agencies, who have a capital of only $5,000 and under They are \ 
of Diamonds’’ and they can be sold successfully led you take 
heart interest in them There are many that are young nexperi ed 
but youth and debt are the most prolific producers the world l a 
cripple on the right road beats a racer on the wrong id Our 
is to put the cripples on the right road 

The credit office should know the temper and the tons f every a ! 
on the books and should be able to put a finger on the eak spot Whe 
the office begins to improve the practices that w ‘therwise spel 
disaster it begins to travel the second mile 

The business institution that you represent has its departmental he 
You have about you accountants, production managers rchasing agent 
chemists and engineers Utilize this talent, the abilities that they possess 
individually What they know and what you know must be used for t 
upbuilding of your customer It should be on ta nstant and give 
in doses fo your customers, doses which they can read bsort 

I have been preaching more education and less pros tior more 
sonal service and less persecution 

In practicing this second mile the sub-conscious t redit 1 
is constantly working. In devious ways, searching f : ice whe 
in effectively help a merchant or manufacture who is struggling along 
unsuccessfully to a place that spells business s eSs 

It is this personal analysis of the requirements istomers tl 
helps the credit man to make suggestions that will me the diff 
enlties with which they are confronted, and in that enlarge t 
usefulness, and hasten the time when they will be s l 

The credit man should be a human interrogatior And | n 
dream, then deliberate, then act in his customer's behalf. in somew!? 
the following fashion 

Is his advertising beneficial I will analyze it resent bett 
copy for him. 

‘What is the percentage of his bad debt losses t's too higt I will 
install a credit system that he will understand 

Is his cash sale system sufficiently safeguarded so t t P s getting 
all the cash for all the merchandise sold?” 
Does he know the margin of gross on a department isis, and is 


this gross profit as high as others in similar lines 
Does he curry fire insurance of ample volume 
protect his capital?’ 


Is it all guesswork in pr 


icing ?"’ 


Does he take on hazardous contracts which may ¢ g 
resuit in the ruination of his business? 

‘Does he inventory frequently and periodical!ls 

Does he permit suits and judgments to be re rd g et 

Has he any knowledge of business ethics 
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rather Does he make vases, ot does he make profits He does not lose mu time with the dealer, or manufacturer, or the 
about wes he know the percentage of turnove or does he study turnover jobber that is efficiently organized, one that has demonstrated his ability 
: 3s s, #eont of Child’s restaurants?” to add to his surplus fact, the salesman, as well as the credit man- 
you'd ns ey vou analyze a customer’s affairs the moment into ager, drew inspiration i ideas from that type of account, and this 
his ness, of ~ sence, or he enters into your establi information is used to help those who are leas capable. 
et rhe credit man travels this second mile in four distinct I have entioned how the second mile is traveled while on the road. 
pspect 1 When on the road (1 make it a point to spend one week out of and when back at one’s desk, and through the aid of salesmanship. 
aaa 7 sal And né 1s the service takes hold of customers, takes root in their 
when back in s office minds. they will come to you for advice and counsel, knowing that a 
, ugh salesmer frank expressiot expert advice and confidential plans may be freely 
‘ When ¥ r st ers know your ideals and visit you at rt flice discussed 
aaite + eolicitation on your part i want to buy out my partner, pay him off,’ one recently said. Not 
I illustrate ow the system works y taking actual experiences a few businesses have been completely wrecked because partners and 
ion it Pes cheaans 0s ofticia wed to retire, the cash consideration being taken out 
While on the road I discover a customer who opened a beautiful brancl of the thereby reducing the available and necessary liquid 
ar 1 look upon it and say ‘“‘even our own inches annot approactl eapital Buying out a partner is serious business. If the money is taken 
the etvle and the investment.’’ I begin to wonder how they can do it from other sources, and not out of the business, that is an entirely dif- 
I ir tigate, ther nvinece the proprietor that he has a horrible case of ferent proposition 
branchitis rhe branch is then closed, $20,000 of the original capital There is a coneern I have in mind at this moment that has been in 
She the business was saved the gutter twenty-five years or more as the result of a deal whereby 
7 a visit ar 1utomobile manufacturer he is enthusiasti while one of the flicials was eliminated 
a I show lans for a new building I can’t enthuse! Before I leave Anothet istomer visits the business service manager; he seems much 
kr ~ . I i ymvineed him that working day and night with liquid position worried, had a letter from his bank saying, ‘‘we must ask you to reduce 
Shaggy right than brick and mortar and a freezing up of credit I am your loans and furnish an endorser on what paper is renewed.’’ After 
= ao ongratulated for presenting a new slant on his future place in business going over thé istomer’s affairs I said, ‘‘Your assets have decreased. 
saaitie Over expansion has killed a good many concern which applies as much and your liabilities have increased. I will analyze your books, prepare 
pans to the small manufacturer as it does to the large one a statement. and make recommendations." The suggestion was accepted, 
1 recently traveled through Ohio. A customer was troubled about his whereupon the manufacturer fired his chauffeur, sold his automobile, 
sos Slectians I asked to see the letters, and looked them over critically reduced the salary of a zen salesmen, including his own, and later we 
es I reserved my opinion as to their pulling force, and their business-building visited his bank rhe esident was a sensible banker, and with the 
Bw ows A promise was made, and later about forty letters were sent saving effected and the romise that we would stand by, agreed to 
ee oe to fit his territory, his business, his goods, intended to produce continue the loans as heretofore, with the result that the business is on 
_ and keep thé stomer’s good will its feet, and we are enjoy a large volume of business from a customer 
pduced When back in my office—and I say without blu ~ t ar who has been benefited 
. nat ; rdinary cred't office—everything is considered fron How Of course, this would be difficult with some merchants, especially those 
in Ww effect a saving, or correct an error for thi hat la who do not wish to disclose what they have for fear it will hurt them. 
“A In W lepartment of business administration can we be of Many times they have thing and the fear of trouble is not without 
~~ atange to them This is how it works foundation. Much like Pat, who was held up by a couple of highway- 
>, 6. Wwe receive a weel at indicating names of nts that rea the men. He fought like fury, and finally when overpowered all they could 
Becom wnde of attorneys. Where we find a customer listed, the information is find on him was fifty cents. Overcome by curiosity, he was asked why 
not used for the purpose of closing the account, withdrawing advertising he fought like the devil en he must have known all the time that he 
ideas and es solicitati but for an entirely fferent purpose We draw only had fifty nts And Pat replied, “I did not want my financial 
work the stomer’s attention to the fact, and ask whether they are aware that condition expose 
has ve been liste here the public might read, and offer to correct a rhe service we perf s all given without compensation. We benefit 
at the aaihe ihe re more concerned in having the custome eae this by the indirect good will that is established. The service is free for the 
re than we ‘ llecting the account We have many letters in asking, ar s frequently given without request. 
poss fice fron neerns who expressed their thanks for this type of I have no faith in those long-bearded prophets who tell us what is 
a. aia going to happen in business tomorrow, or next month, or next year. I 
) a zing the statement of a customer’s affairs over a peri f have been stung more than once for my curiosity in following their par 
es th aan adr wered that mo progress whatever has been . me ticular curves d shapes hich reminds me of a fellow on the road. 
see} end the customer a letter asking whether he would be interested in While motoring he saw a sign reading ‘‘Danger-Curves Ahead,”’ and re- 
y hat the 1 t n a fobbing business located in Illinois, Mic! marked t friends Why. I don’t seen any woman.,"’ 
: ga Pennsylvania, O und New York were oth gross a et He is Phere re t million es of men engaged in business in the 
a te 3 ts ed and we arrange an interview, and later discover a serious leak mercial agencies I ler to perform any satisfactory service to 
f contir ‘ 1 have crippled the neern ser . By these, if they happen t e your prospects, you must discover where 
on t e ho . Zenart ntal aystem the trouble = located sien their knowledge ives fr and their ignorance begins. A cost manual 
‘ Anothe atome wasted his funds advertising s busine rd in of one tl ind iges is st useless to a manufacturer who does not 
ideals Bae: ae sell pe aneed the copy in twenty-five yeal Propet understand th rinciples that govern cost-finding. What he needs, in 
; ¢ was furnis nd he is now getting results { ne ertising addition t wn knowledge 8 personal service 
f sa e. ~ onl . onies appreciates this type of service : ' he Now, gent at e the economic benefits to be derived from this 
rn t ire building good will, the kind on snnot bu department—this second ‘ You are much like Silas Crabtree, who 
ode Salesmen are 1 t eful and willing assistants This type r ‘ wishes to What ere in it for me?" 
em to get o re intimate footing wit the nat . When yo t inte ustomer,’’ you take the ‘‘cus’’ out of 
stome S men anon ent friendly relationships, through whi the , stome and = «this ething that is worthy. 
th the rg ge ethene witakt be etrenethened \ W able to 1 é ore sales, more profits, incidentally enlarge 
N . t service reports a] about 160 < i Ww tunities 
» me 1G shtior the one that we inae fameet ‘ Your t er may not your advice as, for instance, one which 
k who mie a. hn oe stomer, or prospect i diate, ‘hens din I will bel ‘*M Post pe rhe salesman brought in his name, saying 
to. «the 7 i iin ai tectiag ond resort ad he was in diff I nd found him exceedingly stubborn. Pre- 
I atrat e works: He enters e 1 “er P pare a myt state t f income and expenditures;.a dummy, 80 
n the . t: finally t rchant mav say ert we gotten. 1 ‘ that he ! t lerstand what information a monthly report would 
Aces *aagee eomen i expect ox, Matiens allen i revea H gag business, had a splendid location. I was 
ike ' t er the f Collections nd mee the ‘ shfe ol He ed t th ess leaks which only a study of figures 
nee W 1 be ted in @ eeries of collection letters that ould it é He refused t ut on an accountant to audit his business 
and a a a - to wou?” If the a. stg of $590,000 ear and 1 year and a half was petitioned into 
© fol 0 Bn stipe ote tek aeke > mt tre ‘ ‘ bankrupt at 1 he gaged in the contracting business, and one 
st s inte tory and busin morning ‘ t elf in my office with a check for $800, the 
int " » customer and - that the imour ‘ i I am sorry that I did not take your 
Whe re ¢ of oes tn opine ite eae. eal = udvice, it saved me from bankruptcy, for I discovered that 
pete : a. Senaiaties Saar 4 , “wacstel "> sinee I i ting siness that I am doing exceedingly well.”’ 
f ts that wv rove to you what ev: ‘ iat meet at a It is wort thing 1 e paid in full after a bankruptcy, even 
he « mA » the cost of doing } , If the : . though orig f ation service was previously declined. 
gent ster :, in Oe tie anor sine ; Most st t e, of course, should you force your way 
\OSSERS t , proprietor on eerd a Ps to a ff Bs t you are likely to find difficulty in prac 
r the ‘ , . the " : I what r 
give We . istomer a ting ‘ When 3 t r and say, ‘‘You must take this service, 
é a ¢ from it - st § tt : at your efforts will very likely prove 
! t t ’ oncern t h 
ttempt made t : —- = ; me ‘ ,: stration t w what I mean A merchant not long ago, 
it ma ‘ rt r t I 1 in mind a questior earing - _ ‘ : ns regarding commercial rehabilitation, 
aoe of t ' head + Retenied ts Youw 4 : kald he f t if nybody showing him how, and preferred 
slong Mr. ¢ tomer be interested in ; ln eee ay’ ) o t ag t ng ers force their way into his business affairs. 
if r f ts Our business anager w g fi 3 "amaeiett dice alae from a dozen sources within a week, and 
: that \ ‘ r If the answer is in t fir ieee * 4 na tra ‘ ers t remark made by one of your customers who 
diff —- Gh ateel aiatient We , nd this » sie a is bee - hel pe ’ i I e by a department such as I have 
the k o1 ting of over four ned ¢ Caste y ) t e good-will force of the second mile. 
\ t i the confidence of ‘ aon 2 4 ‘ . : ~~ tha t standing of your customers is your 
must nment eels regarding t ‘ tl . aing t ! t : at worries me most When we all 
. t t ke ' no report whate is Mie ioe - ssume t tie ‘ success of our customers, we begin to 
t t ethe Ww » atatement ¢ — ea t tent t ir jobs 
better \ . erlod. the gover eee vale . c iy | i it business cares nothing for mankind, 
f 1 t profit on = ¢ ¢ ore . P an : é ess We want a humanitarian treatment 
t will Sian Sat aed Pscwson~ tS a f ana Z . tly economic one. 
' 8 ntant. so that . cht Past : 2 _ : lescribed is not new. The Prophet 
retting : . heer « oe ag ep _ Sv6 years before Christ. She said, ‘‘My 
g st — ape ‘ ' reditors, what shell I do?’ He said, 
at , \ ey eee . 5 te P = “. } ind the woman answered, ‘‘Thine hand- 
- oi cian” 2 - sa gi “ the howse save a pot of oil.” Elisha then 
t t t t, analyzed his a wa ‘ a enough oil to pay the woman's debts and 
‘ SER OOO ) ; 
r titled to the : ae : ; ra wens tively cut the bad debt losses in half. 
ist Sen Ba f ess is from starvation. As a practitioner 
-" Sits Recetas oe ; ng, the no doubt in my mind about that, and I 
g a hog ate . - 
ry oan. and a ; nf re magort ref t travel the second mile, the advertising 
: n f _ = erbaps the sales managers will take up 
f Recetiate hatwann 4 . : ( mn page 211.) 
tt begin on page 105.j 
' 
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Waldo Tupper, Pacific Coast MAIN ENTRANCE SIXTY 
manager, and Charles H DURING 
Hunter, Chicago manager, The 
National Business Show Com- 


pany. 
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ARMORY 


president 
secretal 


Frank E. Tupper 
and James F. Tate 
of the National Business Show 
Company 


New York Business Show a Success 


Many New Devices Featured During The Week of October 
19-24, at the 69th Regiment Armory During 
Twenty-Second National Business Exposition. 


NOTHER successful New York business show 
passed into history when the bugler blew taps, 
Saturday night, October 24, at the old historic 


Sixty-Ninth Regiment Armory Twenty-sixth street and 


Lexington avenue. 

The word 
to be synonymous with “America’s Efficiency Exposition” 
as conducted by the National Business Show Company 


of which Frank E. Tupper is president and James F. Tate 


“success” is not a misnomer and it has come 


is secretary. 

Mr. Tupper’s long and 
conduct of these expositions and Mr. Tate's training and 
genial personality in the the huge amount 
of detail incident to a display of this size, make for a better 


successful experience in the 


handling of 


and bigger business exposition each year. 
With a most diversified collection of exhibits and most 
interesting displays in those exhibits, the visitor to the 


Armory this year was kept busy from the minute he stepped 


inside the big doors. And the attendance this year was 
of the highest—no idle curiosity brought out the large 
number of people who passed the door-keeper. Intense 


interest in all the exhibits was displayed on all sides. 
Never before has the Armory been decorated so beauti- 
fully. Nor has it heretofore presented such an attractive 
appearance to the eye. Nile and Maize draperies 
hung from the ceiling, while drop lights with attractive 
shades furnished the illumination for the hall. Douglas 
Brown, who has had charge ot end of the 
show for many years, secured a very pleasing effect in the 
The booths were planned in the 


Green 


this business 


decorations this year. 
usual pergola effect with a string of lights running along 
The exhibitors added much to the 
the attractive 


own 


the top of the columns 


the show by most 


ensemble of use of 


method for 
In fact, the big 


displays—each having his individual 
bringing out the particular feature desired. 


the larger presented a_ spectacle 


Armory appeared and 
of animated industry. 
The students from Schools flocked 


in on Monday, the opening day, and the exhibitors were 


the Commercial 


kept busy explaining the whys and wherefores of their 
America doesn’t take 
“see the wheels 


Young 
but 


and devices. 


machines 
“No” for an 


answer, wants to 


go round.” The New York Herald-Tribun: nducted 
a contest particularly for the youngsters. Prizes wer 
offered for the three best esSays on subjec 
“My impressions of the value of the equipment ai 
methods displayed at the Business Show.” The winners 
of this contest were announced in the October 25th issuc 
of the New York Herald Tribune. More tl 500 essays 
were submitted from students in the schools of the Met 
politan district. 

Another contest was conducted by the Herald-Tribu: 
as well and was open to the adult atte nce al 
exhibitors. The subject was the same as in the student’ 
contest and the result was announced in the Heralk 
rribune of Sunday, November Ist. The judges for bot 


events were as follows: Judge J. N. Kimball, chairman 
manager of the International Contest for Speed and 
(Accuracy in Typewriting; W. W. Cummings, A. ( Xeilly 
W D. M. Simmons, C. H Reed, J Moore 
A. G. Anderson, G. E. Burleigh, M. C. Durant, A. M. Ston« 
house, Paul G. Amberg, L. C. Dinsmore, | \. Brantley 
H. J. Humphrey and C. K. Woodbridge: 

Executives days were observed on Tuesday and T! 
day as in the past and the great number g busines 
men who visited the different exhibits was 
noted 

Aside from the business side of the ex t10!1 the 
is also the social side which is very import t as 
One exhibitor told the writer during the week that he 
never before met so many of his friends in such a sl 
space of time. And the meeting of friends 
tors on a common ground is always looked 
one year to the next An old standby, upon entering 
\rmory on Monday, looked around and sa Ve 
the gang’s all here—let’s go.” And that see t 
program and slogan of the week. The lid 
down once during that time 

\ visitor who attends the business s 
spoke of the new outlook on the business vy he 
away with him each year. Most of his time is spent i 
office so that he doesn’t get the contact w € mce 
or other businesses to see how differently tl ther fell 
is doing the routine work gut at this exposit 
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vear, his eyes are opened by the work of the best inven- 
ive geniuses of the country and he goes away feeling that 
the office appliance industry is an important adjunct of his 
husiness. In fact, were it not for the industry mentioned, 
business, as we know it today, would be out of existence. 
An interesting sidelight of the business show this year 
was the introduction of politics for a few minutes on Mon- 
dav night. Eastern Manager C. H. Everly of Office Ap- 
nliances introduced Republican candidate for comptroller, 
lon es E. Finnegan, who spoke for a few minutes on “The 
Appeal of Modern Business.” It was hoped that Frank D. 
Waterman, Republican candidate for mayor, would be 
present, but as he found it impossible to keep the engage- 
ment. he sent the candidate for comptroller, Mr. Finnegan. 


[he advertising and publicity for the exposition were 


Company, International Postal Supply Company, Mosler 
Safe Company, F. & E. Mfg. Co., Add-Index Corporation, 
Aluminum Company of America, Ralph C. Coxhead 
Corporation, Defiance Manufacturing Corporation, Elliott 
Addressing Machine Company, Globe Register Company, 
Library Bureau, Proudfit Sales Corporation, L. C. Smith 
« Brothers Typewriter Inc., Sundstrand Adding Machine 
Company, Addressograph Company, Autographic Register 
Company, Thomas A. Edison, Inc., Hamilton Autographic 
Register Company, Powers Accounting Machine Company, 
Safeguard Check Writer Company, Standard Mailing 
Machines Company, Underwood Typewriter Company, 
Auto-Mark Corporation, Bircher Company, Gardner Cal- 
culator Company, Kalamazoo Loose Leaf Binder Company, 
Multistamp Company, Nashua Package Sealing Company, 





~ ™ 


VIEW OF A PORTION OF THE NEW YORK BUSINESS SHOW TAKEN FROM THE GALLERY SHOWING ARRANGEMENT 
AND DECORATION OF UNUSUAL ATTRACTIVENESS 


very well cared for and many of the daily newspapers had 


articles relating to the different exhibits 


The booths of the Underwood Typewriter Company, 
Elliott-Fisher Company, National Cash Register Company, 


American Multigraph Sales Company and Kardex-Rand 


ompany occupied the front of the floor, while Remington 
P ype vriter Company Dalton Adding Machine ( ompany 
Addre graph, Monroe, and Library Bureau had their 
lisplays in the rear of the hall 

Mar nteresting splays were seen 1! the booths of The 
Ediphone, Aluminum Company of America, Alvah Bi 

ell | pany, El \dding Typewriter Company, Mar 

nt Calculating Machine Company) Mosler Safe 

O1 Wales \ ling Machine Cor Yor! Sate 
and | k Compar ind others 

New and unusual devices and machines were exhibited 
by t wing 

Brandt Automat Cashier Compat \ B Dick 





Peters- Mors Manufacturing Corporation, Remington 
Typewriter Company, Charles N. Smart & Brother, 
Standard Specialty Company, Talliphone Company, Tele- 
phone Auxiliary Company, Filtrine Manufacturing 
Company, Daus Duplicator Company and Better Packages, 
Inc 

Office Appliances wishes to extend thanks to the Library 


| | 


Bureau for the splendid display of furniture in both of our 


booths. It presented a very attractive appearance, 
To Charles P. Feinberg of the Knickerbocker Photo Ser- 
ice, Inc., 110 West Fortieth street, New York City, goes 


the credit for the photographs reproduced herewith. 
Mr. Feinberg took care of this part of the exhibit in his 
usual efficient manner We also desire to thank the 
Remington Typewriter Company for the use of the 
Remington-Noiseless machine which we had in our booth 


1 


during the weel 
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The Exhibits. 


New York, N. Y., showed samples of work, including 
Mimeographing, Multigraphing, etc., emphasis being placed on direct mail 
advertising service Miss L. E. Hauser was in charge. 

ACME CARD SYSTEM COMPANY, Chicago, Ill., and New York, N. Y., 
showed visible card record equipment, including cabinets for visible re« 
ords and visible card records; open frames in stands for visible card 
records: card books with visible indices; visible transparent tube indices 
district 


ACE PRESS, 


and visible flexoline strip indices. E. C. Norrington, manager, 
was in charge. 
ADAMS-GROESBECK COMPANY, New York, N. Y., demonstrated office 


and industrial posture chairs, various styles of bookkeeping machine desks 
and the full line of visible binders and records, made by the Accounting 


Devices Company of Chicago, Il F. A. Mirabella and W. B. Wilsen 
were in charge. 
ADD-INDEX CORPORATION of Grand Rapids, Mich., and New York 


N. Y., presented a complete line of adding and listing machines, combi 
nation cash registers, credit files and a new electric adding-listing machine, 


with automatic total and hand-shift stop and lock District Manager 
K. P. Phelpe was in charge 

ADDRESSOGRAPH COMPANY, Chicago, Ill., and New York, N. Y 
presented their complete line, embracing hand Addressographs; twenty 


sizes of addressing, duplicating, plate-embossing and tag-indenting ma 
chines; a wide variety of attachments, filing cabinets, supplies, etc. The 
1926 Keyboard Graphotype, operating like a typewriter, with identical 
keyboard, spacing and style of letters was also demonstrated, setting new 
speed records for name-plate making The 1926 ribbon-print Addresso 
graphs were shown, including the typewriter-size hand Addressograph, and 
the Model F-2 Electric for filling in form letters as well as the regular 
run of addressing. Another feature was the new 1926 High Speed 
Addressograph which prints consecutively, or in duplicate or triplicate and 

J 


is used for addressing and filling in bills and many other forms. E 
Ferris, New York manager, was in charge 

AJAX TIME STAMP COMPANY, Boston Massachusetts, showed the 
Ajax Time Stamp-——a stamp of the standardized clock-driven class. The 





PROMINENT MEN AT THE SHOW.—Left to 
William Mayne, and A. T. Rose, Remington 


A ROW OF 
Modern Stationer; 
the show. 


is manufactured by the Seth Thomas Clock Company 
found in other machines of this character 


clock movement 
It contains many features not 


Joseph Levey of the Ajax Company and Alfred F. Erichson of R. A 
Stewart & Company were in charge 

ALLIASTEEL SCALE COMPANY, New York, N. Y., showed various 
models of Triner scales, including parcel post scales, laundry scales, 
automatic scales, personal weighing scales, etc. Harold C. Mitchell, 
president, was in charge 

ALUMINUM COMPANY OF AMERICA, Pittsburgh, Pa., and New 


York, N. Y., demonstrated aluminum file guides in all their applications. 
The ‘“‘Mechanical’’ system files correspondence, etc., numerically; the 
‘‘Azee’’ system uses file guides which have demountable tabs that can be 
placed in any position on the guide and can be changed at will to any 
other position. The Visible-Vertical fle was shown for the first time 
C. I. Wagner and Robert B. McKee were in charge. 

AMBERG FILE & INDEX COMPANY, Chicago, Ill., and New York, 
N. Y¥., demonstrated Amberg indexing—alphabetical, by name, by loca 
tion and by subject There was also a complete line of steel and wood 
cabinets, guides, folders, transfer cases and card index equipment. Paul 
G. Amberg was in charge 

AMBRICAN CUPTOR CORPORATION, New York, N. Y., showed the 
Cuptor—a machine which fashions and delivers a paper drinking cup from 
a roll of paper in the machine. Three models were on view, a coin vend 
ing model, hand model and motor driven model. C. D. Fomhof, Philip 
Weisberg and J. R. Wylie were in charge. 


AMERICAN MULTIGRAPH SALES CO., THE, Cleveland, 0., and New 
York, N. ¥. Exhibited here were the No. 46 Multigraph equipped with 
new Davidson feeder; keyboard Comptotype, which composes copy for pro 


duction on the Multigraph from a typewriter keyboard; No. 58 folder, as 
well as Junior model Multigraph equipment for both letter work and 
printing. New York Manager Harry 8S. Sanders was in charge. 

AMERICAN SALES BOOK COMPANY, LTD., Elmira, N. Y., and New 
York, N. Y. Here was displayed a line of duplicating, triplicating and 
quadruplicating sales books; the new Wiz register using one ‘‘Flatpakit”’ 
regardiess of how many copies are required; continuous interfolded billing 
machine forms for use on both Elliott-Fisher and Underwood machines 
Shown for the first time was an attachment for the Addressograph which 
supplies a continuous Flatpakit of forms for originals only or for mani 
fold records made on the Addressograph. A. H. Phillips had charge of 
the booth. 

ATLAS BTATIONERY COMPANY, 
Self-Binder Co.) (See Neva-Clog 

AUTODEX COMPANY, Waynesboro, 


New York, N. Y, 
Products Co.) 
Pa., presented a mechanical 


(See Rochester 


filing 


device for housing cards, so made that by the depression 


in action to those of a typew 
by alphabetical, 
were shown on various 
central information record, be 
ord, ete The exhibit 
D. A. Nevin. 

AUTOGRAPHIC 
York, N. 4 The Shoupali 
Shouperior Systemizer; roll 
graphic registers in twelve mx 
drawer were featured F. 

AUTO MARK CORPORATI( 
Auto-Mark—a device for bra 
and drums. Particular 
for shipping addresses. E. R 
charge of the booth 

BAUM, RUSSELL E., 
sented several new and 
as models he has already sho 
had charge. 

BETTER PACKAGES, IN( 
line of Counterboy gummed tay 
the latter for the first time 
designed for small retail store 


located 
syste 


was 


geographical or 


REGISTER 


emphasis 


Philadelphia, Pa., 
interesting 


riter any desired card can be 
numerical 
including bank signat 
ledger 
supervision 


ms, 
ank savings 
under the 


COMPANY 
manifolder; 
and autofold 
were shown 4 new reg 
Brown we 


Hoboker N 
gner Shou 
form 
“lels 
Carey and R. 8 
IN, New York, N. Y Her 
nding and addressing ar 
was placed on the use 
Rodriguez, president 


stat 


and New Y 
models of folding 


wn at previous expositions 


New York, N. Y s! 
sealing equipment, bot! i 
as was also the Model C 


s Their three popular pric 


machines are used for sealing corrugated cartons w 
tape, banding stock packages and production boxes wit! 
from 1 inch to 4 inches wide and in lengths from 6 ir 
Mills W. Waggoner, sales manager, was in chargé 
BIRCHER COMPANY, INC., THE, Rochester and N« 


Lightning letter of 
also the Moc 


exhibited 
motor-opera ted ; 


veners in various mod 
lel Junior for three-side 


New sealing machines here first shown were Model K 
and Model M, motor-operated R. U. Reed, sales manag 
Ludlow were in charge 

BRANDT AUTOMATIC CASHIER COMPANY, Watert 
New York, N. Y., demonstrated coin paying and changing 


Offi 


Doug 


right: C. H. Everly, 
Typewriter Company; 


ce Appliances; W. S. D 
las Brown, who did the 


as the bankers’, paymasters’ and retailers’, as well as t B 
a new model built for theaters and restaurants ( R 
president, had charge 

BROOKLYN A. I. C. P., Brooklyn, N. Y. (See Exchang: 


School for the Blind.) 


BROOKS COMPANY, 
showed 
Company's binders. Flex Site 
and can be used for every ty; 
shift units for visualizing : 
Eldridge and H. E. 

BUSHNELL COMPANY, A 


THE 
Flex Site visible equipment and the Steel Back |! 


Momyer, Jr., 


Cleveland, O., and New Yy 
is portable, flexible, expans 
of record It embodies 
active units in 
were in charge 
LVAH, Philadelphia, Pa 


loose eat 


N. Y., showed the company's line of wallets and filing 
feature of the exhibit was the largest wallet in thé 
Paperoid. The Vertex file pocket was also featured I 
Herbert C. Landon, New York manager, assisted by Alva 
and Frank Lawrence A Nelson Bushnell, Jr sales 
Theodore Read of the home office were also in attendar 


COLLIER DISTRIBUTING 
displayed Dr. Eliot's Five Foot 
among other things 

COLUMBIA RIBBON 
New York, N. Y., featured 
ribbons and several 


AND 


Ben Brady 


a full 
interesting 


CORPORATION, P. F N 

Shelf of books, which the 

was in charge 

CARBON MANUFACTURING 
line of carbon papers ar 

novelties for the users 


Sales Manager F. R. Nichols was in charge. 
COOPER-SMITH, IN¢ New York, N. ¥ demonst 
elapsed time calculating calendar, a daily desk calenda 
interest tables and multiplication tables S. Whitman was 
COXHEAD CORPORATION, RALPH C., New York, N 
demonstrated the various types of Mercedes calculating 
ing hand machines, semi-automatic electric machines 
electric machines. Model 8-13, which is especially feat 


tive dial which is said to be 
multiplying and dividing ma 
machine not only multiplies 
very difficult operations such 
Ralph C. Coxhead had charge 
DALTON ADDING MACHI 
0., and New York, N. Y 
the Dalton ineluding the 
ledger posting and 
posting machine; Multiplex 
machine; Multiplex statement 
machines; calculating machin 


subt 


Exhibited 


statement 


the most complete ar 
hine on the market It 
and divides automatica 
9s proportion in one <« 


NE COMPANY 
here 
racting Multiplex #ac! i 
machine Multiplex 
commercial ledger post 
machine 

es shuttle 


THI N 


were the s 


carriage 


lassificat 


bookkeeping sh g 


ke 
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stock 
Manager 


OMP 
ty 


s similar 
nutomatically 
Set-ups 

bank 
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ON THE LEFT IS A DEMONSTRATION OF THE NEW REMINGTON ELECTRIC TYPEWRITER; ON THE RIGHT IS A 


DEMO ISTRAT ION OF THE BELLIOTT-FISHER WHITE AND 


lating machines Vice-President H. ( Grubbs f the home office and 
Dan P. O'’Briet vere n charge 

DARTNELL CORPORATION, THE, Chicago, |! and New York, N 
Y explained the Dartnell service for sales executives, and presente the 
featur f the Sales Management magazine and va us books and printed 
fi x shed t the ompany for the use f sales managers and 
sales I Vice-President P. S. Salisbury was in charge 

DAUS DUPLICATOR COMPANY, FELIX I New York, N. Y¥ ‘ wed 
the Dupligrar a rotary gelatin film roll duplicator Leonard W 
Daus, president, was charge 

THADDEUS DAVIDS INK COMPANY, IN‘ New York, N. ¥ This 

I : ne f nks a esives, and sealing wax was f ‘ 
strated ar ex] d Dozstik,’’ a wood nt attra | 
attentior G | Derbes had charge of the booth 

DAYTON SCALE COMPANY New York, N. Y exhibited heavy Ca 
pacity utomat aca railroads, factories ware uses, et nt 
ng 8 ban 1 parcel post scales and itomatk er scales 
weig t evyetems f esses where goods aré sold by veight on 
puting scales eve nee scale: hardware and general store scale 
I eT meat eT coffee mill: computing heese ter safety 

& er i Doherty was in charge 

D IANCI MANUFACTURING CORPORATION Rochests I New 
¥ Nez presente vider payroll an ommercial che writers 
gas, ¢ tr an wate vriters stock certif ite writers 1 

: nd Christ and vacation club eck writers New models 
‘ writers wit the atest application of the electri to ind 
the f inke I vere shown for the first t ‘ G. W. Humphrey. 
vies ent rN sales supervised the x? t. 

DICK COMPANY \ B Chicago, Ill ind New York, N ¥ pre 
sent teresting nstrations of the Edison-Dick fimeograpl witl 
the A sed ereby a supply of spe illy adapted ix entirely 
eta a seals ¢ voir and mechanically distributed There 
At80 strate t Mimeotype dry stencil s ts, and the Mimeos ¢ 
for r ng dra g maps, et P. A. Bennett, New York branch 
manag was it ree vith E. W. Hill fr the home office having 


tt 


DICTAPHONE SALES CORPORATION, New York, N. Y., demonstrated 





Dict lict nes and transcri zg ma ines, nickKe plated 
ma t t f the covering cut away to show recent improve 
ent ~ , ¢ re present to show how rapidly dictation from 
t nay typewritten Advertising was distributed g 
exe : parts of the country using the lictation 
R. } N York sales manager, and is staff IT 
ree t | lent ¢ K. Woodbridge: Vice-President I ( 

Stow Kev Laws promotion sales manag were als sent 
DICTOGRAPH PRODUCTS CORPORATION, New York, N. ¥ lemon 
st ‘ Dictog tem of interior telephones .. E. O n and 

wi I Snodg e in charge 








GOLD MACHINE 


DODD, MEAD & CO., IN¢ New York, N. Y., presented the advantages 
of the New International Encyclopedia in different bindings. A new 
popular priced edition was announced V. EB. Sutliff managed this booth. 

EDIPHONE, THE, New York, N. Y. (See Thomas A. Edison, Inc.) 

EDISON, THOMAS A., INC., Orange N. J., and New York, N. Y., 
demonstrated the new Executive Ediphone for dictation; the new Secre- 
tarial Ediphone with electr control from the typewriter and the new 
Auto-Cut electric shave rhe exhibit was in charge of J. W. O'Harrow, 
Jr., director of Ediphone extension, with assistants from the New York 
office 

ELBE FILE AND BINDER COMPANY, New York, N. Y¥., demonstrated 
Elbe loose leaf bind loose leaf stenographers’ note books, telephone 
indices and stationers’ specialties. The new No, 4522 Elbe telephone index 
was featured M. Fine vas in charge. 

ELLIOTT ADDRESSING MACHINE COMPANY, Cambridge, Mass., and 
New York, N. ¥ showed new model hand addressing machines; Elliott 
system of filing: a new line of 44% card index addressing machines; 
Elliott selector with 100 selector pins, and the Elliott sealing machine. 
Burleigh E. Smart, New York manager, was in charge. 

ELLIOTT-FISHER COMPANY, Harrisburg, Pa., and New York, N. Y., 
demonstrated a variety of machines and showed their adaptability to 


order-writing. | ng, bookkeeping and accounting in general. Systems 
used by meerns all lines of business were shown, including financial 
institutions sur ‘ ‘ anies, public utilities, retail, wholesale and 

inufacturing enterprises government, municipal and county record 
activities, et ind in each case the Elliott-Fisher machines and systems 


were shown to be applicable, with speed and economy. C. H. Reed, 
district manager was in urge 

ELLIS ADDING TYPEWRITER COMPANY, Newark, N. J., ard New 
York, N. ¥ presented several interesting ledger, statement, transit and 
adding machines for banks, and statement and ledger posting machines 

wholesale and retail concerns. Frank O'Leary was in charge. 

ERROR-NO N¢ New York, N. ¥ (See Office Appliance and Equip- 
ment Company 


EXCHANGE & TRAINING SCHOOL FOR THE BLIND, Brooklyn, N. 


Y., demonstrated the methods used by this school in making brushes and 
waste baskets his school is nducted by the Brooklyn Association for 
Improving the C n of the Poor. Edward Molneaux was in charge. 


FELT & TARRANT MANUFACTURING COMPANY, Chicago, Ml., and 
New York, N. Y¥ lemonstrated the application of the Comptometer to 
short-cut et s of hand figure work. The latest developments in 
methods of analysis and ‘ he n of figure work were explained by 
ompetent persons M. I n was in charge. 

FILTRINE MANUFACTURING COMPANY, THE, New York, N. Y., 
demonstrated mods in nking water equipment for offices, banks, 
factories otels, et Of special interest was the new factory filter-cooler 
bubbler " ete line of filters for domestic and industrial use for 





rn sanitary 
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was shown. Filter-coolers 


syrups, oils, ete., 
Hansel, secretary 


filtering hot and cold water ’ 
were in operation for the refreshment of visitors. C. F. 
treasurer, was in charge. 

FUREDY COMPANY, INC., FRANK, New York, N. Y., demonstrated 
the Colorgraph, a new mechanical, self changing pencil giving an instant 
choice of either one of two colors. Frank Furedy, H. R. Fothergill, Jr., 
and C. A. Meyer were in charge. 

GARDNER CALCULATOR COMPANY, Ebensburg, Pa., exhibited the 
new Gardner-Direct Subtracting Multiple Counter machine, which has 
severai exclusive features. It is a nine column portable machine, weighing 
only twenty-one pounds and occupies a very small space. In charge of 
the display were J. R. Holliday, general sales manager, and Otto Hoyer, 
factory manager. 

GILMAN FANFOLD CORPORATION, LTD., Niagara Falls, N. Y., and 
New York, N. Y¥.—This display was devoted to fanfold systems and the 
method of using fanfold forms on fanfold machines for banking, insur 
ance, brokerage, mercantile, railroad and shipping purposes. H. O. 
Bonnar, district sales manager, was in charge. 

GLOBE REGISTER COMPANY, THE, Cincinnati, 0., and New York, 
N. ¥., demonstrated continuous manifolding business forms for use on 
Elliott-Fisher machines. These forms are put up in the Multi-Ply Roller 
Globe Governor, a paper controlling device. The Globe cashier and auto 
graphic registers of various kinds were also shown. A. E. Imbus, general 
sales manager, was in charge. 

GRAHAM-CHISHOLM COMPANY, New York, N. Y.—Here were shown 
the company’s lightning binders, devices and stock and special forms 
products of the Samuel C. Tatum Company; Stationers Loose Leaf Com- 
pany lines, also Wilson-Jones trays, binders, ring books, etc. The book 
keeping machine equipment and forms department was in charge of A. L. 
Brennan, Jr. The loose leaf and binder department was under the 
supervision of William H. Thompson. 

GREENE COMPANY, STEPHEN, Philadelphia, Pa., and New York, 
N. ¥.—The company's line of fanfold forms of all descriptions was shown 
here. John D. Nickerson, district manager, was in charge 

HAMILTON AUTOGRAPHIC REGISTER COMPANY, Hamilton, 0., and 
New York, N. Y.—Displayed here were the company’s products which in 
clude autographic register and manifold systems. Shown for the first 
time was the new Hamilton ‘‘SS'’ register. Also demonstrated was the 
automatic feed and roll holder equipment which makes it possible to use 
roll printed forms in the Underwood billing machines, and Hamilton roll 
printed forms in connection with the Elliott-Fisher billing machines 
District Manager J. D. Walsh was in charge. 

HEDMAN MANUFACTURING COMPANY, 
York, N. Y. (See Weig Sales Corporation.) 

HOOVEN LETTERS, INC., New York, N. Y., demonstrated the Hooven 
automatic typewriter, producing actual typewritten letters in large 
quantities. President Charlies BE. Seller and Horace H. Nahm, manager 
of the machine sales department, were in charge. 

HUSH-A-PHONE CORPORATION, New York, N. Y., demonstrated the 
Hush-a-Phone, a silencer designed for privacy and clear transmission of 
telephonic communications. C. W. Kimball, Jr., sales manager, was in 
charge. 

HUTCHISON OFFICE SPECIALTIES COMPANY, INC., New York N 
Y.—Here was demonstrated the Spool-O-Wire paper fastener with a num 
ber of important improvements. President William Mayne had charge 
ot the exhibit. 

I. D. L. MANUFACTURING CORPORATION, New York, N. Y 
showed the ‘‘Superior’’ line of brass paper fasteners, the I. D. L. eye 
letter and eyelets, and the up-to-date calendar, which was especially 
featured. B. H. Roth, treasurer, and R. H. Baxter, were in charge 
and B. F. Gus, vice-president, was in attendance. 

INK-OUT MANUFACTURING COMPANY, INC., Montelair, N J 
demonstrated Ink-Out, the single fluid ink eradicator, in two sizes of 
package; Eradopens and refill vials of Ink-Out, now known as ‘“‘Erado 
and ‘‘Cleopatra’’ cigarette holders in three grades. J. D. Cardinell 
president, was in charge. 

INSTANTO CORPORATION, New York, N. Y., showed the ‘‘Instanto 
type cleaner, consisting of a brush in a metal frame and a movable part 
which works on two shafts governed by springs. President E. H. Mont 
gomery was in charge. 

INTERNATIONAL BUSINESS MACHINES CORPORATION, New 
York, N. ¥.—The exhibit included Hollerith tabulating electric machines 
eard sorters, card counters, electric key punches and tabulating cards 
electric and spring-driven card and dial time recorders: electric time 
systems and program devices; electric docr recorders; cost recorders and 
time stamps, scales and other devices. (See Dayton Computing 
Company, Tabulating Machine Company, and International Time Record 
ing Company.) T. C. Moore, New York manager of the International 
Business Machines Corporation, was in charge. 

INTERNATIONAL POSTAL SUPPLY COMPANY OF NEW 
New York, N. Y., exhibiting check endorsers for banks and 
houses, also International postage meters. Two new machines were shown 
for the first time—The Seal-O-Meter—with the International Postage 
Meter—and the Junior model of the check endorser. Messrs. Spelman, 
Mitchell, Zahn, Schneider, Jahn, West, Reoch and Bock were in charge 

INTERNATIONAL TIME RECORDING COMPANY, New York, N. Y 
showed electric time systems, minute impulse type, bourly corrected; 
master clocks, secondary clocks, program clocks, employes’ time recorders 
of the card and dial type; job time recorders; recording door locks: time 


Chicago, Ill, and New 


Scale 


YORK, 


business 


stamps, watchmen'’s stations, supplies, etc. In charge was W. B. 
O'Donnell, assistant manager 
JARRETT-MARTENS COMPANY, New York, N. Y.—Martens type 


cleaner was displayed here It is a liquid applied with a two-sided 
brush—one of felt and the other of bristles. H. Martens and H. Jarrett 
had charge of the exhibit. 


KALAMAZOO LOOSE LEAF BINDER COMPANY, Kalamazoo, Mich., 
and New York, N. Y., demonstrated the company’s devices for me 
chanical posting, including the new Kalamazoo binder, both for hand and 
mechanical accounting. There was also a large exhibit of loose leaf 
catalogue binders. New racks for speed and convenience in handling 
sheets on any type of machine were also shown. Leon L. Allyn, vice 
president, was in charge ‘ 
_KARDEX-RAND COMPANY, INC., Tonawanda, N. Y., and New York 
N. Y¥.—Here were shown Kardex cabinets: various types of one-line index 
equipment; record equipments; forms for banks, manufacturers. tele 
phone and other public service companies, department stores, realtors, 
laundries, etc. The Kardex Service Magazine is also shown. New York 
District Manager F. A. Brantley was in charge. 


KASTENS, HENRY, New York, N. ¥.—The company’s line of watch- 


man's clocks, time stamps and Seth Thomas clocks in various models 
were exhibited here. Henry Kastens was in charge of this exhibit. 

KEE-LOX MANUFACTURING COMPANY, Rochester, and New York, 
N. Y., presented their complete lines of correspondence typewriter rib 
bons, billing carbons, carbon rolls and inked ribbons for every purpose 
John A. Noonan, manager, was in charge. 

KNICKERBOCKER PHOTO SERVICE, New York, N. Y 
samples of the photographic service of this company Chas. P 
was in charge of the booth. 

LA SALLE EXTENSION UNIVERSITY, Chicago, Ill., and New York, 


displayed 
Feinberg 


N. Y., explained the various business courses taught through the La Salle 
problem method. Representatives of the university were present to make 
clear to prospective students the scope and application of the different 


A. J. Shaughnessy, manager, was in charge 


Chicago, Ill., and New York, N. Y., pre 
parcel post and 
York and Chicago 


types of training. 

LEONARD & CO., G. R., 
sented shipping guides from various centers, indicating 
express rates from any point desired. In case of New 
freight rates are also indicated. 

LIBERTY FOLDER COMPANY. (See Multicolor Sales Co.) 

LIBRARY BUREAU, Cambridge, Mass., and New York, N. Y 
two lines of Library Bureau activity, visible files and card ledgers The 
visible records included a complete line of LB Speedac cabinets in 
various sizes, finishes and ranges. Their application is fully demonstrated. 
Also shown was the LB Indextaneous Binders, panels and card trays; 
a fifty-panel pedestal, capable of handling 3500 to 1000 cards in visible 
form were displayed. The card ledger exhibit showed the company’s 
ledger trays in olive green and mahogany; card record desk; LB standing 
ecard ledger desk capable of handling 10,000 cards showing posting board, 
lighting fixtures and safe for housing the ledger cards at night. A new 
bookkeeping desk was also on display, as was also a new portable state 
ment tray to facilitate and speed up the handling of statements. Manager 
Cc. A. Powers was in charge. 

LINE-A-TIME MANUFACTURING CO., INC., THE, Rochester, N. Y 
and New York, N. Y. Various models of the Line-A-Time were shown 
Several improvements have been made in the line The new crystalline 
finish besides adding beauty to the appearance gives a more restful surface 
to the eyes, while the inward mechanism has been brought to a point of 
noiseless, rustiess, self-adjusting, self-cleaning operation The Line-A 
Time is used for billing and bookkeeping and provides for special lighting 
and transcribing conditions which require such models as the Reflector 
Luminous Lens and Book model. New York Manager Louis Stock was 
in charge. Also in attendance were Lou Warnica of Toronto, in charge 
of Canadian distribution; Roy T. Smith, Hartford manager; Miss E. A 
Longshore, Philadelphia manager, and W. Roy Wolf, general manager of 
sales from Rochester. 

LUDLOW COMPANY, R. J., JR., 392 
(See the Bircher Company.) 


featured 


sroadway New York N Y 


MANI-FOLD COMPANY, 13300 Coit Road, Cleveland, O and New 
York, N. Y¥.—This company’s products, which include Mani-Fold continu 
ous forms; Mani-Fold padded forms and Multi-fold conti: is forms, were 
shown Also featured were continuous forms on the ffset lithography 


Vice-President E. T. Nichols of Cleveland was in charge 


MARCHANT CALCULATING MACHINE COMPANY 


process, 


Oakland, Calif 


and New York, N. Y., showed the Marchant calculating machines in vari 
ous models. Some of the features of the Marchant are that the d 

shows the set-up of the keyboard; autematic key section for automat 
transposition, carry-over feature; multiplying dials which show true 
fisures and the carriage running in a _ horizontal position. Harry A 
Daniels, New York manager, was in charge Also in attendance were 
J. H. King, president and general manager; Joseph Gooch, Jr., genera 
sales manager, and W. R. Brown, special representative of the sal 
department 

McCASKEY REGISTER COMPANY, THE, Alliance, 0. and New York 
x. F The three divisions of this company were represented: the 
merciai, consisting of cash account and credit account systems: g¢ ’ 
merchandise systems; the professional division devoted to systems 
handling the financial and clinical records of the « t 1 dentists; t 
industrial division, including controlling stock, perpe i nventory, costs 
production, planning, routing and dispatching, tool eck and tool 
tory, order control, machine control; carbon backed factory and 
forms The commercial division was in charge f O. H. Martin rhe 
professional! division was under the supervision of S. P. Callary and 
industrial division supervised by John and F. W. K. Hartshorne of N 
York City 

MERCEDES CALCULATING MACHINE COMPANY. N« York, N. ¥ 
(See Ralph C. Coxhead Corporation. } 

MYERSON & COHN, New York, N. Y displaye t r general line f 
stationery products which are sold under the name f Me 

MONROE CALCULATING MACHINE COMPANY, 0 ge N. 2 
New York, N. ¥ Demonstrated here was the line of gh speed add 
calculators Several new features have been added rs tly whicl ¢ 
designed to meet the demands for speed with accuracy ertain spe t 
types of work; others provide easier handling of s lations 
facilitate speed and easy operation. C. J. Schmuck R. D. Bryan, H. G 
Bartlett and R. Trego were in charge ; 

MORKRUM-KLEINSCHMIDT CORPORATION, Chicag Tl und N 
York, N. Y¥.—Exhibited a pair of Page Teletypes; s« ral tape Telety 
and a small switching device fér switching the various mac . 
This display. was in charge of Harold Davis, Irving Newman and D. R 
Day. 

MOSLER SAFE COMPANY, THE, New York, N. ¥ Displayed 
was the company’s line of fireproof safes bearing the Und ters’ La 
atories A and B labels, as well as the Mosler patent cedar-lined fur 
silk safe with disappearing doors, bankers’ steel chest a i tel saf 


equipped with safe deposit boxes New York Manage L. B. Morris w a 
in charge. 
MULTICOLOR SALES COMPANY, INC., 298 Broadway New York 


high-speed job press and r ar letter ma 


N. Y¥.—The M-24 automati 
chine, operating at a speed of 4,800 letters per hour, was exhibited 
were also Baum and Liberty folding machines in both hand fed and aut 


Thomas Darling were in charge of this exhibit 

MULTIPOST SALES AGENCY, New York, N. ¥ Displayed the ne 
Superior Multipost stamp affixers, parcel post n 
metered mail machines and envelope sealers, also the R lds envelope 


achines ermit wor t 


sealer. Nathan L. Caro was in charge of this ex! t 

MULTISTAMP COMPANY, THE, Norfolk, Va. and New York. N. ¥ 
Here were shown the Multistamp and its kindred | ets such as dupl 
eator supplies, including Koreska Drytype stencil Multi-Kleener I 
late model No. 5 Multistamp was displayed for the first time ( ( 
matic type; New Jersey wire stitching machines \ R. Rohrer an 


(Continned on page 228.) 
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- ‘ Big Deal in Filing Equipment World. The keys and the space bar operate electrically, but 
a - electrical operation is not limited to these features only; 
at Rand-Kardex Company Buys Library Bureau. the shift key operates by electricity; so also does the back 
A —__—_—— spacer and the tabulator key; likewise the carriage return 
\ New York Tribune of October 31 blishes a report and automatic line spacer. The net result is a swiftness of 
Y to the effect that the Rand-Kardex Company on that day iction which is almost incredible, the dual operation of 
ii took over the Lubrar Bureau, forming a new corporation carriage return and automatic line spacing being performed 
tinu to he known as the Rand-Kardex Bureau which already has so quickly that the eye can hardly follow them. To any 
tc been incorporated with a capitalization of $25,000,000. Mr. one who operates this machine for the first time the 
Rand will he the new company as president, and W.-R machine seems fairl alive as the response is instant to 
= Wasl rt ( H Cobb and R (5 Clark former vice the very slightest touch on any of the keys, whether they 
“dial recidents of the Library Bureau. will remain with the new be the letter keys or the several auxiliary keys which 
os ! ny in official cay at ities. N. B. H. Parker, president perform the special functions of shifting, back spacing, car- 
: ” Library Bureau, will retire on J] ry | Phe c riage returning, et 
eset lders of the old company will be offered stocl \ notice feature about the keyboard is that the four 
I an equal exchang Asis rding banks are almost on an even plane instead of being stag- 
york to Tames H. R i. TIr.. president of the Rand-Kardex B gered according to the usual arrangement. This facilitates 
e majority of the shares i tl higher spe¢ since the slightest touch and not the 
ine have assented to the basis of « ing isual str ; all that is required in operation. 
ral consolidations t ve effected by This new |] ington development is not on the mar- 
\ last few months. The first was the ket as vet date r its advent has been announced 
— American K { pa " é the 
‘ P< iwand ( the 


lenin mpany. The Index Visible, Inc., of A New Model of the Hammond Typewriter. 


\ vel formerly directed Prof. Irving The Har d Typewriter Corporation of New York 

Yale University, and the g 1 will, merchandis« has annou dt ts dealers their new Model No. 26, which 

atte the Add Index, a subsidiar f the has nut f interesting features. The term Model 26 

g American Cat mpany, were next taken over NOW applies both to the re ir desk model and folding model. 

5 he Library Bureau to this i he ne 1 es i automatic ribbon reverse; a re- 

, ne it f the largest mpanies in tl é designed mmer ; hammer arm so that the hammer 
fiel moves the me dist e with a thirty-tooth escapement 

N t stated that the Library Bureau is the oldest 1 heel as it rmerly did with a twenty-two tooth wheel. 
an f bus ecords and filing systems in the cour This improve mat lding and stencil cutting quality. 
R ng eight factories in the United States and rope Paper fe ind springs are now placed on the outside of 
the fee roll hanger shaft. There are two adjustable 

Remington Brings Out New Electric Typewriter. springs, on either side, which simplify the adjustment 
safe An exhibit in the Remington typewriter booth at the if the feed rolls \n automatic type shifting anvil yoke is 
Mow Week tens =< show which attracted wide attention is regarded a capital improvement. The shuttles are locked 
iter. t all time : tine from one shuttle to another, and, 

1 the usua , as the ar in onl e turned one-half revolution, the 

, . emington construction to which has operator cat t ttles without looking at the machine. 
er a <n oe eratiot The fe New sliding mars | stops have been provided, new car- 

, ianneen us inde: anette! Saipial P riage racl improvements have been made in lock 

y aoe nih tht « ee Se | levers itals and gures This latter improvement 
~v ' ' is been applied to every operatii ipplies to the folding machine. Other improvements have 
, hastens rhe aniy function not overated electrical the een added wl t! mpany will cheerfully explain to 
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Addressograph Company Reports Record Sales. 

Members of the office appliance industry will be encour- 
aged by the report by the Addressograph Company re- 
garding its gratifying sales increase for the first nine 
months of 1925. Based upon the Addressograph Company's 
showing up to October 1, 1925, will be the greatest year 
in the company’s history, topping the best previous year 
by a wide margin. 

A larger and better trained sales force together with in- 
creased advertising and the introduction of several new 
machines is credited for this record jump in sales. 

L. C. Smith & Bros. Typewriter, Inc., Votes 
Dividend. 

Directors of the L. C. Smith & Bros. Typewriter, Inc., 
have declared an initial dividend of $7 a share on the 
preferred stock, payable November 1 to stock of record 
October 20. There is $2,000,000 of the issue outstanding. 
The company was formed November 1, 1924, to take over 
the business of the L. C. Smith & Bros. Typewriter 
Company. 

New 1925 Year Book of New York Merchants’ 
Association. 

The Merchants’ Association of New York is now dis 
tributing its 1925 Year Book for the association year ending 
April 30. This book contains 361 pages, including membership 
lists and index. It carries a number of portraits of impor- 
tant men in the association, lists of various committées and 
their members and presents the annual reports of the dif- 
ferent officers and executives of the association. All of the 
activities of the Merchants’ Association for the year are 
covered in this book. 

An analysis of the membership of the association is inter- 
esting. There are 362 memberships which have continued 
in force for more than twenty-five years; 162 between 
twenty and twenty-five years; 403 between fifteen and 
twenty years, and 1,237 between ten and fifteen years, 
making a total enrollment of 2,164, which has been in effect 
from ten to twenty-eight years. 





Excuse Us, Please! 





Typographical Transposition. 

In the account published in October entitled “Broadway's 
Latest Spectacular Electric Display” on page 42-a the sec- 
ond paragraph contained a statement that the sign was 
fifty-seven feet high and thirty-seven feet wide. This 
should have read “fifty-seven feet wide and thirty-seven 
feet high.” 


J. S. Morse to Manage New York Office. 

An item in October Office Appliances about the opening 
of a branch office at 401 Broadway, New York City, of 
J. S. Morse & Co., 93 Federal street, Boston, Mass., stated 
that Joseph Seery, general manager of the company, had 
been put in charge. That statement was wrong. Mr 
Morse has moved headquarters to New York, from whence 
he will manage the business and conduct the affairs of the 
New York branch. Mr. Seery will remain in Boston in 


charge of that office. 


C. H. Reed with Elliott-Fisher. 

An article, “Promoting Sales by Direct Mail Work” in 
October Office Appliances, which was reproduced from a 
talk by C. H. Reed before the New York Office Appliance 
Managers’ Association, credited Mr. Reed with being man- 
ager of the New York office of the Addressograph Com- 
pany. Instead, Mr. Reed holds a similar position with the 
Elliott-Fisher Company. We're sorry, Mr. Reed. 


A Big Advertisement. 
The Cook County Herald of Friday, September 25, pub- 
lished a full page announcement of the People’s State 
Bank of Arlington Heights, Ill, in which the bank stated 


that in its endeavor to furnish the utmost in safety for its 
patrons, they had gone beyond the usual protection banks 
offer and installed the Invincible safe deposit boxes mad 
by the Invincible Metal Furniture Company, whose C'lZ 
cago office is at 1521 South Wabash avenue \ briet 
description of these boxes and their locks followed t 

initial announcement, with an invitation to patrons to co! 


in and inspect the new equipment. 
The Invincible Metal Furniture Company is represent 
in this district by E. E. Blankemeyer 


A Course in Advertising and Selling. 


Under the auspices of the Advertising Club of New 
York a series of thirty-seven lectures is being given by 
leading authorities actively engaged in advertising. This 


course will continue into 1926 having commenced on Tues 
day, October 6, lectures being given on Tuesday and 
Thursday of each week until March 2 The last lecture 
in the course will be “How to Use What You Have 
Learned,” by C. K. Woodbridge, president of the Di 


phone Corporation and president of the Associated Adv: 
tising Clubs of the World. 

James S. Martin is the director of education and he n 
be reached at the Advertising Club of New York or 
care of the Remington Typewriter Company, and will b: 


glad to supply further information 


Young Succeeds Bedford in International Chamber. 

The American section of the International Chamber 
Commerce has announced the appointment of Owen D 
Young as chairman of the American Committ 
International Chamber, succeeding the late A. | 

Mr. Young has taken an active part in the affairs of the 
International Chamber ever since it was organized at Paris 


four years ago. Since then he has served as one of the 
three American directors. He also served as a member of 
the economic restoration committee of the chamber, whicl 
recently made a world economic survey with a view 

making the Dawes plan more fully effective The survey 
was submitted to the meeting of the International Chamber 
meeting at Brussels last June, and steps are now being 
taken to put into operation the suggestions made by the 
committee looking to the stabilization of conditions 


Europe. 


In announcing Mr. Young's acceptance of the chairmar 
ship, the executive committee of the American section says 
that it “counts itself fortunate in having secured Mr: 
Young’s acceptance of the task of carrying on the work t 
which Mr. Bedford gave so unselfishly of his time and s 


generously of his devoted energy.” 


Winners of Essay Contest at N. Y. Show. 


Winners of the prize essay in the Herald-Tr e contest 
selected from more than six hundred competitors were 
follows: First prize, gold medal, Leonard Bedarf, sixtee: 
vears old of Hackensack high school. Second prize, silve: 
medal, Lucile M. Bergman, sixteen, New R elle hig! 
school. Third prize, bronze medal, Frances Gillick, sever 
teen, St. Vincent Academy, Newark, N. J 

In addition tv the prize given the first prize winner 
plaque engraved with the name of his school and the o« 


sion of his contribution will be sent to E. T. M 
cipal of the Hackensack high school. 
A Scotch friend of mine says if he can’t always be rig 


least he can be close.—The Office Cat (The R hmor & Backus 
Company). 
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Lytle Sales Manager of Portable Adding Machine. 


es A. Lytle, formerly associated with the Corona 

vriter Sales Company, of Chicago, and more recently 

his own company, handling Corona in St. Louis, 

oset s interests in St ouis to accept the 

} unagers!| if t the Portable Addi 0 Macl ine Sales 
y or \ ( 


Portable Adding Machine Sales Company is the 


g r tion which handles the little adding 

1 i ed tor it by the ( na Typewriter 

{ \ The hine itself has rece vy been improved 

ul S vy sol he name ot Porta Adding 
Ml p 


six months ended June 30, 1925, the Burroughs 
Adding Machine Company reports net profits of $2,307,370 
after making provision for Federal taxes a1 all 
irges al s equivalent, after deducting preferred 
idends, to $3.08 a share on 600,000 no pat 
outstanding At the indicated annual earning rat 
» 5 Ss report con ire \ I 4 os 
$527 a sha e full vear 1924 ar 565 a « : 
i 1923 
( 3 on hand | ‘ 30 tot aled $3.83 7.619 and go rnment 
t tal $1] 4,093,635; toge ther these ms | s¢ 
rease¢ oT $2 796,840 over the amount o! ( 3] il d 
so nd December 31, 1924 
ntories jun 30, 1925, stood at $& 17 4,300, 
$044 564 under the inventory balance six months 
us while the total of deterre: harges, et ~ vs 
i rease ol $370 WU compared with the | rlance 
) ¢ 3 19274 
re sets lune +77) 192 jG “~ 4 ORR 
iga $2,./88,0 tal urre lia at 
i to | 
During the six-months’ period covered by the report 
pany pur ased $1.313,.800 I ts preterred stock 
g urposes, bringing total of é 
treasury $1.988,000 and leaving balanc« i é 
ferred in hands ( pu y hic $13,012,000 The company has 
nded debt or bank loans. Reserves tor contingencies 
were increased during the period from $500,000 December 
31, 1924, to $650,975 June 30, 1925. 
President Standish Backus, in commenting on the situa 
said “Business during the third quarter has been 
satisfactory and there is every indication that business will 
good for the balance of the year 


Plans for Loose Leaf Digest of Business Machines. 


+} 


Of interest to the trade should be e plans, just 


i by the editor, James H. McCarthy, tor a new 


ose | ition of The America! Digest f Bust 
Machines 
uf IcCarthy . 4 iding the ne formed Eat me ‘ 
est Corporation, which wil ( he organiz 
whi 1 his associate ind t the 
i ution of this \ Y ce 
stated tne ose leaf a oe ent ‘ ‘ 
omprehensive work d s 
+ . | onstant rte ‘ t 8, 
al expanding der 
) tol will be pr ' 
ll ew ha over ‘ { ges larg t 4 
( An expa t 1,200 ges 
‘ ‘ ‘ 
» ent i da and « sheet c 
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monthly, as a part of a service to keep the work strictly up 
to date,—complete both as to the inclusion of all machines 
as they come out, and accurate as to other changes in the 
data regarding other machines previously described. 

These sheets to keep the work up to date will be included 
as part of a survey, or report, issued monthly in loose leaf 
magazine for Its feature articles will deal with specific 
applications of business equipment. Like the Digest 
addenda sheets, these articles will be in such form that they 
may readily be transferred to the binder. 

\ system of definitely classifying these articles will be 
provided, so that all surveys relating to the same subject 
binder when the need for them arises. 

These articles will cover a wide field and touch upon 
divers subjects relating to the application of business ma- 
l eq They will show how specific prob- 
lems of isiness administration and management have 


been solved by some of the country’s largest concerns, 
inting tl vay which others may follow under similar 
conditions is information should be of the greatest 
lue to dealers and salesmen, providing a convenient 
ns of taining practical knowledge of the conditions 
under w their machines will have to function and of the 
ippli the n nes to a variety of uses. This new 
loose leaf book will provide a practical plan whereby the 
ser may acquire and file for reference the business expe- 
ences ; 


this revised edition will be en- 


tirely neutral All machines will be included without 
harge of any kind to the manufacturers. Thus it will be 
complete The loose leaf arrangement will insure its up-to- 
dateness, providing as time goes on, a perfect file of de- 
pendable data on business machines and equipment, the 
work they d ind the systems in connection with which 
they are us 

The subscription price will be $12.50 for the basic work, 

luding one year’s supplemental service. It will be ready 
or deli S rth 


Borchardt Made Traveling Service Instructor. 
N. W. Borchart has been appointed traveling service in- 
tructor by the Burroughs Adding Machine Company, with 


headquarters at Detroit He was promoted from the 
Quincy, IIL, agen vhere he had been service chief. In 
1918 he became a student in the service department at 
Sioux City, lov 1920, he was made acting service 


hief at Fort Dodge, and later this appointment was con- 
firmed. Mr. Borchardt was promoted to service chief at 
Quincy in January, 1924, where he continued until he was 
called to Detroit to take the factory training course in 


Randall Changes Base. 

Member f the trade will be interested in learning that 
Allen Randall, for seven years connected with the Thorp 
& Martin Compa f Boston, has severed his connec- 
tion with that concern to join an advertising agency in 
members of the trade who are 


icquainte th Mr. Randall will be interested in this 
hange and will join Office Appliances in expressing every 
We regret that Mr. Randall is not to remain in our field, 
but will 1 some fort in the fact that he is still close 
st that he will realize all his anticipations. 


rene Court Defines Carrier’s Responsibility. 
In a g the Supreme Court of the United 


States \merican Railway Express the court decided 
liable for the actual value of 
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property shipped in their custody when the package is not 
fully insured, but is sent at the minimum rate. Mrs. J. S. 
Daniel sent a package from Comer, Ga., to Baltimore and 
it never was delivered. When the company sought to limit 
its liability to $50.00, the amount fixed by the receipt as the 
maximum, the state courts allowed actual value. That find- 
ing was reversed by the Supreme Court. 


President of Reciprocators Moves to St. Louis. 

H. T. Gates, president of the Reciprocators’ Club of 
Des Moines, Ia., has tendered his resignation preparatory 
to taking up his duties on November 1 as St. Louis dis- 
trict manager for Ditto, Inc. For the last four years Mr. 
Gates has successfully represented the Kardex Company, 
now the Kardex-Rand Company, and Ditto, Inc., as dis- 
trict manager in this territory. 


Mr. Gates, with Mr. Taylor of the Multigraph and Mr. 


Fifield of the Dictaphone, organized the office equipment 
club in Des Moines about three years ago. Mr. Gates has 
been active and popular and leaves with an unanimous vote 
of thanks. 

Following the resignation of Mr. Gates, H. R. Anders 
of the United Autographic Register Company, vice-presi- 
dent of the Reciprocators’ Club, automatically becomes 
president. 

Mr. and Mrs. Anders are the proud parents of a girl, 


Mary Frances, born on September 25. 


Marketing Corona Typewriters. 

“Marketing Corona Typewriters” is the title of a fifty- 
page booklet being distributed by the Corona Typewriter 
Company, Inc., Groton, N. Y. As stated in the preface, the 
“publication has been prepared in cooperation with a com- 
mittee of the National Association of Advertising and Mar- 
keting Teachers, for distribution to teachers and students 
of advertising and marketing. It presents as nearly as pos- 
sible the complete history of a manufactured product.” 

There are chapters on The Product, Sales and Distribu- 
tion Methods, Advertising, Field Survey and Market In- 
vestigation, Marketing a New Model, and Present and 
Future Objectives. 

Specimens of early and recent Corona advertisements are 
reproduced. The subject is well handled and a great deal 
of useful matter is contained therein. It is understood that 
copies were placed in more than 100 colleges last year as a 
text book in sales and advertising. Demand has made nec 
essary another edition. 


Improvements in Pelouze Scales. 


The Pelouze Manufacturing Company, Chicago, through 
a circular letter to the trade, indicate improvements in their 
line. Names and prices remain the same. New dials on 
the National Union and Columbia Postal Scales are wider 
than before, the extra width being necessary to carry the 
parcel post rates by zones as well as postal rates. In the 
case of the Star and Crescent Scales the dials remain the 
same, but carry both the zone and postal rates. The Mail 
and Express, now ten pounds in capacity, and the Com- 
mercial of 6 pounds capacity have attractive dials giving 
both the zone and postal rates. New dials have been added 
to both the 2 and 4 peund Standard Beam Scales. A new 
Universal Postal and Parcel! Post scale of 6 pounds capacity 
has been added to the line. Regular postal scales are 
finished in gray enamel and gold bronze, as preferred; 
parcel post scales come in gray enamel, without exception 
A line of wood cuts in two sizes, 1%” and 2” high, is also 
announced, and electros will be supplied on request 





The Guest Book. 


HENRY MICHEL, a prominent office equipment dealer 
of Zurich, Switzerland, visited the Chicago office of this 
journal on September 29. Mr. Michel remained in Chicago 
and vicinity several weeks, during which time he visited 
several factories and, with Mrs. Michel called upon relatives 
and friends in other parts of the state. They left the 
latter part of October for the East where they took ship 
for home. Mr. Michel expressed confidence that conditions 
in Europe will gradually improve, but that it will be many 
years before present misunderstandings are straightened out 
and the several nations can go forward in the reasonable 
confidence of that security which comes of peace assured 
Mr. Michel represents the A. B. Dick Company and the 
Rapid Addressing Machine Company, and the principal 
object of his visit was to confer with executives of these 
concerns and exchange information and ideas 

A. A. KEITH, of the A. A. Keith Safe Company, bank 
and office outfitters, Denver, Colo., called at this office on 
September 29. 

D. JAFFO, Samarkand, Turkestan, was one of our visi 
tors from abroad last month. 

M. V. FOLLIN of the Grand Rapids office of the 
srowne-Morse Company called on Office Appliances on 
October 1. R. B. Moodie of New Orleans, La., also paid 
a visit to this journal on the first. 

E. O. MORRIS, JR., of the firm of Morris Brothers 
Stockton, Calif., called on October 3. 

THOMAS W. MOORE, of Berkeley, Calif., Pacific 
Coast representative of the American Manufacturing Con- 
cern, Falconer, N. Y., and the Featheredge Rubber Com 
pany of Chicago, Ill, spent a few moments in this office 
on October 6. 

WALTER A. SHEAFFER of the W. A. Sheaffer Pen 
Company, Fort Madison, Ia., called on Office Appliances 
on October 9 en route to the stationers’ convention at 
Grand Rapids. 

R. H. SPRAGUE of The Weis Manufacturing Com 
pany, Monroe, Mich., spent a short time in this office on 
the tenth. 

SEYMOUR CONOVER of 350 Broadway, New York 
N. Y., called on this journal last month 

ORTEGA MARTINEZ, via Layetane 21, Lay & Ortega 
Martinez, Barcelona, Spain, visited this office on the twelfth 

GEORGE B. GRAFF of the Graff-Underwood Com- 
pany, Boston, Mass., called on Office Appliances on Octo 
ber 16. 

W. B. PIERCE of Minneapolis, Minn., spent a few mo 
ments in this office on the seventeenth. 

WILLIAM H. RICE of New York, N. Y., called on the 
editor of Office Appliances on October 19 

GEORGE B. WRAY of the Quigley Furniture Com 
pany, Whitesboro, N. Y., spent a short time in this office 
on October 20, following the National convention at Grand 
Rapids which he attended. 

E. L. VAN HOUTEN of Cleveland, O., called on Octo 
ber 20. 

J. B. IRVING, president of the Irving-Pitt Manufactur 
ing Company, Kansas City, Mo., visited the office of this 
journal late last month. 

C. E. REYNELL of the Oxford Filing Supply Com 
pany, New York, N. Y., called the latter part of the mont! 

One of our visitors last month was E. O. MORRIS, JR 
of Morris Brothers, Stockton, Cal. Although Mr Morris 
1S a young man, the business in which he is engaged wit} 
his father, E. O. Morris and his uncle, W. H. Morris. was 
established in 1854. The business is one of the oldest or 
the Pacific Coast A complete stationery line is handled 


as well as a high-grade line of office furniture in wood and 
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steel Mr. E. O. Morris, Sr., is no 


onger very actively engaged he g = v« , 
er We | ae tis Ge a le lhe fisch = iw llai= .. 4 


hope to present a little - 


sketch of this old company in an early fy 


number of the journal. 


Protectograph People Join Na- 
tional Association. 

[The Todd Company of Rochester, 
N. Y., announce in the Protectograph 
Weekly Bulletin of October 23 that 
they have joined the National Associa 
tion of Stationers, Office Outfitters and 
Manufacturers, and have exhibited the 
Personal Protectograph at the Grand 
Rapids Convention. Their booth was 
number thirteen in the Klingman ex 
hibition hall, and despite the hoodoo 





supposed to attach to the number, it — : — —— 

turned out to be one of the most suc \ FURNITURE WINDOW IN THE STOREOF THE TISCH-HINE COMPANY, GRAND 
cessful showings the company has ever ‘hes eat ween cae: seatantinma DISPLAY OF OFFICE FURNITURE IN CON- 
made Personal Protectographs were 
featured and dealers learned of the 
new terms the company now offers to 
the retail trade. Many orders were 
placed and many prospects were regis 
tered. Commenting on this circum- 
stance, the editor of the Bulletin stated 
that prior to the convention they had 
| 


placed the Personal Protectograph 
with over four hundred stationers 
There are upwards of 2,000 well rated 
stationers in the United States; a con- 
servative estimate—Editor. 

The article urges Protectograph men 
to go after the retail stationery trade 
and show them how Personal Protecto- 
graphs can be sold over the counter 
Liberal advertising support is given to 
all dealers with a wide range of deal 
ers’ helps. 





H. J. Hays Opens New Store. 
Harrison J. Hays, stationer of Pitts- THE TISCH-HINE STAFF FACE THE CAMERA FOR OFFICE APPLIANCES. 
burgh, Penna., formally opened his 
new store in East Liberty some weeks 
ago. It is a fine and spacious estab 
lishment and the opening was attended 
by a large number of people. An im- 
mense number of floral pieces were 
show! The aisles of the store are 
wide and the furnishings and equip- 
ment are tasty Mr. Hays has added 
a number of lines, including radio, and 
handles a complete office equipment 
store, not excepting books, periodicals, 
et [The basement is given over to 
the Hays’ Circulating Library and to a 
Dennison department. There is also a 
juvenile department and a lounge and 
writing room 

Mr. Hays has been in business since 
1908, but not always at this location 
M. A. 
‘ 


‘ 
+ 


LS. No. 4 Meeting. 


the International 





i} ~ 
Star Manuf turers’ Association 
at St. Louis, Mo., in October. A pa 
of nineteen members attended from ji l.eRioR VIEW OF HAYS’ NEW STORE IN THE EAST LIBERTY DISTRICT, 
Cc} nd Wil afl PITTSBURGH, PENNA. 
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SCENE AT PICNIC OF THE WEIS MANUFACTURING COMPANY.—Top, left 
Right, top—Pie—eating contest Next below—A group of 
trying to enthuse the girls «entered in one of the races 
General group Next below-— Girls’ fifty-yard dash... No 
start of the candle race, at which moment a strong breeze |! 
eroup 
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Meetings--Dinners--Conventions--Outings 


Weis Men Hold Picnic. 

[The Weis Manufacturing Company of Monroe, Mich., 
held their annual meeting at Bolles Harbor on Friday, Sep- 
tember 11 from one p. m. to midnight Chere was a large 
list of games for children and adults [The various items 
were each under the direction of a special committee and 
everything was handled with remarkable snap and celerity 


The executive committee consisted of Frank W. Ainslie, 


general chairmat larry Martin and H. C. McPike. The 
judges were H. A. Consor, E. T. Weis, William Wilson 
A. J. Wuest, Bill Schultz and R. H. Sprague The games 
included penny scramble; frankfort eating; girls’ nail driv 
ing; shoe racé three legged race, balloon race; candle race, 


bag race; ball throwing; pie eating contest; egg and spoor 
race: girls’ race oys’ race; smile contest; guessing con 
test; tug of war. 

On the day of the picnic the Weis factory was closed 
and every employee together with members of their fam 
ilies were entertaine d by the company Bolles Harbor be 
ing a beautiful summer colony on the shores of Lake Eri 


The event was hly successful and enjoyable. 


Southern and Eastern “Y and E” Conference. 

A regional sales conference was held at the factories of 
the Yawman and Erbe Manufacturing Company, Roches- 
ter, N. Y., the week of October 5, at which eleven South- 
ern states and two Eastern states were represented. The 
comprehensive program included trips through the com- 
pany’s wood, steel and paper plants. “Y and E” officials 
explained the various methods of manufacture, from the 
raw materials to the finished products. 

The conference was opened by a welcoming address by 
F. J. Yawman, general sales manager. H. P. Rockwell, 
manager of the agency-dealer department, followed with 
“Who's Who in ‘Y and E’.” T. Haugh, general purchasing 
agent, gave “The Importance of Careful Purchasing.” J. R. 
Clark, manager of steel production, discussed “Factory Co- 
operation.” The afternoon session of the first day opened 
with a trip through the steel plant, guided by J. R. Clark, 
Louis Seuffert and Roy Wonderly. Then Gene Donahue, 
assistant manager agency-dealer department, gave a talk 
" R. A. Furlong, manager 
system and field promotion departments, spoke on “Three 


on “Servicing Your Orders. 





SOUTHERN AND EASTERN MEN OF THE YAWMAN & 


DURING 


Stationers Association of Montreal. 


months ago this association started compiling a 
retail price list to be printed by the association and dis 
tributed to members. This was abandoned in favor of the 
proposition the association is now working It is proposer 
to form a Canadian National Association embodying the 
re] tative trades of the Dominion with a paid s« 

I ( duty is to approach manufacturers 
: c retai! price le 
proprietary article The manufacturer is expected to insist 
on the maintena: f these prices and to refuse ‘ 
" e selling | é 
1D D S Bros., | M tre t 
| () 15 ce er wit | \ 
t é e the ooperation 
vw on the sa Ss us 
I Sta \ ation of the I ed K d 
it lic will elir ‘ é é 
- 
é 


E.MANUFACTURING COMPANY FACE THE CAMERA 
FER > 


Salesmanship. 


[he second day opened with a trip through the wood 
and paper plants, guided by F. G. Erbe, secretary, Bruce 
Taylor, manager wood production, and Frank Welch. 
C. E. Zoneyville discussed “Budget Control’; Miss Estelle 
B. Hunter, director of school service department, talked on 

“ School Business.” Carl Gazley, as- 
sistant general sales manager, explained “How to Cash In 

‘Y and E’ Advertising “How I Sell Banks” was the 
opic of George Schulz, manager banking department. A. 
r. Co manager claims, traffic and shipping departments, 
made cleat Che Trat Department’s Interest in You.” 
vas presented by H. P. Rockwell. 

ided a trip through the executive 
fices, directed by I McGee, general office manager; 
demonstration of n« Y and E” products; addresses by 
I. G. Stevens, manager sales drafting department, “Library 
Equipment H [ Sell Efficiency Desks,” by R. A. 
Furlong What Can the Agent Do to Help Increase the 
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Business of Standardized Accounts,” by H. L. Smith, 
Eastern sales manager; “Auditing Files,” by Miss Freda 
Schroeder, assistant manager system department; “How 


the System Department Can Help the Agency,” by R. A. 
Furlong. The packing and shipping of “Y and E” prod 
ucts was explained by A. T. Cobb. R. A. Furlong demon- 
strated the “Direct Name System.” Then the conference 
was closed officially by F. J. Yawman. 

The final day was given over to the discussion of indi 
vidual dealers’ problems with executives and department 
heads, and to gaining more intimate acquaintance with the 
“Y and E” factory and office organization. The enter- 
tainment program included a theater party, clam bake, din- 
ner and theater party, and a dinner to complete the formal 
program. The conference did a great deal to foster the 
spirit of good will between the company and the visiting 


agents. 

Following are the representatives of agents and travelers 
who attended the “Y and E” conference: 

Alabama—D. R. Guff (Dewberry & Montgomery 
Company), Birmingham 

Florida—Charles H. Smith (Daytona Book & Stationery Com 
pany), Daytona; Arne Skagseth (Miami Stationery Company), 
Miami; Lee Johnson (Florida Office Supply Company), Tampa; 
F. W. Klicker (Halsey & Griffith), West Palm Beach. 

Georgia—N. M. Wright (Ivan Allen—Marshall Company), At 
lanta; A. W. McClure (McClure Office Equipment Company, 
Macon. 

Kentucky—G. B 

Louisiana—J. D 
Orleans 

New Hampshire—R. H. Liewellyn (R. H. Llewellyn Company), 
Manchester. 

North Carolina—Burt L. Owenby (Burt W. Owenby Com 
pany), Asheville; F. W. Kale (Kale-—Lawing Company), Char- 
lotte; T. M. Wooten (Fayetteville Office Supply Company), Fay 
etteville. 

Pennsylvania—B. M 
pany), Bradford. 

South Carolina 
pany), Columbia; W. A 
Greenville. 

Tennessee—R. W. Taylor (Office Supply Company), Johnson 
City; F. P. Gaut (Frank P. Gaut), Knoxville; L. M. Mullens 
(Foster & Parkes Company), Nashville. 


Stationery 


Louisville 


Herr (Jenne—-Hardy Company), 
New 


Hansen (Perry & Buckley Company), 


McDowell (Barnsdale Printing Com 


Harold Jones (Columbia Office Supply Com 
Seybt (W. A. Seybt & Company), 


Alex Szafir (BE. Szafir 


Texas—John Tobin (Tobin's), Austin; 
& Son), Beaumont; E. M. Stewart (Stewart Office Supply Com 
B. W. Norton (Norton Bros.), El Paso; P. T. Pearce 


pany); 
(The Cargill Company), Houston; Harry Barnett (J. A. Bar 
nett), Waco; J. FE. H. Railey (Railey Printing Company), Wichi 


ta Falls. 
“yY and E” Travelers—R. L. 


Hallam 

“I got a tremendous lot of good from this meeting,” said 
one prominent agent. “Now I know more about ‘Y and E’ 
sales methods, policies and products, but above all, the high 
type of people in the ‘Y and E’ organization. This feeling, 
I know, is shared by every agent attending this conference, 
and we'll all go home real ‘Y and E’ boosters.” 


Klein, B. F. MeGinty and J. H 


Baltimore Office Appliance Managers Meet. 


The first October meeting of the Baltimore Office Appli 


ince Managers’ Association was held on October 5, the 
following members being present: R. C. Averyt, Line-a 
Manufacturing Company; H. S. Custer, Autocall 


rime 
Company; E. H. 
E. G. Dodge, Royal Typewriter Company; J. 


System Company; 
C. Doyle, Kee 


Davis, Acme Card 


Lox Manufacturing Company; W. M. Furr, Kalamazoo 
Loose Leaf Binder Company; L. K. .Murrill, Addresso 
graph Company; E. Noll, Sundstrand Adding Machine 


Company; B. Rawdon, Underwood Typewriter Company; 
H. K. Rosenberger, Remington Typewriter Company; S. L 
Shanks, Monroe Calculating Machine Company; W. R 
labler, Rand Company; C. F. Witkowski, Felt & Tar- 
rant Manufacturing Company; W. P. Wittelsberger, Ellis 
Adding Machine Company; E. C. Wood, Wales Adding 
Machine Company; E. C. Stillwell, Write Incorporated. 

The guests included M. D. Kennerly of the Safe-Cabinet 
Company and B. A. Wagaman, Autographic Register Com 
pany, both of whom have applied for membership. 


No meeting was held on October 12, which was Colum 
bus Day. 
It was decided that the association will continue with 


demonstrations which were started last year 


the 


Pittsburgh Office Appliance Managers Meet. 


The Pittsburgh Office Appliance Managers’ Association 


held several interesting meetings during October Presi 
dent Weitzel has put into effect a new plan which is work 
ing out to advantage. W. A. Neumann of Burroughs Add 


ing Machine Company, at one of the meetings delivered 
an address on Sales Costs, which was a revelation to a 
number of the members. His experience as an executive 


at the home office qualified him to discuss this vital subject 


J. L. Harrington, district manager of the Addressograph 


Company, spoke at another meeting on Romance in Busi 
ness or the Development of the Addressograpl This 
speech was full of interesting information bringing out that 
there is a certain amount of romance connected with the 
development of almost every business 

Rodgers, assistant secretary of the Sheet Steel 


Harry 
Trade Extension committee, was the guest of the 


assoOcla 


tion and the principal speaker at a recent meeting His 
the Outlook As Reflected by the 


Business. this 


subject was Business 
Sheet Steel Mr. 
ably, going into details and explaining the varied uses 


Rodgers handled 


sheet metal in many lines of trade 


The following guests were entertained during 


J. R. McCreery, Valley Dairy Company; M. R 
Elliott-Fisher Company; Samuel Johnson, National Cas! 
Register Company; W. A. Corb, Burroughs Adding Ma 
chine Company; James O’Donohue of New York City 
George E. Vinton, Yawman & Erbe Manufacturing Com 
pany; E. A. Flickner, Republic Fire Insurance Company 
S. C. Barthelomew, Powers Accounting Machine Company 
and Hugh Malloy of the Art Metal Const: tion Com 
pany. 


Ed. Keeling, chairman of the entertainment and speakers 


he month oft 


committee has arranged a program for t 
November with which he hopes to insure the attendance 
of every member 

Rhode Island Stationers. 

The annual meeting of the Rhode Island Stationers As 
sociation was held on Monday evening, September 2 
the Westminster tea rooms, Providence 3 Sixteel 
members were present and the following cers 
elected; President, E. D. Mortimer; vice-president, S. A 
Holdsworth; secretary, R. H. Shaw; treasurer W. | 
ell; chairman, F. W. Peters 

On motion, the outing committee received te 
thanks for the success of the outing. Mr. Towhill of B 
ton was nominated for governor of the N« g 
trict. The meeting night, on motion, was cl fro1 
third Monday in month to second Thursday, to give met 
bers a chance to attend more regularly © t M 
Maginnity received the thanks of the associ S ¢ 
fort and guidance as president during the past y: 


responded with appropriate expressions of 


Capital District Stationers. 
Che Capital District Office Outfitters 
Manufacturers’ Association opened its fall a: vinter s« 


Stationers, 


son with a well attended meeting on Septer 22 
Hampton hotel, Albany, N. Y. Stationers fri ll parts 
the district were present. After dinner the meeting 
called to order by President Sargent. Roy Smith, secret 

of the Chamber of Commerce, gave an interesting talk 
the future and the prosperity of the Cay DD 
ing the meeting plans were laid for the annual banquet 

the president appointed a nominating committee to sel 
candidates for officers of 1926. A. L. Russ s elected 


delegate to the National convention 
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: Leaving a Good 


: Impression 


Ruskin says, ‘‘A cat may look at a King, 
but can it see a King when it looks at him?” 
And in like manner you may look at those 
he letters, or copies of letters, a few years from 
et now, but do you expect you can see them? 


In using the M & V Typewriter Ribbons 
h and Carbon Papers, remember that you have 
re, a positive guarantee of a reliable concern 
- that only the best materials are used, and 
“ that they combine PERMANENCY, 

CLEANLINESS, DURABILITY, EC- 
y: ONOMY. 





F ‘It remains to be seen” 


years after writing impressions from 
the M & V Typewriter Ribbons. 


‘It remains to be seen 
years after writing copies made 
with the M & V Carbon Papers, 
either for typewriter, pen and pencil 


: We that live to please 
r must please to live.’ 


The strength of your business lies 
in your ability to treat a customer so 
that he will come again. What a pa- 
tronage you could build up if you 
always pleased and never lost a 
customer! 

The M & V Typewriter Supplies 
can help you to make ‘‘come again’ 
customers. 


) MITTAG & VOLGER, INC. 


Principal Office and Factory, PARK RIDGE, N. J., U.S.A. 


BRANCHES:—NEW YORK, 261 Broadway CLEVELAND, 326 Erie Bidg MINNEAPOLIS, 1040 McKnight 
Building BOSTON, 160 Congress Street CHICAGO, 205 W. Monroe Street SAN FRANCISCO, 591 Mission 
Street LOS ANGELES, Tajo Building ST.LOUIS, Merchants Laclede Bidg.—Agencies All Over the World 
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An Entirely New MULTIPOST 
Product 


The Superior 


MULTIPOST 


STAMP AFFIXER and RECORDER 


SAVES TIME 







SAVES STAMPS 


DISCOURAGES 
MISUSE OF 
STAMPS 


a 


Stationers and Office Appliance Dealers 
throughout the entire United States recom- 
mend the Multipost as the most satisfactory 
Stamp Affixer because they know we keep 
a record of every machine by serial num- 
ber and owner’s name and maintain a Serv- 

Department for the purpose of keeping 
users satisfied and their investment profit- 
able for an unlimited time. 


They know we have made good under 
our Guarantee for more than 14 years and 
continue a liberal policy with users after 
the guarantee period has expired. 





GUARANTEE 

The MULTIPOST is guaranteed to the 
orginal purchaser for one year from date of 
purchase. During that time all repairs, ir- 
respective of cause, will be made free of 
charge provided machine is delivered to the 
factory of The Multipost Company at 
Rochester, N. Y., by parcel post or express 
prepaid. 


DEALERS: Let us show you how you 
can make money with The M ULTIPOST 
without investment, as others are doing. 


MULTIPOST COMPANY 
ROCHESTER, N. Y. 
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Stationers Meet in New Haven. 
The first full regional meeting of the Connecticut Valley 


Stationers Association was held on September 23 at é 
Lawn club in New Haven. 

Gustave Fischer, president of the association, presided at 
the meeting which was attended by a large number of 
members and their guests. Mr. Fischer will go as a dele 
gate to the national convention which is to be held in 
Grand Rapids, Mich., on October 13 to 17. E. S. Pier 
this city is the alternate. 

At the meeting last night Maynard Morgan of the Geyer 
publications of New York city spoke o1 he Sta d 
His Business Community.” Mr. Morgan dealt w 
great opportunity awaiting the statione ho intelligently 
seeks to make himself of service to the « nage and 
office purchasing agents in his territory le pointed t 
that in an astonishing number oi instances offices are g 
operated at very far below an ordinary degree of efficiency 
chiefly because the equipment given the workers is poor 
some respects. The responsibility for the deficiency n be 
attributed in many cases, said the speaker, to the lack of 
enterprise shown by the stationer, whom he termed tl 
“business physician,” of his community. Instead of t 
ing in the store and waiting for business met 
him and diagnose their own trouble and prescribe their 
own “medicine,” it was suggested that the stationers or the 
salesmen make themselves thorough familiar with office 
conditions so that they may be in a position to give advice 
and suggestions regarding improvements i! 

The second speaker on the program was E. J. kK 
sales manager of the L. E. Waterman mpany He took 
as his subject “The Manufacturer and His Responsibility to 
the Public.” 

It is my opinion, said Mr. Kastner, that ( g é 
manufacturer has been in business, the greater is 5 re 
sponsibility, to not only the public but the merchants 
sell his product. 

The organization I have been ‘associated with, had, at its 
beginning, a very small capital, and the business was 
tically conducted by one man, the founder of the | 
L. E. Waterman. The first pens manufactured were sold 
personally by Mr. Waterman, directly to the users, 
knowledge and experience acquired by this dir 

nabled him to expand the business, and ose as 


tributors, merchants throughout the ¢ 


Maine O. A. a Meet. 











An address on “Business Ethics” Fred B. J 
Maine manager of the Burroughs Addi: Mac 
pany, featured the first seasonal meeting of the Maine 
Office Appliance Association at the Falmouth hotel last 
month. Dinner preceded the meeting 

Horton R. Frisbee, vice president of s d 
representative of the Roberts Office Su Compat 
sided in the absence of the president 1ymond H 
A committee consisting of Peter Kyle, Allan G d 
Wellington C. Pratt was appointed to arral S 


for the next meeting 


ings will be 


Los Angeles Rebuilt ee od n. 


to be held in N 


held monthly from 





A meeting was held on September ys A S 
where the following officers were electe: eside Charies 
J. Harris of the Corona-Pacific Typewriter Com, 
president, Clyde Gleason, American Typ er | g e- 
Inc.; secretary, J. M. Agnew, Office e ( 
treasurer, R. C. Hutchinson, The Type er Shop 
Another meeting was held at the Mary Louise cafe $ 
Angeles, on October 5. The subje« credits 
possible revocation of second-hand dealers oY ( 


reduction of same 


were 


discussed 
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“The Line that can’t be matched” 
































A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 


Manifold Supplies Company 
188 Third Avenue 
BROOKLYN ‘station 2) N, Y., U.S. A. 
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F course the operator is the real judge 

of typewriter merit. And who is better 

qualified to judge than the person 
whose business it is to operate the machine ? 
The operator's acceptance and endorse- 
ment of the New Remington Standard 12 is 
the outstanding present-day typewriter fact 
We knew that we were producing a writing 
machine that would do a better and bigger 
day's work with a minimum of effort. Now 
operators have proved it. 

You are invited to examine our New 
Standard 12, and convince yourself of its supe 
rior worth. We will place one in your office 
for you to test in your own way, on your own 
work, without any obligation on your part. 
See for yourself if it isn't the greatest value 
in the standard typewriter field. Just call the 
nearest Remington office 

Easy payment terms if desired 





REMINGTON TYPEWRITER COMPANY 


374 Broadway, New York — Branches Everywhere 


Remingt Typewriter Company of ¢ 
King Street, West, Tor 





“Preferred by 
the real judge 








| Remington 


STANDARD 12 


We believe we make the best typewriter ribbon 
in the world—and its name is PARAGON 
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New York Stationers Hold Twentieth Anniversary. 

The twentieth anniversary of the Stationers’ Associa- This is the easiest, most efficient 
tion of New York was held at the Drug and Chemical and quickest way to clean typewriter 
Club in that city on October 26. There was a large attend- type. Use the 
ance with a number of out of town guests. 

During the first part of the dinner President J. Thomas 
Waterman Company and Republican candidate for Mayor x O ] V e ni e 
of New York City. Mr. Waterman made a short speech 
telling of his desire to help the city of New York in a busi- © 

way and asking the support of all present for his Fountain Brush 


Hill introduced Frank D. Waterman, president of the L. E. 
ness 
He was only able to stay a short while as sev- 


iti 





candidacy. 
eral other engagements had been made for the same even- 


ing. His fellow members of the association gave him a 


fine ovation and there was much enthusiasm displayed upon 





his entrance into the hall. 

After the dinner President Hill took the opportunity to 
thank the members of the association for the honor con- 
ferred upon him by the election to the presidency. He then 
spoke as the representative of the Stationers’ Association 
at the Convention in Grand Rapids, making a brief report 
and referring the members to the reports of the convention 
which would be published in the trade papers 

Mr. Hill then introduced the retiring Regional Governor, 
G. S. Hice of the Roberts Numbering Machine Company, 
who thanked all present for their support in the past year 
and urged the members to get behind the new governor, 


William N. Stewart of Trenton, N. J 





A. E. Owen-Jones, editor of the British Stationer, was 








then introduced and spoke for a short time on the pride a 
stationer should have in his job. Mr. Jones carried the po- 
litical aspect of the meeting a bit farther when he stated 
that he was a candidate for Parliament in England. He 
also urged that everyone present do all possible to elect 
Frank D. Waterman mayor of New York City In the 
past there have been five Lord Mavors of London who have 
been stationers, Mr. Jones said, but it has taken 600 years 
to do it and New York should be ahead of that average 
Gustave Fischer, president of the Connecticut Valley Sta 


tioners’ Association, then brought a word of greeting from 





























his association an ited all present to the annual meeting 
f the Ce ect t Valley Stationers’ Association that will et 
aa rag ' ONE turn of the cap at the end of a strong frosted glass 
be held in February tube allows just enough Selvene to flow through the pat- 
11 ‘ ‘ > 1 —_ ented brush rhe quid loosens all dirt; the stiff bristles re- 
William M. Stewart, the new Regional Director, was move it. Evaporatior fast, so no wiping is necessary. No 
imtendacead and acted far = bennett of aft eodannd ta the more dirty fingers. N nore picking out clogged o's and e's. 
ntroduced and a for the upport « d present in the Solvene is nor flammable; has a pleasant odor; will not in- 
oming vear ure machir inds or tavbrics 
Mortimer WB ee k of : ae — With this ingenious device, a few strokes of the brush, and 
Vi ¢ er ) S en spoke on e€ importance orf the ae type is bright and clean as new. There is enough 
re eae ee BT ge ee! ek eee Solvene in the tube for from 35 to 50 cleanings. Now is the 
at rade commerce ot the world and brough time for alert stenographers to freshen up type and machines 
in a few sidelights on the twenty vears’ history of the or _ the busy season ahead Sevens Fountain Brush users 
< “ save : ntage r ery office 
ganizatio1 Solvene type-cleaning 12° Solvene re-fill liquid 50¢ 
At the conclusios £ this excellent. meeting. at which overt brush complete — 2 ox. bottle ...... 
1) men were nrecent \encide Wl enoke. , : jeotl f oo 
200 n were pre President Hill spoke of the death of os $200 
1 tellow member, W. C. Hambler, and asked that the men 
ers St d in silent prayer after whi h he repe ated the New Life for the Platen 
pet . ‘6 £99 
rds with “Platen Life 
And may he hear, ‘Well done thou good and faithful The best typewriter and operator cannot pro- 
, ‘ , . ° P , duce good K & lett s unless the platen roll 
servant, thou hast been faithful over a few things, I will is smoot! tepetition of periods and similar 
se ot ‘ characters e ridges which prevent clear 
ikK¢ e€ rule r over 1 inv things | nter thou int the impressior I pi er 1iignment Time —_ 
vv of the Lord’ hardens tlt e! 1 the paper slips. 
) rd Platen I I twice a month For 
During the meeti: ge President Hill welcomed Mr Rvyers eaves tt I ns : ke new rubber. Renewing 
, - ‘ 3-oz. bott!l 12 bottl 
%t Atlantic ( ity, 1 tox ot George F Fox & ( mpany. ! _—— OS. e T 
Cy , , oOo 
cago, and L. A. Hawkes of the C. Howard Hunt Per $7400 $00 rs 
ot LCamdet i J Sold in leading Stationery and 
7) ee Hourament of the mectinsall ececses oi 4 ae Typewriter Supply Stores 
oe ' ICCC all | » WHO GOSsit et throughout the country. Write 
ver nveved it sses to the Waterman Business Men's bed 
Rs h was held at Mecca Temple, 130 West oh | S@RVICe Products 
ee M f : C 
anufacturing Co. 
Sp rh rY \ atty t ) ‘ ior . t t's he ta ; 
Salty tne ne ote lot of attention, buty itis the. ymsecs 174 N. Clinton St. CHICAGO 
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Makes Fill-in “Matches” 


$70 Hand Machines «a: ciso.) 
Ribbon Print 


8 Profitable Uses 


oe 


Re 


- - $335 Motor Machines «a: chro.) 
Ribbon Print ' 


Onn ul & WN 


* Foe 
ie 


ae 4 
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Try It FREE On YOUR jj 
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That Will Surprise You-- 


--As These Famous Firms Testify -- 


American Agricultural Chemical Co., Baltimore 


” UR Ribbon Print Addressograph ‘fills-in’ our form 

letters so excellently that it is very hard to distin- 
guish any difference between the name, address, saluta- 
tion and date (printed by Addressograph) and the body 
of the letter printed on our duplicating machine.” 


Forest & Stream Publ. Co., New York City 


E have no trouble perfectly matching the body of 
the letter with the name, address, salutation and 
date when printed by the Ribbon Print Addressograph.” 


Fayette R. Plumb, Inc., Philadelphia 


“-W\HE mechanical ‘fill-in’ of the Addressograph permits 

us to regulate the pressure and color to a degree not 
practical with the typewriter. Our Addressograph saves 
several additional typists who would be necessary to take 
care of our ‘fill-in’ work. From every angle, our 


Addressograph is indispensable.” 


Addressograph-ed ‘Fill-ins’ Boost Returns 15% 
ener \GRAPH-ED ‘fill-ins’ on our letters have 
I 


een pulling 15° returns. Then we tried a letter 
with no ‘fill-in.’ Returns immediately dropped to less 
than 1%. 


Davis Advertising A gency—Indianapolis 


FREE Booklet | 


7 
r 
“How to Get Better of | MAIL 
Results from Pod with your 
Form Letters.” $ Letterhead 
. 
, < TO 
Mail oe Addressograph Co., 


Coupon =f” (903 'W. Van Buren 8t., 
. Chicago, Ml, 


[) Send FREE Booklet “How 
to Get Better Results from Form 
Letters.” 


Send Prepaid FREE Trial Hand 
ichine Will return freight COL- 
unless we buy. 






“Amn 


nd FREE Sample of Metal Address 
ind new Catalog. 
2651-11-26 
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At one writing the Under- 
wood Continuous Fanfold 
Biller will make an original 
and any number of copies up 
to twelve. Each copy is in 
perfect register with the origi- 
nal; each is an exact duplicate 
of it. Each is clear, distinct 
and easy to read. 
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HE slow expensive part of 
billing is not the actual 
typing. It is the detail that 
goes with it — inserting the 
forms, lining them up for writ- 
ing and shifting carbons. 


The Underwood Continuous 
Fanfold Biller relieves the typ- 
ist of this time -wasting, expen- 
sive detail. It handles the forms 
in a continuous strip instead 
of separately. It automatically 
feeds them into the machine 
and aligns them for writing. It 
shifts carbons from the writ- 
ten set of forms to the next. 


A demonstration, at your of- 
fice or ours, will show how 
the Underwood Continuous 
Fanfold Biller will speed your 
billing. 


UNDERWOOD TYPEWRITER CoO., INc. 


UNDERWOOD BUILDING 
Branches in Principal Cities 








HEED ET Cdedenteny 
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othcers, the Wichita and Tulsa clubs must appoint si 


next nventior Owing to the tact that the Apel lubs 7 New Mod 
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mn 
vention at Chicago the week of October 19 It brought 


. U.S. Pat. Off) 


Britons Entertained at Seymour Home. 
The United Typothetae of America held its annual c 
(Reg 


to the city A. E. Owen-Jones, who represented the Sta 


tioners’ Association of the United Kingdom at the Grand 


Rapids convention of the National Association of 
Stationers, Office Outfitters and Manufacturers, and A. E 
Goodwin, who was a speaker at the formal dinner of the 
Typothetae. Mr. Goodwin represented the British employ- 


ing printers at that meeting. 
Fred P. Seymour, vice president of Horder’s Inc 


Chicago, and third vice-president of the National Associa 


tio! f Stationers, Office Outfitters and Manutacturers, 
y dinner in honor of these distinguished Britons and 
several friends of the Seymours The guests were also 
entertained at a ootball game played by the Oak Park 


District No. 1 I. S. M. A. 

District No. 1 of the International Stamp Manufacturers 
Association met at the Statler hotel, Buffalo, N. Y., on Sep 
tember 19. A satisfactory attendance was present Che 
meeting convened at 10:00 a. m. and adjourned at 6 p. m 


ith an | } 


hour for luncheon. The time was occupied re 





ts of the various district executive chairmen and short 


talks by past president, David T. Jensen of New York City 


nd James O. Corbett, field secretary. Interesting revorts  Qyeater clearness--Greater accuracy 


business conditions were also received. Selling pt ems 


vere quite thoroughly discussed with the NEW MODEL 10 


} ne 1eeting wi > Idi Toledo {) Oo anuary 
bent mecting WAi be Aelita) re TNTIL you've heard this latest triumph in Dictaphone 
machines, you don’t know how clear and easy Dicta- 
scutes aca phone dictation can be! With the Supersensitive Voice 

Boughton President Chicago Office Appliance Man- Recorder (which is only one of the New Model 10 improve- 
agers. ments) every syllable—every intonation—is as audible as 

, actual conversation. 
Frat M. Boughton of The American Multigraph Sales Result: Comfort 


for your secretary—your letters tran- 
Cor ny, has been elected preside: t of the Office Appli cribed with an accurac y and speed that will amaze you! 
ance Managers’ Association of Chicago for the next twelve ry dictati1 g the Dictaphone-way, if you don’t yet know 
this method. No waiting for a secretary; you dictate any 


time that’s convenient. And your secretary doesn’t need 
vice president, and Ray B. Drum of The Todd Company tin f 4 


months. Otto J. Dreibus of Postage Meter Company is 


wait for you to begin her day. Real office efficiency 
reasurer. The new officers are working all around 


ut an attractive program for the regular weekly meetings Free trial without expense or obligation 


— — 





Stamp Men Hold Zone Meeting. 
Zones seven and eight of the International Stamp Manu 


facturers Association held a combined meeting at Los An 


geles on October 22, 23 and 24 at the Hotel Biltmor« 
Apela Clubs in National Convention. 
Che National Association of Apela Clubs held its third 
innual convention at Wichita, Kas., the middle of last 
mont Che following officers were elected Sam Barnes, 


Farmers and Bankers Life Insurance Company, Wichita 


Kas president: Edgar T. Van Eman, Rand Company 
Tuls Okla... vice pre sident; and H ) Brooks of the 
Brook Letter and Addressing Company, Wichita, Kas 
s¢ treasure 


Directors remain the same, but as the new president and 


sident automatically become directors when electec 


nal headquarters will remain in Wichita until the 


10 Transcribing Machine The machine the secretary 
newly organized. no rules have been made concerning uses in transcribing from nders made on the dictating machine. 


ition of national headquarters and headqt 


101 mended xing a permanent placs This cannot be 


lone vy until the next convention CRES USPAT OFF) 





ean next Convention will be held in Kansas City, Mo, in DICTAPHONE SALES CORPORATION 


, . p aaa as 154 NASSAU STREET NEW YORK CITY 
Vt g vot tf appreciation was given by the delegates Cable Address: Dictaphone, N. Y. Code: Bentley 
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FILE BOARDS 


MOUNTED WITH CLIPS 
standard note, letter 


and cap sizes— 


—— 





falcon 
star 
stay-open 





WITH ARCHES | 


complete equipment } 
boards, arches, ( 
indexes, covers, 
perforators, etc. 


RULERS 


For every purpose — school 
and commercial—all kinds of 
edges, brass, steel and celluloid. 


Flexible, single bevel and 
double bevel, all lengths 6 to 


24 inches— 








Packed in picture cartons for counter and 
window display 





alco 
Stationers Liv® 


American Mfg. Concern 


Falconer, N. Y. 











to the Wichita Apela Club for the wonderful convention 
and entertainment furnished. 

The convention was called to order on Saturday, October 
17 at 9:00 a. m. with group singing the first thing on the 
program. Charters were presented to newly formed clubs 
belonging to the National Association of Apela Clubs 

John H. LaGrant, purchasing agent of the Kansas Gas 
& Electric Company. delivered a splendid address on the 
ethics of salesmanship. 

It was voted to copyright the name Apela for exclusive 
use of member clubs. 

More than one hundred delegates attended the conver 
tion from the twelve cities having Apela clubs. 

Resolutions were adopted thanking the Wichita (¢ 
and the city of Wichita for its hospitality and praising the 
retiring president and the secretary-treasurer, Glen R. Fos- 
ter of Oklahoma City for their splendid work during the 





past year. 

Called upon for a speech, the new president repli 
briefly that he pledged himself to do all in his power 
spread the gospel of Apelism or service for others during 
his administration. Wichita will be the headquarters 
the national body. Mr. Barnes will visit every one of the 
eleven clubs during the coming year as well as new clubs 
that may be formed. 

National President Barnes in a letter to Office Apy 
ances says that the newly elected officers are outlining a 
program for extending the club activities following in a 
general way the plans of the present administration. They 
hope to make Apela a strong and far-reaching organiza 
tion. The clubs already chartered are fine organizations 
and the membership everywhere is of a high type 


Quimby Road Salesmen Attend School. 
During the week beginning Monday, October 5, a nun 
ber of the road salesmen for Edward H. Quimby of Dover 
attended a school of instructions held by the Sundstrand 
Adding Machine Company in Boston. Mr. Quimby repre 
sents the Sundstrand in Maine, New Hampshire, Vermont 

and part of Massachusetts. 

The school was held to educate Sundstrand representa 
tives in the New England States in machine bookkeeping 
the company having recently added a bookkeeping mod: 
to their line of machines. Among those who attended t 
school are W. Frank Gardiner, Houlton, Me.; John ( 
West, Lewiston, Me.; Ira S. Knowles, Portland, Me.; I 
E. Nason and Philip W. Watson of Dover; A. H. Ericsson, 
Littleton; H. H. Connick, Manchester; L. M. Kinsley, 
Barton, Vt.; Ernest G. Burke, White River Junction, Vt 
and L. P. Wood of Burlington, Vt. 

Among recent additions to the Quimby organizations 
are the following: Elton S. Young, formerly a teacher 
the high school at Brattleboro, Vt.; A. D. Gross, formerly 
a Burroughs representative, Burlington, Vt.; and “Phi 
Watson of Dover, to the sales force and, in the service 
department, George H. Dennis of Marblehead, Mass., for 
twenty years repairman with the Underwood and Re: 
ington Typewriter Companies, and Newton Carrol 
Dover. 


Kalamazoo Entertains High Record Men. 
The Kalamazoo Loose Leaf Binder Company held 


house in October for a group of twenty-one salesmer 

had maintained high records during the hot months After 
registration, the salesmen were entertained at golf 

Gull Lake Country Club, and later enjoyed linnet 

Gull Lake hotel. One day was spent in an autor 

tour of Western Michigan, ending with a dinner 
Peninsular Club, Grand Rapids A theater party was 


another diversion. The closing day was spent in a ht 
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'!! DUPLICATION !!! 


A single dollar has limited purchasing power. 
But multiply it a hundred, a thousand, a mil- 

lion times, and you have great power. By this 
potent principle are sound ideas worked up 

into large and profitable accomplishment. Mul- 
tiplied power! Today the Mimeograph is a 
titanic force in business and education because 

it is a great multiplier. With almost unbeliev- 
able speed and mathematical certainty, this 
tireless precision-tool makes immaculate copies of 
letters, forms, charts and diagrams—an hourly 
output running easily into the thousands! What 
this may mean in time saved and money earned for 
you, is simply told in an interesting booklet, gladly 
sent without charge by A. B. Dick Company, 


Chicago. Write for it and read the facts about the 


MIMEOGRAPH 
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National 
Loose Leaf 


and Bound Books | 








Why National Ledgers Sell 


Salable: You don’t have to do all the selling. Strong consumer advertising in the 
Saturday Evening Post and other magazines, backed by our special merchandising plan, 
make it easier to sell Nationals. (Write for this plan.) 


Reliable: National Ledgers are painstakingly built of best materials, by skilled work- 
men, to give years of good service. 


Distinctive: National ingenuity made possible such an outstanding success as the now 


famous Aladdin Keyless Ledger, which expands at a touch. 


Complete: There is a National Ledger in size, style and price to meet every require- 
ment. (See pages 7 to 13 in our new Loose Leaf Catalog S, for prices and descriptions.) 


Select a stock of National Ledgers to tie-up with our Ledger advertisement in the 
December 19th issue of the Saturday Evening Post. 


(Write at once for a copy of new National Loose Leaf Catalog S) 


NATIONAL BLANK BOOK COMPANY 
112 Riverside, Holyoke, Mass. 


56 Duane Street 626 W. Jackson Blvd. 1001 Market Street 
New York, N. Y. Chicago, Ill. Philadelphia, Pa. 
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Spencerians As Business Getters ‘ 
y A 
‘ =s2ae)F PEOPLE didn’t think of stationers’ shops 
¥ \ : ‘ P | 
‘ ) as places to buy pens, pencils, ink and ‘ 
" ¥ paper, you'd rarely have the chance to ( 
‘ ) | 
sell the higher priced specialties. The , 
t 
‘ wise stationer displays the little things to help sell 5 
Vy) “ 
more of the big things. i 
That’s why Srencerian Pens, properly dis- f 

‘ Pa 
played, are one of the most valuable items in your 2 
i ; t 
line. For nearly seventy years they have been ad- ; 
: « ¢ « ‘ ‘ 
vertised to all who use pens. They are known to ? 
, write better and last longer than otherpens. That’s i 
ad . 
because they are handmade of the finest Shefheld , 
: , P t, 
steel, by the world’s best craftsmen. ; 
~ ° a 
If you can sell more pens, you will sell more , 
supplies of all kinds.To help you sell more Spen- ‘ 
° ° . h 
cerians next year we will give you more sales help 1 
~~ @ Ss t 
and more effective advertising than ever before. ; 
° e 
‘ We will make the sales of SpenceRIAN PENs more , 
¥ P) 
i profitable to you bysupplying you withthe means ; 
of incre asing } yourturnover. Our re presentatives , 
; ( 
: and later trade announcements will bring to you ‘ 
the full details. SpeNcerIAN PEN Co., 349 Broad- ( 
P + 
way, New York City. , 
; ‘ 
: 
; 
Kl 
; 
¥ 1 
; 
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Dealer satisfaction with the Canton line of steel 
products arises from the fact that the various articles 
can be pushed with the secure feeling of no adverse 
come-backs. 

The whole-hearted support of dealers the country 
over has made the Canton line outstanding in its field. 
Dealers who take pride in the quality of their mer- 
chandise will find it worth while to investigate our 
“different from the others” proposition. Write for 
details now. 


THE CANTON ART METAL CO. 
CANTON, OHIO, 
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ness conference at the home office in Kalammazoo, Mich. 

The salesmen present included: J. W. Hamilton, Kala- 
mazoo; J. E. Turner, Kansas City; R. C. Berry, Pittsburgh; 
David E. Borg, Philadelphia; R. E. Fisher, Detroit; W. T. 
Martin, Dallas; F. D. Organ, Chicago; W. A. Hogan, 
Philadelphia; A. G. Van Loozen, Detroit; H. H. Roeder, 
New York; E. E. Masten, Syracuse; Ralph Suckling, New 
York: W. D. Lamborne, Washington; Thomas Stone, Dal- 
las; J. R. Knapp, Newark; W. H. Parsons, Albany; C. E. 
Coleman, Washington; W. E. Bridwell, Nashville; J. H. 
3oone, Buffalo; C. D. Poulson, Dayton. The entertain- 
ment was directed by a committee from the home office 
organization which included Leon L. Allyn, sales man- 
ager, Theodore Kornmann, Leslie Moon, Robert Emmett 
Maloney and Gordon Bloom. 

New “Royal” Club Formed. 

At a recent meeting at the Great Northern Hotel, the 
salesmen of the Royal Typewriter Company formed the 
Royal Club, which will meet the first Saturday of each 
month. At the opening meeting Fred G. Kennedy spoke 
on “Loyalty to the Company and Faith in Its Product.” 
Manager W. B. Larsen talked on “Progress and Prestige 
of the Royal.” John M. Roberts had charge of the 
initiatory work and spoke upon “How to Succeed with the 
Royal,” having during his fifteen years of Royal 
service acquired five sons, an attractive house in the city 
and a comfortable place in the country. 

Edward Johnson used the meeting as an occasion of 
celebrating his twenty-fifth year as a typewriter salesman. 

A quartette of pioneer salesmen, until recently competi- 
tors—William G. Brown, A. P. Hamill, F. W. Hustedt and 
E. J. Barnett—were initiated into the group. 

B. P. Hamil acted as toastmaster, at which job he is an 
old hand. 

The officers elected for the ensuing year were: B. P. 
Hamil, president, and Robert C. Goldblatt, secretary and 
treasurer. 

New Underwood Advertising. 

The Underwood Typewriter Company of New York, N. 
Y,. have recently gotten out seven new pamphlets, five of 
which are before us. These are in the form of folders, 
one division of each being a private postcard with pictures 
of three different Underwood models with a request that 
the would-be customer check the model in which he is 
interested, sign and return to the company. These folders 
are variously entitled, such as Perfect Timing, in which 
the type bar action is explained; Reserve Power, in which 
it is explained why the fingers cannot outspeed the Under- 
wood; Rhythm, explaining why either expert or beginner 
can write on the Underwood with accuracy; No Lost 
Motion, in which it is explained that the location of the 
various levers, stops, etc., is such that the typist makes 
no unnecessary motion when operating the machine, and 
Accuracy, explaining the adjustable type guide which is 
one of the reasons for Underwood accuracy of alignment 
and operation. 

Invincible Announces Price Revision. 

The Invincible Metal Furniture Company, Manitowoc, 

Wis., has circulated Price List No. 45, effective October 


21 This list includes the No. 700 line “Econof le,” with 
roller suspensior 900 line, with progressive roller slide 
suspension; “Add-to-sections” in letter and cap sizes; 800 
line with progressive roller slide suspension; card index 
sections; waste baskets; steel steps for file vault us¢ 


This new list includes several additional items in the 
Invincible line Che new 900 line now comprises all 
binations Some new combinations have been added to 


the 700 line, which is now complete. 











REGAL REBUILT ROYAL 
TYPEWRITERS 


America’s Leading Newspapers carry the 
Regal Story to over ten million potential 
typewriter buyers, featuring, in each case, 
the name of the local Regal Distributor. 


Commercial Stationers and Office Equip- 
ment Dealers find the Regal Rebuilt Royal 
a profitable addition to their lines. 


ROUGH 


TYPEWRITERS 
ALL STANDARD MAKES 


A revolving stock of 10,000 machines 
(various makes) always available. No 
retail stores---no retail sales---no retail 
rentals---no direct mail order business--- 
therefore no culled stock. 


Wholesale Exclusively 


Shipment from 78 Cities 
Warehouses in New York and Chicago 


Ask for Our Quotations 


REGAL 
TYPEWRITER COMPANY, Inc. 
Marcus Harwitz, General Manager 


314 Broadway {2-14 So. Jefferson St. 
New York City Chicago, IIL. 


























90 OFFICE APPLIANCES November, 1925 


~ 
cA 

Handsome Daily 

Reminder Calendar 


with Double the 
Memorandum Space 





STANDARD 
BUSINESS 
CALENDAR 


OVER TWENTY SQUARE INCHES 
OF MEMORANDUM SPACE 
Made in Two Finishes: 
Brown - - - - Retails for $1.50 
Gold Satin Finish = ** $2.50 
Less 50% Discount to Dealers 


Order from your Wholesaler. 
If he cannot supply you 
write direct to 


THE JERSEY CITY PRINTING CO. 
JERSEY CITY ~ NEW JERSEY 


Also Manufacturers of the 


FORGET-ME-NOT CALENDAR 
FOR THE HOME 











The Stork Calls 


Prince Tut Appears. 

Robert Bruce Tuttle arrived at the household of Mr. 
and Mrs. B. A. Tuttle, South Bend, Ind., on October 3, 
1925, and has been duly added to the staff of the Tuttle 
Corporation, of which his father is president. We judge 
from the announcement of his arrival that Tuttle pere has 
abdicated and that Tuttle fils is the new king Tut of the 
household. 


Rudolph William Mueller, III. 

Rudolph William Mueller, II], sought shelter October 
10 at the home of Mr. and Mrs. R. W. Mueller, Jr.. New 
York, N. Y. The youngster weighed 6% pounds at birth, 
and brought a huge tonnage of happiness to his dad, who 
has been with the New York office of the Esterbrook 
Steel Pen Manufacturing Company the past six years 

Master Bowler. 

Ralph Bowler of the Buckeye Ribbon and Carbon Com 
pany, Cleveland, O., is the proud father of a fine boy, and 
both mother and son are reported as doing well. Mr. Bowler 
is under the care of a physician, having been operated on 
for appendicitis several weeks ago, and is expected back 
at the office soon. 

Combination Desk Pad. 

“Practico” is the name of a new desk pad with glass top, 
combined with a complete desk set. 

The pad is standard size, made of the best materials and 
is of the highest standard of workmanship in every 
ture. The desk set, attached to the pad, is contained in a 





THE “PRACTICO” DESK PAD 


case of genuine leather, the cups which contain the ink 
wells, pen tray and cigarette holder being of spun copper 
The inkwells are Sengbusch. The article is attractive, us 


ful and enduring. It is made to retail at $25.00. It is being 
offered to the stationery trade by the manufacturers, The 
Practico Desk Pad Company (not inc.), 1302 N. Halsted 


street, Chicago. 
Petty Now With National Bank Note Co. 

W. J. Petty, secretary of the Forman Bassett Company 
for nearly a quarter of a century, has resigned to accept a 
position as general manager of the National Bank Note 
Company of Cleveland 

Brooks Co. Takes Visible Records Sales. 

The Brooks Company, 715 Superior avenue, Clevelan¢ 

Ohio, and 226 West Adams street, Chicago, has taken overt 


the entire advertising and sales departments of the Visibl 


Records Equipment Company. This deal became effective 
on September 1. 

The Visible Records Equipment Company has recent! 
incorporated, taking into the new organizatio1 Steel 


Back File and Ledger Company, doubling production ca 
pacity. The company also produces and sells through the 
Brooks Company organizers and multiple units—tw: 


ferent types of stands which contain “Flex-Sit 
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SECTIONAL BOOKCASES 


(CHOOSE father's gift early and wisely. In a Weis Sectional Bookcase you have 

a Yuletide remembrance both beautiful and useful—a gift that will contribute to 
the appearance of his den, protect his books, and keep alive the Christmas spirit for 
years to come. Weis Sectional Bookcases come in a variety of styles, woods and 
finishes, to meet all library and decorative requirements. Our catalog, sent free, 
together with dealer's name, describes in detail the dust-proof construction, slam-proof 
doors, patented door equalizers and other features which have made them America's 
greatest sectional bookcase value. 


THE WEIS MANUFACTURING COMPANY 
Monroe, Michigan 


Manufacturers of Sectional Bookcases, Filing Equipment and Office Supplies 
New York Representative: A. H. DENNY, Inc., 356 Broadway 
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This Weis Advertisement Appears in 
The Saturday Evening Post 
November 14th 


Continuous advertising in representative space Turn to the next page and read full details 
in The Saturday Evening Post is creating a of Weis’ consistent advertising policy—and, if 
growing interest in Weis Sectional Bookcases. you have not already done so, take the step 
The above advertisement appears in the No- necessary to “tie up” with this advertising 
vember 14th issue of this widely-read medium. and derive a full share in its benefits. 


























— Cling theWeis 


2.300 
PEO 






Once each month The #e& Manufacturing 
Company is using representative space in 
The Saturday Evening Post to tell its 2,300, 
000 readers the advantages of Weis Sectional 
Bookcases, Filing Equipment and Office 
Supplies. 


The inquiries from these advertisements- 
and they are many—are being turned over 
to the many alert dealers who have pooled 
their interests with Weis’ in this business- 
building program. 


Consistant advertising in the Post, invaluable 
as it is, is only one of many helps made avail- 
able for Weis dealers through the placing 
into effect of a broader merchandising policy. 


Folders, display cards, Newspaper advertise- 
ments, and other effective helps are now 
being distributed to Weis dealers for use 
locally. Other helps and suggestions are to 
be extended from time to time. Nothing 








will be left undone which will serve to make 
Sfx products more generally known, and 
the Weis name an even greater asset to dealers. 


On the preceding page we reproduce a Weis 
Bookcase advertisement which appears in the 
November 14th issue of the Post. Another 
Bookcase advertisement will appear December 
12th—right in time to suggest to these thou- 
sands of readers the desirability of Weis 
Sectional Bookcases for Christmas giving. 


Tie up with this Christmas advertising and 
subsequent advertisements. The Weis Book- 
case Demonstrator idea, described fully on 
the following page, enables every dealer, no 
matter how limited his field may be, to 
increase his sales of sectional bookcase equip- 
ment. Your Christmas sales, especially can 
be materially increased, if you act promptly. 
Write us immediately and the Demonstrator 
will be shipped to reach you far in advance 
of the Christmas demand. 








ee 














With the 9% Sectional Bookcase Demonstrator 
you can tie up with Weis advertising and develop 
a real sectional bookcase business in your com- 
munity, at relatively small initial expense. 





The Demonstrator (illustrated) consists of a 
French leg drawer base, three standard book sec- 
tions and one regular top. With it are also sup- 
plied samples of the woods and finishes in which 
Weis Sectional Equipment may be had, display 
cards, window display suggestions, folders, cuts 
and copy for newspaper advertising and other 
merchandising helps. 








The list price of the Demonstrator, in Light or 
Dark Oak is $39.50 or $44.00 in Imitation Mahogany 
or Walnut, f.o.b. Monroe, subject to our liberal 
dealer discount. It occupies but three square feet | 
of floor space. Dealers find the Demonstrator 
unit an excellent means of proving that they can 
sell sectional equipment before making a substan- 
tial investment in stock. The Demonstrator 











enables them to display the many outstanding 
features of Weis construction to their customers, 
and supply resulting orders out of Weis factory tHE WEIS MANUFACTURING COMPANY 
stock ; a i 

; Monroe, Michigan 


Manufactu f nal Bookcases, Filing Equipment and Office Supplies 
New York Representative, A, H. Denny, Inc., 356 Broadway 


























Slre you 
ready for 
— COpransfer time ? 











Transfer Time will soon be here. Let it bring 
greater sales and profits to you than ever before. 
The Weis General Catalog-——a complete index of 
all that’s new and practical in Filing Supplies 
and Filing Equipment—points the way. Write 
today for a copy. 


The Weis Line includes almost every needed 
Transfer Time item: Card Index Outfits; Check, 
Note and Draft Trays and Files; Document File 
Cabinets; Fibre Board Letter Files and Transfer 
Cases; Wood and Fibre Board Stationery Cab- 
inets;: Filing Cabinets, File Folders, ete. 


Buyers favor the Line because of the quality it 
offers at lowest price. Dealers favor the Line 
because of its rapid turn-over, liberal margins 
and because they can stock it with full assur- 
ance that there will be no factory or factory- 
branch competition to contend with. 


WEIS Products are sold through legitimate deal- 
ers only. The Weis Manufacturing Company 
does not own or operate any branches, or compete 
with its many dealer friends in any way. That 
dealers consider this point of utmost importance 
is indicated by the ever-widening channels of 
Weis distribution. 


Sf cls 


The Weis Manufacturing Company 
162 Union Street 
Monroe, Michigan 
A. H. DENNY. Inc., 356 Broadway. New York Cir 
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EVERY 
CHECK -BOOK USER 


is a prospect for the 


PERSONAL PROTECTOGRAPH 


Twenty million bank depositors daily 
write 2,000,000 checks--your most valued 
customers are pith. 
among them | (SA hp 








The 
New Personal 
Protectograph 


*18 


Slightly higher outside 
U. S. # 


You render your customers a most valu- 
able service when you sell them the Personal i 
Protectograph. For it is the sure means of national advertising. A brand new market 
safeguarding their funds against check fraud '!S a your door. 

through which $100,000,000 is lost annu- 7 
ally, i to a unbiased estimate. [he Personal Protectograph sells for $18— 

3s a price that gives you a fine profit. Sales 

[he Personal Protectograph is a Todd pro- and service offices in all the principal cities 
duct—a quality article through and through. of the United States. Phone or wire our 
Easy and quick to operate. It shreds the nearest office at once for full particulars of 
amount into the very fibre of the paper. our new Sales Plan on the Personal Protecto- 
Writes in large, clear figures with indelible graph. Complete cooperation including win- 
ink Closely spaced figures give positive dow and counter displays and descriptive 
protection even against ‘‘pen changes’—the literature. This is your opportunity and 
clever rnethod that does not need erasures now is the time. Remember the big holi- 

day trade is coming. 

Wherever the Personal Protectograph has 


been ‘oduced it has been e isiastically 
en introduced it has been enthusiasticé I The Todd Company 
received. Bankers endorse it. Owners take : — 
pride in using it. The demand for it is Protectograph Division 
growing all over the country, due to our 1129 University Ave. Rochester, N. Y. 
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ai((o Special Cards 


| Completely Equipped Factory for 
| Reabial Ruling, Printing, Tabbing, Number- 
ing and Punching. 














Special Cards, Guides, Filing SystemsTo Order 


Quick Service—High Grade Records—Low Prices 


Prompt Quotations by Return Mail 





Boston Index Card Company 
113-115 Purchase St. 


Boston, Massachusetts 
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Horder’s New Catalogue Departmentized. 
4 copy of Horder’s, Inc., Chicago, new catalogue of sta- 


tionery supplies and furniture is interesting in more ways 


than one. It is an 8% by 11 affair with more than 300 
pages. It is issued three times a year, the present cata- 
being No. 33. It went into effect October 5. The 


cover is done in three colors and there is an eight-page 
colors featuring Horder’s imprint loose leaf line. 
Several other pages appear in color throughout the cata- 


It is worthy of note that the firm stocks 10,000 items. 


Prices are Chicago store prices and are net up to the 
juantities shown and are guaranteed against advance until 
January 1, 1926. If declines take place in the market, 


ustomers are assured of receiving the benefit. 

[he catalogue is departmentized with sections for the 
Accounting Department, Purchasing Department, Sales 
Department, Production Department, Shipping Depart- 
ment, Traffic Department, Banking Department, Attorney’s 
Department, Contractors’ Department, Garage Depart- 
ment, Real Estate Department, Stenographic Department, 
Filing Department, etc., thus facilitating the use of the 
book in the hands of the purchaser. Goods for any de- 
partment can be found quickly and easily Practically 
every item is illustrated. 


New York Stationers’ Golf Association. 

The Stationers’ Golf Association of New York held its 
annual meeting on October 20 following the final outing of 
the season at the Richmond County Country Club on 
Staten Island. The committee of hosts, consisting of F. G. 
Huber, J. J. MacPherson and C. P. Finck was assisted by 
the entire board of directors and the season closed with a 
most interesting time. H. B. Barnett in charge of the en- 
tertainment, introduced James G. Thomas, basso of the St. 
Cecilia quartette. Other features of interest were also pre- 
sented. A number of useful and handsome prizes were 
awarded 

The prexious tournament held at Wheatley Hills was a 
fairly well attended event. This was the last tournament 
at which points for the season’s cups could be wor Prizes 


and points on the season’s cups were as follows 


Class A. 


Gross Handicap Net Points 


G. H. Kingsley, Ist........ 83 18 65 5 
L. H. Isern, 2nd Meee? 15 72 3 
F. P. Crowe, 3rd cia ee 18 73 2 


Class B. 
Gross Handicap N 
G. W. Fera, Ist. c< Se 36 7 


R. Aberli, Jr., 2nd xe 30 ( 3 
L. H. Tavernier, 3rd....... 103 25 8 2 
Che standing for the season on points is as follows 
Class A—R. A. Kennedy, 16; H. O. Tompkins, 12; G. H 
Kingsley, 12; C. H. Dunning, 8; C. A. Meyers, 7; L. H. 
Isern, 7; F. G. Huber, 6; A. W. Williams, 5; H. L. Car- 
man, 5; C. D. Brewer, 4; W. S. Stafford, 4; F. P. Crowe, 
+ G. M. Stavely, 3; F. C. Scott, 2; H. Berolzheimer, 1; 
H. Haupt, 1; H. H. Meyer, 15; E. S. Lyon, 10; L. H. Tav 
11.66; G. W. Weyand, 8; D. T. Crossman, 6; C. C 
Shee, ( N. R. Kremer, 6: J R. Brundage, 6; J I Holl 
we 9; G. W. Fera, 5; W. G. W te fm 4A. £ 
Ja 4; F. ( ehslage, 3; R. A 3; L. Bogart 
2. i - d, 2; Tom W 2; R. F. Alli 


E. Faber Distribution in South Africa. 


House f Eberhard Faber, New York, N. \ has 


appointed B. P. Davis. Ltd.. distributor in Sout! Afri 
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Your Livest 
Pencil Item 


HE stationer who features 

Semi-Hex knows that it is 
his most profitable pencil. There 
is nothing of the ordinary about 
Semi-Hex—or the things Semi- 
Hex does. 





Starting with an exceptionally 
good pencil Semi-Hex has been 
constantly improved wherever 
possible. It has been nationally 
advertised. Real dealer helps 
that actually sell are constantly 
being developed. An unusual 
safes plan minimizes competition 
ind the price cutting bug-a-boo. 





Semi-Hex is your livest pencil 
item. It is “the pencil incom- 
parable.” Write and ask us to 
prove it with samples, prices and 
the General Pencil “Mutual Prof- 


GENERAL PENCIL 
COMPANY 


New Jersey 








Jersey City 


ioe? 
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} 
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“Wagemaker or Equal 


means 


Wagemaker Only 


There is no substitute for Wage- 
maker 10 point construction. 


Every installation is there for an 
assurance of future business. 


In addition to these 10 points of 
structural superiority, 


Full particulars of which we will 
gladly furnish by mail, 


WE NOW OFFER 


. | eRegetey | 
SS wd Ly mone V7 
ie eecces 





REG.U.S. PAT.OFF. 


The Armor-Plate Finish 
on All Lines 





“THE LINE OF LEAST RESISTANCE” 
Grand Rapids, Michigan 
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Wedding Bells 


Johnston-Towne. 

Miss Dorothy Johnston and Mr, Herbert Sands Towne 
were married at the First Christian Church, Springfield, 
Ill., October 10, the Rev. William F. Rothenburger 
officiating. Mrs. Towne is the daughter of Mr. and Mrs 
J. C. Johnston, of Springfield, and the groom a son of Mr 
and Mrs. Edward Shelton Towne, of Holyoke, Mass. Mr 
Towne is a member of the National Blank Book Company’s 
organization at Chicago. The wedding ceremony was 
preceded by a half-hour musical recital, with R. Albert 
Guest at the organ, and Taylor’s augmented orchestra 

The bridal party included Robert Sargent Hibbard, best 
man, Pittsfield, Mass.; Richard Towne, Holyoke; Herbert 
Lincoln Frink, Holyoke; Edward A. Fargo, Jr., Evanston; 
Alan Notman, Springfield, Mass.; Ogden Vredenburgh 
and Herbert Bartholf, Springfield, Ill, ushers. Miss Leigh 
Day was maid of honor; and Misses Marian Abels, Ruth 
Dunseth, Margaret Penick and Elizabeth W. Smith, brides 


maids. 

A series of pre-nuptial parties in Miss Johnston’s honor 
was concluded by one given at the Illini Country club by 
Miss Marian Abels at noon, October 10. The out of town 
guests were entertained at a luncheon for twelve in the 
afternoon given by Mrs. W. F. Workman, who resides at 
the new Abraham Lincoln hotel. The same party was 


entertained the evening before by Mrs. Stuart Broadwell 
at her home, 537 South Fourth street. 

Miss Leigh Day was hostess at a club dinner for the 
bridal party the evening before the ceremony Later in the 
evening ninety guests were present at a dancing party given 
by Miss Ruth Dunseth at the Abraham Lincoln hotel 
A buffet supper was served at midnight. 

Tracy Higgins Married. 

Tracy Higgins, general manager of Charles M. Higgins 
& Company, Brooklyn, N. Y., well known ink and adhesive 
manufacturers of that city, was married October 27 to Miss 
Madelyn King Waterman, daughter of Mr. and Mrs. Clar 
ence P. Waterman of Brooklyn and West Hampton, L. | 
Mr. Higgins is the son of Mr. and Mrs. Charles Higgins 
of Brooklyn and Smithtown, L. Il. The weddi 
at the Park Lane hotel, New York City. A reception fol 
lowed the ceremony, after which Mr. and Mrs. Higgins 


g took place 


sailed for Europe on the S.S. Berengaria. 


Spies-Shaw. 


Miss Marie J. Spies and Leslie M. Shaw were married 
at Chicago in October. They established their home 
in a new residence erected by Mr. Shaw in Park Ridge, 
one of the most attractive suburbs of Chicago. Mr. Shaw 
is in charge of the repair department of The Conklin Pen 
Manufacturing Company, while his bride had been secre 


tary to M. A. Fountain, the local manager 


Kosch-Schroder. 


Miss Alice Kosch and S. F. Schroder wet married 
in Chicago last month Mr. Schroder is a member of the 


Chicago sales staff of the Sundstrand Adding Machine 
Company 
Clambake for Forman Bassett Company. 


The executives and customers of the Forman Bassett 


Company, West Third street, Cieveland, held a most en- 
joyable clambake on October 3 at Becker’s Camp, a few 
miles from the city. A baseball game and other sports 
were indulged in to whet the appetite for the feast that 


followed. 
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This Radite tool is setting new Sree 


records for the American dealer 


Because, in actual performance, the Jade Lifetime* 
pen and Titan pencil have so easily outranked the 
whole clamorous field of writing, instruments, their 
continued triumph is made conspicuous today in 
overwhelmin, sales. And since these efficient tools 
of success are linked with Sheaffer sales policies, 
they symbolize a pledge of fair play for the dealer. 
Sheaffer products are not sold through mail order 
or jobbin3, houses, nor are they jiven as premiums. 
The makers stand squarely for the sound principle 
of renderin3, to the retailer a clean profit on every 
retail sale. By cleaving to such high standards, 
with these fine products, is victory made secure. 


Jade Lifetime pen, $8.75 Titan pencil to match, $4.25 


Liberal Sheaffer discounts to dealers 


HEAFFE 


PENS: PENCILS: SKR 


W.A. SHEAFFER PEN COMPANY 
FORT MADISON, IOWA 
*Reg. U.S. Pat. Off. 
under the name Lifetime 
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COLUMBIA 


A full line of high grade steel filing equipment. Correctly 
designed, made carefully from well selected materials and 
beautifully finished. ‘‘Columbia’”’ filing cabinets have proven 
to be absolutely reliable and satisfactory. Among the steady 
users of ‘‘Columbia”’ Filing Cabinets are: 








U. S. Government 
U. S. Navy 
U. S. Army 
City of New York 
City of Philadelphia 
All American Cables 
American Express Company 
American Credit Indemnity Co. 
Anaconda Copper Co. 
Atchison, Topeka & Sante Fe R. R. Co. 
Banco Nacional Ultramarino 
Bayer Tablet Company 
British Empire Chamber of Commerce 
Cluett, Peabody Company 
Cunard Steamship Company 
Cushman Bakery Company 
Duplex Motion Picture Ind. Co. 
Fiske Company 
Famous Players Lasky Corporation 
Gimbel Brothers 
Government of Porto Rico 
Hartford Fire Insurance Co. 
Insurance Co. of North America 
Land Title & Trust Co. of Phila. 
Lipton Tea Company 
Luckenbach Steamship Company 
Loft Candy Company 
Mexican Consulate 
McFadden Publishing Company 
Radio Corporation of America 
Spanish Chamber of Commerce 
Ship Owners Radio Company 
The Title Company of Phila. 
U. S. Fidelity & Guaranty Co. 
John Wanamaker 


Columbia Steel Equipment Company 
1735 Chestnut Street 


Philadelphia, Pa. 
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No. 7800-TS 


No. 50-54 
File Stool 





No. 8500 “Postur’ Chair 





Chatrs, 
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STEEL OFFICE FURNITURE 


A Desirable Economy 


The general acceptance of steel furniture as desirable 
and economical equipment for the modern office opens 
a vast market for sales, both for new enterprises and 
to firms whose equipment is antiquated and should 
be replaced. 


Uhl steel products are utility products. The sturdy 
construction, the ease of moving from place to place, 
the readiness with which they fit into restricted 
quarters make Uhl equipment most suitable for saving 
time and labor on office detail. 


The quick response to Uhl equipment wherever 
shown, soon makes it a leader. Rapid and constant 
turnover produce steady profits. 


An adequate stock should be carried to supply imme- 
diate demands. All Uhl products are fully guaran- 
teed, assuring complete satisfaction both to yourself 
and your customer. If you are not already receiving 
the benefits from the Uhl line, better write us today. 


THE TOLEDO METAL FURNITURE CO. 


1346 Hasting Street, TOLEDO, OHIO 


Manufacturers of Uhl Steel Furniture, Typewriter Chairs, ‘‘Postur’”’ 
Tables, Stands, Vault Trucks and Factory Equipment. 


Incorr ect — Because Correct—Note the de- 
the pelvic bones bear pression in the chair 
most of the weight seat in which the pel- 
Most chairs, when sat vic bones rest com- 
in for a time, force fortably, sustaining 
one to lean forward or only a part of the 
backward for relief weight of the body, 
Proper functioning of and the raised front 
the heart and lungs is portion of the seat 
im possible, permitting the thighs 
to carry the balance 
of the weight The 
low back support sus- 
tains the pelvis in cor- 
rect relation to the 
spine. Seat height is 
adjustable to the per- 
son Back adjusts 
automatically. 
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ARE YOU? 


Are you 


trade doings in 


GREAT BRITAIN? 


If so, there is on.,” one 
way of keeping abreast 
of the times and that 
is by the regular 
| monthly receipt and 
perusal of the 


BRITISH STATIONER 


—a monthly journal 
for the Stationery and 
Allied Trade whose 
editorial pages are 
unique for news, in- 
originality 
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Promotions for Royal Employes. 

J. H. Forshay has been made manager of the general 
collection department of the Royal Typewriter Company, 
Inc., New York City, succeeding Robert Erskine Strong 
who has formed his own realty corporation in Florida 
Mr. Forshay’s connection with the Royal dates back to 
1912, when the whole home office organization was housed 
in three rooms. Previously, he worked in the accounting 











J. H. FORSHAY L. A. PLATZ 





Cc. D. ROE ez. FP. Bue 


department, field department and sales office department 
He has a splendid record to his credit and the recent p 
motion is well merited. 

Bonno Ries, another old-timer in the ranks, takes Mr 
Forshay’s place in the sales department Likewise his 


experience includes an association with several departments 


and finally assistant to Mr. Forshay whom he now suc- 

- . : as oudt Guten 
ceeds. He is well fitted for his new duties a anches 
will find him just as anxious to help and just as sympa 


hetic with their problems as Mr. Forshay was 


L. A. Platz has been made manager of the Cincinnat 
office. For a long time he was one of the traveling audi 
tors. When W. A. Partee took over the Milwaukee office, 
he received his first chance in the sales department as mat 
ager of St. Paul. His work there put him in line for his 
recent promotion. 

C. E. F. Russ, whose work as manager of the Portland 
Ore., office put him in the spotlight, has been placed 
charge of the San Francisco office. It is expected that M 
Russ will continue quota months in his ne¢ home the 
same as in Portland. C. D. Roe, star salesma: ecomes 
manager of the Portland office His machine-a-day res d 
puts him in a fair way to continue the go rk of Mr 


Russ 
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The ‘‘Ayes’’ Have It! 


The ‘‘Ayes’’ are Van Dorn merchants 
who say ‘‘Yes, we have it’’ to .every 
standard or special requirement in steel 


office equipment. 


No prospect ever ‘‘floors’’ a Van Dorn 
merchant by asking for an unusual type 
of standard or special steel office equip- 
ment. The Van Dorn line is COMPLETE 
in every detail and unlimited facilities 
make special requirements easy to fill. 
No danger of losing an old customer 
because he is forced to look elsewhere 
for his needs. Not when you sell Van 
Dorn ‘‘Mastercraft’’ Steel Office Equip- 
ment! 

Sales possibilities? Well, we would 
like to give you all the FACTS! The 
coupon down there will bring them. 


The Van Dorn Iron Works Company 
Cleveland, Ohio 


Branches 
New York — Washington—Chicago—Pittsburgh—Clevelan4 
Agencies in All Principal Cities 


Mr ; we O 
his Ris 
ied 5. “A od 





hi ce, 
; \ c - ' 4 The Van Dorn Iron Works Co., 
lan- Spies. 2685 E. 79th St., 
his ee - ; f Cleveland, Ohio. 
os ’ 7 F Without obligation send me complete 
; ay P v on Van Dorn * tercraft” FILES, SAFES, 
- Se LOCKERS, SHELVING, STORAGE CABINETS, 
- ‘ : DESKS and CHAIRS—GENERAL STEEL OFFI 
i in EQUIPMENT and your facilities for meeting 
Mr every special requirement in sheet steel. 
the :, 
a Narne 
“¢ rd 
eo lO 2? OY }3£3— ai ° 
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FOR FINE LINES INCOLOR | @ Ie, IDEAL 
FOR “3 33 as LOR 
’ CHECKING < 
FIGURING 
UNDERSCORING 


AUDITORS 
DRAFTSMEN 
EDITORS 
EXECUTIVES 


No. 1206—BLUE 
- aot AMERICAN LEAD PENCIL co, FEACHERS 
Net > ™ . : 

No. 1211—REDand BLUE LONCOH. mmesss NEW YORK WRITERS 








Actual size of this display stand is: 11% in. long by 7% in. high. Color of pencil indicates color of lead. 


NIQUE Thin Lead Colored Pencils 


< pomen COLORED PENCILS, which contain lead of the same diameter as 
ordinary writing pencils, fill a demand not met by any other colored 
pencil. All leading dealers have already stocked UNIQUE Thin Lead Colored 
Pencils and find them a great success. 
Now we are pleased to offer a remarkably efficient DISPLAY ASSORTMENT 

which will increase your sales considerably. 

No. 1220 UNIQUE Assortment—as illustrated below, consists 

of a self selling display container of convenient size and arranged 


with easel back for window or counter use; supplied with 


¥% gross UNIQUE Thin Lead Colored Pencils assorted as follows: 


2 doz. 1206—Blue 1 doz. 1208—Green 
2 doz. 1207—Red 1 doz. 1209—Yellow 


Price on application 


As we are rapidly introducing UNIQUE Thin Lead Colored Pencils to consumers 
throughout the country, be sure to carry a complete stock. 


Samples on reauest 


American Lead Pencil Co. 220 Fifth Ave., New York 


(Makers of the famous VENUS and VELVET PENCILS) 
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Reports of Committee. 

Dealers’ and Manufacturers’ Committees of the National 
Association of Stationers, Office Outfitters and Manu- 
facturers Submit Convention Reports. 
ports of committees were published in 
and October and 
passed upon at the ensuing convention 


[The following re 
1 Association News in September 
| | 


iscussed and 


Grand Rapids 
Reports of Dealers’ Committees 


COMMITTEE ON LOOSE-LEAF DEVICES 











Nes ss to say the ultimate objective of any stationer or met ant 
handling loose leaf devices is their sale at a profit 

Accordingly your mittee in presenting the following report have 
acted on the suggestion of the Association manager, and endeavored to 
wihere to the discussion and presentation of constructive selling ideas 
Quite probably many f the ideas which we are embodying in this report 
will be old to the stationer, and undoubtedly most of the plans have been 
tried out with various degrees of success Nevertheless something will 
have been accomplished f we succeed only n bringing home the one 
fact that in loose leaf devices and the necessary forms and sheets lie 
the stationers’ greatest business building opportunity Probably none 
other of the varied lines implied in the term stationer’’ offer the ‘‘come 
back f loose leaf, and consequently the dealers should give this line the 
nsideration it deserves from every angle 

When a man goes int business today, it is imperative that he start 
his records at once, and except in unusual cases a bookkeeping system 
constitutes almost his first purchase Here is the dealer’s opportunity te 
be of service, and if he has built his organization and store to render 
prompt and helpful service in this direction, he has in all probability 
secured a steady er 

In studying this angle of the loose leaf business, your committee has 
found that the stationers who are establishing themselves successfully with 
their various communities in loose leaf are employing back of their 
loose leaf counters men with at least a good working knowledge of 
accounting Such men can recommend intelligently the binders and forms 


best adapted to the istomer’s needs. There is constant opportunity to 
offer suggestions to floundering young men and women office assistants 
who are perhaps just a trifle vague in starting a system for a new 
business, or in attempting to carry out an employer's idea for a new 


record in an old business Such 
the buyers of bookkeeping rec 
ther offic the benefit 

The personnel of one 


th arly successful it I 


assistance is rarely 

rds are very often the 

to the dealer is ol 

mimercial stationery house 

, lding its loose 

ive a particular knowledge, includes 
. } 


forgotten, and as 
buyers of various 
supplies vious 

which has been pat 
and of which we 


this department 


leaf business 


four 


salesmen in 


rhe ma i charge * an all-round stationery man of approximately 
seventeen years’ experience who has picked up a working knowledge of 
many of the forms and who, though not an accountant, has developed 


a knack of offering helpful suggestions out of his experience Assisting 
him 1 young man with a thorough knowledge of accounting. a former 
office who studied accounting and holds a diploma from a good 
school rhe other tw young men in this department are both well 
bookkeeping courses which they have taken up at night school 
pursuing with enthusiasm. To supplement this rather formidable 





are two of the 


for outside men of 
qualifications 


lalizes in 


ompany's probably even superior 


one a m sped machine bookkeeping 


devices, 





while the other makes use of his accounting knowledge on small systems 
and it ther ways Of course, this firm support a number of other out 
side mer but the 1 nt to be brought out here is that the organization 
embraces at least six who are able to do 1 creative work in the 
merchandising of loose leaf binders and forms 

The moral lies in the simple statement a fact; the firm referred 
to has trebled its loos« af business in three years, and it is still ir 

using It might also be well to mention that this remarkable increase 
has beer iccom plished n the face of cut-throat mpectition and n 
spite f a atrict a erence to price Such is ¢ eward of inte gent 
servi N that we expect every dealer to have as large a force of 
trained men as ir nstance, but we do believe that every eale 
regardless f the size s business, should ave it least one two 
nen wi ire fairly onversant with accounting methods If sor 


countered in obt ning employees of this stat . Proper manag 





t inge i in whereby at least on two of the regular 
Saliesmen may familiarize themselves with accounting practices 
Aly very tow boasts of a night school or there ars or 
sx achool t rywhere accountants looking for extra money 
who a t adverse g a little tutoring a recompense All this 
dle the regular t ning, and enthusiasm hich should, of course 
‘ into the sale en by the executives If such an dea = « 
it ensive in t ost of wages and training, remember a ys 
t ‘ f outfit ‘ the replacement of sheets 
over ait f years im] that the firm wi {s 
: f t I ume whor they fr resent ' t 
t t l n the r rd t 
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KEY NOTES 
of Increased Sales 


Typists will play a merrier 
tune after you’ve sold them 


PEERLESS 
rmevaren EB, YO 


HEY will turn out better 
work in less time. Peerless 
Keys, made of non-hardening, 
resilient green rubber, mean an 
end to headaches and eyestrain. 


More and better work pleases. 
Consequently employers order 
more Peerless Keys. It’s a safe 
bet, too, that the next type- 
writer bought will be Peerless 
equipped. 











We make: 


Typewriter 
Ribbons 


Carbon Paper 


Rubber Twirler 
Rings, for all 
machines, in- 
cluding Port- 
able and Wood- 
stock variable 
line spacer 
knob. 


Rubber Twirler 
Rings for Bur- 
roughs Adding 
Machines. 


Peerless Keys are the keynotes 
of increased sales--bigger profits. 
Write for details of our special 
dealers’ cooperative plan. 


We furnish dealers celluloid eraser 


Cushion Type- : sa - 
shields with their imprint. 


writer feet. 


PEERLESS KEY COMPANY, INC. 
176 Fulton St. New York City 


Boston Philadelphia Cleveland 

Minneapolis Los Angeles London 
Berlin 

San Francisco Distributor; D. R. Pinney, 521 Market St. 

Wellington, N. Z.,P.0.Box 1454 Sydney, Australia, P.O. Box 3003 


Chicago 
Pittsburgh 





Peerless Key Co., Inc., 176 Fulton St., N. Y. City: 
Please send us without any obligation on our part, details 
of your special profit-making offer, together with sample 
of Peerless Key, and specially prepared dealer helps. 





NAME 
ADDRESS ; niieenaniaeninetil 
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TERRELL’S 
STEEL 
CUPBOARDS 


The Terrell line is so complete 
that with it a dealer can take 
care of any requirement for 
storage cabinets. 


There are fourteen sizes to 
choose from, all Terrell qual- 
ity throughout. 

The cost is surprisingly low 
and makes an instant appeal to 


the prospective buyer. 


Send for information and 
prices. 


TERRELL’S EQUIPMENT COMPANY 
Grand Rapids Michigan 
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attractively and conveniently is intensified because «f the regularity in 
the size and color of the boxes. 

The manufacturers’ recently increased efforts to help the dealer should 
certainly receive proper commendation, as they are, we believe, unequaled 
by makers of any other product. Agencies for the better producers are 
now receiving an almost unlimited volume of attractive advertising 
folders in color of all items and booklets descriptive of bookkeeping sys 
tems for various businesses, folders of actual forms grouped for filing 
selling suggestions, samples, and various «ther items which ere custly and 
should be appreciated and utilized to the utmost. 

Certainly a good manufacturing connection is of primary ‘mportance, 
and this even to those stationers who maintain their own manufacturing 
and printing departments for special binders and forms Here a slight 
word of caution might not come amiss, for dealers with such departments 


have occasionally fallen into the mistaken practice of endeavoring to 
duplicate and fill in the best sellers from their own shops. ‘To say the 
least, this is an unfair practice in the light of an exclusive agency, and 


if carefully analyzed would undoubtedly prove an expensive one, for it 
is obvious they cannot produce forms or binders in small quantities at the 
prices they can be furnished by the larger loose leaf manufacturers with 
whom they are standard, and in whose shops they are probably turned 
out by the hundreds of thousands under ideal manufacturing conditions 

Almost every community offers enough special work to Keep any 
dealer's manufacturing department working to capacity under proper 
sales and manufacturing methods. This work being special can ordinarily 
be obtained at a figure te cover costs and a good profit; while the manu 
facture of the more ordinary stock forms would cost more than they 
could be purchased for, and fill the dealer's shop to the detriment of the 
regular special service. 


Such a practice, if continued, will usually result in the loss of a goud 
agency, and further result in clogging the dealer's shop if he pursues 
the idea of manufacturing all his own forms in duplication of the manu 
facturer In referring above to stock forms and their relation to the 
dealer's manufacturing department, we do not, of cours fer to those 
forms which are peculiar to a certain locality and its pari ar lines of 
business, 

In ordinary size cities or towns it quite often occurs that a majority 
of the local accountants receive their training in one t ffices, and 
that there is much similarity in the forms which they i It is cor 
sequently often a great advantage for the dealer to ma ind car 


these forms in stock, and a number of stationery houses of the character 
referred to above have gone into this quite extensivel On ember of 


this committee says he believes this is a vital point most often over 
looked by a great many merchants, and states that his own company 
by carrying a complete stock of loose leaf forms and it nz to this 
sort of business with local forms, is today enjoying t business of 
practically every accountant in that city or vicinity H so calls 
attention to the fact that the accountant makes many installations in 
offices which his company has no way of reaching, and without one cent 


of sales expense on the part of the stationer. He believes sincerely that 


there is no better way to create sales for loose leaf forms and devices 
than by being favorably acquainted with every accountant i s city 
There are a number of ways in which a stationer may introduce hin 
self to accountants, as by salesmen, advertising, and different kinds of 
service. but one of the most important is to be able to supy them and 
their customers with the loose leaf forms and devices w they believe 


in. In this way the stationer maintaining a manufacturing department 
has much the advantage, as he is able to keep in touch with the systems 


which have found favor in his locality, and put out such sheets with his 
own imprint 

There is much which might be said relative to the relation of the 
manufacturing and retail departments of the stationery business Hlow 
ever, in order to retain this report within reasonable bonds, we are 
unable te go into the detail of such relations and their possib!itiies 

Personally this committee greatly favors a manufact z department 
as it broadens the field for the sale of not only loose leaf devices and 
special forms, but for all sorts of office supplies We do believe, how 
ever, that a carefully selected exclusive loose leaf agency should not 
be interefered with by this department which should ne itself to 


those special forms and devices mentioned above 

It is impractical to believe that the manufacturing department can 
afford the changes and the expense of conducting experiments which are 
indulged in by the larger specialists, though quite frequent much time 
is spent in an effort to compete, and a good deal of executive time wasted 
which should be devoted to sales and production 





It is our hope that at some future time we may have an opportunity 
to dwell in detail on the advantages of maintaining a tin ruling 
and binding plant supplementary to a stationery business, but as stated 
above we believe in this report it will be better to consider loose leaf 
devices and forms more in their relation to the retail stationery business 

There is another sales suggestion which might well be embodied in 
this report and which has been successfully worked out ne of the 
stores represented on this committee. This is the making up from 
regular stock of a commercial ledger outfit of practical e, consisting 
of a corduroy and russia sectional post binder, one hundrs sheets and 
an A-Z index. This outfit is advertised, displayed and sold extensively at 
the price of the binder only. The idea behind this is, of yurse, not the 
immediate sale but the placing in the hands of new buyers and new 
businesses an outfit which is capable of being expanded with their busi 
ness, and which will automatically work for the resals f sheets rhe 
sheets chosen for these outfits should be number one grade of one of the 
standard form ledger rulings Such an outfit placed in the hands of a 
customer enables him to buy the same sheet repeatedly vithout the 
necessity of changing the size or recopying active accounts to accommo 
date any growing business. 

rhe advocates of the so-called ‘‘petite systems"’ or i edger outfits 
will undoubtedly defend their favorites, but we can se¢ particular 
‘“‘come-back’’ in their sale The customer's business often tgrows them 
immediately, and there really is nothing to bring him back to the riginal 
merchant when he decides to change to a more practical size Moreover 
he often blames the salesman for selling him an outfit w has proved 
itself incapable of expansion. The selling of the suggested outfit is in no 
way a price cutting plan, as it is not done for the immediate sale but to 
influence the customer in adopting a system which is nd to prove 
beneficial in the long run to both him and the dealer ‘ ealer will 
still make a small profit on the original sale, and as all s ‘ ent orders 
of sheets will be sold at list price, it is quite possible that Ss profits 
will extend over many years 

In the store referred to, a number of these sales ‘ een recorded 
and accurate account kept of subsequent purchases. Pract y every one 
of them shows at least a few later sales of sheets ‘ e in one par 
ticular incident a manufacturer of automobile parts is g eighteen 
corduroy and russia binders, and has purchased i nsfers and 
thousands of sheets 

In adopting this plan, one type of outfit should be : strictly 
adhered to, and the fact that it is only an introductory tfit ressed 


op both customers and salesmen The former can rea y appre ite the 
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who like to see “repeat orders roll in 


E offer you not only some- 

thing new but something 
unique in waste baskets. The 
new Cordleyware waste basket 1s 
the finest on the market and 
sells at the price of the cheap- 
est. We make that statement 
after 40 years of conservative busi- 
ness experience. Here is why. 
This new type basket is water- 
proof, rustproof, noiseless, seam- 


Cordleyware 


DURATED FIBRE 


Cordleyware products also in- 
clude umbrella stands, water 
coolers, spittoons, pails and fire 
pails, etc. Write for prices. 








less, and guaranteed against 
defective workmanship for five 
years. It is made and moulded in 
one solid, seamless piece over 1/4 
of an inch thick by a new patented 
process in tremendous volume— 
hence the low price. Three sizes, 
two styles, in olive green or ma- 
hogany. Repeat orders are quick. 
Does that interest you ? 


CORDLEY & HAYES. 





Made by Cordley & Hayes, 
world’s largest makers of sani- 
tary drinking devices, 12 Leonard 
Street, New York, U. S. A. 


To office appliance houses-- 
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WESTERN 
D-E 


ia 
ESKS Built for Service 
A Responsibility We Assume 


“Built for Service” implies a responsibility, on the part of the 
manufacturer, to your customers. 


Western Desks are intended to be good desks—desks built tor 
a faithful servant to the user. And they must be good if they 
are to justify the trade mark. 


It is prime importance then that we satisfy the user. The desk 
must fit his needs. It must assist him on the job. It must be 
“Built for Service.” 


Western Desks supply a pleasing combination of good appear- 
ance and staunch construction and at a suitable price. The 
line should be a good line for you. 


WESTERN FURNITURE CO. 


Blair Avenue and Palm Street 


ST. LOUIS, MO. 
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benefits to the merchant and to themselves if it is explained intelligently —_ 
t is usually possil to get a price somewhat above the smaller outfits TT — 
whict f course, increases sales, although it is the resale of ches SSS The Sa turd E . —_— 
whi makes a particular appeal to the progressive dealer. SSSSESE==— ay vening Post +} 
The proper labeiing of loose leaf devices is another item of more tha —— N. b 7 A == 
unusual importance to the dealer. Most stationers have reguar ok ———S——— ovem ber t Issue == 
labels w h can be pasted on the inside of binder covers, or they can ——SS——====: attain == 
be obtained in attractive designs at a nominal cost. Hardly acy oe SS RV = 
w the temerity to suggest that this is not a good plat How- —— Office Easy Chai ————4 
ever ere s Oo nally a dealer who adopts the mistaken practice of == —— Ts ——a 
overing the nufacturer’s label. This, we believe, is an error in ————== . a — 
dg 18 a great deal of advertising value is thus destroyed Why —————_— = 
not gé e doubled strength of both the merchant's and 1 factrers. SSS =. 
na I s barely ssible the dealer may not be in good te with a auuttiiendiieee: / === 
buyer t that the tter has been impressed with the iad —_—- / — 
quality esented ‘ inufacturer’s name If so, he l probably \ | — 
over s preju e another opening is made for tl d er to —————— \ \ — 
a good Ww ———_—_—_= \ ‘e = 

I ingement f se leaf stock is f vital importance to the ———————— \ === 

me ind ir s ses stationers have giver ver one ent side $a a 
—_— ——, 

f re to this ter of merchandise s a complete st it the —_ P Pen 
mmand e salesmen is essential —[——_— AITADELPHI — 

I great variety of lers and forms in n the better 1 SS =— 

S t es incline the stationer to believe that he is sacrificing too ———— =e 

f he keeps a of the forms and nders on the floor f is ——————— —S___ 

s il ever, we ‘ ve that this is a necessit ind t rofits = 
’ e repeat ness from a loose k ‘ re ft n lance pn —=z 
ys of this kind == = 

Or the best ideas ive seen used to advantage is the iying — —— 

f eaf ring on an open display nter The splay a SS 
oO t often ed to the retailers , § large ~ leaf —————_— ===" 
u turers, and esigned to hold stock size binders. On this rack p= ee 
are nemorar m and ring books properly marked as to number and ———_ 
size The covers are « ped with samples f « h sheet that n be a 
sul together wit " is indexes, all priced s that the stomer —————_—— 
er : a few tions This cuts down sales expe teria —— =— 
and i eases the ease vith which the covers re sold === — 

It is als 1 good ea to put on similar display tables sa es of a == 
lifferent accounting stems including a general ledger, duplicate monthly a —— 
state t syster garage system, inventory system, ete., set up in —— =— 

} lers i manner t show exactly the way they are used ind h a —— 

ire t 1 in the highest grade corduroy and russia is in the g run —— ee 

these better and re practical for the cust er and aré n h ——_— EE 

‘ ble sales for the stationer. —S—=—== {—__—__4 

I g on ti ne of your committee members makes the f — 
ving statement <<—__— 
All f our forms a systems are displayed in our best grade of —_—_ 

rdur russia ! roperly labeled We find that by . iying == 
ur best binders at least 7 per cent of our installations are made with —= 
the zg ‘ binder w e used in displaying the sample sets === 

A from displa g ur own forms, we ive two or three on ——_, 
plete sa e sets furnished b loose leaf manufacturers so that t : —_-, 
t $ f 1s to tak rders any stock form which we d —_—_—_—_ 

As a elling ine tive ve ave taken certain styles of _-——— —_—_ — 

erta unting forms hich we prefer to insta nd have ——————_—_— 

er cent commission on this merchandise. We find this to be [S=— S 
us it is an inducement for our salesmen to push the grade of nae ur ace Imp , 
forms that we want sold SS 

Since have bee following this policy, our loose leaf sales have Le bd 
great ased and our selling expenses have decreased on account of —=— sions A re P 

uur not having to carry so many grades of binders or so great a number oe 
of k leaf forms === 

Ir rder for a salesman to sell good loose leaf equipment, we believe —=== Im r ~ 
that the salesman must be thoroughly sold himself To accomplish this — Pp es 
we are constantly bringing to the attention of our various salesmen outieemenaen 
we sider points of merit in the merchandise which we have to === The human race ha at 
We « not try to sell loose leaf equipment as merchandise only, but as ==—=—— , a ‘ 
accounting forms filling definite needs and for some definite purpos« io ‘di good many thg ; Ma 
When loose leaf installations are made with this thought in view, we find = we have never p 
that price Ss a secondary consideration. ——— neath its surfa 

We are firmly convinced that if the various loose leaf salesmen could -— and acquain ’ A 

atch that vision there would be less eight or nine dollar loose leaf ledgers =—_— little abo 
sold at the present time =e ut — 

In ivertising loose leaf devices and forms, there are a number of —— are, what ® — 
ideas w h have worked out successfully; but we will only mention a — and fail — 
few with which our con ttee has been in intimate touch and which we —— = 
know ive proven out aia Our eg 4 

One is llboard and street car advertising At first blush this seems — large , 

in expensive plan for small merchandise, but the dealer should take —_ \ — 
into consideration the fact that tn advertising loose leaf goods or ring =— No ———_ 
books in this manner he stamps himself indelibly as a handler of loose me busind ————_—__ 
leaf and incidentally s an office outfitter, as well as leaving an impres —— ———<—<——-_ 4 
sion of prosperity as the boards are ordinaril lined up with large == What a 
nationa rdvertisers SS you w of ee 

We believe in one wa that the billboard and street car advertising — ——__ 
is prets le ft the newspapers in advertising this character of mer =— When — 
handise However, a great many stationers have worked out successful }——-- — fortable —————— 

: ee OotTr . ° aS 

hewspaper impaigns Wwe :ve in mind a part ilar series wh ere = O chair—1, Sooo 
pe ‘0; ; —————— 

run in the Cleveland newspapers by a successful local statione house a re the chairs, SSS 

This s of advertisements did not depict binders or loose leaf mer — keeping vith the SS 

chandise in any way, but dwelt on the necessity of office records for the — a8 arrived or is at least pS 

elimination of leaks proper payment of income taxes, correct conduct -——__——— if they are “Sikes.” => 
of business, etc., expres g their importance and telling incidents and =— tune to f —SS=S== 
stories a t them in a interesting manner. aio, Th eS a your office = 

Another Ivertising plan which has proven profitable is the imprinting pes an ey mere y look expensive. pm ne 
of fort ross the face with the prices and other advertising matter ney re ———— the choice — 
and sé g the same to a mailing list of those engaged in the line of — nish fan design — 
busines t which the fort s adapted —- Sive. . kes would = 

One g t asset t the dealer having a good connection is the iver =—_— Pa 
tising matter prepars y various loose leaf manufacturers I . —,, But let the nearest Sikes dealer quote yo —S> 

Sua effectively gotts t in proper sizes to mail out wit! r iry — prices you some a 

nvo s or letters me nh most cases the manufacturer lelighted t = —— == 
oe = ee ’ ssantadl Giada, hen diechew ec aie a ; — = 

Not t t ‘ rivantag t s is a mistake dealers have made is the =— =—=—_——:__=_== 

is abs exp ttached to it. There is a rule in many houses = p———— 4 

that —_—— ——__—_—_—_—— 

wae BO piece of mail s go out without carrying a stuffer or other Ol SSS 
advertising material des tive of some produ vw ! s sold by t t aa — 

house I s we believe i practice that may we e adopted by an — oo 

stat ‘ — =———————_—_ 

Because it is the most recent. we have left unt st equi = —— 
machine or mechar kkeeping Owing t ts peculiar nat t — ef 

s al ‘ sarily ae eat ind opens a new ay e for ser ; — ee 

profit to the dealer For number of years manufacturers of loose ik am Ee 

dey ent mu ¢ i a lar amount of money in expe ents — ————_—_—_——_—_—_—_—_— 

rt i t gener y ted However, the ] ¢ few ve — OOOO 
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Announcing 
the Foreign Model 
F & E Check Writer 


We now make our F & E Check Writer in a special Foreign 
Model for protecting Checks and Drafts written for all 
currencies. A few typical imprints are shown below. 


TE SUMOFS999999ANDQQCTS 
TESUM OF €.9999=19 =II 

[A SUMADE999999PTASGQ CENT. 

[SUHNEDEgg9999FRS9QCTS. 

[A SUMA $999999CON ggcts 

LA SONMAI999999LTQQCTS 


THESUMOF 999999YENQQSEN 
Summa999999K299nnE 


SUMME OO99QQMKSOQPFS 


Territory open to responsible sales organizations and 
executives in all commercial centers. 





Write or cable for prices and full information. 


Hedman Mfg. Co. 


1158 Center Street, Chicago, Ill., U.S.A. 
Cable address: FECHECK 
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found bookkeeping machines in almost universal use among up-to-date 
business and financial houses, in consequence of which the loose leaf 
manufacturers are now commencing to reap a just reward for their 
earlier efforts and expenditures, 

Almost every machine bookkeeping device now marketed by the larger 
manufacturers has its own particular advantages, and for this reason 
offers to the dealer and his salesmen perhaps the greatest opportunity for 
real salesmanship. Few buyers of machine bookkeeping equipment buy 
the first output presented, but usually insist in looking over the entire 
field. This makes it almost imperative for the dealer who wishes to 
enter into competition to maintain at least one salesman who specializes 
and is well informed in this particular branch. 

Many dealers have in the past confused themselves and their prospects 
by offering too many different kinds of equipment. For a dealer to 
endeavor to handle all the new devices that are presented to him from 
various sources is almost suicidal to this section of loose leaf. He fails 
to concentrate on essential sales points, and wavering between the 
advisability of recommending one maker's device against the others soon 
has his customer of a like mind, and that stationer is often surprised to 
see a factory which sells direct to the consumer take the business out 
from under his very eyes. It is, of course, necessary to carry two or 
three types of binders which are especially adapted to the several makes 
of machines, but once the best devices are determined upon the dealer 
or his representative should concentrate on that device and stand or fall 
by its merits. A firm stand will convince the customer that at ieast the 
dealer believes in the goods which he is selling. 

Machine bookkeeping equipment lends itself admirably to window dis 
play, as it is always intriguing to office workers We believe it is also 
well to keep at least one outfit in the store, but in order to sell this 
character of loose leaf equipment to the best advantage it shoula be 
demonstrated in some sort of privacy. Almost every stationery store has 
a private office or room where samples of this equipment can be kept, and 
where the salesman and customer can be free from interruption during 
a demonstration. 

A number of stationery stores are handling this type of loose leaf 
through their manufacturing department in order to attain this privacy 
as the manufacturing department ordinarily has a separate sales office 
However, the actual devices are purchased from regular loose leaf manu 
facturers, and the manufacturing department attempts only the making 
of special orders for sheets. In selling machine bookkeeping equipment a 
good deal of attention should ordinarily be given to keeping in touch with 
the sales organizations of the various makers of bookkeeping machines, 
for though it is ordinarily their policy to give all dealers a chance at the 
equipment, if a stationer does not keep his name before them through 
salesmen, advertising etc., he is very liable to be dropped from the list 
with disastrous results, as the ordinary buyer will lend an attentive ear 
to the salesman representing the company whose machine he buys. We 
cannot emphasize too strongly this section of the loose leaf business as 
it promises at the present time to eventually become the most important 

In closing, we would give expression to the one hope that we have at 
least brought home the importance of loose leaf devices and forms to 
the stationer, and the fact that, as stated above, they constitute his 
greatest business building opportunity. 

Respecfully submitted, 
L. C. Be Gole, The Richmond & Backus Company, Detroit, Mich 
Chairman, 
Frank L. Krenz, The Tisch-Hine Company, Grand Rapids, Mich. 
John C. Coates, The Burrows Brothers Company, Cleveland, Ohio 


BLUE PRINT PAPER AND DRAWING AND ARTISTS’ MATERIALS 


The following report from your Dealers’ Committee on Blue Print 
Paper, Drawing and Artists’ Materials is submitted with the thought 
that it might be of benefit to some of the members. There are many 
trade practices which might be bettered but which it is useless to discuss 
here inasmuch as the factors which control the destinies of these lines 
lie nearly entirely outside of the stationers’ field and in the hands of the 
manufacturers and importers who sell both to the trade and the consumer 
direct. 

We would suggest that the title of this committee be changed to 
‘Dealers’ Committee on Drawing and Artists’ Materials’’ as practicalty all 
blue print paper is sold by the coater direct to the consumer at the same 
price as to the dealer. The stationer as a factor in the sale of blue 
print paper is a thing of the past. 


Increased Sales Profits, 


A worthy slogan for a great convention, yet how many of us at some 
time or other bave not found that profits do not always follow increased 
sales. 

The first requisite of a successful Drawing and Artists’ Materials 
Department is a well selected stock in charge of salespeople who under- 
stand their merchandise and are able to clearly explain their uses. This 
department readily lends itself to suggestive salesmanship and the 
foundation of Suggestive Salesmanship is Knowledge 

In the sale of Drawing Materials the larger users are, of course, the 
Architects, Engineers, Industrial Corporations and the Public Utilities 
As they are a well defined group, the most positive method of building 
business in this line is by personal solicitation. There is no other n-ethod 
quite so satisfactory for keeping track of things, introducing new mer 
chandise, seeing that the old has given complete satisfaction and straight 
ening out any kinks which may have cropped up. 

Next to personal contact direct mail advertising is probably the most 
satisfactory method of building sales. The prospects should be properly 
classified according to their profession and, if possible, a monthly letter 
exploiting the merits of goods which each class is interested in should 
be sent out. They are excellent sales promoters. 

As an example select the list of architects in your city Choose two 
or possibly three numbers of tracing papers satisfactory for their use, cut 
samples 8144x11 and clip them to your letter which explains in a very 
few words their merits. You will be surprised at the interest shown and 
the resulting sales. The next month try an eraser You would be 
surprised at the sales which can be produced around the new soft ink 
eraser. 

The handling of drawing and artists’ materials in the store is the 
same problem met with in other departments. The merchandise must be 
kept neat and clean so that it is always presentable. Show cases should 
be lighted, if possible, and items displayed should be closely related. 
Where practicable, they should be plainly priced 





The large quantities of drawing papers it is necessary to carry gen- 
erally require two or three large chests of drawers, if these are ton- 
structed show case heights, used as counters and covered with plate 
glass so as to expose to view the interior of the top drawers. These 
drawers can be made about three inches deep and divided into com- 
partments for carrying pencils, erasers, erasing shields, pencil pointers, 
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~ SELL MORE TRANSFER 
vewrenewe “) CABINETS THIS SEASON 


) USE THE SECURITY DIRECT BY MAIL CIRCULAR 
“NEVER DESTROY A RECORD”. IT WILL GET 





| TRANSFER CABINET ORDERS FOR YOU. WRITE 
) FOR IT. 
108 Invoice Size | The Big Users Select 








Tubular Constructed 


| Transfer Cabinets for Their Heavy 
Filing 
: 


110 Letter Size 


: 
i 
: 
: 
: 

. 


112 Legal Size 


: 1500 Transfer Cabinets Stacked Eight High, Loaded to Capacity Inside and on Top 
with Equitable Trust Co. Records 
A FEW OF THE THOUSANDS OF USERS 








114 Ledger Size Credit Clearing House U. S. Steel Corporation 
U.S. Tire Company Hudson Motor Car Company 
READY FOR The Proctor & Gamble Company Niles, Bement, Pond Company 
IMMEDIATE DELIVERY Armour & Company Federal Reserve Bank 
Globe Indemnity Company U. S. Shipping Board 
Lehigh Portland Cement Company Pennsylvania Railroad 
ue Pennsylvania Light, Heat & Power Co. Remington Company 
R. H. Macy & Company R. G. Dun Company 


TION 


rSBURGH, PA. 


Makers of the Full Line of Security Steel Office Furniture 
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ANNOUNCEMENT 


The Standard Mailing Machines Company Offers a Franchise 


"THE Standard Mailing Machine Company now offers a Cooperative 

Selling Franchise to Dealers, Stationers, and Office Appliance Com- 
panies for the sale of the new Standard Stamp Affixer (in two models), 
the new Sticker and Label Affixer, and the new Standard Envelope Seal- 
ing Machines with the patented vacuum feed-suction moistener, without 
any investment by the Dealer, Stationer, or Office Appliance Company. 








Brief History of the Standard Company 


STANDARD began the manufacture of Stamp Affixers in 1910, 

Sealing Machines in 1913, and Postal Permit Machines in 
1923. 55,000 of its machines are used all over the world by com- 
panies whose mail averages from 25 letters to 50,000 letters a 
day. Its business has steadily grown. It is the largest producer of 
mailing machines in the world; has agencies in principal cities in 
the United States and abroad. Its business in 1924-1925 more 
than doubled, and it now offers to expand still further thru a Co- 
operative Selling Franchise with the Dealer, Stationer, and Office 
Appliance Companies. 


You Need Make No Investment 
"THE Dealer, Stationer, and Office Appliance Companies need make 


no investment. They will be supplied with advertising and receive 
the benefit of the Campany’s national magazine and direct-by-mail ad- 
vertising, and other helps, and will become a member of the Standard 
Dealer Organization. 


Write for the Cooperative Selling Franchise 


RITE us to send you a copy of the Franchise for your consider- 

ation and in your letter tell us what kind of office equipment or 
supplies you now sell, and whether you have ground floor display or 
office room. A limited number of Dealers will be appointed. 


Standard Mailing Machines Company 


Revere Boulevard 
EVERETT, MASS. 


Agencies in Principal Cities Service Extended to all Points 
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pen lengtheners, brushes and a host of other small items. All goods so 
displayed should be plainly priced. This is not only an excellent way 
ef showing difficult merchandise but also an easy way of selling it 

Where possible a display board should be provided for showing tee 
es. triangles, curves, pretractors, also stencils, artists’ brushes, 
et Xvlonite triangles, curves, protractors, can be made to show up 
well by cutting a piece of buff detail paper the exact size of 


extre 
the item shown and using it as a background 
Artists’ brushes in be very effectively shown on a display board 
easel back Where possible one each of a line should be dis 


played und a price list can be typed and pasted on the back. The face 
ef the card should bear the name and if possible the series number of 
the brush so that when they are used for window display it will be 
easy for the customer to ask for the item he is interested in 

4n attractive way of displaying show card colors is to turn the labels 


) 


t 

towar the wall showing the color in the jar This not only makes a 
brilliant display but will very often result in the customer buying one or 

two extra colors 
Window displays have heard many times before, should be 
changed at least once 1 week Displays should be confined to very 
losely related goods, should not be crowded and should show some idea 
e irmony and balance Every window should have a small neat card 


with some short ym ent concerning the goods offered. 
Artists’ materials windows can be made to attract unusual attention 
hy displaying, for instance, with pastels, an original pastel picture which 


has been executed : al artist They generally are very glad to let 


you nake use of it for the publicity received 

: In the matter of display the stationer can get many good pointers 
from the chain store merchant (the fastest growing class of merchants in 
the ntry today Their goods are always out where they may be 
seen, generally well classified and always plainly priced, 

Advertising lines like drawing and artist materials is rather a 
ditt it subject. The small percentage of people interested insures con 
siderable waste ireulation unless the medium is carefully selected 
Newspaper advertising for reaching the general public is the most satis 
factory and where your ity is large enough should prove profitable. 
However, the mediums which are most apt to bring returns are direct 
mail, trade papers, cir irs in your invoices and stuffers in all packages 
going out 

But don't forget want to sell drawing and artists’ materials 


have salespeople wil know what it is all about 

} E. Ernst. Lowman & Hanford Company, Seattl Wash... Cha AD 
Rowland A. Waltz, John W. Graham & Co Spokane, Wash 

J. A. Brennfleck, The J. K. Gill Company, Portland, Ore 


BLANK BOOKS 
Blank books seem t e one of the lines of goods in a stationer’s stock 
1s been very little change during the past year. Very 
ave been added, and the prices on the regular numbers 
Th out the same as @ year ago 
Undoubtedly, the increase in the use of loose leaf books has reduced 
the sale of certain styles of tight-bound books; especially in the ledger 


We believe that frequent displays in our show windows, with catchy 
signs, stating the uses to which the various books can be put, will 
stimulate their sale We believe this to be especially useful in the sale 
of columnar books 

It is undoubtedly true that there are many bookkeepers and accountants 
who are not familiar with the variety of columnar books that can be 
purchased direct from the stationer’s stock 

Again, sales are frequently lost because the clerk selling the book is 
not, himself, posted on the various uses to which the book may be 
adapted—why some have unit ruling, and more columns, etc. 

We believe a successful blank book salesman should have some knowl 
edge of bookkeeping and accounting. With this knowledge, he is in a 
position to advise his customers, and help them in selecting the books 





best suited to their needs Knowledge is power, and you cannot have too 
nuch of it in the selling of account books 
Finall we believe that in every blank book department there should 
be a convenient and roomy ledge or counter for displaying the goods to 
¢ stomer when making sales This enables the customer to compare 
tt . s books easily and comfortably 
We nsider this a ver necessary arrangement in our blank book 
lepartment 
free I Damon, Ge I Damon Company, Boston, Mass Chairman 
J. ¢ Henderson, Leste Book & Stationery Co., Atlanta, Ga 


Frank A. Davis, Scrantom’s, Inc., Rochester, N. Y 
I Stagg, A. Pomerantz & Co Philadelphia, Pa 


CARBON PAPER AND INKED RIBBONS 


The orts from some of the dealer members show an increase in 
their sales of carbon papers and typewriter ribbons; also show that there 
are few more fly-by-night salesmen selling cheap merchandise 

Carbor aper and typewriter ribbons are hard items to display properly 
W elieve the best way is to put these items on a display table i 
| nt place wit typewriter keys and other allied items; also instruct 
eacl esman on t floor to ask each customer about his carbon paper 
ind typewriter ribbons, have each of the outside salesmen carry samples 
ind ft these items " » instruct each salesman to sell their customer 
a pon book when they ask for carbon paper or typewriter ribbons 
and ir very short time the entire stock which you carry will be paid 
for wit t a cent ‘ estment by the dealer 

It is the fault of some dealers that they do not sell more f there 
items; some of them do not instruct their salesmen properly When a 

istomer asks fi t eet of carbon to make three copies, they sell him 

nN ght weight sheet x h of course is not what he should Re We 

do not t e the trouble to find out just what we should sel m and 

we are not likely to increase our business We get new 

stomers, but we losé r old ones. The customer gets the wrong kind 

1 ga t good, and go to some other dealer, who will 
fin t s requirement nd you have lost a customer 

Al t dealers carry an imprint line and every one about the cheay 
‘ I If ire going to carry an imprint ne t the 
best 3 n get \ sell your imprint for about two dollars a box 
i t ‘ t nufacturer’s name on it four dollars a box f 

zg to t 3 name on something, put it n something good 
Anot t ge ww st of us have a lot f ld carbon paper « 
ribt ‘ ‘ 1 for years, and every chance we ve we 
st one wit ther ind we wonder why they don't bit ig 
Let t out a this k, and give our stomers fresh stock We 
Will I re . c than by selling t something t t is pn 
good I ne ¢t ‘ t of ten, that custome W not come . 

Your mmittee w like to make the f ng suggestion I 
ail manufacturers pr the labels on the bo I the side f rs 
the nur f ‘ the rbon on the insides f x Ww i 
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eilicke 


Time Saving Devices 







No Keys to Punch 
No Levers to Pull 


All Tabs Are 
Celluloid Reinforced 


Me ilicke. 
Time and Interest Calculator 


Simply Spot Pre-Calculated 
Verified Answers 


It is generally conceded that an answer at 
hand is better than one to be built. 


Eliminates Mental Figuring 


Without any move whatsoever, the device 
shows time between dates, and with one 
simple movement shows a pre-calculated, veri- 
fied interest answer. 


Its accuracy is positive. It protects you 
against the errors of human calculation and 
puts your Discount Department on a 100% 
efficiency basis. 






The Time 
Calculator 


| Computes Time On 
Either the 360 or 
365 Day Basis 


Furnished asa 
Separate Unit 
If Desired 


Dealer Distribution Wanted. Be 
the Dealer to Represent Us inYour 
Vicinity. Write for Information. 


Meilicke Systems Inc. 
3471 No.Clark St. Chicago, Illinois 
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The New Line of, 











JAMESTOWN, | 
Steel 
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| THE EQUIPMENT OF ART METAL STEEL DESKS 





HE new improved Art Merat Desks at their new 
lower prices present, we believe, the greatest value in 
desks ever offered by any office equipment manufacturer. 


I—ART METAL Executive Desks, in the new low 
Roll Top, Flat Top, and Tables, with Costumer and Waste 
Basket to match. This ‘‘Executive’’ Suite provides all that 
is required of furnishings to grace the private office of the 
major executive—rich simplicity, distinction, beauty, smooth, 
noiseless operation, and the wonderful responsiveness in use 
of the best desks that the skill of three generations of 
craftsmen in steel can build. 


2—ART METAL Standard Desks, comprising seven 
new models, have been designed to provide business ex- 
ecutives with the most comfortable, convenient, and ser- 
viceable piece of personal office equipment to be had at any 
comparable price. The selection of models is sufficient to 
offer a type best suited for any particular work; yet so re- 
stricted in numbers as to permit of economies in volume 
production that make possible substantial price reductions 
on even these improved models. 


3—~ART METAL Commercial Desks, in twelve new 
designs, for general ofice work, representing an improved 
development of the popular ““corporation’’ type desks first 
introduced by Art MerAL several years ago—the most 
practical, convenient, serviceable, and economical general 
office desks on the market, each an exceptional desk value. 





NEW YORK 
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Art Metal Steel Desks 





ETWEEN the covers of this book you will 
find the most complete showing of steel 
desks ever presented by any manufacturer. 


Here are pictured and described in detail 
designs of desks for every requirement of 
any form of office or clerical work, from 
the de luxe Executive Suite to the most simple 
and inexpensive Commercial type desk, in- 
cluding designs to meet the special require- 
ments of bookkeepers, cost clerks, engineers, 
etc. Each model of this most complete 
line presents the latest and most advanced 
thought in desk design and construction. 


Office Equipment, Safes and Files 
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ATypewriter Ribbon 
Of Unusual Merit 


The Bucki Supreme Typewriter 
Ribbon deserves your careful 
investigation. Highest quality 
inks combined with imported 
fabrics of finest grade and pro- 
duced by unsurpassed manu- 
facturing processes make for 
ribbons of utmost durability. 
Special grades for special pur- 
poses. 

Supporting Bucki Ribbons, 
dealers find Bucki Carbon 
Papers a_ valuable addition. 
Satisfactory repeat sales result 
from the pleasing service this 
paper gives. 

Full cooperation assists in 
building a profitable ribbon and 
carbon department. 


THE 


BUCKEYE 


RIBBON & CARBON CO. 


Factory and Executive Offices 


CLEVELAND OHIO 
ESTABLISHED 1896 
































manufacturers do this now, and it would be a good plan for all to follow. 

The manufacturers should give a little more information in their cata 
logues and price lists, just what each item should be used for this 
would help considerably. 

Would like to suggest that the manufacturers, who sell through the 
dealers, get together and start some constructive advertising to the 
consumer, why they should buy their carbon paper and typewriter ribbons 
from their stationer, who is responsible and where they can get quality 
merchandise and service. 

Lawrence T. Turley, The Columbus Blank Book Mfg. Co., Columbus, 0., 

Chairman 
Howell D. Melvin, Melvin, Roberts & Horwarth, San Jose, Cal 
H. H. Kleinschmidt, Tribe of ‘‘K,’’ Gary, Ind 


PAPER AND ENVELOPES. 

During the past year the Committee on Paper and Envelopes has 
ceived but one suggestion from members of our Association which might 
be considered deserving of mention, namely—the matter of Government 
printing and manufacturing envelopes 

Your Committee finds that this problem has been most thoroughly 
considered in past years by previous committees and that these efforts 
have resulted in the issuance of three special bulletins dealing with this 
matter. These bulletins are edited by our Legislative Committee under 
the title ‘‘Envelopes’’ Bulletins 1, 2 and 3. 

We suggest that each member of our Association not already acquainted 
with this matter write headquarters and get copies of these booklets 

Our Committee would like to recognize the efforts of certain envelope 
manufacturers, especially those making filing envelopes, to pack them 
attractively in counter display form The display boxes and advertising 
matter which are being furnished will assist greatly in the sale of this 
line of items. 

The care of envelopes and typewriting papers in shelf stock has receive 
some attention on the part of our committee We suggest that the 
broken box stock of papers be kept entirely separate from the full boxes 
A series of distinct spaces or boxes for this broken box stock may 


generally provided and will be found much better both in selling and 
care of stock 

Envelopes are best handled in drawers or narrow shelves whi ' 
the original box to be used and discarded when emptied 

While sample books of typewriting papers are a satisfactory way 


showing various grades and weights of papers by mail, we believe 
average store customer prefers to see full sheet samples of pape 
with a proper arrangement of stock for quick and easy showing, this 
possible Quoting price to the customer by the box rather than by 
100 sheets will often mean larger sales 
Envelopes are not considered by some stationers as worthy of specia 
mention in their newspaper copy but when we think of the universal use 
of envelopes as containers for other things than letters we should no 
forget to run a special ad occasionally on this line. 
William Mason, Jr., Out West Prtg. & Staty. Co., Colorado Springs 
Colo., Chairman. 
Erle 0. Kistler, The W. H. Kistler Staty. Co., Denver, Colo. 
Herman H, Cast, Western Litho. & Office Supply Co., Wichita, Kans 


t 


GREETING CARDS. 

Our report is addressed to the dealers, who are not sold on greeting 
ecards and their possibilities. This means, not so much the man who does 
not handle greeting cards but the man who is not seld on what he 
should be doing with them to accomplish the best results, and we find 
the following necessary for the successful handling of cards so as t 
get the maximum volume of sales and increased profits. 

The dealer must at all times have a stock from which to sell and 
must maintain it. Also, he must display the stock both in the store and 
in the window. Many dealers display greeting cards one day @ week 
one day a month in the window, but they should be displayed each and 
every day and if possible in some definite location. 

In the store, we recommend the use of display racks which not only 
assist in selling the cards but wins new customers and educates then 
to new ideas. Also, it assists the merchant, as many customers pract 
cally wait on themselves and simply hand you the money and the cards 
Would suggest that the sales people handling greeting cards keep a 
Want Book, and make a record of all cards asked for and retain this as 
a reference. 

Would also suggest that the dealer put the date on the box when the 
ecards are received and again when sold out, this gives a line on the best 
sellers and the slow movers and cards that it does not pay to maintain a 
stock of. Also the sales people in the department to place orders for 
eards when sold out and not wait for the salesman to call for the order 
at some future date. Also for the person in charge of cards to suggest 
diplomatically, of course, the sale of several cards to the customer and 
in this way increase the sales so that the customer may have them on 
hand and not have to make a special shopping trip or extra trip to the 
buziness center for a card. 

Cultivate, if possible, the sale of the higher priced cards, showing the 
higher priced cards first, so that you may give your customer a wort! 
while card and something that may convey their greetings Howeve 
always have cheaper grade cards in stock so that your customer may not 
get the impression that you only carry high priced cards. 

We, as a Dealers’ Committee, suggest to the Manufacturers’ Committes 
that it would be well to have small leaflets printed showing just what 
could be secured in greeting cards, and these to be furnished to the 
dealers for use in connection with their mailing lists, using them four 
or more times a year We helieve many customers are not familiar with 
the various cards that may be secured. 

Respectfully submitted, 
Wm. N. Stewart, Stoll Blank Book & Staty. Co., Trenton, N. J., Chair 
man 
Arthur L. Cole, A. L. Cole Company, Lawrence, Mass 
Geo. F, Maginnity, E. L. Freeman Co., Pawtucket, R, I. 


PENS AND PENCILS. 

Your Committee on Pens and Pencils respectfully submits the following 
report 

The mechanical pencil is in no small way responsible for the slowing 
up of wood pencil sales, but quite a number of dealers in the Centra 
District advise that they have been losing as regular customers the 
large consumers whom they have sold profitably for a number of years 

The reason most generally accepted is that the various manufacturers 
have made a practice of selling direct to large wholesale concerns and 
especially to public utilities corporations It is admitted that in a few 
isolated cases only, the goods have been invoiced direct by the manu 
facturer but in most cases it is claimed that billing is done by a thir 
party who purchases from the factory at a special jobbing price, and 
some instances gives a portion of his profit to the consumer, thereby 
selling the consumer at a lower price than the average retail stationer 
can buy the same goods from the manufacturer 
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DEALERS. 


N probably no other article is 

there as pronounced a differ- 
ence in appearance and quality 
as in rebuilt typewriters. 


Stand a “Smithtype Rebuilt” 
L. C. Smith---with its every nickel 
part bright and new, base and 
frame right out of the enameling 
oven, absolutely perfect without 
a speck or blemish, every work- 
ing part brand new right from 
the original manufacturer, every 
appearance of a new typewriter 
---stand this machine alongside of 
an average rebuilt and your cus- 
tomer will pay a difference of $10, 
$15, yes $20 more. And be better 
satisfied with his purchase. 


Every Dealer knows and respects 
the L. C. Smith. It is the finest 
piece of writing mechanism ever 
conceived. 


Dealers get real satisfaction selling 
“Smithtype Rebuilt” L. C. Smiths. 
If you are not handling them, 
you are overlooking a real oppor- 
tunity for they will sell them- 
selves in the face of any sort of 
competition. 


Send for our latest and lowest 
prices on “Smithtype Rebuilt” 
L. C. Smiths. 


Get our Spot Cash commission 
proposition on time sales. 


Smith Typewriter Sales , 
Corporation 


World’s Largest Rebuilders of the L. C. Smith 


41B-360 E. Grand Avenue 
Chicago, U. S.A 
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EEIUSINESS and professional men no 
: <i longer are satisfied to have their 
<I offices hodge-podges of furniture. 
They insist upon a definite uniformity in 
all the equipment they use—uniformity in 
style, finish and quality. That is one reason 
why the GF Allsteel line is such an asset 
for dealers. It is complete in itself. You 
need no further line of office equipment 
and supplies to meet any possible demand. 





Office of the Kirby Lumber vo, 
Houston, Texas. Allsteel equip 
ment sold by the Wilson Printing 
& Stationery Co., Houston, Texas. 














The Complete Line | of 
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Safe Ne. 
Underwriters ene label 

Unette and Wyde- 
steel Assembly 














Requirement for Office Equipment 
rea RTHER than that, Allsteel dealers 


* 






a 


tes are backed by national advertising 
eee} that is both widespread and con- 
sistent—direct-by-mail advertising and a 
variety of dealer helps that are invaluable 
in maintaining sales at high peak. If the 
Allsteel line is not being sold in your city, 
write at once for our dealer proposition. 
You will find it exceedingly interesting. 
THE GENERAL FIREPROOFING CO., Youngstown, Ohio 





GE Allsteel Filing Supplies 
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| Our 45-year reputation is your safeguard 


| ESTABLISHED 1880 
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“INVINCIBLE” Rebuilts 














‘INVINCIBLE” 
Typewriter Supplies 


The finest of everything for the 
typewriter— ribbons, carbon paper, 
transfers, transfer sizing, oil, enamel, 
brushes, pads, etc. Send for new re- 
duced prices on “Invincible” rib- 
bons and carbon papers. 


NORTA —The Fast Seller! 


This new and most efficient type 
cleaner draws out all dirt and ink by 
simply pressing it against the keys. It 
is sold in pliable cake form —clean 
and easy to use. 


“INVINCIBLE” 
Typewriter Support 


A ready seller. Easily attached toa 
desk, wall, table or filing cabinet—a 
space saver. It is strongly built with 
black japanned support and revolv- 
ing top, oak or mahogany finish. 


RUBBER COVERS 


Your name is printed free of charge 
on orders for 100 or more. We make 
these covers for all makes of type- 
writers, adding machines, check pro- 
tectors, multigraphs and other office 
appliances, Let us send you a sam- 
ple and price list. 


Resident Salesmen Wanted 

















These typewriters are thoroughly and care- 
fully rebuilt by expert workmen. They look 
like new. They write like new. They are 
your assurance of making steady, satisfied 
customers. Deliveries from many conveni- 
ently located branches. Also a full line of 
rough typewriters—standard makes at rea- 
sonable prices. Write today for price list. 


Platens recovered 


Twenty-four hour service on typewriter platens and 
exchange service on standard makes at our conve- 
niently located branch stores. Only the finest materi- 
als are used. Absolutely true diameters and perfectly 
smooth surfaces guaranteed. Be assured of complete 
satisfaction and prompt service by sending your next 
order to us. 
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THE HOME OF “INVINCIBLE” PRODUCTS 





AMERICAN WRITING MACHINE COMPANY 


449-455 Central Avenue, Newark, N. J.—Branch Stores in Principal Cities 
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In a number of the larger cities in which stationery jobbing houses 
are located, retail stationers complain of losing smaller customers to the 
so-called jobber who, with the ald of his jobbing cost, will usually sell 
at practically the same price as the retail stationer pays for his mer- 
chandise 

There are some jobbers who confine themselves to the jobbing business, 
but sorry to say the majority accept and even solicit retail business at 
wholesale prices. 

Another reason for the legitimate dealers’ business dropping off is due 
to the ever-increasing number of desk-room dealers, that is, a dealer 
who does not attempt to carry a stock but picks up goods from various 
manufacturers, and having practically no overhead or selling costs can 
solicit at prices which the retail stationer, with high rent and selling 
expenses, cannot attempt to meet 

We take the liberty of embodying the following answer to a recent 
questionnaire, as a part of this report: 

“In reply to your inquiry as to the complaints from trade, and sug 
gestions as to correction. All of us have many complaints, but practical 
suggestions are not so numerous, because it is the easiest thing in the 
world to find grounds for complaint, but one of the hardest things is to 
find a workable suggestion for the elimination of the causes of com 
plaints One complaint on which I believe all stationers can agree, is 
embodied in the following statement: 

‘There is a practice among manufacturers of many of our staple lines 
at the present time, to send out canvassing crews Some of them call 
them campaign crews. These crews pay very little attention to the prices 
which the stationer ordinarily charges and to which they should adhere. 

“The writer knows from experience, that the canvasser who sends in 
copies of the greatest number of orders, or rather the greatest volume of 
merchandising is the one whose employer pats him on the back, compli 
ments, and in other ways more-or-less substantial, rewards him. 

“The stationer is then in a dilemma. A customer to whom he may 
have been selling a particular article for a certain price, has been sold 
that same article, to be delivered through him, at a price anywhere from 
10 to 25 per cent below the price he has been charging. 

“If he fills the order without comment, the customer thinks he has been 
robbed in the past If he makes an effort to adjust the price, the cus 
tomer has this new price fixed firmly in his mind, and still believes he has 
been robbed, and is being overcharged 

“The relations between the dealer and his customer mean nothing what 
ever to the canvasser. He moves on to a fresh field in which he stirs up 
more trouble Very often these canvassers sell a number of small orders, 
and then use any means to have these distributed among the largest 
number of dealers. They then use these orders as an argument to induce 
the dealers to stock up Very often the canvasser will tell the customer 
that he should be able to buy this article for the price he names, and that 
the factory will see that he gets it, either through a dealer or direct 

“A correction of this problem suggests itself. It can be expressed in a 
few words as follows: The manufacturer should either eliminate the can 
vasser, or the dealer should eliminate the canvasser’s line 

“There are many other complaints which can be made, but the above is 
one of the chief ones, and the only thing with which I feel like taking 
your time at present."’ 

The pen situation seems to be entirely satisfactory to all concerned, 
and we are confident that the various manufacturers are just as anxious 
to reduce their lines to a minimum and discourage imprints, as the 
average dealer is to have them do it. 

The ever-increasing popularity of the fountain pen is undoubtedly being 
felt by the various steel pen manufacturers who have been discontinuing 
slow moving numbers and making the quantities on special imprint orders 
so large that the average dealer cannot profitably carry an imprint line 
and get the turn-over which, from a merchandising standpoint, is abso 
lutely necessary 

There was a time when the larger stationers, especially those doing 
a country or out-of-town business, either by catalog or salesman, carried 
as stock items the most popular numbers of the various manufacturers 
as well as one or two imprint lines of their own. Today these large 
stocks are being reduced to a minimum, and it is found to be even more 
profitable to purchase these pens from a jobber at possibly a somewhat 
shorter discount, and have shipment made direct if order is for an out- 
of-town customer 

In these days of merchandising and trained salesmen the average local 
customer or transient conld undoubtedly be sold a number carried in 
stock, which could be best accomplished by giving him several pens to 
try out 
Vv. P. Spaulding, Geo. D. Barnard Staty. Co., St. Louis, Chairman 
Jos. P. Buckley, Perry & Buckley Co., New Orleans, La 
L. T. Marshall, Marshall-Jackson Co., Chicago, Til. 

M. J. Casey, James Hogan Co., Ltd., Philadelphia, Pa 





MISCELLANEOUS ITEMS. 
teporting for the Dealers’ Committee on Miscellaneous Items is no 
small task It involves the ‘‘tracking down” of all those hundreds and 
even thousands of small items which cause the stationer so much 
worry, both as regards their display and merchandising. Too often they 
are regarded as ‘‘the everything else’’ of the store or department and 





are treated accordingly It will be the object of this report to try, in 
its small way. to drag some of these items from their unweleomed dun 
Zeons, behind counters and on top of dusty shelves and bring them out 
into the open where they can dance for joy to the music of the cash 
register. 

What to do with these elusive small items of stationery has puzzled 
some of the best thinkers in our industry. I well remember hearing 
former president Ivan Allen tell us in Spokane about his now famous 
“5, 10 and Se store counter’ and realizing at the time that here lay 
our salvation for the great family of small stationery items. Other 
leading mer indisers in the stationery field have followed Mr. Allen's 
lead and have grouped together their smaller items such as glue, 
paste, ink (in small sizes), pencils, paper fasteners, paper clips, rubber 
bands, ete., on top of tables or counters. Smali box-like partitions 
have been built so that the items are kept separate and the prices are 
boldly and conspicuonsly displayed I believe that every dealer who 
has given this method of merchandising small items a fair trial will report 
the foilowing benefits 

1. Increased sales 

4 Increased turnover. 

Decreased expense 

/ Increased self-service 

Increased sales result simply because increased sale suggestion is 
possible When the merchandise is out where it can be easily seen and 


where the price is clearly indicated, there is a most impelling appeal to 
purchase Customers become familiar with the store's merchandise in a 
surprisingly short time, and such remarks as, “‘Oh! I never knew you 
carried these before,.’’ are very common. Increased sales and hence an 
increased turnover are bound to follow. 
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Burglars failed when tried on 
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Most merchants who have given this method a careful trial have re 

ported that at least one clerk has been eliminated and in some cases it 

has been possible to drop more Anything that even remotely savors 

of economical operation should find a welcome reception among stationers 


and so the possibility of cutting down the pay-roll should appeal tre 


mendously. Having stock out where it can be selected by bli 
often saves the necessity of wrapping and this too cuts down overhead 
in paper as well as in the clerk hire necessary to do the wra ng The 
resulting ‘‘self-service’’ in which the customers of the stationery store 
find themselves indulging simply makes them feel at home and in per 
haps a better buying mood, inasmuch as most of them are already ac 
customed to the 5, 10 and l5c store methods of merchan g—and 
like it! 
I believe that officially calling attention to this new lea 

chandising of small stationery items is the biggest thing that this report 
can hope to do The stationer should hope to develop a tt : f 





the ‘“‘Try anything once’’ attitude, and in that frame of r 1 he sh i 
install an ‘“‘Ivan Allen’’ counter if he has not ly a ~ The 
results will surprise him as they have stationers ver t t 

In his appeal for something new in this year’s committe eports 
President Mitchell asked particularly that original merchandising ideas 
be incorporated I am going to close this report with two of t at 
we have used with success in our mmercial stationery department dur 


ing the last year 


A New Idea for Selling Small Loose Leaf Memorandum Fillers 

For some years it has appeared to us that some method yuld be 
found to increase the unit sale of small memorandum fillers We saw 
the principle being applied daily in chain cigar and drug stores and so 
we felt there must be a way to apply it to our business rhis is what we 
did We constructed a small wooden cabinet wit twenty kets or 
pigeon holes in it. Five of these pockets extended backward a four 
across The cabinet was graduated so that the pigeon holes front 
were at a lower level than those behind 

In each of the various pockets were placed packages ta g tw 
and three memorandum fillers in the Boorum & Pease Nos. 21, 22, 23, 24 
25, 26, 27, 28, 29 and 30 sizes. Our retail price was maintained the 
single fillers which were not displayed in the cabinet but were kept or 
shelves On the packages of twos and threes, however, a slight con 
cession in price was made Thus it is a real inducement for the cus 
tomer to buy more than one filler and we can hardly be accused of price 
cutting, so that everybody is happy all around 

We have limited our cabinet to plain and faint rulings but we wil 
sell any of the other rulings at the same price when called f Thus 
in this very small cabinet which measures only 13”x18" we display and 
sell five sizes of memorandum fillers in plain and faint rulings, and with 
ends and side punchings. It is a real getter of business and our sales 
men report that we very seldom sell a single filler nowadays It is al 
most always the packages that go Try this plan out for rself and 
watch your sales on these small filllers grow. 

A New Method of Selling Rulers. 

Our ruler stock has always been somewhat of a nightmare, as far as 
figuring out an adequate display is concerned. It seemed impossible to 
keep the different sizes from becoming hopelessly mixed p after a 
customer has looked through them sufficientiy to decide upon a rchase 
The manager of our commercial stationery department devised a plat 


for displaying rulers which is so simple and yet so effective that many 
of us wondered why it had not been thought of before 











A specially built rack was designed which accommodates the various 
sizes of rulers in narrow bins These bins are placed side y side and 
in them the rulers are placed on top of each other The bins ars ist 
the width of the rulers so that there is no fear of the piles s £ 
The back of the bin is graduated so that 12-inch rulers rea st to the 
back of their bin, 15-inch rulers to the back of theirs and so on At 
the top of each bin the price is marked. 

In the brief time that we have had this rack in operation it is I 
only kept our ruler stock in much better shape but it has also increase 
our sales of them. I recommend this plan to all stationers as a 
method of merchandising rulers to advantage 

These are but two ideas that we have tried and I bel et t the 
principles involved in them are sufficiently dexible to b« 
great many more cases. Surely tl ighout this great at 
hundreds of other merchandising ideas equally good, if not bett The 
Dealers’ Committee on Miscellaneous Items should be the logica earing 
house for these ideas and, in conclusion, I most urgent! 
that dealers write in their own successful ideas to the hairr f this 
important committee for next year They can then be incor ted 
the annual report and can thus be spread broadcast to the t 


Respectfully submitted, 


Richard G. Montgomery, The J. K. Gill Co., Portland, Ore ( 


William P. Wobber, Wobbers, Inc., San Francisco, Calif 

F. W. Norton, Norton Brothers, Inc., El Paso, Tex 

fr. E. Sanford, Cornell Co-operative Society, Ithaca, N. Y¥ 

EB. ( Wilson, Wilson Staty. & Prtg. Co., [oustor rex 
FILING CABINETS 


Members of this committee are ir 
unable to have a meeting 


widely scattered tions 1 we 


This report will embody a number of subjects for discuss sther than 
definite recommendations 

The distribution of office furniture and stationery is large i straight 
merchandising affair and the profits of the business are influenc: : st 
entirely by the same kind of competition. The sale of files by dealers is 
complicated by the retail distributing stores in practically all t irger 
cities owned by the manufacturers themselves These stores ’ backed 
up in most cases by national local advertising and it is a diff t matter 
for an independent dealer to compete with these factory stores We 
believe that the theory upon which these stores are established is « 
nomically unsound and that under a fair, accurate system of bookkeeping 


at least 75 of them would prove an expensive method of distributing 
a factory product 

In the larger cities where this condition exists. ther: re undcubtedly 
some very long established office furniture dealers who have built up a 
satisfactory business in filing devices and managed t retain a fair 
volume of it We do not believe that as a general proposit 1 dealer 
ean make any headway except at an expense al! out of pre rtion to 
the return 

The only alternative, under these conditions is for the dealer who 
feels that he must have a complete line of files and supplies to show 


them on his floor in connection with his other items of office furniture, 
have the same salesman sell the filing equipment that sells desks. chairs, 
etc., and insist on getting prices as high as the factory stores ar pre 
sumed to maintain. By adopting this policy the dealer will miss no any 
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EADERSHIP is not the result of chance, 

but rests basically on the real merit of the 

article itself. Handling office records to- 
day brings home forcibly the fact that machines 
of different make though built for the same 
purpose, are never of the same capacity—some 
one make must excel. That is just one of the 
reasons why so many business men are recog- 
nizing the possibilities of the ELLIS 
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sales, and will have to be satisfied with a lesser volume of business, but 
will, in our opinion, have more money in the bank at the end of the 
year. 

In the smaller cities where there are no factory stores the File De- 
partment has many other problems, the greatest of these is the question 
of salesmen 

To get the best results, file salesmen should have certain systematized 
knowledge and experience that the regular office furniture men do not 
require. The question then arises as to the advisability of having special 
men sell files and supplies only with practically a separate Filing De- 
partment 

We know of some instances where this was tried out thoroughly and 
failed to produce a profit, although it produced sales. 

We suggest that this particular point be brought out for discussion, 
namely Is it better to have special men sell files and filing supplies 
exclusively, or should they be sold through the general men that sell «all 
the other items the house carries? 

It is suggested that in this discussion emphasis be laid on the profit 
end of the business rather than producing additional volume 

In addition to the above items for discussion, we snggert 1 
additional ones 

No. 1. Is the cost of handling, storing, selling and! delivering files 
less than the general run of office furniture and can files be profitably 
handled on the lower gross margin than desks, chairs, etc? 

No. 2. Can a Filing Department be made a profitable branch tn the 
stationery business and can the public be trained to look to the eta 
tioners for purchases of this type, and can the stationers give the service 
necessary to effectively serve the customers? 

In conclusion, we regret that the committee has been unable to give 
anything of very constructive nature and we would like to again empha 
size that we consider this a very difficult subject and one that the Asso 
ciatior should give considerable time to discuss, 

Jos. R. Newton, The Newton & Hoit Co., Chicago, Ill., Chairman 
Frank H. Fargo, The Frank H. Fargo Co., Bridgeport. Conn 
Arnold Armstrong, 8. C. Toof & Company, Memphis, Tenn 
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FILING CABINET SUPPLIES. 

In order to do a filing supply business, the dealer must’ have a good 
line of filing supplies, so let us start this report by selecting the proper 
line. 

Study your territory carefully so as to define your needs in crder to 
have the proper lines to suit your customers’ requirements, In doing this, 
consider the various kinds of business you are preparing to serve and he 
sure that the line has the proper qualities and also the proper price 
range 

Consider the method in which the manufacturer packs his goods for the 
shelf. Filing supplies are perishable and a great amount of waste can 
take place by improper and inferior packing. Nicely packed goods also 
adds to the appearance of your establishment, 

Be sure you have good correspondence system indexes and also proper 
ecard indexes to file large quantities of cards, Either a correspondence 
index or a card index system once installed, brings sure repeat business 
and always at a good profit. 

Be sure to buy a line of supplies that bears your imprint. There is 
nothing that will build supply business more rapidly than having your 
name appear on the goods. The index bought today may not be replaced 
or added to for a long time and during that period there may be changes 
in office help and the new buyer does not know where the last was pur 
chased unless the dealer's name appears, then automatically the reorder 
comes to the original seller. 

Consider the advertising helps that each manufacturer presents to you 
Has he a comprehensive catalog, good snappy envelope inserts, will he 
supply you with various samples of his lines that are needed to help 
sell? Supplies sold by a national advertiser or a nationally known com- 
pany lessens sales resistance 

Will the manufacturer help educate your salesmen or sales force if he 
is asked to do it? 

In making your selection, consider the distance from your source of 
supply. Freight and express have gotten to be quite an item in the 
cost of doing business and must always be watched closely 

Last of all, when you have decided on a line, stick to it Centralize 
your purchases You will get better service and this will enable you 
also to buy in larger quantities, which naturally brings better prices, 
It will save your buyer a great deal of time to centralize purchases in 
this way 

All of the above questions should be very carefully considered at the 
time of selecting your line and if the manufacturer you are buying from 
at this time does not do these things for you, you will have no trouble 
in finding one that will; and in order to have a real “bang up” supply 
business it will be necessary for you to have all of the things men 
tioned above 

Now that the line has been purchased, let us consider the sale of filing 
supplies. 

Window display enters upon the commodity sale. There should be a set 
of indexes and cards in every card index tray or filing drawer placed in 


the window Use colors They always attract attention and a window 
of this kind you will find is usually a good puller and brings people into 
your store asking questions If your sales force is properly schooled a 


good many of these inquiries will result in sales. 
The most important thing in the commodity sale of filing supplies, is 


to have them properly displayed Up to recent years, the only method 
that was used was to put them away in boxes on shelves or store them 
in drawers of filing cases Many boxes or drawers have to be opened 
until the proper item was fonnd Supposing you were to go into a 


haberdashery to buy a collar and the sales person in order to show you 


the different styles, had to open each box. That would be rather a poor 


way to do it but still that same method is largely used in showing 
filing supplies The better way undoubtedly, is to display them on 
some kind of an open rack where your prospect can readily see an as 
sortment of indexes, cards, folders, ete Your manufacturer should he 


able to give you some suggestions along these lines and if he cannot or 
does not, write the National Association and this organization will put 
you in touch with some one who can supply these display racks or give 


you specifications on them and you can either buy them or make them 
yourself 


On these display racks we suggest that you show only pressboard, 
pressboard celluloid and steel tabbed guides. On another rack show 
folders, filing envelopes, et There will be some spoilage of ccurse but 
you will find that your sales will be so much increased and that you 
will sell a so much better grade of material that the Joss in comparison 
will be insignificant 

Almost all companies that have made a success f ti fling supply 
business are handling them in their furniture department Some of course 
handle the in both the stationery and furniture departments but we 
recommend by all means that should they be handled in but one de 
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HEREVER the typewriter serves in- 

dustry, there is close at hand, AMES 

service for the typewriter—extensive, 
prompt and continually improved. AMES 
supplies, parts and tools are the very best 
for the purpose and they compose the most 
nearly complete stock of any in the world. 
AMES platens are ground accurately on our 
own patent machines, and shipped back to 
you within 24 hours of time received. 





The recent consolidation of the THORP & 
MARTIN typewriter parts and accessories 
business, places the AMES line in a position 
of unquestioned leadership and unfailing 
service. Thousands of items for every type- 
writer now made and many, the manufac- 
ture of which is discontinued, are instantly 


available. , 


Remember AMES SERVICE means 
that AMES is at your service. The AMES 
catalog lists and illustrates the entire line; 
it is a most valuable book for typewriter 
dealers and every one should have a copy. 


Ames Supply Company 
564-572 West Randolph Street 
CHICAGO, ILL. 


New Depot Branch Office 
79-80 Queen Street 507 Mission Street 
London, E. C. 4 England San Francisco 


Branch Office and Export Department 
0 Lispenard Street, 
New York, N. Y. 


SERVICE STATIONS 
1538 California St., Denver, Colorado, 
611 Fannin Street, Houston, Texas. 
1 A. de Capuchinas 32, Mexico, D. F. 
135 Victoria St., Toronto, Canada 
50 O'Reilly St., Havana, Cuba 
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Make this quick and easy test oJ 
—proof of everlasting strength. 


for 
Easier Sales 

and 
More of Them 


—SAMSON TABLES 


HIS man represents the business men among 

your customers. He has learned long ago that 
well-appointed offices are essential to his business. 
With Samson Tables you will meet his wishes with 
the exactness that makes easy sales and lots of 
them. Every business man appreciates the sub- 
stantial dignity, the rich beauty, the everlasting 
strength of these famous tables 





Tell your customers that the first cost of every 





Samson Table buys permanent service. Ask them 
to make this simple test. Just let them lift one cor- 
ner. There is an instant impression of rigid, un- 
yielding strength—of compact, close-knit construc- 
tion—that is always convincing. Samson workman- 
ship produces greater values for your customers 
and greater profits for you. 

You will find it a very simple matter to please every buyer 
with the splendid variety of designs which make up the 
Samsen Line. Show them on your floors where they can 


be seen and appreciated We offer them in American Wal- 
nut, Mahogany, and Standard Office Oak finishes. 


Just send us your name and address. We'll prove to 
you that Samson Tables hold greater profits for you! 


MUTSCHLER BROTHERS COMPANY 
511 Madison Street 








Nappanee Indiana 





partment, that you handle them in the furniture department where they 
will receive the attention of a specialty salesman who really urderstands 
something about filing problems Should it be possible to handle them 


in both the stationery and the furniture departments, that, of ccurse, is 
better. 

You will find the public anxious to learn and if you can really in 
telligently serve those people that come to you to be served, the result 


will be a very fine filing supply business. 

We recommend that a record be kept of every system nnd vertical 
index that is sold. This may seem like a very severe detail but you will 
find that if this is done, it will pay well; and by assigning some cne 
in your organization to this task, to follow up these indexes every six 
months or a year, it will result in reorders that you could obtain in no 
other way. Also, it is well for your salesmen to make a history record 
of what cabinets are used by your customer or prospect also what 
indexes are used by them, even though they be a competitor's cabinet 
or index. This information gathered on a card specially printed for 
this purpose, a supply of which can be had by writing the National 
Association of Stationers, will make a valuable asset for ur Sling 
supply department. 

Always try to sell your prospect the best that you have. That is the 
theory of showing only the better grade of indexes on the display rreck 
If your sale is for a card index tray, the price of which is in the 
vicinity of $0.90 or $1.00, instead of selling your bristol board index for 
approximately $0.30, you will find that in the majority of cases it is 
just as easy to sell a pressboard celluloid tip index which sells for about 
$0.95. Usually a sale of this kind requires balf a dozen or so blank 
tabbed guides. Instead of selling a few bristol guides for practically 
nothing, you will find it just as easy to sell a few insertible tipped 
guides, which really amount to something. By paying attention to these 
small details and what really seem like small sales, you will find you 
will double the average supply sale and consequently double your profit 
This same theory holds good on every sale of small cabinets and do not 
think that your particular sales problem or territory is any different from 
that of anyone else. 

If you are not carrying the better grade of filing supplies and chowing 
them in favor of your cheaper supplies, try it and see how well pleased 
you will be with the sales of the better material; also how much better 
pleased will be your customer. The better the grade of supplies that 
you sell, the larger will be your profit. You will find that filing -vpplies 





will give you a better turnover than either filing cabinets, desks or 
chairs, 

For example, let us take the sale of a 4-drawer letter fils It must 
be delivered by a truck and a helper. Then in a good many instances 
your erection man must follow up and install the cabinet properly. The 
filing supplies can be delivered by boy Freight on the filing cabinet 
costs more than double what the freight does on filing su es, rent 
costs you a good deal less on filing supplies than on any other commodity 
that is carried in the furniture department. 

Just take your own condition and sit down and figure how ich space 
you devote to filing supplies, take your sales and then see what yeur 
percentage of rent is appiied to filing supplies. Do the san with filing 
cabinets, your desks and with what other commodity you choose that 
you carry in your furniture department and see how mu better filing 


supplies stack up than anything else. 

Further, there is no item in the line that a stationer handles that gives 
entree to the inner parts of the office than do filing supplies You can 
make your filing supply business as big as your line of loose leaf business 
if you only choose to do it. 

0, R. Geuther, Marshall-Jackson Co., Chicago, Ull., Chairmaz 
Cc. W. Honeywell, Deemer & Company, Wilkes-Barre, Ia 
B. A. Tuttle, The Tuttle Corporation, South Bend, Ind 


WOODEN DESKS. 


The big item in business today is turnover. 


Turnover with a fair profit, the result of fair prices and good ana 
ment, is the greatest meed of the day. 

One of the greatest needs in the industry leading to increased turn 
over is salesmanship, the study and practice of sales tactics that pay 

Are you conducting sales meetings and giving to your sales furce that 
exhaustive knowledge of the merchandise that develops sincere enthu 
siasm and increased sales? Do you know what you are selling or trying 


to sell? Sales are made by the outward expression of that inward feel 
ing. Sincerity, Confidence, Truth make for a pleasing personality But 
they are all based on KNOWLEDGE—knowledge of the goods. 

Your committee feels the lack of turnover in the desk business today 
is partially the fault of the retailer, and also the manufacturer We 
have been trained to tell our customers that a desk would last a life 
time, instead of developing a sales idea along the same lines as motor 
care or household goods—that the product is well built and well finished 
and will give good satisfaction But, if we continue to advocate a 
lifetime length of a desk too many customers take this literally and 
never renew their furniture. 

All dealers in desks should permeate their sales force with the idea that 
appearance is a very valuable consideration in an office. A lot of their 
prospective customers purchase large motor cars and beautiful homes, 
but will not consider office equipment because they have been educated 
that it “‘lasts a lifetime."’ 

Investigation shows that wooden desks are among the cheapest com 
modity on the market when properly figured in comparison with other 
commodities of the same length of life. For instance, a desk well made 
weighing approximately 200 Ibs., would cost the consumer between 
and 40c a pound, with all the brashey material and bad spots taken out 
Chairs average around Tic a pound; motor cars around Sc a pound 
butter 50c a pound; meat 60c. So the dealer can see that desks rank 
lowest from an actual value standpoint 


Little do the dealers appreciate the honesty of purpose of desk manu 
facturers to build honest value in their goods and if the manufacturer 
would endeavor to educate his dealer on merits of his particular desk 
instead of how cheap it could be sold, the industry as a w e will 
show more worth while profits which is of interest to both mar turer 
and dealer. 

The stationer who distributes office furniture would do well t dicate 
this fact somewhere on the main floor of his store. Very often we go 
into a well-equipped office outfitting establishment and nowhere on the 
main floor, where perhaps 50 to 80° of the traffic occurs, is | office 
furniture department represented A space devoted to at least e com 
plete office suite would be well worth while 

Hard work, knowledge and enthusiasm are the final w 
crease turnover. 

Your committee is gratified to note the splendid improvements recent 
new desk catalogue production, most of which are now quoting inside 
drawer dimensions and offering other constructive sales help 

Dealers help in the way of suggestive window and floor t s and 
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THE JASPER 
NOVELTY WORKS 


The Dealer's interest in furniture merchandise centers on two questions: 
How will it serve my customers? and will it pay the expense of handling, 
storing, sales and delivery, and a reasonable profit besides? 


The number of furniture dealers sending their orders to JASPER 
NOVELTY WORKS steadily grows; some require carload lots and 
others, comparatively small shipments, varying as justified by their sales. 
Because of that fact and because we have concentrated on selling through 
the dealer for many years, we are confident that the quality of our prod- 
uct and our service fill the requirements. Let us send you our catalog. 








THE JASPER NOVELTY WORKS 


“The Desk Specialists’’ of Jasper, Indiana 
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envelope enclosures would be mutually profitable and much appreciated. 

The committee recommends that those manufacturers who are not 
numbering desks in accordance with a suggestion for a uniform system 
ef numbering wooden desks offered by Carl S. Leopold at Pittsburgh 
in April, 1923, give the matter further consideration Desks are still 
being received by dealers with numbers in concealed places and some 
entirely without identification marks. 

The committee also recommends that where desks are illustrated with 
metal pulls they be also priced in the price list. 

Finally, we wish to commend those whe are actively assisting the 
government in its simplifications recently undertaken and to express the 
hope that the final results may be profitable to all concerned. 

Respectfully submitted, 
Cc. A. Netzhammer, Northwestern Furniture Co., Milwaukee, Wis Chair 
man 
Cc. J. Nachtigal, The Globe-Wernicke Co., Chicago, Ill 
T. D. Jones, Dameron-Pierson Co., Ltd., New Orleans, La 


OFFICE CHAIRS. 

Your committee feels our dealers will be more successful with office 
chairs if they will carry fewer patterns and more stock of these fewer 
patterns in the necessary finishes, which seem to be light oak, mahogany 
(or imt, mbhg.), and walnut (jor imt. wal.). The practice among some 
of carrying almost duplicate patterns of two or more manufacturers 
has a tendency towards overstock and slow turnover Manufacturers 
have gone a long way in shortening their lines. More yet can be done 
Every maker of office chairs has some lines that you as a dealer do not 


need, In buying don't sample the line. Select your patterns with a 
view to keeping in stock an adequate supply of the ones you elect to 
earry, and then do it Nothing queers a chair sale quite so much as 


not having the chairs to deliver 

Select your lines carefully, after estimating as best you can the sales 
possibilities in your particular field. All of us are too prone to buy what 
appeals to our fancy without stopping to analyze the sales resistance it 
will meet when once in our stock So sell yourself thoroughly on a new 
line before taking it on and then sell your sales force If you can’t 
enthuse them the line will surely drag. But if you and your organiza 
tion are firm believers in the sound value of the patterns the firm carries, 
knowing how carefully they have been selected, then you will sell chairs, 
lots of chairs, and at a profit. 

Present day chairs cost too much to be bought at random, carried 
haphazardly, and displayed indifferently. Competition is too keen for 
this, and competitive patterns of other makers are too nearly like 
the ones you stock, After being well bought, chairs must be regularly 
stocked, by which is meant a record should be kept of how each 
number moves out week by week, or month by month, so that they can 
be ordered up in like quantities; thus approaching as nearly as possible 
the ideal of having enough of each number aiways on hand to take care 
of the average demand, but no more. 

Chairs should be kept clean and deserve the best space on your sales 
floor So arrange them that a customer may sit in any particular chair 


which may strike his fancy. Invite the customer to sit in a pattern that 
you think will best serve him, and then tell him of its good points 
while he is sitting in the chair, and not looking at it And while he is 


sitting in it take another chair of the same number, turn it over and 
demonstrate it upside down, calling his attention to the way in which 
it is constructed, and the materials used This has been found very 
effective. But care must be taken that revolving chairs are adjusted to 
proper average height and work easily without noise. Use furniture polish 
sparingly and see that your chairs are always dry, nothing is more re 
pulsive than to find one’s self seated in a chair greasy with polish 

Sell good office chairs; te do so deserves your best efforts. Customers 
are always better satisfied after buying good chairs, even though they 
pay more than had been expected You cannot build up good will for 
your furniture department by selling your customers cheap and uncom 
fortable chairs to sit in When making a sale on a ‘‘price’’ basis, think 
of how much you would dislike to sit in the chair you are offering, and 
then try to sell a better one To be sure one must know how to talk 
good office chairs, which means knowing how and of what they are made 
and why If you don’t know then go to the factory you buy from and 
ask. The manufacturer knows chairs and will tell you all about them, 


and you will come away a better chair salesman. Then go home and 
tell your organization; too many executives do not pass on the good in 
formation and knowledge they gain while traveling. Sales of a chair 


department properly conducted run into big money and with good chairs 
a firm can build a vast amount of good will. It’s a department that can 
be made and kept profitable If you are overlooking the possibilities in 
good office chairs, then check up, the chances are your competitors are 
more alive. 

Due credit should be given the splendid moving picture prepared by one 
of the manufacturers This picture is most instructive, giving a much 
needed insight into the construction of chairs and how to sell them. 
Those who have seen the picture are very sincere in their praise of it 

This committee thinks that manufacturers should include in their prices 
the cost of proper crating for shipment. Too many damaged and scarred 
chairs are offered and sold to customers. This must be avoided For the 
good of the industry and to promote the sale of more good chairs every 





precaution should be taken that they reach the ultimate consumer in the 
best of condition Some dealers now take a chance by having chairs 
shipped wrapped to save crating charges because practically all of us 


object to paying an extra charge at the foot of the invoice. It seems to us 

it would be better for the manufacturer to include proper packing in the 

price of the chair. Then if it was thought advisable a foot note could 

be placed at the bottom of the price list stating amount f deduction 

per chair if shipped wrapped 

Charlies M. Marshall, Ivan Allen-Marshall Co Atlanta, Ga., Chairmar 
A. Wagner, Lucas Bros., In Baltimore, Md 

Frank M. Meyer, The Burnap Staty. & Prtg. Co., Kansas City, Mo 


i 


NUMBERING MACHINES AND RUBBER STAMP GOODS. 


The making of rubber stamps is a real business, in which must be 
employed the same initiative and watchful care as are used in any other 
line of human endeavor. The process of making a rubber stamp is an in- 
tricate one requiring special materials and machinery, and labor of a 
class not easy to procure and difficult to retain Without a proper cost 
accounting syste maintained at considerable expense—the accuracy of 
which will depend upon length of experience—the manufacturer is more 
than liable to turn his product at a loss. The uncertainty of production 

too little vork today and an amount beyond capacity tomorrow 
presents one f the many problems with which the rubber stamp manu 
facturer has to contend 


For the reasons stated and many others—that {ft would be difficult for 
the layman, without a working knowledge of the business to understand 
your committee recommends that the stationer delays the installation of 
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Foot Control 
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with 


Addressing Machines Pianos 


Automobiles Printing Presses 
Binding Machines Punch Presses 
Dictaphones Sewing Machines 
Electric Motors Spot Welders 
Organs Stapling Machines 
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When the hands and fingers should be 
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This exclusive feature of the 
Coles Copyholder 
is only one of its many advantages. 
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TO BUILD 
GOOD WILL 


Mr. Dealer: 


Do you realize that GOOD 
WILL is the asset that is 
going to put the cash into 
your register and eventually 
make your store the pride 
of the city? 


Do you realize, too, that to 
build good will, you must 
give service and satisfaction 
to your customers? 


Then why not add to your 
stock the greatest Good 
Will builders in this line— 
and— incidentally—reap a 
liberal profit on the sale of 
these products. 


SELL MUN-KEE 
SILENT STAMP 
PADS and INKS 


and you will soon agree with us 
that they are Good Will Builders 
because of the satisfied customers 
you will make. Mun-Kee Pads 
are efficient — economical — and 
durable and THEY COST LESS 
IN THE LONG RUN. 


You will be interested in our 


attractive dealers proposition. 
Write today! 


Mun-Kee Products Corp. 


NEWARK, N. J. 








a rubber stamp manufacturing plant until he has thoroughly investigated 
the investment required and the difficulties of operation. 

A rubber stamp department in a stationery store—under the charge of 
a well-informed clerk who can intelligently take orders for rubber 
stamps—in which are segregated all of those items of merchandise that 
go to make up a business of this character, can undoubtedly be profitably 
conducted and made to pay a liberal percentage of the store's overhead 
expense. If a stationer is not prepared to take care of this business, he 
ought to be, for it quite naturally comes his way and when properly 
handled means an increased profit. Such business, however, must be 
conducted strictly on its merits. A policy of sacrificing profits on orders 
for rabber stamps for the purpose of influencing business on other 
goods, has frequently been tried and usually with disastrous results. 
Most stationers realize today that a stationery store cannot be profitably 
operated by department store methods and that the sale of each item 
must carry its own profit. 

In nearly every city of any size, the stationer can make an arrange- 
ment with a rubber stamp manufacturer to take care of such stationer’s 
orders for rubber stamps and where a stationer is located in a city or 
town where no such manufacturer exists, an arrangement can be made by 
which his orders can be handled by mail by a manufacturer in a nearby 
city. Most of such manufacturers will handle the business in a way 
that will permit the stationer to make a reasonable profit on his orders 

Realizing the stationer’'s favorable opportunity for obtaining such 
business, the manufacturer is only too willing to work in co-operation 
with him—to give him all the necessary assistance in the way of proper 
instructions for the taking of orders, for properly making out his own 
orders on the factory and the use of the correct trade terms; in fact 
all information necessary for the profitable handling of this business. 
Many will be found willing to assist the stationer in advertising the 
fact that he is in a position to take orders for these goods; they will 
furnish electrotype cuts for advertising and, if desired, a window display 
showing the nineteen processes through which a rubber stamp must go in 
its making. They will even be willing to come to a stationer’s store 
and explain to his salesman how rubber stamps are mace 

Rubber stamps, in fact nearly all the items that will be handled in a 
rubber stamp departmenf, are well known to the public There are few 
novelties in the line. Advertising to be effective should be 
directed to teaching the public the many uses of these devices. Rubber 
stamps can be made to serve economically and effectively scores of 
purposes that can be readily ascertained by conferring with your manu 
facturer. If a stationer can successfully create in the mind of his cus 
tomer the use for one or more rubber stamps, the orders for all those 
items used in connection therewith will naturally follow 

If a stationer is a real office outfitter, he must be prepared to furnish 
all items that form a part of an office equipment and in this the rubber 
stamp, although a small item, is an important factor A convenient 
place for ordering such an item is where the customer obtains his other 
office supplies. An order for miscellaneous office supplies may include 
one or more rubber stamps. On the other hand, an order for a rubber 
stamp will frequently lead to the placing of orders for stationery 

In the up-to-date business office of today, the numbering machine has 
become a necessity. New uses are being found for it every day and 
some of these uses have forced the manufacturer to devise now models 
to meet them. Every stationer, whether or not he maintains a rubber 
stamp department, has found an assortment of numbering machines a 
profitable line of goods. They occupy but little space in stock, do 
not deteriorate in value, and are easily disposed of. 

Here again is a line of goods that will bear careful study by the 
dealer. Learn the thousand and one tasks which these little machines 
can be made to perform with accuracy and saving of time and be 
prepared to explain their uses to your customers. The machines them 
selves need little exploiting. The manufacturers have made them 
familiar to the public through national advertising. If the stationer will 
hook up his window displays and local broadcasting with this national 
advertising, he will discover another channel to profit making that can 
be successfully followed with comparatively little effort 

In conclusion, permit me to state that after years of experience during 
which I have conducted a stationery store and rubber stamp factory, I 
am convinced that such a combination cannot be successfully and profit 
ably operated without the closest kind of supervision; and this tends to 
divide the concentration of effort to such an extent as to cause the lack 
of that close attention necessary to the success of either branch of the 
business. I therefore repeat my recommendation that the stationer place 
his dependence upon a rubber stamp manufacturer as his source of supply 
rather than attempt to make these goods himself. 

After all, what is the real reason why we are in business? Isn't it to 
make a profit that will enable us to obtain for ourselves and our dear 
ones, the comforts and pleasures that money will buy? 

Sam'l 8S. Rosendorf, Southern Stamp & Stationery Co., Richmond, Va., 

Chairman. 

J. M. Patrick, Patrick & Company, San Francisco. Calif. 
Thos. Ingram, Horder's, Inc., Chicago, Ill. 


SOCIAL STATIONERY. 

As much time must be consumed in the reading of the various reports 
I purpose making this as brief as possible. 

Your chairman, when notice was received of his appointment, went into 
the question of Social Stationery, writing to all the various manufac 
turers in the line, asking questions and making suggestions with the 
thought that much could be accomplished by their co-operation In the 
course of time, many letters were sent out with this result—one reply 
stating—‘‘Nothing to offer.”’ 

Think of it, gentlemen, in times like these and with this wonderful 
association of ours doing all it can to uplift the business of you men. 
Your manufacturers either don't have the time to answer their mail or 
have ‘‘nothing to offer.’’ 

One of the first important facts to consider in connection with Social 
Stationery is your display. Wall cases and good counter cases are your 
best ‘‘silent salesmen,’’ presenting the most attractive display Your 
sales-people should be well informed. By this, I mean they should 
understand something about manufacturing of the various grades and 
kinds of paper, styles, etc. When the representative from the manu 
facturer calls at your store, get the sales-people together and have him 
explain the processes of manufacture; this and any selling help that he 
may have. Also, do not overlook the opportunity of building up sales 
by suggesting either an address or monogram die, and the stamping of 
the paper. By careful registering of this die, you will receive repeat 
orders with little or no additional cost. 


Bargain sales in this line, and I now speak of what is done in the 
good old Quaker City, have almost put the average stationer in a posi- 
tion where the line is not profitable. Many of our manufacturers, I mean 
members of this association, take their surplus lines of stock, some of 
which are nationally advertised items and on your shelves and mine, 
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_Shoe 
leather 


will win at 


transfer time 


CERTAIN amount of transfer business 
will walk in your front door. 


But the real profits will come from covering 
your prospects quick and hard. 


When you go to your customers with something 
tangible to talk about, you improve your chances 
of getting business at least fifty per cent. 


Consider transfer time in that light. Transfer 
service and transfer merchandise is timely. 
Every business office needs your help to make 
their files ready for 1926. Make it a point to 
cover every office in your city between now and 
January first. 


Y and E transfer cases and 
supplies cover every need of 
transfer time. 


YAWMAN“0FRBE MFG.@. 


1155 Jay Street Rochester, N. Y. 
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and sell them to department stores at 25c to S0c on the dollar of our 
cost and we then find large ads appearing in the papers, stating the 
names of the paper and those of the manufacturers, with prices that are 
below our costs. This, I think, is something that we should give con- 
sideration. 

Diversify your lines with totally different styles in the box papers 
that offer a strong appeal to the buying public; purchasing only in 
amounts that will make a quick turn. 

This committee recommends that the lines in Social Stationery be 
standardized in sizes and colors and when new lines are placed on the 
market, old ones be discontinued The colors on the market now are 
too many, and when stock is re-ordered, many times cannot be matched, 
therefore causing the dealer a loss by ‘‘sacrifice sale,’ on any balance 
on hand 

Also—recommends that the packing of bulk paper and envelopes be 
made on a standard basis of 100 sheets of paper to the box and 100 
envelopes to the box. Today, we have from 60 to 120 sheets to the box 
of paper and from 75 to 125 envelopes, and in many cases boxes have 
to be broken 

Also—recommends that the manufacturers adopt a style of label for 
both top and end of the boxes on bulk goods that is neat enough to 
offer for re-sale When this class of merchandise is sold, it is necessary 
to re-box both paper and envelopes, which to some dealers is an ex- 
pense that cannot be taken care of and the manufacturer loses his 
advertising 

Also—recommends that on packages that are put up on a standard 
basis, that a price be made on same and sold to the dealer less a dis 
count and backed up by NATIONAL ADVERTISING 
Charles J. Paist, Wm. H. Hoskins Company, Philadelphia, Pa., Chair 
man 
David P. Sites, Caldwell-Sites Co., Roanoke, Va. 

H. V. Brockmann, Brockmann & Cx Charlotte, N. C. 


LEATHER GOODS AND NOVELTIES. 

Your committee feels that this is a subject that has been covered 
fully in past reports and that there is very little new matter that can be 
added It might not be amiss, however, to go over a few of the more 
salient points 

The leather goods department in a commercial stationery store is 
unique in that sales depend practicaily entirely upon display. It fol 
lows, therefore, that its value as a profitable department depends pri- 
marily on the facilities available for giving this merchandise sufficient 


prominence to catch the customer's eye. This makes it apparent that 
for stationery businesses not having at least a fair retail trade it is not a 
department worth while. For those that have, however, it can be made 


a highly profitable investment. 
To this end two things are necessary; good judgment in buying and 


good taste in displaying. The bread and butter of the line is, of 
course, in the staples—the wallets, hand bags, brief cases, etc., while 
the cake is in the fancy goods—the Florentine desk sets, the fancy 
colored frames, bridge sets, etc. It is in this novelty line that the best 


judgment ‘s necessary owing to the sudden and frequent style changes 
but, as it is expensive merchandise, with a very high margin of profit, 
it is a nice line to handle. Where a large enough stock is carried in- 
teresting displays may be made, stressing one particular color A lesson 
on this may be taken from the Mark Cross stores as they invariably 
make use of it in their window displays. 

There was an interesting article on this subject in a recent issue of 
the Modern Stationer and in closing it might be well to recommend that 
stationers look over all their trade papers more carefully as there are 
frequently articles of the greatest value in them. 

Charlies D. Brewer, H. K. Brewer Co., Inc., New York City, Chairman. 
Richard B, Lockwood, Millington Lockwood, Buffalo, N. Y¥ 
Geo. W. Grimes, Grimes-Stassforth Staty. Co., Los Angeles, Calif. 


HARDWARE AND GLASSWARE. 


One of the most important departments in the stationery and office 
supply business today, and yet one that probably receives less attention 
than other departments, is the hardware and glassware department. 

For years in the past, it was given a place of lesser importance, owing 
to the reason of the outward appearance, wrapping, packing, numbering, 
etc.; these items being placed beneath counters, in dark bins and out 
of way places. 

The report of last year’s Manufacturers’ Committee tells us that the 
packing, labeling and numbering of the items in this line have been 
greatly improved, so that now goods can be displayed in equal promi- 
nence with other lines in our trade 

We are all, of course, interested in the very vital question, ‘‘How to 
increase our sales in these and kindred lines."’ 

It is an established fact, that the more attractive the display of mer 
chandise, the greater is the possibility for the increase of sales, so the 
necessity of attractive displays is a very important factor in selling more 
hardware and glassware. 

A very important question from last year’s committee, ‘“‘What can the 
stationers do to compete with the department stores, chain drug stores, 
5e and 1fc stores?’’ is worthy of earnest consideration 

These stores have made great inroads into our business, especially in 
the hardware and glassware lines; their sales being due largely to the 
manner in which their merchandise is displayed. 

In the Manufacturers’ Committee report of 1924, we find this sugges 
tion, which should command the attention of every stationer who is 
studying to meet competition 

“The stationer must bring his goods out of hiding and display 
them on tables, so that they can be seen and handled by the 
public The old adage—goods well displayed are half sold—is 
more true today than ever Table displays in the stores are, 
without a doubt, the best sales producers of any method that 
can be employed. Use one table for loose leaf ledger outfits, one 
for ring books, one for sectional post binders, one for high grade 
inkstands, one for cheap glassware, one for punches, eyelet 
machines and staple machines, one for desk trays, work organ 
izers, and distributors, favorite files, ets., one fitted with pyramid 
rack with small bins for several articles, such as clips, fasteners, 
pins, tacks, push pins, spindle files, harp files and innumerable 
other small articles, and a large rack for waste baskets If one 
has room, many other lines of merchandise can be successfully 


displayed in this manner As far as possible, reserve stock of 
the articles displayed on the tables should be kept on the shelves 
under the tablé on which the stock is displayed Window dis 


plays should be carefully planned and executed Good window 
fixtures, attractiveness, practicability, period of the year, length 
of time to get the maximum pull, should all be carefully con- 
sidered and watched in displaying merchandise in windows."’ 
It is up to the stationers to display their goods in the like manner of 
competitive stores, as suggested in the above, and also of the last year's 
Manufacturers’ Committee 
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The File 
That Sells On Sight 


The So-Handy personal letter 
file virtually sells on sight. Every 
one who has bills to pay or let- 
ters to write is a live prospect 
for the sale of this file. 


When the So-Handy was intro- 
duced, it created widespread 
interest among dealers and im- 
mediately became a sales leader. 


The file is made of heavy gauge 
steel, has a handsome baked 
enamel finish, and is equipped 
with an individual lock and key. 


But the exceptional popularity 
of the So-Handy is due to the 
patented expansion front and 
the rigid retaining strip on the 
lower section of the file. The ex- 
pansion front loosens the guide 
cards for easy handling of con- 
tents and the retaining strip 
holds contents rigidly in place. 


Dealers everywhere are enjoying 
quick and easy sales wherever 
the file is shown. 


Get your share of this profitable 
business—write for discounts 
and descriptive literature. 


PAULSON PRODUCTS CORP. 


Successors to 
Arthur Paulson Sales Corporation 


Sole Manufacturers and Distributors 
50 Union Square 
New York 
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VISE SIGNALS 


Trade-Mark Reg. 
are handsomely enameled in 12 brilliant 
colors. Finish cannot chip, flake, or 
peel. Vise Signals are made of rust- 
proof plated spring steel. Easy to ad- 
just, grip firmly, and cannot slip or be 
pushed off accidentally. In attractive 
new packing, 100 to box, with an extra 
actual VISE Signal on outside, indicat- 
ing contents. Made with our custom- 
ary fine quality and workmanship. See 
NOTE below. 


Graffco ! a 
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e r 
VIZ Signals | 
FOR VISIBLE Card Systems 
An entirely new signal, 
NON-PROJECTING. Eight 
different styles—to fit every 
kind of visible-index system. 
Twelve striking colors, in 
enamel that cannot chip or 
peel. Be sure to write for samples. 


Graffco VISE Paper Clips 
HOLD firmly, with broad gripping tongue 
on the inside that keeps papers ship-shape 
and prevents slipping in any direction. Made 
of plated steel. Three sizes, holding 2 to 
60 papers. Can be used over and over. 
Graff-Underwood Company’s usual high 
quality. See NOTE below. 


Graffco VISE, Index Tabs 


Come in two sizes, plain or printed. 
Have washable opaque celluloid 
window that takes ink or pencil eas- 
ily, and rustproof plated steel frame. 
25 to a box. Made in our regular 
excellent quality. 


—NOTE 


There is GUARANTEED satisfaction when you buy 
any product stamped VISE. That trade mark is ours 
exclusively. All goods bearing it are made by us in 
cur own factory and positively warranted right in every 
detail. Buy certainty, avoid doubt. Insist on VISE, 
made and sold by us only, and GUARANTEED. 


GRAFF-UNDERWOOD COMPANY 


18 Beacon Street 


Somerville, Boston 42, Mass., U.S. A. 





No} Not NeS Noé 


No CG 
WiZ SIGNALS 
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The question of stamping and moulding names and numbers in all 
hardware and glassware items is indeed quite important and the manu- 
facturers should by all means do this where it is at all possible to do 
so, even at an increase in cost. 

A. C. Culpepper, E. H. Clarke & Bro., Memphis, Tenn., Chairman. 
Daniel S. Hansen. Carlson Brothers, Inc., Moline, Il. 
Edmund H,. Shauwecker, Hiland Stationery Co., Pittsburgh, Pa 


INKS AND ADHESIVES. 


It is very pleasing to your committee to find that this branch of our 
industry is in excellent condition. Our reference to the reports of pre 
vious committees discloses the fact that this subject has been very 
ably handled. A number of recommendations and suggestions as to 
packing, labeling, numbering, etc., have been made and in most instances 
have appealed to manufacturers and been favorably acted upon. In general 
it might be said that manufacturers are appreciating the dealer's posi- 
tion and are showing a willingness to entertain the recommendations 
made from time to time by your committees. 

Your committee is of the opinion that the half-pint size in the fluids, 
fountain pen, colored inks and mucilage should be dropped. It is apparent 
from our inquiries that although this size is generally stocked by com- 
mercial stationers very little of it is sold, and that dealers would like to 
be relieved of the necessity of stocking this size in anything except the 
red inks and stamping ink. We do not think the elimination of this size 
as suggested above would result in any smaller ink sales, but would 
rather tend to a larger volume. 

Although a majority of packages are numbered, there are some im- 
portant items that do not carry the stock number on the label, and 
your committee suggests that the numbering of all items be completed as 
early as possible. This has been a great assistance to both the con- 
sumer and the dealer. It enables telephone orders to be placed without 
guessing at the size, and orders to be filled promptly without reference 
to previous charges; it shortens the dealer’s bookkeeping record, and is 
especially convenient for card buying records and stock keeping systems 

Respectfully submitted, 
A. P. Baylis, Baylis Office Equipment Co., Atlanta, Ga., Chairman 
J. J. Wallace, Ivan Allen-Marshall Co., Atlanta, Ga. 
E. G. Harpold, Dameron-Pierson Co., Ltd., New Orleans, La. 





Reports of Manufacturers’ Committees. 
CARBON PAPER AND INKED RIBBONS 


Conditions in the carbon paper and inked ribbon business, during the 
past year, have been on quite a staple basis with a steadily increasing 
demand Summer months in this line did not show the usual slump in 
buying by the dealer. Predictions the first of the year of an exceptional 
business were not fulfilled but there has been a very healthy trend 
towards increased business. 

The various demands make it necessary for the manufacturer to add 
numbers to his lines but the varied requirements do not seem to be as 
great as in some years past. However, our committee cannot impress 
upon the dealer too strongly the importance of educating salesmen in the 
different uses of carbon paper, and the proper display of the merchandise 
A salesman trained to compete with specialty houses would give the 
dealer increased business. While this is a small line with the stationer, 
it can be made very profitable on a limited investment. 

It has been brought to the stationers’ attention in past reports that 
they should discriminate between the manufacturer who is endeavoring to 
protect their interests, against the manufacturer who sells direct to the 
consumer. Some manufacturers have obtained grades of raw materials 
which have enabled them to meet close competition. The stationer can 
give the manufacturer many leads and in return receive help that will 
result in better business. 

During the past few years there has been a marked improvement in 
raw materials entering in the manufacture of carbon papers and inked 
ribbons. The prices of these raw materials have remained firm, in fact, 
have shown a tendency to advance during the past six months 

In closing our report this committee wishes to emphasize the impor 
tance of co-operation between the manufacturer and the dealer 
Frank 8. Cooper, Cooper Carbon Coated Paper Co., Chicago, Ill., Chairman 
F. R. Nichols, Columbia Ribbon & Carbon Mfg. Co., Inc., New York City 
R. 8S. Moore, The Ault & Wiborg Co., Cincinnati, Ohio. 


INKS AND ADHESIVES. 


Your committee have endeavored to obtain from dealers and other 
sources, information and their point of view as to ways in which we 
could be of more help to dealers as to profits and service in our line. 

While we have found no new plans nor brilliant ideas to offer, we 
believe a few old suggestions can profitably be repeated. 

FIRST: Purchase your inks and adhesives in quantities, sizes and kinds 
that will sell within a reasonable time. Keep your stock fresh and 
clean. Purchase brands that will give your customers the very best 
service. 

SECOND: Display is important as inks and adhesives are quickly con 
sumed. Therefore purchased often, and displayed in a prominent place 
inks and adhesives help quicken turn over. They can profitably be given 
a conspicuous place in the store, in preference to many items which are 
not sold oftener than once a year. 

THIRD: Plan to obtain a good fair price for good quality inks and 
adhesives. Do not permit cheap quality goods to control nor influence the 
price of higher grade products. Cheap quality goods sell at prices afford 
ing little or no profit and do not increase the sales a single bottle 

FOURTH: Your committee knows that the manufacturers want to help 
in every way possible and invite requests for information and sales helps 
from the dealers, which leads to the old fact that we understand so 
well, that we must work for each other's best interests if we would 
prosper. 

W. W. 8S. Carpenter, Sanford Manufacturing Co., Chicago, Ill., Chairman 
R. D. Perkins, Russia Cement Co., Gloucester, Mass 
Tracy Higgins, Chas. M. Higgins & Co., Brooklyn, N. Y 


FILING CABINETS. 

Let us proceed with this report on the premise that never in the 
history of the business have filing equipment lines been more complete 
than at present, nor has there ever before been as much money invested 
in plants and equipment and stocks of goods on hand than at the present 
time. This leaves the discussion to practically the selling problems of 
the dealer only. 

The manufacturer is, of course, primarly interested in keeping his plant 
busy and earning a fair return on the capital invested. To do this, his 
products must be sold. The question, therefore, is how can these products 
be marketed? 

Let us swing back 30 years. At that time there were very few lines 
of filing equipment manufactured and they were mostly in an undeveloped 
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The Importance of the Supply Business 


institution unless they are properly indexed and supplied with 
the necessary guides and folders so that records can be filed and 
located instantly. The degree of usefulness of filing cabinets is in direct 
proportion to the care and thought exercised in the installation of 
indexes and based on the careful analysis of individual requirements. 


~ ILING CABINETS are absolutely useless to any 


y Every dealer should appreciate the fact that dur- 

ing a five-year period the sale of supplies will average nearly 200 
per cent more in actual dollars and cents for each four-drawer vertical 
file than the selling price of the file itself. 


«( However, extreme care should be used in the 
selection of supplies to insure filing equipment users the best 


possible results. 


Years of consistent study of business conditions, 
the requirements of different businesses and the analyses of hun- 
dreds of thousands of names in different sections of the country have 
developed the scientific and mathematically correct Browne - Morse 


systems. 


ct Every dealer should handle supplies and every 
dealer should be entirely familiar with all indexes, sub-divisions 
and systems that have been painstakingly developed by the Browne- 


Morse Co. 


Browne-Morse Co. » Muskegon, Michigan 
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Is it wise to give the customer 


the catalog envelope he thinks he wants? 





O dealer can escape responsibility 
for the envelopes he sells. When 
they fall down, the buyer usually looks to 
the store that sold them to him to make 
good—or he buys elsewhere next time. 


The man who has spent hundreds, or 
perhaps thousands of dollars on a cata- 
log, takes a big chance when he buys 
mailing envelopes only on a basis of low- 
est price. 


To sell a cheap envelope for a good 
catalog or booklet merely because the 
customer’s first interest is apparently to 
get low price, may result in the loss of 
that buyer’s business. 


When a customer asks “how much?” 
before he thinks “how good?”, the sta- 
tioner or printer will do well to remind 








him of what he is going to expect from 
those envelopes. 


If you can make him think about the 
rough road his catalog must travel — the 
mail chute, the post office sorter, the 
hard and roughly handled mail sack, the 





The sender spent money to make a good catalog that 
would impress people and help sell his product. The 
inadequate envelope completely spoiled that impression 
by allowing the catalog to become soiled and torn. 








jolting mail truck, the pick-up and throw- 
off by the fast train—and the dollars he 
has spent to make a good catalog — he is pretty sure to 
pause before he commits those good catalogs to the tender 
mercies of “cheap” envelopes. 


He may have printed 10,000 catalogs. But he’s wise 
enough to know that the only ones that bring him orders 
are those that arrive — and arrive in good shape. 


The customer you get to think along these lines is 





nearly always ready to spend the trifling difference, per- 
haps less than half a cent each, for envelopes that will 
carry his catalogs safely. 


When your customer wants catalog envelopes, 
wouldn't it be well, in your own interest, to remind him 
that he wants them for important work; and that to do 
that work they must be good, rather than merely cheap? 


Improved COLUMBIAN 
CLASP ENVELOPES 

















When you buy catalog or merchandise envel- 
opes, look for the name “Improved Columbian 
Clasp” and the size number on the lower flap. 


There is no stronger standard catalog en- 
velope made than the Improved Columbian 
Clasp. The clasp is of malleable steel, an- 
chored by four prongs in tough paper. The 
holein the flap, through which the prongs pass, 
is reinforced with extra -tough rope stock. 

The smooth prongs and the hole in the 
flap “register” accurately, in Improved 
Columbian Clasp Envelopes. 

There are thirty-one useful sizes. They help 
you get away from the “made-to-order” nui- 


sance, with its high costs and frequent delays. 

Improved Columbian Clasps are packed in 
good boxes, strongly reinforced at the edges. 
Distributors’ shipments are made in strong, 
new wooden cases, or in corrugated cartons, 
as preferred. 

Your paper merchant carries Improved 
Columbian Clasps— or can get them for you 
from any of the manufacturing divisions of 
the United States Envelope Company listed 


below : 





Location Division 
Worcester, Mass., 
Logan, Swift & Brigham Envelope Co. 
Reckville, Conn., White, Corbin & Co 
Hartford, Conn., Plimpton Manufacturing Co 
Springfield, Mass., Morgan Envelope Co 
Waukegan, Il., National Envelope Co. 





Springfield, Mass., P.P. Kellogg & Co. 


Location Division 
Worcester, Mass., Whitcomb Envelope Co. 
Worcester, Mass., W.H. Hill Enve Co. 
Indianapolis,Ind., Central States Envelope Co. 
San Francisco, Cal., Pacific Coast Envelope Co. 
Philadelphia, Pa., Monarch Envelope Co. 

Endorsed by users everywhere as the 
best merchandise envelope 
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THE LYMETCO LINE 


OF STEEL CABLNETS AND TABLES 
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Counter-hi— Double Duty 
—Cabinets 


Exactly the height of the standard counter this steel cabinet com- 
bines dust-proof, safe storage with counter-service. 


Exceptional in appearance, in design and in material quality 
Counter-hi is a fit representative of the Lymetco Line of Steel 
Cabinets and Tables. For, in Lymetco products is concentrated 
the knowledge and experience gained in building lockers, cabi- 
nets and shelving of steel for a quarter century. 

It is this knowledge and experience that has made the Lyon 
Metallic Manufacturing Company the largest producer of this 
type of equipment. It is your assurance of consistent unexcelled 
quality, immediate delivery and fair prices. 

Back of the Lymetco Line is a permanent policy of national 
consumer advertising that further enhances the value of the 
Lymetco dealer franchise. Your letter, requesting full informa- 
tion, will have immediate attention. 


LYON METALLIC MANUFACTURING COMPANY 
AURORA, ILLINOIS 
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and imperfect stage The business public was not educated to the use 
of filing equipment. The public had to be educated to the use of card 
indexes, vertical filing and modern filing devices, and to a very large 
extent the mail order plan of marketing was used From this developed 
the sale of filing equipment through the household furniture dealer who 
at that time constituted practically the only retail selling outlet for 
office furniture. 

Later, from experience, it was found the stationery dealers could 
market filing equipment to better advantage than household furniture 
dealers because their customers buying commercial stationery and office 
supplies are the best possible prospects for sales of office furniture and 
the same salesman could cover both. 

As the office furniture business developed it grew to such a volume 
in large cities as to induce the organization of concerns who specialized 
in office furniture. Thus developed the office equipment dealer who is 
today a very important factor in the distribution of filing equipment 

As business began to grow, new people entered the business, sales 
increased, and the factories began to expand to meet the increase, The 
sales managers of the various factories found they were not securing 
through their dealers in certain localities a volume of business anywhere 
near what a careful analysis showed it should be, and apparently nothing 
could be done to force the dealers to increase the volume in proportion 
to the amount of business possible. As a result, many of the manufac- 
turers were forced to go into these cities and establish branches operated 
direct from the factory They were very severely criticised by the 
dealers, who felt that they had built up the business for the manu 
facturers, and that the manufacturer was interfering with their business 
when they opened the branch 





Let us analyze this condition a little. In many cities, there is only 
one leading dealer, whereas, there might be several dealers doing a pros- 
perous business in filing equipment. As we see it, the trouble lies in the 
fact that many dealers desire to make the statement to their customers 
that they can furnish anything in the way of office needs, so they go 
to the manufacturer of filing equipment, secure an exclusive agency on 
a line, put in as little stock as possible, and when it is received place it 
in a back-room, or the basement, or on the second floor, and appoint some 
clerk to watch out for a chance to sell some of it. 

Such an exclusive agency simply means to him that he was smart 
enough to ‘‘tie up’ a line before some other dealer got it, and he really 
has no intention or purpose of building it up into a good business for 
himself or the manufacturer Some may call such practice good busi- 
ness, but, in our opinion, it is the worst sort of business, for it does no 
particular good to the dealer, it keeps the line from a neighbor, who 
might possibly do more with it, and it is certainly an example of double- 
crossing the manufacturer 

On the other hand, there is the dealer who has the vision, and can see 
the potential market, and the possibility of developing a big business 
in the line of filing equipment, and if it were not for a few of this type 
of dealers, the manufacturers would be “hard put’’ to keep their 
factories busy. 

This progressive dealer puts in an adequate stock of filing cabinets 
and supplies He has invested considerable money in his filing equipment 
department, and he proposes to make a success of it. He makes frequent 
trips to the factory, he sends the salesman to the factory also, to learn 
all that the manufacturer can teach him as to how these cabinets are 
used, their application to various sorts of business, the various methods 
of filing and indexing, or keeping customers’ records, and the filing of 
documents of all kinds He learns the new applications of filing equip- 
ment to various lines of business, so he can intelligently explain to others 
how they can profit by the use of modern equipment. This dealer knows 
that it takes real salesmanship to do the thing right, and build up a 
large volume of sales, so he takes a personal interest in selling filing 
equipment himself, he posts his salesmen, he helps them, he goes out on 
big jobs with them; with the result that this department grows and 
expands, and he finds that he bas made many new friends for his store. 
Chiefly, he finds that he is enjoying the filing equipment department of 
his business more than any other department, because it is constantly 
opening new problems of intense interest, and the solving of every one 
of those problems means a good-sized sale, and the beginning of a re-order 
business, which will continue to grow as the years pass. 

The dealer who has other lines as ‘‘feeders,’’ drawing customers into 
the store, has a most wonderful opportunity of building up a big filing 
equipment business, if he will give it the care and attention he should 

Now this plan does not necessarily apply to large cities alone. We 
know of one town with a population of just a little over 50,09 that 
produced for one concern last year a business of over $39,000.00 in 
filing equipment, and there are two competitive conceras in that same 
town Compare this, Mr Dealer, with the business you are getting in 
your town, population considered If dealers would develop their filing 
equipment departments properly, there would be no excuse for a manu 
facturer’s branch house 





Much has been said at previous conventions, and meetings of the manu 
facturers and deglers, of the comparatively small profit of filing equip- 
ment departments. If a dealer is not making a fair profit on his invest 
ment in filling equipment it is very often due to the fact that he is not 
devoting sufficient attention or sufficient effort to the department The 
percentage of discount allowed on filing equipment is sufficient to warrant 
a good margin of profit if the volume is sufficient. 

The trouble is that the dealer does not produce the necessary volu 
consequently he complains about the lack of profits. The filing cabinet 
business is the sweetest business in the world for the dealer if he could 
only realize it. It is not the first sale that results in profitable business 
but it is the constant ar everlasting re-orders. When a customer starts 
using a certain lin ; 





me 








} 


e of filing equipment it is very rarely that he does not 
Standardize on that line and ntinue to buy year in and year out. With 
no other line of goods sx by a stationer is this true This re-order 
business comes in year fter year on a silver platter at a long margin 
of profit 
There is only one other line of business whose cumulative income is 
comparable with this re-ords business in the filing cabinet line and that 
is the ins nee business An insurance agent works hard for the first 
policy But he derives s biggest income from his renewals 
Every 1 man rer of filing cabinets stands ready to worl 
shoulder to shoulder wit the dealers who want to accomplish good 
results along this line We re mmend that every dealer visit the factory 
and give enough time for careful study. Become well acquainted wit! 
the heads of the house and learn direct from them of the broad-minded 


policies they are pursuing of building strong selling organizations which 


go out to help. to teach and assist in building up dealers’ departments 
Learn of the many uses for filing cabinets you never thought of before, 
learn all there is to know about the reasons for having salesmen sell high 


grade supplies to go in the fine drawers. Keep your ears open and heat 
about the large sales made every month in cities no larger than yours. 
Look over the factory itself and you will undoubtedly be surprised at 
its size and the bustle of tivity which prevaliis in every department as 
well as the volume of shipments pouring out each day. And you will 
learn, too, that the manufacturer is ready to back you up with fine 
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Every month—a full 
page Globe-Wernicke 
message featuring one 
big office efficiency 
equipment idea reach- 
es the buying execu- 
tives of the country— 
40,000 of them. Your 
staunchest customers 
and best prospects will 
read the above mes- 
sage which appears in 
November. 








of prospects open to Globe-Wernicke d 
ers everywhere. 


enlivened interest in Globe-Wernicke pr 
ucts every month. Globe-Wernicke sq 
ice helps the dealer tell his commun 
loud and long “I AM THE GLO} 
WERNICKE AGENT.” It places in 
hands practical merchandising informat 
that makes lasting friends for him. 





1. Through national advertising in 6 big business 


2. Another gives to Globe-Wernicke agents, s 
















. Still another shows dealers how to link their wi 


. Globe-Wernicke service helps the dealer arrange 


. Free newspaper electros that tie up with the nati 


. And finally Globe-Wernicke service furnishes 
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LOBE-WERNICKE dealer service} 


6-edged wedge that is prying the do 


40,000 buying executives are arouse¢ 





Here’s How the 6 Edged Wedge Wor 














azines, one edge reaches the buying executives of 
country—40,000 strong. It takes to them in full 
space a big, compelling, economic Globe-W 
office equipment message monthly. 


prepared consumer mailing pieces, featuring 
monthly national advertising. These are furni 


FREE to Globe-Wernicke dealers. 
up with Globe-Wernicke national advertising. 


store display to the best advantage, giving att 
prominence to the biggest selling feature of the 


advertising campaign are the fifth edge. 


dealer with actual merchandising ideas for int 
market cultivation. The selling program shows 
how to build up business by creating time and 
saving systems for their prospects. 
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MAKE IT PAY YOU 


In your locality Globe-Wernicke national advertising is interesting 
the big buying executives—your best prospects. It is appealing to them 
as only a quality product, backed up by sound economic records, can 
appeal. It is building up business for you. 

Some of this increased business will come to you without effort on 
your part. Get your full share of it—link up your name and your store 
effectively with Globe-Wernicke national advertising. The 6-edged open- 
ing creating wedge—Globe-Wernicke dealer service is yours for the asking. 

Take advantage of the interest that the amazing story of “276,000 
and still going” will stir up among your prospects in November. Mail 
the coupon today. 


THE GLOBE-WERNICKE CO. 


Cincinnati, Ohio 
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These six influential 
business magazines that 
have won the confi- 
dence of business men 
are carrying Globe- 
Wernicke national ad- 
vertising monthly. 


Industrial Management 

Nation’s Business 

Purchasing Agent 

Business 

Industry Lllustrated 

The Burroughs Clearing 
House 





Globe-Wernicke dealer service of- ‘ hace amaeccane —. ss 2. se et ee eeceecuecaee eae 
fers window display suggestions that ' > ' 
dramatize the national advertising in ' Globe-Wernicke Co., ' 
the dealer’s window. And Globe- ' Dept. O. A.-114, Cincinnati, O. : 
Wernicke window display suggestions ' : 
are simple orkable ideas that fit , . , ° ° . 
the conditions and window dimension : Gentlemen: We are very much interested in the Globe- : 

~ , . P ‘ » , : “—_- - : 
the dealer has to meet : Wernicke office efficiency equipment campaign. Please let , 
‘us know how we can profit by it to the greatest advantage. : 
' ‘ 
‘ ' 
: e 
ee. re A a A ° 
* 
- ' 
Pa ' ' 
rte ' ' 
4 > NOES owed ccvescaechouee ’ 
<< ' ' 
a ' ' 
‘ 
- oe . PEPER e ee DTOSC.. o.0cccendnvenmn te 
‘ ,. 
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“Rite Poise’ Office Chairs 


The features which make this chair different from all others, and of especial ad- 
vantage to office workers, are: 





Duplex Swivel Iron, which gives the seat and back a 
forward, backward and revolving motion, possible with 

no other chair. The forward motion provides the user (77 RO 
with greater comfort, and back support at all times. (8 Fy 
Curvature Back, conforming to natural body curves \ 

and providing a restful poise at all times. 

Deep Saddle Seat, which assists correct sitting pos- 
ture and adds much to user’s comfort. 


No office furniture line is complete without these chairs. 


Made of Oak and Birch. Can be finished mahogany or walnut, also made in Windsor type. 
Send for Catalog showing complete line of Office and Institution Chairs. 


CONANT BALL COMPANY 


84 Sudbury Street Boston, Massachusetts 





The Sign of Quality 


The Sign of Qualit 
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catalogs, attractive circulars and many sales helps. He will keep you YRace mann 
posted every month on items upon which you can specialize. When you 
co-operate with him as fully as he stands ready to co-operate with you, 
you will greatly increase your own sales and profits and the manufacturer | 
will have an agent that is an asset and of whom he will be proud to 
number among his friends. 

In making this report, we have tried to be impartial and consider 
conditions just as they exist and we hope that the report will be such as 
to open an intelligent discussion which will result in material good and 
increased profits for both the manufacturer and the dealer. 

Frank C. Morse, Browne-Morse Co., Muskegon, Mich., Chairman. 
J. E. Blaine, Jr., The Globe-Wernicke Co., Cincinnati, Ohio. 


Earl Irwin, The Macey Co., Grand Rapids, Mich. Pronounced NO-STINGR, 


FILING CABINET SUPPLIES 
[Note—The report of this committee, Messrs. Edward L. Little, Wabash 
Cabinet Company, Wabash, Ind., chairman; C. W. Straubel of the 
Automatic File and Index Company, Green Bay, Wis., and William Hoge | 


of the General Fireproofing Company, Youngstown, Ohio, was published | 
on page 32 of OFFICE APPLIANCES for October, and a preliminary 


report, done in verse, appeared on page 26 of the September issue of 
this journal.] A 


LOOSE LEAF DEVICES 


This committee endorses the idea of standardization expressed in the 
1924 report of the Manufacturers’ Committee on Loose Leaf Devices. 

Practically every loose leaf manufacturer carries between two and three 
thousand stock items. Almost seventy per cent of the total business is 
confined to about twenty-five to thirty per cent of the regular stock 
items. If these figures even approximate accuracy, and they do, the need 
for close co-operation between the manufacturers is apparent. 

A reduction in the number of items carried by the manufacturers would 


be of material benefit to the dealer in the matter of investment and 
turnover GEM CLIPS 


This committee suggests the close co-operation of the dealers on orders 
for special sizes and materials. Clear and complete specifications will 
expedite delivery. 

We suggest that the manufacturers continue their efforts to give the 
dealers and their salesmen constructive selling data. 

Cc. M. Farrell, Irving-Pitt Mfg. Co., Kansas City, Mo., Chairman. 
Joseph M. Towne, National Blank Book Co., Holyoke, Mass. 
Clarence D. Trussell, Trussell Manufacturing Co., Poughkeepsie, N. Y. 













NUMBERING MACHINES AND RUBBER STAMP GOODS. 

The business of the stationer and office outfitter is a composite one. 
Recognizing this, a committee has been appointed by your association to 
investigate and report upon each classificat'on of commodities. Believing 
that in this way the findings and recommendations of each committee 
will be the most practical and helpful to the menibers, and that the same | a 
plan could be carried out advantageously by each stationer, your com No, 2 Brass Finish No. 3 P 
mittee offers the following resolution: | 

RESOLVED, That, in the opinion of your Committee on Numbering 
Machines and Rubber Stamp Goods, these commodities and similar prod- | SIMPLEX UNIVERSA les Pp PEERLESS RING 
ucts should be placed in a distinct department of the stationery store, e 4 so 
and that this department be under the supervision of one particular clerk | 4 
who shall thoroughly acquaint himself with the line so as to be able 
to intelligently serve the needs of customers, 

Some of the commodities within the scope of this committee comprise 
a separate and distinct business in themselves I refer to the rubber 
stamp dealer Stationers who handle these lines as a department in 
their business should recognize this, and should feel a very close bond 
of friendship for the concerns who make these products their sole Susi 
ness It is highly desirable that the stationers’ rubber stamp department | 
be conducted in such a way that it will harmonize with the general 
practices which obtain among the rubber stamp dealers, to the end that 
a most friendly and cooperative spirit may prevail. 

Your committee, therefore, offers the following resolution 

RESOLVED, That, in the opinion of your Committee on Numbering 
Machines and Rubber Stamp Goods, the dealer members of this Associa 
tion who have a rubber stamp department should adopt the same practices 
and usages as prevail among the rubber stamp dealers in their individual 
community 

The rubber stamp dealers and manufacturers of the country have their 
wn association, known as the International Stamp Manufacturers’ Associa 
tion It has been in existence many years and today is in active and 
successful operation in all parts of the United States. The work of the 
ganization is being carried on very largely by divisional meetings so 
that conditions in each and every section of the country are studied 
intelligently and carefully. 

Inasmuch as there is a very close connection between this department 
of the stationery business and the rubber stamp dealer, and inasmuch 
as each of these lines of business has its own separate association to 
both of which many of us belong, your committee believes that there 
should be a closer tie-up between these two associations, and, therefore, 
offers the following resolution 

RESOLVED, That, inasmuch as the National Association of Stationers 
and Office Outfitters, and the International Stamp Manufacturers’ Asso 
ciation exist for the benefit of the stationery business and the rubber 
stamp business as separate and constituted; and inasmuch as these two 
lines of business, insofar as the products represented by this committee 
are concerned, are closely related to one another, it is therefore the 
opinion of your Committee on Numbering Machines and Rubber Stamp | 
foods that a link be established between these two associations for the 
promotion of a more friendly feeling and a more co-operative spirit 
between the individual members of both associations And, it is further 

RESOLVED, That, to accomplish this, the president of our association 
be authorized to invite the I. S. M. A. to appoint one of its members 
with instructions, to meet with the members of your Committee on Num 
bering Machines and Rubber Stamp Goods to discuss those subjects which 
are of mutual interest to the members of both associations. 

Mr. Gibbs, in a recent article, stated that the association is convincing 
the manufacturers that the successful distribution of their products de 
pends upon the retail merchants’ knowledge of their character and selling | 
points, and that keeping the dealer informed is the manufacturers’ 
responsibility. This is true, but the dealer has not as yet fully recog 
nized his own resportsibility in broadcasting among his employes the 
knowledge supplied by the manufacturers The manufacturers are con- 


o ” 
stantly sending out informative letters, circulars, broadsides of adver MILLIONS DAILY 


‘ 
tising, etc., and this literature is generally read by only one person in oak 
the store. Mount Vernon New York, U. §. A. 


Your committee recommends that the stationers make it a rule that 
such letters, circulars, and broadsides received from manufacturers be 
passed about among the employes of the store so that they may be noted ‘ 
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The Sun Never Sets on 
“Columbia” Ribbons & Carbons 


Service is the Reason 


Service in Manufacture 

8 ey ty years of selling in every corner 
of the globe has taught us our various 
customers’ special needs. Constant im- 

provement at our plant has perfected our 

products so that they give maximum satis- 

faction at minimum cost. 


Service in Distribution 

Twenty years of expansion, with the vast 

business it has created, enables us to serve 

the entire business world promptly and 
) properly, through competent, qualified dis- 





tributors. 
No Matter What Your Re- 
quirements May Be, Some 
Kind of Columbia Ribbon or 
Carbon Will Meet Them. 


Columbia Ribbon & Carbon Mfg.Co., Inc. 
69-71 WOOSTER ST. NEW YORK, N. Y. 
Branches Throughout United States and Abroad 





for Continental 


for 
GREAT BRITAIN EUROPE 


The service ob- 





Our new London 
factories are now eee e by = 
thoroughly aif Pe 
equipped to han- a a Pot 2 7 
die all carbon - yey alt 
and ribbon busl- m AY acne 
direct. y 
— grade. 
Address Address 


COLUMBIA COLUMBIA 
Ribbon & Carbon Ribbon & Carbon 
Mfg. Co., Ltd. Mfg. Co., Inc. 


22 Bush Lane Via Donatello 19 
Milan 382 
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by everyone. In this way your employes will be posted in regard to new 
products, discontinued lines, changes in list prices, etc. 

There is plenty of room for improvement among the stationers in the 
way of display of numbering machines and rubber stamp goods. The 
sale of these products could unquestionably be very largely increased by 
more intelligent display. Every possible effort should be made to bring 
out the uses of these products, particularly when making a window 
display as in this way a much greater and more lasting impression is 
made upon the public. 

In addition to carrying out the plans of the association in regard to 
window displays, the stationer should also observe the suggestions of the 
manufacturers in this regard. This is particularly true of products which 
are being nationally advertised. The display material furnished by manu 
facturers should be used so as to tie up the dealer’s display with the 
advertising and draw interested customers into the store. 

Dealers who issue catalogues, house organs, or cther advertising media 
should invite the co-operation of manufacturers in preparing copy and 
in the arrangement of cuts, etc., so that the products displayed in this 
way may be properly described, illustrated and priced. 

It will cost the dealer nothing to carry out these suggestions, but 
these alone will surely develop a greater interest in these products, and 
increase their sale. In addition, if the clerk appointed to have super 


| vision of this department would increase his knowledge of these commodi 
| ties and of their uses, he would often be able to suggest their use to 


customers where otherwise nothing might be said by either and in this 
way actually create users and increase his sales. All manufacturers 
will be glad to give any such interested employes all possible help in 
acquainting him with these lines 

Irving B. Gowen, The Bates Manufacturing Co., Orange, N. J., Chairman 
Alfred W. Roovers, Roovers Brothers, Brooklyn, N. Y. 

E. R. Underwood, Fulton Speciality Co., Elizabeth, N. J 


GREETING CARDS. 


The members of the Manufacturers’ Committee on Greeting Cards 
commend most heartily the report of the Dealers’ Committee. We are 
glad that they urge the sale of every-day greeting cards for birthdays, 
weddings, etc. Our committee, in its brief report, wishes to answer three 
questions from the standpoint of profit 

First: ‘‘Why should every stationer feature ‘everyday’ greeting cards?’’ 

A. The profit on greeting cards is large. There is scarcely another 
article in a stationer’s stock on which the mark-up is so liberal. 

B. The finest sort of customers are attracted by these beautiful goods 
The largest department stores in the country give valuable space on their 
main floors to greeting cards. 

© There is quick ‘‘turnover.’’ Think of the millions of birthdays, 
weddings, births and deaths each year! These occasions and many others 


| mean opportunities for more business. 


D. Business in these lines is good in times of depression as well as 
in times of inflation, and at the times of the year when other lines are 
quiet the greeting card counter will be busy. 

E. More and more, greeting cards are a necessity The sentiments 
usually express a message in a better way than the average individual 
can word it in a letter. 

F. The dealer should get his share of the estimated fifty million 
dollars spent every year for greeting cards. 

G. There is no depreciation or ‘“‘mark-down."’ A 25c¢ birthday card is 
a 25c card today, or six, eight or twelve months hence 

H. Another channel is opened up for getting trade into the store. 
A big stationer in Canton, Ohio, is authority for the statement, ‘‘If I 
didn’t make any profit on everyday cards (which I do, however), I'd 
still sell them on account of the trade they bring in."’ 

Second: “How should he handle this business to secure a larger profit?’’ 
A. 2y Careful Buying: 

1. A good looking general stock for every occasion should be on hand 
constantly. 

2. <A store executive should supervise the buying. 

3. Careful record should be kept so that not too great a stock may 
accumulate for one purpose. 

4. Date each box of cards when the cards are received and date again 
when sold out. Reorder immediately the best selling items 
B. By Continuous Display of the Cards 

1. Use display racks, which are a form ef self-service Also, they 


| educate your customers to new ideas in greeting cards. 


2. Keep greeting cards in your window, changing often 
3. Where possible, have a few greeting cards under glass, with a 
little sign, ‘‘Cards for all occasions in our greeting card department."’ 
4. Use counter and window display cards and window strips furnished 
gratis by the greeting card association and by the majority of greeting 
ecard manufacturers. 


C. By Continuous Advertising 


1 Advertise the special days, such as Mothers’ Day and Fathers’ Day 
in your local papers. This can be ‘‘tied’’ in with the National Adver 
tising of the Greeting Card Association Also, the Greeting Card Asso 


ciation and the various manufacturers can furnish you with electros that 


will be helpful. 
2. If you issue a catalog of your own, use a page to show sympathy 


acknowledgments, invitations, baby announcements, ete. These will be 


| used by almost every customer. 


3. Many greeting card manufacturers supply at a fraction of their 
cost, circulars imprinted with your name, which makes them your own 
Enclose these with your statements. 

4. The Greeting Card Association, No. 354 Fourth avenue, New York 
City, can furnish you with a bound book on the “‘Etiquette of Greeting 


| Cards,’’ an etiquette book similar to the one of which Funk & Wagnal! 


sold over one million copies last year In our book greeting cards are 
proven to be in ‘‘socially correct’’ usage on forty-five different occasions 
to remember. Twenty-two blank pages provided for ‘‘Sent’’ and ‘Re 
ceived,’’ list of names of friends to be filled in by the purchaser. These 
books cost you lSe and retail for 25c, representing a double profit for 
every one sold. 

D. By Watching Your Selling: 

1. Remember that everyone who passes your store is a possible buyer 

2. By a little diplomacy on the part of the sales person, several cards 
can be sold to each customer, rather than a single card. An assortment 
of cards will save your customer an extra trip to the business center. 

3. Cultivate the sale of high-priced cards, showing these first, but 
always have the cheaper ones on hand, so that your customer may not 
get the impression that you are ‘‘high-priced.’’ 

4. Keep a ‘‘Want Book,” in order to keep a record of cards asked 
for that you do not regularly carry in stock If you have sufficient 
eall, secure these at once from the line that sells best with you, or ask 
the salesman about them on his next trip. 

Third: ‘‘What is the Greeting Card Association doing for the retail 
stationers ?"’ 
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UNDERWRITERS LABORATORIES al 
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FIRE & BURGLARY PROTECTION 


Underwriters Laboratories Underwriters’ Laboratories 
CLASS ‘‘A’’? LABEL CLASS T-20 LABEL 
Their highest classification for resistance to burglarious 
for fire endurance, drop and attack, affording 20% reduc- 
explosion tests. tion in insurance. 


RESPONSIBLE DEALERS are invited to 
apply for exclusive territories in sections 
where we are not already represented 


Tue MOSLER SAFECO. | 


375 Broadway, New York, N. Y. 
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CORONA 


The Pioneer Portable 
still leads the way 


CORONA FOUR 


HIS latest edition to 
the Corona family 

is an office typewriter in 
portable form—with full 
size standard keyboard, 
12-yard, automatic, rib- 
bon, 10” carriage, self 
spacing carriage return 
and perfect visibility. 
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CORONA TYPEWRITER COMPANY, INC. 
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A. $75,000 is being spent in 1925 by the Greeting Card Associations 
(made up of thirty-nine of the largest manufacturers of greeting cards 
in the United States) for national magazine advertising, urging the con- 
sumer to buy greeting cards from regularly established dealers. The 
magazines used from time to time are the higher class national maga- 
zines going into the homes of the United States, such as ‘‘The Ladies’ 
Home Journal,’’ ‘‘The Saturday Evening Post,’’ ‘Good Housekeeping,"’ 

Pictorial Review,’’ ‘‘Woman's Home Companion,’’ etc. 

B. $20,000 bas been spent in 1925 for display material sent to retail 
ealers gratis Over 500,000 pieces are sent annually 

C. The “Etiquette of Greeting Cards” is being sold in large quantities 
to consumers at 25c each, by means of a coupon printed in various maga 
zines such as the ‘‘Ladies’ Home Journal,”’ ‘‘Saturday Evening Post,’ 


Good Housekeeping,"’ ‘‘New York Times,” ‘Mid-Week Pictorial,’ 
‘Dream World,’’ ‘“‘Smart Set etc. This booklet is also sold to retailers 
at lhe 


D. A plan is available to retail dealers who apply to the association 
for it, by means of which they may combat the canvassing evil 

E. Large quantities of dealers’ envelopes, forget-me-not booklets, 
electrotypes and Christmas card announcements are sold at cost to dealers, 
by the association, all with a view to increasing the dealers’ volume 
Fred W. Rust, Rust Craft, Art Publishers, Boston, Mass Chairman 
A W. Williams, The Charles 8S. Clark Co., New York City 
J. P. Sweetnam, The Buzza Company, Minneapolis, Minn 


MANUFACTURERS’ COMMITTEE ON PENS AND PENCILS. 
(Read at Monday’s Session) 

Your Committee on Pens and Pencils is very glad to be able to report 
to you that during the past year it has received no complaints of any 
trouble between manufacturers of Pens and Pencils, and jobbers or 
dealers While we cannot hope that there has been no irritation or fric 
tion, at the same time we feel that in the absence of complaints we can 
assume that better relations are existing between the various branches 
of the business, and that each is finding it to his advantage to place 
himself in the position of the other fellow, look at matters from all sides, 
and then earnestly endeavor to amicably settle any points in dispute. 

The Chairman of your Committee has been in correspondence with 
manufacturing members, and has asked them for a memorandum of 
any suggestions which they would care to lay before this meeting, 
through this report. Unfortunately, we did not receive replies from very 
many, but those who did make reply have given some suggestions which 
we are glad to include in this report We would like to have it noted 
that these suggestions are passed on just as they were received, without 
comment by this Committee, as it is our belief that while these sugges 
tions were offered primarily to correct troubles now existing in the Pen 
and Pencil business, that manufacturers of other merchandise will find 
the principle the same as the one covering difficulties with which they 





are confronted, and we believe that a general discussion of these sug- 
gestions, if time permits their being taken up at this meeting, will result 
in a better understanding ar a better condition of affairs for all of us. 
The suggestions follow: 

FIRST That dealers use the report of their previous year's sales 


as a basis for the quantity of stock they will carry of any given item 
if a dealer finds that a certain number, or style, of Pen or Pencil is 
selling fairly rapidly then he should carry a stock of that number or 
style in proportion to the volume of the sales, rather than buying that 
number only in small quantities, and depending on the manufacturer to 
be able to fill his order promptiy and make delivery before that dealer's 
stock has become exhausted It was clearly pointed out in a report 
which was presented by Mr. Price at the 1924 Convention, that the prac- 
tice of sending in small orders was a very costly one to the dealer as 
well as to the manufacturer, but if the dealer will order in proportion 
to his sales, and place his orders a little further in advance, the manu 
facturer will be better able to promptly and properly execute that order. 

SECOND It has been suggested that the sale of Pens and Pencils 
could be increased if the dealers would make a greater effort to properly 
display the stock of these articles which they have on their shelves. 
Dealers now carry a number of different styles of Pens and Pencils, 
some are especially suited for school children, others for bookkeepers, 


stenographers and general commercial use, others for more technical pur 
poses, and still others for purely social use. Yet, on the shelves of the 
dealer, the boxes are generally so arranged that a customer would not 
know but what all of the stock was of the same kind, and used for the 
same purpose. 

Manufacturers endeavor to do all they can by furnishing suitable cases 
for the display of their merchandise, but in many instances these cases 
are accepted by the dealers but not used, or are so placed that they do 
not show to advantage, ar perhaps could not even be found without 
diligent search, yet if the dealer has these styles and numbers on his 
shelf, it is certainly to his advantage to let the consumer know what 
he is carrying 

The success of the Five and Ten Cent Stores seems to many to be 


phenomenal, yet the secret of their achievement is not hard to find 
It is not their tremendous buying power, for practically all of the big 
stores started from a small beginning. It is not that all they offer is a 


genuine bargain, for many articles can be purchased for less money else 

where. It is simply that they display in full sight of the consumer 
the merchandise that they have to sell It is not necessary to follow 
five and ten cent stores tactics to the extreme, but a great deal more 
could be a mplished if a better display of merchandise were made f1 


the store as we as in the window. 


THIRD: For several years past there has been complaint, on the part 


of dealers, of the practice of some manufacturers selling dire< to large 
onsumers rhis possibilit is increased in recent years for various 
reasons 

Severe competition among manufacturers, and especially by such manu 
facturers whose product is perhaps not so well known, and who are 





inxious to introduce their goods in large quantities among such con 


simmers who iy be willing to change from the article they have been 
buying to a similar articl account of a lower price quotation, and 
because there are a numb of dealers who employ salesmen that are 
not sufficiently posted and acquainted with the various styles and nun 
bers of an article that are s lied by the manufacturer, and for that 
reason are unable to properly recommend any particular style to a con- 
sumer that purchases in large quantities 

Manufacturers have therefore been forced to send out their own sales 
men to properly explain the nature of the product, and to recommend 
one number or another according to the use to which it is to be put 
Salesmen of dealers seldom, if ever, try to find out what use a con 


sumer wishes to make of an article, study the problem, and then recom- 
mend the article most suited for that work—but on the contrary will 
sell a consumer just what he asks for and nothing else. They cannot 
then hope to increase the volume of their business, for if the article 
that is being used is only partially satisfactory, naturally the consumer 
will not use any more of that article than he finds absolutely necessary. 


Manufact ers are at glad to assist dealers in properly post 
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THE ADDING MACHINE 


MADE TO 
MEET THE DEMANDS OF 
BIG BUSINESS 
NOTE SOME OF THE USERS: 


NEW YORE CITY DETROIT, MICH. 
National City Bank Detroit Aerometais Co. 
Morse Chain Co. 
E. C. MeCrone & Co, 

Chase National Bank Water Office, of Detroit 
Federal Reserve Bank National Bank Commerce 
Mechanics and Metals Bank General Casualty Co. 
yuh a Bank City Treasurer 
Bank o ted States CLEVELAND, OHIO 
International Banking Corp. J Mortgage 4 
West Side Savings Bank Cake 
Irving Bank Columbia Trust Co. 
The United States Savings Bank 
Bankers Trust 
Fidelity-International Trust Co. First 
Bank of Manhattan Co. Point 
American Trust Co. 
Title Guarantee and Trust Co. 
Staten Island Savings Bank 
— _—as Co. Mutual Co, 

eney > tral Trust and 
Radio Corporation of America = 
Interborough Rapid Transit Co. 
National Lead Co. 
Diamond State Fibre Co. 
New York Edison Co. 


Nationa) Surety Co. Tradesmens’ National Bank 
Johns-Manville, Inc. Germantown Trust Co. 
Brentano, Inc. Wharton Title and Trust Co. 
The New York Times Piligrim Title and Trust Co. 
Manhattan Storage and Fairhill Trust Co, 
Warehouse Co. Franklin Trust Co. 


J. M. Horton Ice Cream Co. 
General Motors Corp. 
ATLANTIC CITY, N. J. 
Atlantic City National Bank 
WILKINSBURG, PA. 
First National Bank 
BROOKLYN, N. Y. 
Peoples Trust Co. 
Williamsburgh Savings Bank 
Bay Ridge Savings Bank Budd 
Lawyers Mo e Co. 
Long Island ty Savings Bank 
Manufacturers Trust Co. 
The Dime Savings Bank of 


Brooklyn 
The National Bank of Bay 


Public Ledger 
Johns-Maaville, Ine. 
Aberfoyle Mfg. Co. 
ITHACA, NEW YORE 
ational Bank 


Ridge First N 
The Prudential Savings Bank i 
ROCHESTER, N. Y. Rothschild Bros. 


Central Trust Co. 
SYRACUSE, N. Y. 
Salt Springs National Bank 
NEWARE, N. J. 
City Trust Company 
ST. LOUIS, MO. 
Salvation Army 
International Shoe Co. 
WAUKEGAN, ILL. 
Waukegan Generating Co. 
TOPEKA, KAN. 
The Atchison, Topeka and 
Santa Fe Ry. 


ITALY 
Italian Government 
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PETERS- MORSE MFG. CORP. 
ITHACA, N.Y. U.S.A. 
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FOUNTAIN PENS 


UNCONDITIONALLY GUARANTEED 
with clip 
$ 1 = or ring 


The recognized leader of its field 


EGGENS-HAMBLER COMPANY 


180 BROADWAY NEW YORK 














ing their salesmen, so that they will be capable of properly and con 
vincingly discussing the consumers’ problems with him and making such 
recommendations as will be to the advantage of the consumer 

It should be constantly kept in mind by salesmen that quality mer 
chandise is what they should sell to their customer on all occasions, There 
is always a chance of selling him something better than what he is now 
using. 

When a dealer’s salesmen reach a point where they are able to handle 
a situation in this way, and will study their problems and work witb 
their customers in the way indicated above, the manufacturers will not 
be forced to do this work, and it will result in a great deal of expense 
to which the manufacturer is now put, being eliminated 

In discussing gross and net profits, dealers constantly bring up the 
matter of overhead expense, arguing that they must have profits of cer 
tain size because of their overhead. They look to the manufacturer to 
put this profit into the merchandise, rather than carefully studying the 
situation and endeavoring to decrease the overhead. It is frequently 
found that overhead is materially increased by dealers overdoing the 
matter of ‘‘service,"’ as for example, supplying small parcels of mer 
chandise to their customers by a special messenger, or truck. One Blue 
Printing concern located in the Western part of the United States, es 
tablished a motor-cycle service; boys with motorcycles were located at 
stations in various parts of the city; and architect or draftsmen, wh: 
desired a blue-print made, simply phoned to the main office and asked 
that a boy call for his drawings. The station nearest that architect was 
then notified and a boy immediately dispatched with a motorcycle to pick 
up the drawing; from whence it was then rushed to the main office, a 
print made as quickly as possible, and returned by special delivery to the 
architect. Needless to say this is a very expensive service, and one 
which for a steady practice is doubtless an extravagance. Overhead is 
also often increased by placing the store on a street where there is a 
great deal of transient trade passing a given spot within a given time 
Rents are based on the amount of traffic the street is carrying, and on 
the space available on that street, yet it very frequently happens that 
the crowds of people going up and down that street are not buyers. Many 
times they do not even pay any attention to window displays, but simply 
hurry from one point to another and give no thought to the stores on that 
street, yet the dealers are paying high rents for their property because 
of the crowds that pass their stores each day 

It has also been suggested that the dealers endeavor to standardize 
their lines. Very few if any dealers now specialize on a single line, wit! 
the result that they carry in stock a variety of styles If each dealer 
would select merchandise produced by a reputable and outstanding manu 
facturer in each commodity, and specialize on such manufacturers’ lines 
he would be able to carry more complete stock of each item than he 
now carries, but at the same time reduce the total volume of his stock 
he would increase his turn-over, but reduce his investment He would 
increase his profits and lower his overhead 

The matter of the evil of returning goods is worthy of consideration 
Many dealers seem to feel that they have a perfect right to return mer 
chandise which they have ordered, without making any explanation to the 
manufacturer, or asking his permission. They frequently return it wit! 
the excuse that the goods were ordered in error by them, or that thei 
salesmen did not seem to be able to sell the goods. This is entirely 
apart from any transaction in which the manufacturer is in any way to 
blame for any error in filling an order, but applies only to cases where 
the dealer himself has ordered the goods and then takes the return t 
the manufacturer as the easiest course to follow to dispose of them 

There is one other point which will bear discussion, and that is the 
request of dealers for the return of goods for ‘‘exchange.’’ Conditions 
today are far from normal, or such as were known previous to the World 
War Manufacturers find that there will be a strong demand for one 
article, and that suddenly this demand will shift, without warning, to 
some other article. This makes it very difficult for the manufacturer to 
keep a proper supply of all numbers always on band and thus be able 
to properly fill his customers’ orders If goods are returned for exchange 
this practice adds greatly to his difficulties, for it draws down or ne 
or two numbers and builds up others, thus upsetting the manufacturer's 
schedule. Many dealers feel that they are wronged if the manufacturer 
does not readily consent to an exchange—never stopping to realize that 
their request is perhaps only one of fifty or more. They do not realize 
that if a manufacturer complies with their request and makes the ex 
change simply because it is a small quantity, that he must extend the 
same privilege to all his other customers. Were goods, which are offered 
for exchange, always in perfect condition the manufacturer might feel 
more inclined to comply with the request, but experience has shown that 
in the majority of cases the goods returned are not in the condition they 
were when sold by the manufacturer, and he is obliged to re-box then 
and in many cases refinish them before being able to again offer them 
as salable merchandise, yet the dealer feels that he should receive brand 
new and salable merchandise in exchange. 


A few years ago, during and directly after the World War, merchat 
dise of every description was eagerly snatched up by buyers, regardless 
of quality or price—then came a reaction and the “hand to mout! 
method of buying superseded the previous method, the pendulum swung 
to the other extreme, and people the world over seemed possessed of but 


one idea, and that was to buy the smallest quantity they could and t 
buy the cheapest they could, both in point of quality and price. There 
is not a dealer, a jobber, or a manufacturer but who, if closely ques 
tioned, will admit that he would rather handle, make or sell merchandise 
of real quality and merit, than he would cheap and unreliable goods 


The owner of a beautiful and well made car takes pride in his owner 
ship which he could not take in the ownership of a dozen cheap cars. The 
same thing is true in the ownership of any article of quality and 
especially if that article is carried on the person. Doubtless you have 
noticed the air of confidence displayed by a man who draws from his 
pocket a fine Pen or Pencil. He knows that it looks well, and that it 
can be thoroughly relied upon to do the work in hand. If the owner of 
that Pen or Pencil feels this pride in its possession, how much greater 
should be the feeling of pride and satisfaction of the dealer who has sold 
that article of quality. He knows that the Pen or Pencil will do what 
is expected of it. He knows that it will stand up under the strain and 
stress of long and hard usage, and he knows further that in the doing 
of these things that Pen or Pencil is winning a good reputation and a 
good-will for him which could be acquired in no other way; it is making 
friends for him, good friends, the kind that come back to his store and 
spend more money, and the kind that brings others to the store to make 
their purchases 

The Key-note of this Convention is BETTER BUSINESS HOMES 
That means better business homes for the stationery dealer as well as 
for his customer, the businessman. The past few years have seen great 
strides in store improvement, and in office improvement, but the coming 
years will see still greater strides, for this is just the beginning Let 
us then at least be consistent; if we are going to spend good money t 
make our store attractive, and if we are gving to cater to a high ass 
trade. let us see to it first of all that we are stocked with high 288 
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ADJUSTABL! 
EXPANDIN 





FROM 1 TO 

2INCHES 
FROM 2TO 
4 INCHES 


ELIMINATE 
STRINGS 
RUBBERS 
HG@OKS KNOTS 
CORDS BANDS 
TAPES TIES 











Take the Bother out of Document Filing 


N° Strings — No Tapes — No Bands — No Rubbers — No Thing on the 

outside. Notice the strong heavy nickeled brass clips or clasps at the finger’s tip 

on each end. They securely lock the envelope and close instantly, holding tight at 

THE SMEAD any expansion. And best of all, are in out of the way so that they absolutely can 

whiny ova not catch on anything. Extra heavy paper of best manila quality, the finest construc- 
MANUFACTURING CO. tion you can imagine and will last a lifetime. Samples free. 


Department C 


Hastings, Mian., U. S. A. The D um Env« D For All Time 
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: It is highly desirable that the standards 
Furniture and ideals of an institution be reflected 


in the offices. Matched office suites 


Equal to the accomplish this admirably. 
Institution Illustrated is an office complete with 


fittings from waste basket to directors’ 
table. The rich brown mahogany or wal- 
nut, finished to bring out the beautiful 
markings of the wood, speaks volumes 
for the organization whose offices are so 
equipped. [he highest skill of the cabinet 
maker is revealed in these masterpieces. 


Business men are responding to the need 
of better furnished offices. A source of 
sound profits is open to dealers quali- 
fied to represent furniture of this char- 
acter. May we send details of our 
complete line of office suites? 


J. K. Rishel Furniture Co. 


WILLIAMSPORT, PA. 


‘‘Rishel Office Suites’’ 
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merchandise; train the clerks to sell Pens and Pencils of quality. Quality 
merchandise survives the test of time. It is the most economical and the 
most satisfying from every viewpoint. Pens and Pencils are the first 
essentials of every business. When you endeavor to sell your customer 
better fittings to make his office a Better Business Home, see to it first 
of all that he is supplied with high class equipment, Pens and Pencils of 
quality. 

Respectfully submitted, H. B. Elmer, Eberhard Faber; Harry C. Sharp, 
Esterbrook Pen Company; O. R. Smith, The Moore Pen Company: H. L 
Blackman, The Parker Pen Company; H. E. Waldron, W. A. Sheaffer 
Pen Company; Alfred Berolzheimer, Eagle Pencil Company; Irving P 
Favor, Koh-I-Noor Pencil Company, chairman. 


“State 6635” For Peerless in Chicago. 

In October the telephone address of the Peerless Wire 
Goods Company in Chicago was changed to State 6635, 
George A. Walsh, the manager, moved his office from 
Room 1200, 6 North Michigan avenue to the seventh floor 
of the same building, which necessitated a change in the 
telephone listing. In the new office Mr. Walsh has space 
for a comprehensive display of baskets, racks, etc., manu- 
factured by the Peerless Wire Goods Company. 





Lawrence Joins Burroughs Sales Promotion Staff. 

P. A. Lawrence has been appointed a member of the 
sales promotion staff of the Burroughs Adding Machine 
Company at Detroit. He was transferred from Milwaukee, 
where he had been assistant manager of the local agency 


since January 1, 1924. He “joined up” at Des Moines, 





P. A. LAWRENCE 


Iowa, in July, 1920, as a junior salesman, and advanced to 
senior October 1. A year later he was transferred to the 
Chicago agency; from there he went to Columbus, Ohio, 
January 2, 1923; July, 1923, Mr. Lawrence was assigned to 
Milwaukee. He became an All Star in October, 1921, 
sixteen months after becoming a Burroughs salesman. 


Horder’s Monadnock Store Improved. 

The window and entrance arrangement of Horder’s, Inc., 
in the Monadnock block, 324 South Dearborn street, Chi- 
cago, has been altered, making a great improvement. The 
street entrance to the store had been approximately in the 
center of the space. This arrangement provided two dis- 
play windows of considerable size, and one smaller one, 
located at a distance from the entry. By shifting the en- 
trance to the North end of the store, two large windows 
are available for display purposes. Careful checking of 
sales due to the display of merchandise in the smaller win- 
dow under the former arrangement showed that it did not 
“pull” as effectively as the street location warranted. 

The new entrance is impressive, flanked by two narrow 
windows suitable for the display of small merchandise 
items. The architecture of the entrance is different from 
that of 
change has been made in the location of the door into the 


neighboring stores, making it distinctive. No 
store from the corridor of the Monadnock block. This 
door affords quick access from the elevators, and is used 
frequently by business men and their stenographers who 


are housed in the building. 
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Duplica 
Dollars’ 





* 
~ 
HE Underwood Revolv- 
ing Duplicator has been 
installed by many firms be- 
cause it eliminates the many 
little printing bills which 
accumulate during the year. 
The Duplicator not only re- 
duces overhead, but its 
cost operation” encourages 
more sales letters, bulletins, 
and other forms, resulting in 
a closer personal contact with 
customers and dealers, and 
therefore, increased good will 
and larger sales. 
This little machine, with its 
great capacity for work, will 
turn out from forty to sixty 
clean-cut duplications per 
minute— 2400 to 3600 per 
hour! In time saved and in 
actual returns, it is in reality 
“Duplicating Dollars”. 
We shall be glad to send you 
further information about the 
Underwood Revolving Dup- 
licator showing how itcan be 
used in your business. Just 
clip the coupon below. 


*“UNDERWGDD 
./ Revolving 


Duplicator 











UNDERWOOD TYPEWRITER CoO., Inc. 
30 Vesey Street, New York City 


Gentlemen : 


-] Please send me further information about the Under- 
wood Revolving Duplicator showing how it can be used in 


my business. 


Name 


Firm 


Address 
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Quality is not 
enough these days 


Other factors are required 
to insure the Ribbon and 
Carbon Dealer's Success 


A & W. Service is dependable. Nothing 
* less than quick action when orders 
and inquiries are received. 


HE A. & W. Line is complete in every 

detail—Inked Ribbons of every de- 
scription—Carbon Paper for every pur- 
pose. 


A & W. Co-operation means additional 

* business. We work closely with the 
dealer on large business, where help is 
required. 


HE Appearance of A. & W. Products 
is good. Favorable first impression is 
strengthened by the quality delivered. 


3 pe Sterling Quality of A. & W. Rib- 
bons and Carbons is recognized by 
consumers and dealers alike. These 
goods are salable against any competition. 


& W. Policy—we do not compete 

* directly against the dealer, nor do 
we expect the dealer to order more goods 
than he can sell. Frequent shipments 
keep a stock in prime condition and we 
both benefit thereby. 

HE A. & W. Line of Ribbons and 

Carbons is essentially a dealer’s line— 
developed entirely to meet the dealer’s 
requirements. 
2 pen Salesmen are calling on the trade 

regularly—order through the one who 
calls on you, or by mail. 


CC%he AULT & 
WIBORG GCompay 


CINCINNATI, OHIO 
U.S.A. 
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Gleanings from the Selling Field. 


Some Plans Which Have Been Resultful in 
Stimulating Business for Retailers, and Some 
Other Thoughts on Selling. 


Postage Schedules for Writing Paper. 

A dealer worked out a schedule which was very helpful 
to customers buying papeteries. A folder was printed show- 
ing the number of sheets with one envelope weighed one 
ounce, and the number of sheets with envelope which 
weighed two ounces. Customers would refer to the sched- 
ule before mailing letter to make sure that the letter did not 
run overweight for the postage prepaid. Each style and 
size of paper carried in stock was listed, and a folder en- 
closed in every box. The folder was a great convenience 
when a postal scale was not handy. 


Keeping Pencil Handy with Ring Book. 

An engineer who uses a loose leaf book in his field work 
asked his stationer to rig up a pencil which would stay with 
the book. He didn’t want a chain on the pencil. The 
stationer sold him a short mechanical pencil with ring. To 
this he attached an ordinary watch swivel, secured from the 
neighboring jewelry store. The swivel was snapped on one 
of the binding rings, where the pencil was found easily, and 
detached for use. The esgineefdiscovered that the pencil 
was handy also for a book mark,«placing it at the page 
on which he was working. 


* 


Overcoat Technique When Selling. 

The outside salesman out on his térritory in the winter is 
often handicapped by his overcoat. Not knowing how long 
the interview will last, heydoesn’t know whether to take it 
off, or keep the coat on his back. If he removes the coat 
in the presence of his prospect it looks as though the 
salesman planned a prolonged stay. Some customers re- 
sent this. 

One salesman, during overcoat weather, 
coat at the time he announces his mission to the informa- 
tion clerk. The coat is carried over his arm and hung over 
the back of the chair when he gets into the office of the 
That is less obtrusive than removing the coat in 


removes his 


buyer. 
his office. 
Value of a Smile at Christmas. 

Despite all the campaigns for shopping early at Christmas 
time, the American people continue to concentrate their gift 
purchases in the several hectic days just before that holi- 
day. This overloads the clerks, and taxes the facilities of 
every business man. Under such conditions courtesy does 
not run 100 per cent, as a rule. An advertisement pub- 
lished by Oppenheim, Collins & Company, New York, N. Y., 
during the last Christmas week made a telling appeal. It 
was headed “The Value of a Smile at Christmas.” 

“It costs nothing, but creates much. 

“It enriches those who receive, without impoverishing 
those who give. 

“It happens in a flash, and the memory of it sometimes 
lasts forever. 

“None are so rich that they can get along without it, and 
none so poor but are richer for its benefits. 

“It creates happiness in the home, and fosters good 
in a business, and is the countersign of friends. 

“It is rest to the weary, daylight to the discouraged, sun 
shine for the sad, and Nature’s best antidote for trouble 

“Yet it cannot be bought, begged, borrowed or stolen, 
for it is something that is no earthly good to anybody until 


will 


it is given away! 
“And if in the last minute rush of Christmas buying, some 
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Something About Competition 


VERYWHERE, the stiffest competition is in cheapest goods. The 
hardest fight for sales is centered here and the shortest profits and least 
satisfaction in being in business. 


There are dealers aplenty who are contented with the slim pickings offered 


by cheapest ofhce furniture. 


So many, in fact, that the business is one 


magnificent opportunity for those dealers who honestly believe in quality 
and energetically sell satisfaction. 


These are the type of dealers who believe in Lincoln furniture. 
dealers who built our manufacturing capacity from 3,000 desks in 1907 to 
And Lincoln dealers will 


45,000 1N 1925. 


They have profited accordingly. 


profit even more greatly in the future. 


Consider what the Lincoln dealership offers you. 
It starts at prices that are as low as can be placed on good furniture. It covers 
every class and every requirement up to the finest Period Suites that can 
be made. 


First—a c 


They are the 


omplete line. 


Lincoln quality, compared grade for grade with any other furniture, is the 
This is not a mere statement, but a blunt, provable fact. Lincoln 
standards of construction, workmanship and finish make it so. 


highest. 


Lincoln service is the best. 


Five thousand desks and tables are constantly 


carried in finished stock. Even the greatest shipments are quickly handled. 


And Lincoln prices, grade for grade, are the lowest. 
tremendous production in America’s 


These are big advantages for any good dealer to possess—-de 
If they interest you, and you would like further 


standable advantages. 


details, 


| 


They are based on 
most efhcient desk factories. 


finite, under- 


write us. We will gladly give you fullest information. 





COMMERCIAL FURNITURE COMPANY 


2739 West Cuicaco Avenue 


FROM THE 


BEST THAT'S 


CHICAGO 


MADE TO THE 


CH 


EAPEST 


THAT'S 


G 


OOD 
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2D Pr r/R EHN & NK, Inc., main- 
J By ss ‘ if 4 tain control of the high 
quality of Pebeco Tooth Paste, 
oe = Lysol disinfectant, and the 
wee Can, other drug and chemical prod- 
ler ucts by accurate tests in their 


modern analytical laboratory. 
They maintain controi of every 
department of their business by 
means of accurate figure-facts 
supplied daily by Elliott-Fish- 
ed accounting machines. 


What do. “= 


the figures show today? 


EAD the letter above. The figure-facts vital to your busi- figure-facts about your 
Lehn & Fink, Inc., a ness are made accurate every day by business. Be sure that the 
great importing and man- _—Elliott-Fisher Accounting Machines daily records that you get 
ufacturing company, use are accurate and prompt. 
twenty-eight Elliott-Fisher Accounting Machines in With Elliott-Fisher equipment they.will be accurate 
six departments. Read what Mr. Plaut, Treasurer, and prompt. Daily knowledge of position, through 
savs: “We are able now, with Elliott-Fisher ma- Elliott-Fisher Company .machines, ig the key to 
chines, to obtain daily knowledge of conditions business control. © Ethott-Fisher Company, 342 
vital to our businesss.” Madison Ave., New York City. Branches in prin- 
Notice that important adjective, “daily”! Elliott- cipal cities. 
Fisher Machines create records that are not past nis- 
tory. They are the figure-facts of today! The flat Service and Supplies are second only in im- 


writing surface, the fundamental difference between portance to machines. You can depend upon 
the Elliott-Fisher and all other accounting machines, EF service and EFCO supplies. 


makes the Elliott-Fisher the fastest, At left. the Biliott- 
Fisher Univer- 
sal Aecounting Ma- 
chine. It does ev- 
erything that pen 
or pencil can do, 
faster, more legi- 
bly, and with ab- 
solute accuracy 

At right, the flat- 
writing-surface ex- 
clusive in Elliott- 
Fisher Accounting 
Machines. It writes 
any kind of form, 
and writes many 
kinds of forms at 
one operation 











most adaptable, and most economi- 
cal accounting machine made. 

The flat writing-surface enables 
the Elliott-Fisher to write every rec- 
ord, from price tag and ledger sheet 
to the busy executive’s complete rec- 
ord. Records must be accurate—and 
when they are Elliott-Fisher-writ- 
ten, they are! The star-control-key 


of the Elliott-Fisher will not let it rea 9° 6 
write an incorrect total. Know the IK Hino _ ES Gi 


This is one of a series of advertisements appearing in the Saturday Evening Post 
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SAFETY FIRST! 


Even before good furniture, the thoughtful business 
man equips his office with a good safe. Steelcase 
Dealers have discovered this and have found the Steel- 
case Safe an excellent opening wedge for many a 
profitable account. 


If you are interested in a selling franchise that will 
yield you direct profits and considerable other business 
as well, write us today for the facts about Steelcase 
Safes. Our sales-cooperation plan will interest you. 
It spells safety for your customers and for your profit 
sheet as well. 


Old time castles depended in part on stra- 
tegic locations for security. A safe must be 
secure anywhere. Steelcase Safes are made 
in two grades—‘‘Commercial and ‘‘Under- 
writers’ ‘B’ Label.’”’” The former meets all 
average office requirements. The latter af- 
fords an unusual margin of safety. Either 
type may be fitted with a combination of 
shelf and file units to meet individual 
requirements. Write for our complete cata- 
log, prices and discounts. 


GRAND RAPIDS, MICHIGAN 


Manufacturers of 





‘STEELCASE 


| Susiness Bqguiprriernt, 








—found where business succeeds 
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of our salespeople should be too tired to give you a smile, 
may we ask you to leave one of yours? 

“For nobody needs a smile so much as those who have 
none left to give.” 

This might be good material for a window card, or a 
parcel enclosure for distribution during the Christmas rush. 


Classified Results in Retail Advertising. 

Results of advertising by dealers in city and country were 
reported in a drug journal and reprinted in the Corona Bul- 
letin. Many of the media used are available to retailers in 
stationery lines. The figures are interesting, even though 
the divergence between results in city and country is quite 
small. The figures represent percentages. 

Local newspaper advertising—city, 21.5; country, 25.0. 
Sample—city, 19.8; country, 25.0. Window displays—city 
17.4; country, 11.8. Special windows—city, 9.5; country, 
10.6. Calendars—city, 7.1; country, 7.5. Price cards—city, 
6.2; country 6.2. Circulars—city, 4.7; country, 5.0. Al- 
manacs—city, 3.9; country, 6.2. Outdoor advertising—city, 
3.1; country, 0.6. Display easels—city, 2.3; county, 0.6. 
Thermometers—city, 1.5; country, 0.6. 

“Plugger” for Greeting Card Business. 

Wobber’s, San Francisco, Calif., issues a handy booklet 
for folks who send greeting. cards to a list of friends dur- 
ing the holidays. The pages are arranged to show the name 
and address, with vertical columns for several years, in 
which the user checks the name when the address is writ- 
ten. Space is provided also for checking the receipt of a 
return greeting. This booklet brings system into holiday 
greetings, and prevents overlooking friends. 


Figures on Store Efficiency. 

Statistics on the actual selling time of outside salesmen 
have been published from time to time. Now comes an in- 
vestigator who has looked into the time spent in seiling 
by the retail clerk. In most stores of average size fifteen 
per cent of the time is spent in actual selling. The rest of 
the clerk’s day is passed thus: arranging stock, fifteen per 
cent; cleaning, fifteen per cent; walking trom place to place 
about the store, due to lack of departmentization and inef- 
ficient arrangement of stock, thirty per cent; loafing, fifteen 
per cent; talking, fifteen per cent. 

A little study of the situation in his own store might re- 
veal to the dealer how much more of his salesmen’s time 
can be spent in effective and profitable work. 


Service Which Won Good Business. 

Disinterested service can win big business for the sales- 
man who puts himself out to help a customer. The ex- 
perience of a machine tool salesman in Russia at the out- 
break of the war is an instance. It was an extreme case, 
but may suggest to the outside salesman how he can win 
out through aiding customer, even though the salesman 
receives an indirect benefit only. 

At the outbreak of the war the machinery salesman was 
at the then St. Petersburg. He handled many inquiries but 
they were slow in materializing into orders. Following one 
quotation he discovered that the machine shops which were 
taking up quantity production of munitions were without 
technical direction. The superintendenta and foremen were 
all Germans, who had been interned at the outbreak of hos- 
tilities. The managers confessed to the American machine 
tool man that they didn’t know how to set about produc- 
ing shells. 

This salesman was resourceful. He worked long and 
earnestly in making up drawings showing the progress of 
a rough forging to the completed projectile. Each of the 
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Salesman’s Data Book 
for 1926 


An Every Day Help to Bigger Sales 


OST popular holiday remembrance of all Dartnell 

productions. The 128 pages, carefully compiled, 

provide space for all the records and memoranda a 
salesman wants to keep. The practical suggestions for 
increasing sales are a constant inspiration to bigger ac- 
complishments. Enables a salesman to better organize his 
time, and points out many opportunities for making calls 
produce more sales. 


Includes a section of suggestions for selling various types 
of buyers; ruled pages for call-backs and appointments; 
space for auto expense, insurance policies, income tax and 
deductions from tax to which salesmen are entitled; pages 
for formulating a personal budget; comparative sales rec- 
ords; charts showing relation of turnover to profits; list 
of best hotels for salesmen; trading population of cities; 
and other valuable data for salesmen. 


WHAT OTHERS THINK— 
“The writer has made a personal presentment of the Data Book to 
the salesmen for two successive years as a Christmas reminder. We 
find that it is now expected, not so much for the sentiment as the 
value of the book itself. We do not believe any of our boys would 
be without it.”"—Hal!l Lithographing Co. 


“T plan to give quite a number of these books the latter part of 
this year as prizes to our representatives.’—Better Brushes, Inc. 


THE DARTNELL CORPORATION 


Publishers of Sales Management Magazine and 


the Dartnell Service for Sales ecutives. 
Chicago - New York - London ug 
| SAMPLE COPY §1. Pa 
P 4 
Quantity Prices on Request. a 
Sample $1; by the dozen $10.50. Ps 
Gold stamping salesman’s name 
in panel 25c a book extra. a Check 
Ask for quantity prices. Possibl Use 
FITS THE VEST ra of Quantity 
POCKET. EVERY a” 
SALESMAN WILL oa O Our Salesmen 
WANT ONE. rd 1 Jobbers’ Salesmen 
P 4 © Branch Managers 
Pa © Banquet Place Cards 
“—er a sample copy of © Convention Souvenirs 
ya the Dartnell 1926 Sales- O Contest Prizes 
Pod man’s Data Book—$1 (25c © Brokers or Agents 
extra for gold stamping O Hotel Guests 
name) and quote price on Friends Who Sell 
following quantity O Customers 
Name ..... coeeceesercecsseossesis seeeee 
COMPAR ccccccccccsccscsccccccrcsesecesesectseeeesaues eesepaneees . 
PO Pees Serre SS SS ° eevecee 


Mall to the Dartnell Corporation, 4658 Ravenswood Ave., Chicago. 
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| Another 
| Full Page 
on 

| Unqualified 

Free Trial 
in 
the November 14th 
Saturday 
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An Important Development in the Adding Machine Industry 
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The Advertising nial Behind the 
UNQUALIFIED FREE TRIAL 


Nearly 


100,000 


in use by such firms as: 


The United States Govern- 


ment 
International Harvester Co. 
Standard Oil Company 
S. S. Kresge Company 


E. I. DuPont de Nemours 
& Co. 


Rockefeller Foundation 


City Governments of New 
York, Chicago, Philadel- 
phia, Detroit 


Over 2000 office equipment 
merchants, handling Victor, 
make possible instant and 
courteous service that is un- 
attainable through any other 
method of distribution. 


Again—in November 14th Saturday Evening Post 


HE success of the Unqualified Free Trial from an actual order-producing 
standpoint makes it highly profitable for the Office Equipment merchant to 
cooperate locally with the Victor National Advertising Campaign. 


The Unqualified Free Trial has been the most productive plan of selling that 
Victor has inaugurated. 


The new trial idea, a permanent factor in the Victor program, in an even more 
dominant way, is again the keynote of the Saturday Evening Post page for 
November 14---and in November System Magazine in 4 colors! 


Full pages in the Saturday Evening Post---and in System double spreads in 4 
colors and cover pages follow each other in rapid succession. 


We want every office equipment merchant to participate in the profits---write 
for the Victor Sales Message on ‘“‘Plan of Operation of Unqualified Free Trial.” 
Address Victor Adding Machine Company, 3900 N. Rockwell St., Chicago, III. 


————— St a ndard 
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The Machine o Ove 


Special Victor Features; 








f. o. b. Chicago 








7? : : ‘ on Monthly E 
—Visible adding dials. —Triple visibility, namely; —Repeat or calculating Payments, $110 
—Tota Is automatically adding dials; printed fig- key. 1 

printed in red. ures: hevboard —Million dollar capacity. ~ ESS 
—Subtotals in separate a y ‘ —Non-add key with indi- T REZ 

color. —Full-size standard key- cation. SSs 
—One stroke totals. board. —Rapid handle action. 
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jor all purposes 


The Demand for 
these Books is 
Constant 


HERE is practically not an 

office, not a home, not a 
library or professional studio that 
does not have a need, at some 
time or other, for a really prac- 
tical, sturdy scrap book. 

And that is the only kind in the 
Bg&P Line. It embraces every de- 
sirable sort, from the heavy 
“classy”’ volume of “big’’ busi- 
ness use to the handy household 
recipe and general ‘“‘clipping”’ 


preserver 





If you are not carrying this sure- 
selling line, write at once for details 
and prices. 
BOORUM & PEASE COMPANY 
GENERAL OFFICES 


Post Office Box 272, aaee Hall Station 
NEW . 84 Hudson Avenue 


NEW YORK STORE YOR 
109-11 Leonard Street Brooklyn 
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twenty odd shop operations was indicated, and the various 
machines of American make suited to the job were listed with 
the names of the manufacturers. His own machine handled 
but three of these operations. The manager was pleased 
to have such explicit information, but asked: “But what do 
you get out of this.” The salesman said he was content to 
have his share of the orders for the machines he represented. 
In a few months this salesman was dominating the orders 
handled by his plant in the United States. Moreover, he 
was the “trouble shooter” for the different shops he had 
equipped, helping to solve their problems as they came up. 
Sell Typewriter Chairs for Household. 

A newspaper series, syndicated by an Eastern press or- 
ganization, has advocated that the housewife use a type- 
writer chair at her sewing machine. This permits the seam- 
stress to turn from her machine to the work table as re- 
quired, without shifting her chair or arising. In case this 
item appears in the dealer’s home town paper, it can be 
clipped and displayed in the show window with an assort- 
ment of typewriter chairs, which should bear price tags. 


High Power Salesmanship Decried. 

High power salesmanship was discussed by the Twelfth 
Annual National Business Conference at Babson Institute, 
Wellesley Hills, Mass. The discussion was on the prem- 
ise that it had stimulated production artificially possibly 
beyond the point of economic wisdom, and various selling 
devices need to be curbed. A research to establish business 
upon a more stable basis was advocated and outlined. 

“The mad scramble for volume at any price” was se- 
verely criticized by Herbert P. Sheets, secretary-treasurer 
of the National Retail Hardware Association, and other 
speakers, and more thorough study of the customers’ actual 
problems was proposed as one remedy. Business, as rep- 
resented at the conference by industrialists from all parts 
of the country and most important fields of activity, was 
counseled to make service a more practical ideal. 

Discussion started in an open forum held to consider 
“Sales Problems and Methods” and business men present, 
who were for the most part frank to outline their specific 
problems, seemed to foresee overproduction as a very defi- 
nite danger to guard against now and in the immediate 
future. 

The disassociation between sales forces and other branches 
of business, which he said was typical, was pointed out in 
remarks by William Nelson Taft, editor of the Retail Led- 
ger. He told of one large department store in a large 
eastern city which held a spectacular sale of radio sets, upon 
the installment basis. Volume of business increased great- 
ly, the sales force was elated, and turned its attention after 
the sale to other fields. But within a short time thirty-five 
per cent of the radio sets came back at a resultant loss. 
Volume of sales, Mr. Taft contended, constitutes a highly 
fickle indication of prosperity. 


Success Line Continues Without Change. 

The passing of the late H. A. Stacy, head of Success, 
Inc., 547 West Lake street, Chicago, Ill., has made no 
change in the operations of the company. The lines of 
calendar pads and stands will continue as before, and every 
effort will be made to care for the requirements of cus- 
tomers. 


Wm. Mann Company Has Factory Cafeteria. 
The William Mann Company has established a new cafe- 
teria in its manufacturing department on Fifth street, below 
Arch, Philadelphia, Penna. It has a capacity of several 
hundred diners, and is equipped with modern appliances for 
cafeteria preparation and service. 
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AMERICAN VISIBLE 


NUMBERING MACHINES 


UL oo 


Model 41 Automatic—6 wheels, 3 movement, con- 
secutive, duplicate and repeat. List $15.00 
Model 21, Automatic—6 wheels, 9 movement. 
List $20.00 
Model 71—Lever movement—6 wheels. List $15.00 
Model 81—Dating Machine—Capacity 20 years. 
List $8.00 


DEALERS—The American Visibles are the 
only visible numbering and dating machines. 
The advantages of being able to see what you 
are stamping before the impression is made, 
are obvious. 








Every user of the old style “blind” ma- 
chines is a prospect for American Visibles. 


Have you ever given this matter serious 
thought? 
AND 


There is a solid, substantial profit in each 
sale. 


Folders imprinted with your name bring 
orders—They are furnished to dealers with- 
out charge. 


American Numbering Machine Co. 


General Offices and Factory 


Shepherd and Atlantic Aves. Brooklyn, N. Y. 


Branches—123 W. Madison St., Chicago, Ill. 
66 Houndsditch, London, England 


Caribonum Societe Anonyme, 
10 Rue de Seze, Paris 























164 OFFICE 


APPLIANCES 








What You Have 
Been Waiting For! 


A 
CAST BRONZE 
CUSPIDOR 


Same. size and 
pattern as our 
popular No. 38. 


. SANITARY 
. —EASY TO 
CLEAN. 


There is a Quality Brand Model suitable 
for every need—they are finished in brass, 
olive green and the popular mahogany 
color. There is a complete line suitable 
for the factory or the shop. 


Write today for our 
complete catalogue 


The IRELAND and 
MATTHEWS MFG. CO. 


1500 Beard Ave. 
DETROIT, MICH. 


SALES REPRESENTATIVERS 
THE ASSOCIATED STATIONERS’ SUPPLY CO., Chicago, III. 


BRUSH BROS., - - - - - - - - 258 Broadway, New York, N. Y. 
ERNEST WALLACE, -- - 444 Market St., San Francisco, Calif. 
PHIL. F WEBSTER, -- - - - P. O. Box 873, San Antonio, Texas 
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Salmagundi 


Fifteen Years Ago. 


Glimpses of the News Items Featured in 
Office Appliances for November in 1910. 


The report of the Baltimore convention of the National 
Association of Stationers and Manufacturers showed that 
Charles E. Falconer, of The Falconer Company, Baltimore, 
was chosen president. 

The twelfth annual business show was held at Madison 
Square Garden, New York, October 22-29. Miss Margaret 
B. Owen won the novice (one year) typewriter contest with 
a net of eighty-three words a minute. 

Miss L: M. Morden of the Morden Manufacturing Com- 
pany, Waterbury, Conn., was the subject of “The Busi- 
ness Woman in the Office Appliance Field.” 

L. C. Smith, of the L. C. Smith & Bros. Typewriter Com- 
pany, had passed November 5. 

H. C. Spillman had resigned as head of the commercial 
department, South Division High School, Milwaukee, Wis.., 
to become manager of the school and employment depart 
ments of the Remington Typewriter Company, New York, 
a 

Several pages of description and illustration showed that 
The Noiseless Typewriter Company was “on the map.” 

The Buxton & Skinner Stationery Company, St. Louis, 
Mo., had held a business show in the store. A number of 
leading manufacturers were exhibitors. 

Remington Notes, issued by the Remington Typewriter 
Company, was then in its second volume. 

A large addition was being constructed to the plant of the 
Addressograph Company, at Chicago. 

The Wagemaker Furniture Company, Ltd., was doubling 
the capacity of its plant at Grand Rapids, Mich., hy the 
erection of a new factory unit. 

The Plew & Motter department of The Workman Man 
ufacturing Company was operating in its new building 

The Rockwell-Barnes Company had leased the seventh 
floor of the Munn building, 454-60 South Wabash avenue 


House Organ Philosophy. 

You never get anywhere if you don’t start some time.- 

The Webster Way (F. S. Webster Company). 
+ 7 7 

Hold fast to fundamentals, give way on trifles—Faultless 

Bulletin (The Stationers Loose Leaf Company). 
* + * 

Nothing is as tiresome as listening to a man who has 
“I” trouble—Pouch-O-Grams (Poucher Printing & Litho- 
graphing Company). 

* * * 

Some men spend hours looking for the shortest way to 
do a piece of work that could be done in an hour.—Leopold 
News (Leopold Desk Company). 

* * * 

When a person says he can read you like a book, he 
probably means that you are a plain type——The Office Cat 
(The Richmond & Backus Company). 

os 7 . 

Half the victories of life come from a confident belief 

that one is to win. The world has little use for the man 


ANNA LYNE BLOO 


says her boss got stuck on cross word pussle typewrite) 


ribbons, because the craze wore out before he sold his stock 
Tried to sell ’em to the Checker Taxi Company, but no takers 
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DETROIT: General Motors Bldg. 





Withstands 
275,270 
“Rocks” 


—equal to over 


90 Years Service 


ORWARD and back—forward 

and back—92 strokes per 
minute, this shaper rocked the 
Bettcher Chair Iron. 


The five-figure automatic count- 
er registered 99,999 and returned 
to 00,000. A second time it regis- 
tered 99,999 and snapped back 
to 00,000. Then when 75,270 
was reached the test was stopped 
and the iron examined. 


The iron was in perfect condi- 
tion except ome side of the 
housing which was worn about 
'/,«inch due to the rivet wearing 
the steel at this point. All other 
parts including the screw and 
springs were in perfect condition. 
The slight wearing of the housing 
did not affect the iron,which was 
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Bettcher 
Chair Iron 


in perfect condition with this 
slight exception. 


No oil was used—the iron was 
operated continually and dry. 


Here’s a test that challenges 
comparison! Here is evidence 
that establishes quality! 


The average chair is not rocked 
more than 3000 times a year (10 
times a day). On this basis the 
Bettcher Chair Iron would be 
good for 90 years of service, and 
still be in splendid, usable condi- 
tion. Such service is unequalled, 
unapproached by the average 
chair iron. 


It pays to get quality in Chair 
Irons—to insist upon Bettcher. 
It builds business. 


3106 West Sixty-First Street, Cleveland, Ohio 


BALTIMORE: Knickerbocker Bldg. 
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THE BETTCHER STAMPING & MANUFACTURING COMPANY 


CHICAGO: 23 South Jefferson Street 


~——__—_—_—— ————__—— a 
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A new idea 
to build 
Repeat 
Business -- 
with a 
Better 
Letter 
Filing 
System / 


Sent Free 


To Dealers 


Write today for this 
very interesting book- 
let about Natural Sys- 
tem Index for corres- 
pondence. 


You Need this New Book 


It describes Natural System Index for correspondence and is the 
clearest, most complete and easiest to understand explanation of a 
filing system ever published. It describes the simplest and most 
natural system of indexing correspondence yet devised—an index 
that will enable you to build a real repeat business. It promises 
greater profit to the wide-awake dealer than any other item 
in the whole line of filing supplies. To recognized dealers who 
are interested we will gladly explain the merchandising plan be- 
hind this product. 


The Wabash Cabinet Co. 


Wabash Ind. 

















1925 
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who is continually down at the heels—Quality (Clarke & 
Courts). 
k * & 

Nobody ever broke any records by not working any 
longer than his contract called for—The Typebar (L. C. 
Smith & Bros. Typewriter, Inc.). 

oe * 

Human memory is a fallible thing and good will dies 
quickly unless kept alive by repeated acts of friendship 
and service—The Alco Booster (The Ivan Allen-Marshall 
Company). 

* * * 

To get a good reputation is one thing; to deserve it is 
another. But to get it and deserve it is paid up dividend 
paying capital for the salesman.—Bully-Ten (Sundstrand 
Adding Machine Company). 

- * + 

Maybe all the world loves a lover—but it’s married men 
mostly that keeps the wheels of industry turnin’. The 
Coach (published co-operatively by the Boorum & Pease 
Company, Eberhard Faber, C. Howard Hunt Pen Company 
and Sanford Manufacturing Company). 

Tip Top Menu. 

Ruth Kitchum entertained some of the Drawing Room 
girls at her Port Monmouth home. Asparagus tips were 
on the menu for dinner, but the fair ones could not compre- 
hend. They thought the only thing that has tips is a pencil. 
—The Dixonite (The Dixon Club of the Joseph Dixon Cru- 
cible Company). 

Blind Typist Wins Guessing Contest. 

Edward Heath, a blind news hustler was the winner of a 
guessing contest held at Lynn, Mass. He is forty years 
old and was born blind. A quantity of cigarette packages 
were displayed in a drug store window. Heath was al- 
allowed to feel the size of one of the packages, and told 
the dimensions of the pile. He guessed the exact number, 
700, while no other contestant came within seventy of the 
correct total. Heath operates typewriter expertly, han 
dling all his correspondence on the machine 


Another Remington Rumor Quashed. 

In recent weeks the New York stock market has been 
hearing rumors that the Singer Manufacturing Company 
was planning the purchase of the Remington Typewriter 
Company. No confirmation could be cStained from Rem- 
ington headquarters. A specific denial was given out by 
Sir Alexander Douglas, president of the Singer Manufac- 
turing Company, on the eve of departure for a two months’ 
trip to Europe. 

“We have never been interested in the Remington com 
pany,” said Sir Douglas. “We have had no thoughts nor 
ideas concerning its acquisition. Neither the companies 
nor the directors, so far as I know, have purchased any 
Remington stock, and no such purchases are contemplated. 
We have no need for the Remington Typewriter Company 
in our business. It is not a competitor and is in an entirely 


“Faultless” Sale a Day Contest. 
Dealers of The Stationers Loose Leaf Company are cor 

peting for prizes in a sale a day contest which started Octo- 
ber 1 and will end March 31, 1926. Credits are given on 
six of the company’s specialties. There are four prizes eacl 
month, and at the end of the contest grand prizes will b« 
awarded to all contestants winning a first prize in the 
monthly series. Photographs of window displays wi 


considered for prizes also 
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Top 


INCREASING YOUR SALES 
AND PROFITS 


You sell more desks and you make 
more profit when you can fill all the 
needs of all your customers. 


With the Imperial line you have a desk 
for every requirement and a price for 
every check book. Four grades to choose 
from and every one made to the same 
standard of drawer and interior con- 
struction. 

Whether you need a high grade at less 
cost than usually charged for such mer- 
chandise, or a plain grade at a minimum 
price, you will find it in the Imperial line 

and two grades in between. 









DESKS'° 


—for every office use— 


Regardless of grade when it bears the 
Imperial trademark it is built to endure. 
Selected materials, well seasoned and 
kiln dried, accurately machined, 
assembled by experienced desk 
makers and carefully finished, in- 
sure you and your customers an 
attractive looking desk of long 
life and satisfactory service. 

Imperial dealers are enthusiastic 
dealers—-progressive dealers—prosper- 
ous dealers. Let us tell you why and 
show you how you, too, can increase 
your sales and profits by handling a 
single grade or the entire line of 
Imperial Products, 


Write for full particulars and if you 
haven’t a copy ask for Catalog No. 24. 


/mperial Desk Company 


Fuansville - Indiana 


861 
Flat 
Top 
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Seventy-three Years 

of Satisfaction and 
Economy 








james 14 1988 
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There's a record—as given in Mr. Craig's letter— 
of which any paper maker may be proud. For 
73 of the 76 years that Brown's Linen Ledger has 
been on the market, it has been the official paper 
of the office of the Register of Deeds for Penobscot 
County, Maine. 


Seventy-three years of exclusive use! Seventy- 
three years of constant handling! Yet these books 
—made of Brown's Linen Ledger—show ‘“‘absolutely 
no sign of discoloring or weakening,” and have 
never been rebound! 


L. L. Brown's ledgers, linens and bonds never yet 
failed to satisfy a customer whose vision went beyond 
the difference in the cost per pound of paper—and 

ADVANCE BOND the paper cost is the least im- 
The contrast of Advance portant item when genuine 
with any other bond quality is demanded, either for 
2 a the sake of permanency of rec- 
Made exclusively of CdS or the expression of a 
clean, new, white rags, firm's or individual's person- 
and loft-dried on poles ality and standing. 


lt is Brown's Linen 


Ledger quality, value L,.L. BROWN PAPER CO. 
and prestige translated Adams Since 1849 Mass. 


intoa bond. Try it on New York Chicago San Francisco 
your next order. Los Angeles 


BROWN’S PAPERS 


Ledgers + Linens + and Bonds 
cfor Business Records and Executive Correspondence 
Soe ————-f8- 
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Birmingham Business Changes Name. 

The Martin Office Supply Company, 950-52 Brown- Marx 
building, Birmingham, Ala., has succeeded to the business 
operated heretofore by T. R. Martin, 1239 Brown-Marx 
building. A complete line of office specialties is handled. 
This change became effective October 1. 


Furniture Store Opened at Huntington. 

L. C. Reppetoe has opened a store at 1015 Sixth avenue, 
Huntington, W. Va., handling new and used office furni- 
ture and safes. Mr. Reppetoe is a native of that city, but 
had been located at Toledo, Ohio, recently. He makes a 
specialty of repairing safes, opening troublesome combina- 
tions, etc. 


Walden’s Becomes a Quarterly. 

With the October issue Walden’s Stationer became a 
quarterly. It had been issued monthly. In its new form 
it includes the Red Book, a classified directory of sources 
of supply for the stationer. It will also give the vital facts 
about the stationery trade for the period covered by each 
issue, including the new offerings of manufacturers. Fea- 
ture articles are among the contents, and striking window 
displays are given prominence. 


John T. Gill Company Takes Larger Space. 

The John T. Gill Company has moved from the twelfth 
floor at 6 North Michigan avenue, Chicago, IIll., to the 
third floor at 59 East Adams street. Increased space is 
occupied, which permits carrying a more complete line 
of office supplies. The new arrangement permits giving 
better service to customers. 

Equipment for die stamping has been installed, which 
will enable the Gill organization to continue caring for the 
requirements of customers who have called for this service 


Novel Christmas Gift Plan. 

The Wahl Company, 1£00 Roscoe street, Chicago, manu- 
facturer of the renowned “Eversharp” pencil, and its writing 
mate, the Wahl pen, has brought to the assistance of 
dealers a novel Christmas gift idea. Every Wahl gift box, 
containing an “Eversharp,’ a Wahl pen or Wahl combina- 
tion writing set shipped for sale during the Christmas 
shopping season, will be accompanied by a splendid char- 
acteristic gift message. This is engrossed on high grade 
parchment paper, and carries the happy spirit of Christmas 
to the recipient. Space is provided at the foot of the parch- 
ment for the signature of the giver. The message is as 
follows: 

The Gift of Words. 

Hiow welcome are the words that carry Friendship! They 
have that wondrous power of setting Time and Space aside, 
bringing to life upon the written page the smile, the handclasp 
and the voice itself! 

Though you and I may not see each other often, we can still 
keep these couriers of friendship speeding back and forth be- 
tween us. You will find them here ready to your hand in this 
little gift that holds so much the greater Gift 

Given at the season of Good Tidings and Good Will, may 
these serve you faithfully and be a pleasant reminder of the 
giver for many and many a year. 

The gift of words message is being featured in all of 
The Wahl Company’s Christmas advertising in magazines 
and newspapers. “Eversharp” and Wahl! pen advertising 
reaches its peak during the Christmas shopping season, 
with large space in a long list of magazines and newspapers 
As a consequence the gift buying public will come to know 
this message very well. Dealers who already had Wahl 
gift boxes on hand before the new message was introduced, 
may secure a supply of “The Gift of Words” to complete 
their gift boxes by writing The Wahl Company. 
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Stationers—Office Equipment Men 
Typewriter Dealers 


Make Big Profits on Underwoods! 


‘NO INVESTMENT—YOU CAN’T LOSE 













a 
MORE WHY NOT GIVE IT A TRIAL? 
BUSINESS tried and Couvines Soman af as gael 








WITHOUT Lee YURSPREY ee 
MORE 
CAPITAL UNDERWOOD TYPEWRITERS 





Are recognized as the Standard of the World. Ship- 
man-Ward Underwoods are acknowledged as the 
finest Rebuilts—Equal to New. Backed by thou- 
sands of dollars spent in National Ads. It’s surpris- 
ing how easy they sell. 


NO EXPERIENCE NEEDED 


You don’t need a typewriter department nor 
previous experience under our Plan. We furnish a 
Sales Manual, sales helps, advertising ideas, every- 
thing to make ‘it easy for you to sell. Let us tell 
you all about it. Send in the coupon today. 






















For Your 
Conven- 

ience a Coupon is At- 
tached. Just Mail It To- 
day and We’ll Tell You All About It. 


2 SHIPMAN- 
weer WARD MFG. CO., 
C7 1778 Shipman Bidg. 
yy ‘bicago, Ill. 


eZ Tell us how we can in- 


SHIPMAN-WARD MFG. CO. ge naar 


ESTABLISHED 1892 Pa DE. «sv vs. on ev ccd ereneebesense ane 
Montrose and Ravenswood Avenues U7 Adress , Ue ci coneseesteiael 


CHICAGO, ILL. y’ City ivanneteeee State......... 
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Upper case is raised to show now 
legs are slipped into channels of 
lower case. 


The most popular transfer 
unit--and the most profitable 


The things that people want are the profitable things 
to sell. Great fortunes have been built on the uncanny 
knack of forecasting public favor. 

The dealer who offers Berloy transfers to his trade as- 
sumes no risks, however. He doesn’t need to gamble 
on his judgment. He merely cashes in on a pref- 
erence that has been demonstrated conclusively year 
after year. 

The cold fact is this—a great many more Berloy trans- 
fers are sold every year than any other kind. This fall 
will be no exception. 

To sell the unit which enjoys the greatest demand is 
merely good business judgment. Dealers everywhere 
are doing it. 

Large stocks at central distributing points insure 
prompt service, but if you have not already covered 
your transfer requirements, by all means do so now. 


THE BERGER MANUFACTURING CO., CANTON, OHIO 


Boston New York Philadelphia Chicago 
St. Louis Kansas City Minneapolis San Francisco 
Los Angeles Dallas Roanoke Jacksonville 





BERLO 


TRANSFER UNITS 
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BERLOY 








\ Heavy channel st 
front and rear 


B Low sides for convenient 


High back to keep 


Solid bar legs 
E—Connecting links 
horizontally 
F Solid sides to keep 


G—Sanitary base. 
H—Hook fastener 
units vertically. 
I—Handle on back for « 
carrying of drawer 
J—Reinforced top and sides 
K—Drawer edge formed 


R—Roller. 
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Louisville House Provides Group Insurance. 

The Bradley & Gilbert Company, manufacturer of sta- 
tioners’ supplies, Louisville, Ky., established a group in- 
surance plan which enables its employees to obtain pro- 
tection at low cost, and without medical examination. The 
life insurance coverage approximates $56,000. 
This program was underwritten by the Metropolitan Life 
Insurance Company on a co-operative basis, employer 
and employee sharing the cost of the insurance. Each 
contributing employee is insured for $1,000, and in the 
event of illness or non-occupational accident, will receive 
$10.00 a week for a maximum of twenty-six consecutive 
weeks. A clause of the policy guarantees to any employee 
who becomes totally and permarently incapacitated before 
the age of sixty, the full amount of his life insurance in 
equal monthly installments over a stipulated period. Dur- 
the payment of premiums is 
addition to the actual insurance benefits of 
Metropolitan Life offers 
a free visiting nurse service and the 


provided 


ing this time of disability 
waived. In 
the policies the 
tages which include 
receipt of pamphlets on health subjects and sanitation 


service advan- 














Monroe Cal- 


A. S. THOMAS, Foreign Sales Manager for the 
Europe for 


cuiating Machine Company, Who is on a Tour of 
the Sales Organization. An Item Regarding this Trip Appeared 
on Page 42d of Office Appliances for October. 








Business Should Be Self-Regulating. 
“Regulation of Competitive Practices” is a report issued 
by the National Industrial Conference Board, which makes 
the point that while governmental regulation of business is 
possibly necessary for a small section of the business wor!ld, 


The 


preservation of the competitive 


it can never do as well as business can do for itself. 
real basis for hope in the 
system of business enterprise lies in its own power of self- 
While the Federal Trade Commission has been 
relieving the congestion of the courts and its 


regulation. 
of value in 
activities are effective in many cases of unfair competition 
where appeal to the courts is impractical, in the view of the 
conference board much is also being accomplished in a posi- 
tive way by the growing activity of voluntary business as- 
sociations in purging industry and trade of undesirable tac- 
tics. While government regulation is useful and effective 
in a negative way, says the board’s report, the initiative of 
trade bodies in ridding commerce and industry of unfair 
practices is more significant of the “transformation now go- 
ing on from cut-throat warfare for profits toward a more 
chivalrous competition.” 
Estate of Harry W. Taylor Probated. 

The estate of the late Harry W. Taylor, secretary of the 
Davenport-Taylor Manufacturing Company, Chicago, III. 
was probated in October. The real and personal property 
was estimated at not to exceed $35,000. 
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SMEARLESS 
CARBON PAPERS 


Equal to any 
Superior to most 


WEAREBES] 


TYPEWRITER RIBBONS 


Super-Quality 
Unsurpassed Service 


Manufactured By 


Vacuo Static Carbon Co. 
Rochester, N. Y. 


Responsible Representatives Wanted. Write 
for Samples and Price List. 


























CONGO GRIP BINDER 


FAVORITE SERIES 











ATTACHED PERFORATOR 


New and Popular Priced! 


A Perfect Flexible Binder 


FOR 
Catalogs, Photographs, Price 
Lists, Samples, Educational 
Papers, Documents, Briefs, etc. 


The Cooke & Cobb Co. 


Manufacturers of Stationers’ 
Specialties for the 


211-13-15-17 STEUBEN STREET 
Brooklyn, New York 
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Sales Helps Offered by Boorum & Pease. 


The Boorum & Pease Company, Box 272, City Hall 








bi | station, New York, N. Y., is co-operating with dealers in 
i Fi the sale of columnar forms and the “No-Tear” price book 
i i sheets. Folders featuring these items are supplied to sta- 
] b} tioners and office supply dealers for distribution through 
3 ; their own channels, by mail or as package enclosures 
ie Folder L-35 is of direct interest to the office manager 
ie | PEERLESS SANITARY LINE f or accountant in preparing more efficient systems for the 
| coming year. This folder shows the “Standard” L-2300 
4. 


PEERLESS PRODUC Ts series of columnar forms, an economical and efficient item, 


allowing forty-seven lines to the page, thus reducing mate- 


PLEASE rially the necessity of frequent footings and carrying for- 


ward of amounts. This factor is important, and fully 
if Letter trays and waste paper baskets, all sizes, appreciated by users of such columnar forms. The L-2300 





mail and tape baskets, space baskets, build up series provides columnar and cash journal forms of from 
trays, locker baskets, PEERLESS paper burn- two to 100 or more columns as needed. Loose leaf binders 
ers, wire globe guards, office partitions, wire for these forms are provided, as well as columnar indices. 
guards, etc. SPECIAL WIRE GOODS “No-Tear” price book sheets add to the life of price 

MADE TO ORDER. books using ring binders, as the sheets are reinforced with 





a muslin strip of great strength, attached to the individual 


sheets by a process which fuses the fabric to the paper 


PEERLESS These strips are made of varying widths, so graduated that 


when assembled in a ring book they do not bulk at the 


WIRE binding. This maintains a flat writing surface. ‘“No-Tear” 


sheets withstand continual service, even though the binder 


GOODS CO be crowded. Folder L38 describes these sheets 
. 












an 
~* . 


6 N. Michigan Ave. Technical Supply Company Gets Important Lines. 
Chicago, Ill. The Technical Supply Company, 327 South La Salle 
FACTORY street, Chicago, Ill., has taken on several new lines, which 
LaFayette, Indiana wili add greatly to its field and activities. The business 


ne es 


was established several years ago, specializing on archi- 





tectural and engineering supplies, conducting a blue print 





and photostat business as well. The new lines recently 
added include: 

Brunsviga calculating machine, for which sales and serv- 
ice connections have been established for the territory from 
Philadelphia West to the Pacific Coast. Error-No copy 
holder for the same territory. “‘Set-Ezy” steel stools with 


full spring suspension. The latter is handled over a wide 
territory. This stool is favored by draughtsmen, book- 
keepers, etc., as it affords comfort and convenience, and 


’ . ‘ ! assures correct working posture. The steel construction 
Has This Ever will be Qiven in CX- affords maximum strength without undue weight Che 
change, free. company is also a dealer for the Victor Adding Machine 
| Come to Your . 


Company in the Chicago field. The Beck duplicator is 


Attention Before? Naturally, we feel distributed also. 
confident that you —_— 


) are getting the Monroe Seven-Year Club Adds More Members. 
) CLIPSE Pneu- sturdiest as well as When the secretary of the Monroe Seven-Year Club com- 
matic Ink Wells most practical well pleted the rolls in August, the following members of the 
er : ade we id Monroe Calculating Machine Company organization were 
ma y be returned made or we couic added to the membership list: ©. G. Clarkson, manager 
either to your dealer not make such a printing and mailing department, who had been with The 
or to the factorv strong guarantee. National Cash Register Company, Dayton, Ohio, in a 
anv time if thev Ask your dealer for similar capacity before joining Monroe; J. W. Altstock, 


ECLIPSE wells in agency manager at Portland, Ore. (he joined at San Fran- 
. oe cisco); R. J. Delaney, Frank McGarry, August Mathesuis; 
any of their many 


- Chris. J. Bauer and Miss Anna Boyle. 
styles and be well- 


break or prove de- 
fective. This holds 
true no matter how 


long they have been satisfied. Fecher Now General Manager for Beck. 
. in use. NEW wells Write us for catalog The Beck Duplicator Company, 476 Broadway, New 
LIN York, N. Y., has appointed Fred P. Fecher general man- 
| DEALERS: Ask For Our Offer ager. He had been with the company nearly a quarter of a 
| century, and in that time has seen a wholesome develop- 
| GENERAL ECLIPSE CO. ment of the business. 
Department A, Danielson, Conn. Ue ee 
Some salesmen make calls; others make them count Bully- 











— a - . _ 7 Ten (Sundstrand Adding Machine Company) 
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ach dav more busin 
houses are standar 

on Scripto Pencils and 
leads. Dealers and « 


; 


tomers both proht 
i 4 Retails at 
SCRIPTO MFG. CO. | $3.60 


ATLANTA, GA 


—=— per unit 














SCRIPTO MFG. 





Fo. , Atlanta, Ga. 


Send me the following items, and bill them at the price named, less your regular discount. Also send me 


your discount sheets on all Scripto products: 


1 Display Carton Scripto Efficiency Units. Retail 
price, $4.20. (I understand that this carton con- 
tains 12 Units, each consisting of a slide box, 
with | Scripto Pencil, 12 Scripto 54-inch Smooth- 
writing Leads, and 2 Extra Scripto Erasers—and 
each unit is really a 50-cent value to retail for 
35 cents.) 


MY NAME IS 
FIRM NAME 
ADDRESS... 


1 Scripto Commercial Unit, to retail for $3.60- 
(I understand that this unit consists of a neat box, 
containing !|2 Scripto Pencils, 144 Scripto 5 44-inch 
Smooth-writing Leads, and !2 Scripto Erasers— 
and that this is an ideal Unit to sell to business 
houses for office and general use.) 


MY POSITION IS 


CLASS OF BUSINESS (IF RETAIL, WHAT KIND? IF JOBBER, WHAT KIND?)... 


MY JOBBER’'S NAME IS 
HIS ADDRESS 
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THe INEvITABLE “TYPEWRITER IS ‘HERE 



















































































MODERN BUSINESS EFFICIENCY DEMANDS IT 


N®° longer is it necessary to endure that thought- 
disturbing, nerve-racking tap-tap-tap of the 
typewriter. The New Model 6 Remington- Noiseless 
has solved that problem for all time. It is the only 
noiseless writing machine. 


This new machine has the complete four-row stand- 
ard keyboard—the keyboard with which all operators 
are familiar. It has the light, natural touch which is 
universally desired by operators. Its action is surpass- 
ingly easy, which insures a great volume of work. And 


REMINGTON TYPEWRITER CO., 374 Broadway, 


b “ t 


its work is beautiful— worthy of any user’s signature. 
Business efficiency demands noiseless typewriting; 
comfort demands it; human nerves demand it; health 
demands it. And the new Remington-Noiseless No. 6 
is the complete answer to this demand. 

From the standpoint of efficiency—in fairness to your 
employees and yourself—you should investigate this 
new machine. We shall gladly place a New Reming- 
ton-Noiseless Model 6 in your office for examination 
without any obligation to you. 


New York — Branches Everywhere 


King 


New Remington-Noiseless 


WITH 


FOUR-ROW STANDARD KEYBOARD 
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No. 25 Revolving Stool 


For a revolving Stool where rigidity 
and economy are essentials, this 
stool can’t be beat. The adjust- 
ment parts are of malleable iron, 
and the adjustment screw is of 
steel. 14%” dia. x 1%” thick hard- 
wood concave seat, finished in light 
golden oak. Steel frame finished in 
standard Olive Green enamel. 
(Note: This stool may be had with 
a spring steel back as No. 35-B). 
Built in adjustable heights; 18”-23” ; 
22”-27" ; 26”-31"; and higher. 





No. 2016 Line Chair 
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OLSTeel 


TEEL OFFICE FURNITURE 
Economical - Attractive - Practical 


In-built quality in any item 
must give outlayed service 
in proportion., 


Office Equipment that is built 
of steel is reasonable in first 
cost, has a smooth, attractive, 
durable finish, and will function 
steadily with but a minimum 
expense of upkeep. 





No. 412 Filing Stool; with large rub- 
ber-tired casters, makes a most prac- 
tical, easy moving filing stool. Built 
in heights 12” to 24”. Olive green 
enamel steel frame; with concave hard- 
wood light oak finished seat. 


No. 2016 Line Chair; with padded seat 
and back, is exceptionally comfortable 
for general use. Seat heights 16” to 
26”. May also be had with hardwood 
saddle, or steel perforated seat. All 
steel parts finished in the standard 
Olive Green enamel. 


No. 255 M. R.; a real innovation in a 
Stenographer’s or general Desk Chair. 
The seat is adjustable up and down; 
the back rest adjusts up and down 
on the back pillars; and the entire 
back adjusts in and out from the seat. 
Large saddle wood seat and curved 
back rest finished in light oak or ma- 
hogany; steel frame in Olive Green; 
spring steel back rods are _ nickel 
plated. 
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No. 16 Typewriter Stand 


No. 16 Typewriter Stand; a very 
strong and compact stand for typ¢ 
writers, radio set, or for general 
purposes. Furnished with crutch 
rubber tipped feet as shown, or 
with rubber tired casters. Built of 
steel throughout, or may be had 
with hard wood light oak finished 
top. Built in heights, 26, 28 and 
30”. Olive Green enamel finish on 
steel parts. 


No. 255 M. R. 


Send for complete Catalog, description and prices to 


PLAINWELL, 


ANGLE STEEL STOOL COMPANY MicnicaN,v. s. A. 


Mfrs. of Office, School, Factory and Shop Steel Equipment 
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The Better File 


A NEW SENSATIONAL OFFERING! a pong reach, airty angers and then what have yout? 


Compare with the NEW WAY below 





THE NEW 
“COXLINE” 
FILE 


PATENT PENDING 





Phantom view, showing how follower operates 
en rod. Note the wedge-shaped pocket that 
forces files to Hie against follower. 


The NEW Way 
Ness AN 


Easy to operate, posi- 
tive, handy, clean. 
Holds files at proper 
angle and always snug. 


p ypeews OMES and eliminates all disadvantages of 
present day files. 

The follower is set on a threaded rod and is easily 
operated back and forth by a small swivel key. 

Files are kept snug against follower and at proper 
slant by means of the wedge-shaped pocket in front. 
“Coxline” files are manufactured only as sectional 
units. 

Patents applied for are all inclusive and embrace the 
application of the “Coxline” improvement to any and 
all sizes and shapes of filing equipment. 






































— sO 
By an ingenious ar- 
oe] | rangement of files 
j nd bases is pos- 
and ba it I 


sible to make up 
. desks complete from 
——— | “Coxline” units, 

| 























Here are a few items that should be in every office: 


Steel stools and chairs, stands, cabinets and, in fact, a great 
many other items. 

“Otsteel” equipment is designed for service, comfort and dur- 
ability and the low cost will surprise you. 


Send for complete Catalog, description and prices to 


PLAINWELL, 


ANGLE STEEL STOOL COMPANY Micuican,’v. s. A. 


Mfrs. of Office, School, Factory and Shop Steel Equipment 
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Performance 


Meeting the everyday needs 
of the busy man of the world 
of today, the Easy Writing 
Royal Typewriter has achieved 
much toward the furtherance 
of business ideals. ot 


Men who do big things set 
a high standard of achieve- 
ment in both speed and ac- 
curacy. The Royal Type- 
writer makes it easier to meet 
these standards. 


The day in and day out per- 
formance of the Royal Type- 
writer has set a higher stand- 
ard of typewriting — and this 
new standard is inevitably 
being accepted and demanded 
by big business. 


This thoroughbred perform- 
ance has won for the Easy 
Writing Royal Typewriter the 
approval of the business world. 
It is making new friends every 
day. 

















Royal Typewriter Co., Inc. 
316 Broadway, N. Y. C. 
Branches the World Over 
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Brooks Company to Have Larger Home. 


The Brooks Company, one of Cleveland's pioneer 
tioners, lithographers and printers, will move early in De 
cember to their new plant at 1241 Superior avenue. The 
building is of the most modern type and consists 
two units, both of reinforced concrete. It fronts forty- 
eight feet on Superior avenue and is that wide for 138 feet 














PROPOSED NEW STORE OF THE BROOKS COMPANY 


back, when it widens to 108 feet for a further depth of 150 
feet through to Oregon avenue. It will have an area of 
approximately 75,000 square feet of floor space. The total 


cost will be $500,000. It will be one of the finest plants 
of its kind in the country. 

The store of the company will face on Superior avenue. It 
will embody the most modern ideas from all standpoints 
The plant will have the best of machinery and most modern 
equipment for turning out high grade work, in which the 
Brooks Company specializes. The building was designed | 
W. S. Lougee, well-known Cleveland architect. 

The company have been in business in Cleveland sinc 
1875 and are at present located at 715 Superior avenu 
West. This building is to be torn down to make room for 
the new Union Depot as soon as the company move out 

The Brooks Company was founded by Stephen E. Brooks 
and Arthur S. Brooks, and its present officers are A. D 
Brooks, president; W. J. Van de Velde, vice-president and 
treasurer; M. J. Greene, secretary. The directors in addi 
tion to the officers are H. M. Brooks, J. C. Brooks and 
a S. Brooks. 


Attractive Underwood Invitation. 

The Underwood Typewriter Co., New York City, issued 
a most attractive invitation in connection with the National 
Business Show held in that city, October 19 to 24. The 
invitation is in folder form, consisting of a single sheet 
folded twice to approximately 434x656 and printed in three 
colors. The cover carries a reproduction of the 69th 
Regiment Armory, in which the show was held; inside is 
a likeness of the Underwood booth and printed invitation. 
Admission tickets were enclosed. 
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The Secret 
of the 


Phenomenal 
Selling Success 
0 


“FLEXIPOST” 


The flexible, disappearing link post which 


makes it instantly adaptable to any required 











capacity and successfully eliminates the handicap 


of objectionable protruding posts has made the 


an outstanding merchandising success 
wherever it is sold. A simple demon- 
stration in comparison with other 

types of loose leaf binders reveals such 
Incomparable self-evident advantages as to com- 
Advantages mand irresistible preference for the 
Flexipost. 


Absence of protruding posts. Stacks When you sell a “Flexipost” you 


perfectly and saves vault space. sell a scientifically designed and cor- 
Two-inch expansion insures easy ac- rectly built office necessity that saves 

cessibility for insertion or removal of your customer many times its cost in 

sheets. time, vault space and extra capacity. 


Direct screw compression securely locks 


The “Flexipost” is instantly adapt- 
able to any required capacity. What- 
ever the requirements of your trade, 
there’s a “Flexipost” to exactly fit 
their tastes. 


sheets, whether one or a thousand. 


Flexible disappearing posts with auxil- 
iary post sections insure unlimited capac- 


ity for expansion. 


If you are interested in building up a bigger-paying binder business, 
we have a proposition that will appeal to your WRITE NOW. 


STATIONERS LOOSE LEAF CO. 


Chicago Milwaukee New York 
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ADD-TO 


SBC rLONS 


The Line to Carry With 
Higher-Priced Equipment 


You have two markets for office equip- 
ment; a minority for deluxe furniture, 
and a growing majority for popular- 
priced lines. Although you can supply 
both, it’s the big popular-price market 
you want to sell. Your greatest sales 
resistances are overcome with Invinc- 
ible values at Invincible prices. 


Better File Value 


There is more genuine value in the Invincible “Add-To” 
Sectional line than its low price would indicate. 
advantage of substantial steel construction and fine finish 
is embodied. Every essential file requirement is fully 


met in a complete variety of units. 


Dealers repeatedly tell us that this line is 
just the thing to carry with their higher- 
priced lines. It helps you hold old cus- 
tomers and open new accounts. It is worth 
your while to learn more about “Add-To”’ 
Sections. Write us for complete literature, 
prices and discounts. 


Invincible Metal Furniture Co. 


Manitowoc — — Wisconsin 
Chicago Office: 1521 S. Wabash Ave. 
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Across the Continent in a Motor Boat. 


Remington Portable Keeps Log. 

John Edwin Hoag, Frank S. Wilton and their dog “Spy 
Wapato” are the first to cross the American continent 
in a motor boat. The trip consumed 86 days and covered 
5,000 miles, and with the exception of 480 miles the jour- 
ney was made entirely on inland waterways. From the 
start at Astoria, Ore., to St. Louis, Mo., the boat was 
taken over the same route traveled by the Lewis and 
Clarke expedition 120 years ago. From St. Louis the 
route lay through Chicago, across the Great Lakes to the 
St. Lawrence and finally into the Hudson River and down 
to the New York harbor. Their path crossed 15 states, 
two provinces of Canada, rivers, lakes and canals. Three 
outstanding mishaps occurred. In the Columbia river a 
log rammed them, tearing the entire stern off their boat; 
while cruising in the Illinois both motors caught on fire; 
and a bad storm on Lake Michigan drove them far up 
on the shore. A special built boat 18 feet long, with 5-foot 
beam and two 4-horsepower motors was used. The com- 
pletion of the trip makes a bit of history and stimulates 
the way to similar adventures. A log of the pleasure and 
trials was kept on a Remington Portable and a full 
account of the trip would fill a good size book. 





Goes Baseball Team Wins Pennant Again. 

For the third consecutive season the Goes Lithographing 
Company Baseball Team has won the pennant in the 
Printers’, Binders’ and Lithographers’ League in Chicago 
with a remarkable string of victories. Out of a schedule 
of eighteen, the Goes team won seventeen. They lost 
one seven-inning game by the comparatively close score 
of 6 to 4. 

The Goes team is an aggregation of heavy hitters. In 
the series they scored 184 runs, an average of 10.2 runs 
per game, which is high enough to win almost anywhere. 
Their defensive game is hardly less remarkable, as they 
succeeded in holding their foes to a total of 58 runs, or 
3.2 runs to the game. 

The 17 wins included one no-hit, no-run game and two 
shutouts. This feat was performed by Bill Peterson, 
who would be doing Walter Johnson’s stuff if it were not 
that for some reason he prefers the lithographing business. 

The Goes team entered the league three years ago, and 
is therefore winning 100 per cent. In that time Goes have 
dropped only five games. 

Every man on the team is a regular employee of the 
company—and the team that won the pennant this past 
season was the same team, with one exception, that won 
the first pennant. 

The team has won three handsome trophies, the first 


of which was presented to the president of the concern, Mr. 
Wm. F. Krohmer; the second to the vice-president, Mr. 


Arthur A. Goes, and the third one to the treasurer, Mr. 
Chas. B. Goes, Jr. 


New American Lead Pencil Company Catalogue 

The American Lead Pencil Company have just brought 
out a new complete illustrated catalogue and price list cov- 
ering their extensive line of pencils, penholders, erasers, 
rubber bands, companion boxes, pencil and penholder as- 
sortments, etc. 

It is in a convenient pocket size arranged in both numer- 
ical and classified order, and will prove of real value and 


assistance to the trade. 

Copies will be gladly furnished upon request to the 
American Lead Pencil Company, 220 Fifth avenue, New 
York 
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5469W 
One of a four- 
piece suite. 





When 111 Out of 148 Men 


sitting for the first time in a Derby Correct Posture 
Chair, said that they preferred it to any chair they 
had ever sat in, they gave an unprecedented en- 
dorsement to an office chair. The facts attendant 
upon this endorsement make it even more con- 
vincing. 


Derby Correct Posture Chairs were placed in the recep- 
tion rooms of certain New York offices. No attention was 
called to the chairs—the rooms were apparently as usual. 
Men coming for appointments naturally sat-in the chairs. 
Just previous to their appointments the switchboard girls 
would ask if they had noticed anything different about the 
chairs they were sitting in. They had—they were the most 
comfortable chairs they had known—who made them— 
who sold them— 


That is one of the things that are selling Derby Correct 
Posture Chairs. A complete line, prices in line with office 
chairs generally, Derby quality, and Derby durability are 
others. 


We would like to hear from dealers who would be in- 
terested in a Posture Chair proposition. 
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P DERBY & Co. INC. 


Chairmakers for80 years [* 
GARDNER, MASS. 
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R. B. Cone Promoted. 





Great 
Opportunities 


are between the covers 
of our Catalog and 
Supplement for deal- 
ers who are interested 
in goods that await a 
chance to be seen at 
retail prices. 


The Quigley Furniture Co. 
Whitesboro, N. Y. 


Manufacturers of 


Desks and Office Accessories 


Robert B. Cone of the Hartford, Conn., branch office 
the Underwood Typewriter Company, has been promot: 
to the position of general insurance representative of t! 
Underwood. This place has been established recent 
and has to do with the development of the typewriter 
dustry as applied to insurance business and as Mr. ( 
as manager has personal charge of most of the company 
local insurance companies’ typewriter business and genet 
charge of it all, which he will still continue, his experienc: 
makes him especially adapted to extend this jurisdi 
throughout the company’s branches in the United States 

The territory of the Hartford branch is to be expand: 
and Claude L. Minton, for the last three years managet 
the company’s Providence office, has been transferred 
the Hartford office, succeeding Mr. Cone as manager 


























Why Stick to Just 
“Ribbons and Carbons’’? 


_ 

: The Typewriter Supplies Dealer has an op- 
portunity for much extra business with 

“Manifold Products.” The constant 

progress among makers of machines for 

writing, adding, stamping, manifold re- 

cording, etc., is building a very desirable 

volume in supplies for these machines. 

| 

| 

! 

! 

| 

| 

| 

J 


We make carbonized rolls for all billing and 
adding machines and inked ribbons of 
any width. Dating machines, addressers, 
duplicating machines require ribbons 
made for the special purpose and “Mani- 
fold Products” fit in, accurately and effi- 
ciently. 


Typewriter ribbons and carbon papers from 
our factory are uniform quality madé 
and packed for a particular machine or 
requirement. We shall be glad to assist 
dealers with special orders or tell about 
our full line. Write us. 


American Manifold Products Co. 


2900 Darwin Terrace, Chicago 





a ee 


On the left is Henry Weitzel, district manager for The Baker 
Vawter Company at Pittsburgh, Penna.., and president of 
Pittsburgh Office Appliance Manayers Association, succes 
Cecil G. Woosley, on the right, who was promoted fro: 
Pittsburgh agency of the Yawman and Erbe Manufa 
Company to the command of the Y and FE agency in Nev 
City 








Business Show to Be Held at Richmond. 


The Richmond Office Appliance Association, 603 | 
Main street, Richmond, Va., will hold a business shi 


Richmond on November 2 to 6 inclusive. The follow 
companies will exhibit: Addressograph Company; Amet 
can Sales Book Company; American Typewriter |! 


change; Comptometer Adding & Calculating Machine ¢ 

pany; Elliott-Fisher Company; L. C. Smith & Bros. Ty 
writer, Inc.; Monroe Calculating Machine Company; R« 
ington Typewriter Company; Safe-Cabinet Compan 


American Multigraph Sales Company; Kardex-Rand ( 
pany; Sundstrand Sales Corporation; Tabulating Ma 
Company; Underwood Typewriter Company; Dalton A 


ing Machine Company; National Cash Register ( 
Library Bureau; B. W. Wilson Paper Company; Virg 
Stationery Company; Sydnor-Hundley Furniture Com; 
American National Bank 


Tuttle Corporation Celebrates Seventeenth Anni- 
versary. 
The seventeenth anniversary of the Tuttle Corporati 
of South Bend, Ind., will be celebrated in their new 
ing at Colfax and Michigan streets, numbered 130-1 
North Michigan. The company expected to be inst 





in its new store by October 15 or shortly thereafter 
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The Ideal Moistener 


This beautiful, glistening white 
moistener, with its polished nickel bear- 
ing, makes a strong economic appeal to 
the office man, when properly displayed 
and its superior features mentioned. 

The metal bearing makes it revolve 
easily, at the slightest touch, assuring 
the correct amount of moisture at the 
top of the cylinder. 


The glazed porcelain surface provides 


Packed in neat individual 


vidual cartons 


no place for the lodgment of dirt or 
germs, inside or out. 


Rubber feet keep the Ideal from 
marring furniture, and from slipping 
when in use. 


Nothing to wear out, become clogged 
or foul. The Ideal provides the most 
sanitary and practical method of moist- 
ening stamps, envelope flaps, gummed 
labels, ete. 


Easily handled in stock. Dealers 


» carry a good supply of the Ideal say that they make attractive window 
itemns, and the turnover is rapid when 
irds, and other ac 


} 
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so displayed. Our circulars, trial 


ys are free, with your imprint 
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My Ediphone Demonstration 


66 HIS is our New Electrip Ediphone—the greatest 
value and advancement offered in dictating ma- 
chine history. 
“The striking features are low 
voice dictation to a large glass 
mouthpiece — anyone can now 
dictate without effort — even 
women make a good record, open- 
ing up a new field of opportunity 
to them. 
“And, Electric Control, by a touch 
on the key of the speaking tube. You 
do not experience that sense of effort 
and distraction you had with the old. 
“Here is the cloth-lined Safetae Cylinder—it insures your dictation 
against loss. 
“Now you dictate—fast or slow—stopping or starting as you think, 
by a touch of the fingers—hear your voice repeated, by the throw 
of a lever, if interrupted. 
“Corrections are automatically made on the celluloid slip. 








“Here is the New Electripb Transophone. The voice is at 
your stenographer’s finger tips. No more tiresome foot- 
trip or mechanical operations—just tap these electric switches we 

: attach to your type- 
writer— 





“Listen to the pleas- 
ant voice. 


“Finally, you shave 
the thousand words 
on a cylinder on our 
steel cabinet shaving 
machine—passed by 
the Underwriters as 
electrically correct.” 





You Can Begin Ediphone Dictation Without Delay 
Our Service Guarantees the Investment. 
EDISON 


ELECTRIP 
diphone 
Thomas A. Edison, Incorporated Orange, N. J. 


Chicago, Ill., 218 S. Wabash Ave., Telephone Wabash 5650 
Chicago Business Show Booth Numbers 1 and 3 Section C. 





NEW 
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Hooker of Burroughs Conducted Institutes. 


A series of three-day business institutes in various Okla- 
homa cities was conducted by L. E. Hooker, special repre- 
sentative of the home office, Burroughs Adding Machine 
Company the past month. He has returned to Detroit. 
Mr. Hooker’s institutes are prepared especially for busi- 
ness men, accountants, bookkeepers and sales people. In 
each instance these institutes were held under the auspices 


of the local chamber of commerce. The institutes consist 





L. EF 


HOOKER. 


vf lectures and round table discussions on merchandising, 
retail selling and accounting. Mr. Hooker is a veteran of 
the Burroughs organization, who enjoys an enviable repu- 
In his long 
years of experience as salesman and agency manager he 
has had close contact with business men, and familiarized 


tation as a public speaker on business topics. 


himself with the problems of business, on which he speaks 
with authority. 


Paper Clip Manufacturers Combine. 
The Treiber-Cahill Manufacturing Company, manufac- 
turers of “T-C” Pinch-On paper fasteners, Syracuse, N. Y., 
have consolidated with the Tip Top Manufacturing Com- 
pany, Inc., makers of Tip Top Paper Fasteners, Syracuse, 
N. Y., and hereafter the combined business will be under 
the name of the Tip Top Manufacturing Company, Inc., 
having for its officers: Boardman E. Treiber, president; 
Rhodie W. Cahill, vice-president; William J. Dygert, sec- 
retary-treasurer. 

Parker A. Stacy, president of the Tip Top Manufactur- 
ing Company, Inc., retires from the management, his in- 
terests having been purchased by the above named officers. 
William J. Dygert, formerly office manager for the O. K. 
Manufacturing Company, Oswego, N. Y., will succeed Mr. 
Stacy as manager. 

“T-C” Pinch-On paper fasteners and Tip Top paper 
fasteners will be manufactured by the Tip Top Manufac- 
turing Company, Inc. The Treiber-Cahill factory is being 
enlarged to accommodate the increased production brought 
about by the consolidation and, upon completion of altera- 
tions and additional facilities, the Tip Top plant will be 
removed to 818 Park street, Syracuse, N. Y. 

Plans are under way to increase the use of these pop- 
ular items by extensive sales advertising and dealer helps. 
Other devices in the office equipment field will be added 
to the Tip Top’s line, and an important announcement in 
this respect will be made to the trade at an early date. 





Jones on Western Trip. 

V. S. Jones, sales manager for the H. M. Storms Com- 
pany of New York, is making a six weeks’ trip westward, 
his destination being the Pacific Coast. He will call on the 
trade at intermediate points both going and coming, as well 
as on the coast. He went by the Southern route and will 
return by the Northern. 
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NATIONAL DESKS 


SERIES FIFTY-SEVEN 






Persuasive appearance and quality make 
this new “National” Desk a winner 
the office furniture dealer. Its quality is 
readily demonstrated and proven, 
almost every detail of construction adds a 
feature of superiority. Furnished in ma- 
hogany and walnut, with concave beveled 
corners and distinguished by neatly 
turned legs, this series is a worthy rep- 
resentative of “National” construction. 
Let us send you full information of the line. 


National Desk Company 


HERKIMER, NEW YORK 


1 RRR 
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Just the Cutter for the Busy Office 


Engineers, draftsmen, sign-writers, advertising men—in 
fact the entire organization of any plant will find the Boston 
Cutter a most efficient and practical appliance. 


The ‘‘Boston’’ Card Cutter No. 36-B 


Cuts and trims office forms, factory forms, legal forms, 
special forms, photographs, cardboard, asbestos, insulation, 
thin leather, rubber, fabric, advertising layouts, etc., q 
and accurately. Furnished complete with adjustable fron 
side and back gages of steel. The knives are of a high- 
grade tool steel, the table is of mahogany and the frame is 
of iron. Cuts any length. Mounted on specially constructed 
soomng: tales which makes it easy to move from one place 
o another. 


A full line of Cutters and Tableting Presses. 
Dealers Wanted. 


Golding Press Division 


American Type Founders Co. 


FRANKLIN, MASS. 
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THE 


SUPERIOR FURNITURE CO. 


Formerly Grand Rapids Office Chair Co. 
MAKERS OF HIGH GRADE OFFICE CHAIRS 
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No. 429% 








Catalog and price list on request 


SUPERIOR FURNITURE CO. 


37 LOGANJST., S. W., GRAND RAPIDS, MICH. 
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BUILT-TO-ORDER 
CASESANDEQUIP- 
MENT OF EVERY DE- 
SCRIPTION. 


A very high grade line 
of steel filing cases mas- 
sively built and hand- 
somely finished at 
attractive prices. 


Every drawer equipped 
with anti-noise-and- 
friction progressive 
suspension. 


Corry-Jamestown Mfg. Corp. 


CORRY, PENNA. 

















Remington Notes in Autumn Dress. 


The autumn number of Remington Notes, Volum: 
Number 7, is up to the standard of this excellent 
magazine 

Remington Notes is published exclusivels 


t 1 


raphers and typists, and every devotee of the twin art 
find this issue filled with matter which is both 
and helpful 

Among the many features of general interest 
titled, “How One Big Man Got His Start,” which tel 
story of Frederick P. Small, now pre sident of the Ar 
Express Company, who began his career as a stenog! 
another on how to take care of your typewriter 
on “The Proficient Secretary,” by Miss Pauline G 
bloom, head of the Remington stenographic department 
New York; a highly inspirational article entitled, “Pers 
ality—Dress and Address,” by Harry Collins Spill 
head of the education department of the Remington |] 
writer Company, and two pages of “Practical Points 
Typists.”’ 
We note with special interest that in the last se1 


tun 


Remington Accuracy Contest no less than nine 
the grand accuracy prize of a new Remington typew 
In order to win this prize the operator must write 
teen consecutive minutes, copying from unfamiliar 
absolutely without error. Since the institution of 

by the Remington Typewriter Company some years ag 


has been won in all by eighty-five typists, and 


stantly growing number of winners furnishes th: 
dence of the steadily improving standards of 
among typists the country over For such continued 
ress much credit must be given to the Remington 7 


writer Company for the incentive to greater 
accuracy which it has continuously furnished 
able prize 

Remington Notes now has a circulation of over 2 
copies. Any stenographer or typist who is not recei 
Remington Notes can have his or her name placed 
mailing list by writing to the Remington Typewriter | 
pany, 3/4 Broadway, New York. 


New Men for Campbell-Ewald Staff. 

Hi. T. Ewald, president of the ¢ ampbell-Ewald Cor 
announces the addition of two copy writers to the 
at the Detroit offices of this agency, Keith Croml 
M. S. Charlton. Mr. Crombie was formerly editor rl 
Goblin, Canada’s leading monthly humorous magazi! 
is co-author of a volume of sketches and verse entitl 
“Sackcloth and Splashes.” For some years he | 
a free lance copy writer and a contributor to the 
magazines. 

Mr. Charlton has had extensive merchandising at 
writing experience. He comes from the Caxton compa 
Cleveland, where he was engaged in creative work 
acted as sales promotion and advertising manager fot 


yf Peerless cars in sout 


C. Il. Lines Company, distributor 
ern Indiana, for three years. Later he spent three ye 
with the Peerless Motor Car Company as assistant adver 


tising manager 


A Change in Managers. 
The Office Equipment Company of Tampa, Fla 
nounces a change in managers at their Orlando store 
was announced that Joe E. Maura would manage the ‘ 


lando store. This position, however, has been taken by W 
G. Banister, formerly with The Globe-Wernicke Compa! 
in New Orleans and later traveling representative of the 
Metal Construction Company in the South. 
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ORPIN DESKS | Eo 


HIN he shows the Orpin Line and ex- 
plains its prime features, the furniture 
dealer offers his trade an exceptional op 


portunity for accurate selection. The pros 
































pective user does not merely choose between 
two or three types; he selects the equipment 
best for his purpose. 


One reason is that all Orpin designs are ot 
pleasing, trim appearance and uniform sub- 
stantial construction—the quality preferred 
everywhere by careful buyers. Another 1s 
that desks for every office use are included: 
roll, flat, double flat, five styles of typewriter 
desks, single and double pedestal desks, teach- 
ers’, students’ and salesmen’s desks as well as 
telephone, typewriter and office tables. These 
are provided in several grades of material: in 
plain oak, quartered oak, in select quartered 
oak and in genuine mahogany. The work of 
shaping, joining and finishing is all high grade 
and durable. 


Prompt shipments are made to points all over 
the U. S., packed for safe delivery. Those 
markets near the seaboard are supplied over 
water routes at reduced rates. 


Interested dealers will receive full details with 
illustrated list, upon request. 


ORPIN DESK COMPANY 


121 Medford Street Charlestown, Mass. 
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you cannot buy a better 


pen than the jan Holland 
J EWEL, af any price 


More than a half-century of writing service is the perform- 
ance record of many a John Holland Pen. 





Behind the new John Holland JEWEL stands 84 years’ exper- 
ience in the fine art of pen making and 60 years of fountain- 
pencraft. 











And we not only authorize our dealers to give an UNCON- 
DITIONAL GUARANTEE with every Jewel, but we also 
back them up 100%. 


The Jewel Drop Test Nib is of sturdier build than is the cus- 

tom—and it writes with perfect flow and feathery touch. 

DECEMBER Barrels as black as night, with glowing red tips—gold clips 
National Advertising ‘ - 

diniaen, dseeien 00- with bull dog grips—and neat gold bands to strengthen the caps. 


EL Fountain Pens and 
Pencils to match as are 


fille your wok. This special JEWEL Tray 
will convince you. 


Free Mahogany plush-lined Tray filled with 1 dozen 
JEWELS (both sizes) pays you a profit of $31.74 on an 
investment of $37.26. Send for it. The John Holland 
Line is complete. Pens, $2.75 up; Pencils, $2.50 up. 







THE JOHN HOLLAND GOLD PEN CO. 


Gold Pens since 1841—Fountain Pens since 1865 
127 E. Fourth St., CINCINNATI, O. 








Fountain Pens 
and Pencils 














Lady Jewel Pen $5 
Pencil to match $2.50 
Silk Chatelaine 

$1.00 extra. 


Pen - $6. 
Pencil to 
Match $3. 


THE DROP TEST 
Drop the JEWEL six 


feet —point down on any 
hardwood floor. That 
proves the sturdiness of 
its smooth-writing nib. 


UNCONDITION ALLY 
GUARANTEED 
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New Factory for Manufacture of Check Protectors. 


A group of business men, including J. R. Monroe, head 
of the Monroe Calculating Machine Company, has acquired 
a three-story building from the Noname Hat Company at 
Orange, N. J., where the manufacture of check protecting 
machines will be carried on. The price is understood to 
have been approximately $50,000. The building was for 
merly used for storage purposes. 

Associated with Mr. Monroe is E. F. Britten, Jr., vice- 
president of the Monroe Company, and it is understood 
that they have purchased a controlling interest in the De- 
fiance Manufacturing Corporation. It is stated that the 
Defiance line of check protectors will hereafter be manufac- 
tured in Orange. The officials of the corporation are: J. R. 
Monroe, president; E. F. Britten, Jr., vice-president and 
general manager; E. W. Humphrey, vice-president in 
charge of sales; H. H. Thomas, president of the Savings 
Investment & Trust Company of East Orange, secretary 
and treasurer, and W. Robert Bruce, assistant secretary and 
treasurer and factory manager. There will be no connec- 
tion whatever with the Monroe Calculating Machine Com- 
pany. An entirely different sales force will handle the 
product and the factory will be operated independently. 
All machines formerly manufactured by the Defiance Cor- 
poration will be made. Several improvements are contem- 
plated, one being a ribbon device with automatic reverse 
to replace the old inking arrangement and another for the 
introduction of electricity into the operation of the machine. 


Broadcaster Buse Completes His Century. 

H. W. Buse, special representative of the Remington 
Typewriter Company, commonly known among his Rem- 
ington confreres and the trade generally as “Broadcaster 
Buse,” has just completed his one-hundredth radio lecture. 
This lecture was delivered from WGBS New York, the 
broadcasting station of Gimbel Brothers, at 6:30 p. m. on 
Thursday, October 15 

One hundred radio lectures is certainly some record. We 
cannot say that this record is without a parallel, but it is 
certainly unequalled and unapproached by any one else 
in the office appliance field. 

The general theme running through the great majority 
of Mr. Buse’s lectures has been the origin and history of 
the writing machine and the wonderful service which the 
invention of Christopher Latham Sholes has rendered not 
only to modern business but also, in the broadest sense, to 
modern society. 

Mr. Buse has also talked on the Citizens’ Military Train- 
ing Camps and on the Philadelphia Sesqui-Centennial. 

Mr. Buse resides at Ridley Park, Pa., and has just been 
nominated to the office of Chief Burgess of the Borough. 
He is a member of the Union League and Penn Athletic 
Clubs of Philadelphia. 


Murray Paper Products Make Important Purchase. 

The Murray Paper Products Corporation announce that 
they have purchased the entire plant and equipment of Sewell- 
Clapp Envelopes, the sale being consummated as of Sep 
tember 24, 1925, and including the entire plant and equip- 
ment of the corporation. The plant is now being operated 
uninterruptedly at 4201 Belmont avenue as the Chicago 
Division of the Murray Paper Products Company of New 
York. R. P. Murray, president of the corporation, formerly 
president of the American Envelope Company, will give 
his entire energy and experience to the needs and require- 
ments of customers. The Murray people are prepared to 
furnish customers with all their requirements in envelopes 
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I 
Transfer Time Calls 
|For Republic Cases. 


| Transfer time calls for Republic cases, both for 

new and repeat orders. Present users are familiar 
enough with Republic good qualities to ask for 
them; new customers will thank you for bringing 
these cases to their attention 


| Republic Transfer Cases furnish a dust-tight, sub- 
stantial, long-lasting and smoothly working case 
at lowcost. The thoroughly kiln dried red oak 
carefully assembled insures satisfaction. The 
finish and appearance are in keeping with the 
furnishings of any office. Sold only to the trade; 
Price lists to any reputable dealer, on request. 


The Republic Box Co. 


| 1691-1709 Merwin St. Cleveland, Ohio 





DCM 56-1-26 
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CHAIR CUSHIONS 


A Scientifically Constructed Chair 
Cushion for the Office Worker. 


Made of a resilient sponge rubber composi- 
tion with a high grade green or brown felt 
covering—tapered edges—designs conform- 
ing to regulation sizes of office chairs. 


Write for literature, prices, etc., as well as various 
other attractive offerings now ready. 


A. H. IRVIN COMPANY, Inc. 


1015 Chestnut St. Philadelphia, Pa. 
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Chicage Giass Desk Pad: Raised. 


Plate Glass Tops for Desks 


Plate Glass Tops are furnished in any size accord- 

ing to specifications, and with either square or bev- 

eled edges. The glass is approximately \%” thick and 

— pene. thus presenting a smooth, hard and 
urface for writing. No moder 

without the use of these tops. ae, Gane Us 


The Chicago Glass Desk Pad is indispensable to the 


busy office executive as it affords a place to keep 
mon ty - a ae and other data in orderly arrangement 

r e gines, always visible for read 
Sizes: 18x24 and 20x36 inches. —— 


Plate Glass Letter Trays and Window Ventilators 


belong to our other specialties which we manu- 

acture or office use. They offer many advanta 

and our descriptive folder will furnish ~ 
mation as to sizes and prices. a 


The Chicago Mirror & Art Glass Co. 
216-224 N. Clinton St. Chicago, Ill. 
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VICTORY STAMP PADS ARE QUALITY 
PADS 


Made of the best material and inked with Pure 
Rubber Stamp Ink. These pads are not surpassed 
by any other, and are made in the following Col- 
ors: Red, Black, Blue, Violet and Green. 
Sizes 
Dimensions 
No. @ Dimensions 
No, 1 ; Dimensions 
No, 2 .....-Dimensions 
No. 3 ....Dimensions 
No. 4 ............Dimensions 


Write for Price List 


LUTHER INK & STAMP PAD CO. 


East Park, Near Mulberry St. Newark, N. J. 
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Trussell Purchases Du Pont Plant. 
The du Pont plant at Poughkeepsie, New York, has be« 
purchased by the Trussell Manufacturing Company of th 


same city, makers of “Genuine Trussell” loose-leaf books 


tir 


and the company occupied the premises on October 
This is a new and thoroughly modern plant recent! 

built by the E. I. du Pont de Nemours Company. It 

pies a plot of more than two and one-half acres, so that 

it allows ample room for the expansion which the Trussell 

organization is certain to need from year to year 
While the plant as taken over by the Trussells re 

very little change in layout and arrangement to enabl 


the itte! 


being adapted to the needs of the new owners, 
are sparing no effort or expense to make it one of the n 
up-to-date and best equipped factories of its kind 
world. 

The main building of the factory runs trom east to west 
so that the workers have the benefit of the very desira 
north light, which is even and glareless and which 
always favored by artists for their studios There are 
seven buildings altogether, every one being of excellent 
construction. 

The grounds surrounding the plant are already quit 
attractive, and it is the intention of the Trussell execut 
to beautify them further with a high order of landscap: 
gardening, while in course of time ivy vines will 
their tendrils over the walls and help make this 


eventually look more like a home of happy workers t! 


Spread 


merely a factory 

In the cheerful atmosphere of this splendid new 
the open country, where the workers will enjoy th« 
healthful conditions within and without the factory, 
certain that the Trussell organization will be bette 
pared than ever to serve its clients promptly and sat 
torily and to continue to originate and develop 


innovations in the field of ring books 


Riverside Burroughs Agency Headed by Bradley. 
\. H. Bradley has been appointed manager of the Bur 

roughs Adding Machine Company’s agency at Rivers 

Calif., where he joined the organization in 1920 as a jut 


salesman. He attained seniority a few months atterwar‘ 
met 


and through his successful sales record became a 
of the Burroughs All Star Club in 1923 That vear 





A. H. BRADLEY 


was appointed assistant agency manager unde I 
Shearer. Mr. Shearer died last May, and Mr. Bi 
became assistant manager. Mr. Bradley attended the 
roughs sales convention in Detroit last September 
called upon to participate in the business sessions 
then one of the talks made before the convention 
issued in booklet form. This is used as a guide 
roughs salesmen in the United States and foreign 


tries. 
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STANDARD STYLE HOOK anp EYE STYLE 
A strong, sturdy, hard-wearing One handle forms hook for 
clip, made in sizes to suit all hanging purposes. Has many 
needs. Of long-standing repu- uses. Made in several sizes. 
tation. 


C. HOWARD HUNT PEN CO. 


CAMDEN, N. J. 
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PENCIL SHARPENER 
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studio, etc. Can be attached to desk, wall, table, sill. Will sharpen anyfsize pencil 
quickly without breaking lead. Automatically ceases cutting w hen pencil is sharp- 
ened—no waste. Made-in several models—two finishes, nickel and black enamel. Very 
durable and practical in construction. Removable transparent chip receptacle. Specially 
heat-treated knives insure long life and satisfactory cutting surface. An ornamental, 
utilitarian necessity. Profitable article to sell. 
Model L—-Black enamel, $1.00. 
Model KA—Nickel stand, chip receptacle, universal size adjuster, $2.50. 
Model B—AIl nickel finish, $5.00. 
Model KS has black enamel stand, nickel chip receptacle, and new 
4-hole size adjuster, $1.50. 


“The ttle Wizard of (ettercraft” 
rer yrds 


[sss beautifully finished, practical sharpener has a place in every home, office, 





THREG STYLES myn FIVE SIZES 
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These little instruments have literally revolutionized the hand-lettering craft of the 
world. They make it easy for anyone, with a little practice and persistence, to execute lettering 
and design work of high quality and professional appearance. They are used in ever-increasing 


quantities by both artists and laymen. Three styles—one exactly right for any desired style 
of lettering. 


C. HOWARD HUNT PEN CO. 
Camden, N.J., U. S. A. 
Owners of BOSTON SPECIALTY CORPORATION 
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Bates Indexes 
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IN NEW 
DE LUXE FINISHES for the HOLIDAYS 


Bates Telephone and Radio 
Indexes has already made 
ra Sge) them the most popular Christ- 
mas gifts that have come before the 
public in many a year. 





The demand for Bates Telephone 
Indexes in finishes to harmonize with 
desk sets, boudoir hangings, chintzes 
and other decorative settings is the 
reason for adding these new finishes. 


Old Rose and Gold—If old rose 
is the motif of the room that a Bates 
Telephone Index is destined for, this 
new creation will make a gift that will 
be admired and used day in and day 
out. The price is $3.00. 


Blue and Gold—This new finish 
is in the delicate blue shade that is just 
now so popular. It adds a touch of 
color that is very lovely and the extreme 
usefulness of the index makes it a 
doubly welcome gift. Price $3.00. 


Grained Brass—This fine brass 
Index has a grained finish that will at 
once call to mind fine moiré silk. It is 


E will gladly 


Index 


at once for your supply 





HE every day usefulness of 


furnish 

Christmas Tree Index Displays. 
attractive individual displays to put on each Bates 
in your window or on your counter—write 


rich and dignified in appearance and will 
harmonize with any desk set, or deco- 
rative scheme. It is equally attractive 
in the office or the home. Price $3.50. 


In addition to these new styles, the 
silver Index has been enriched and im- 
proved. The top is of plated silver- 
heavily scored. The price is still $3.50. 


New Style Radio Index 


The Bates Radio Index is the one 
really practical and permanent log of 
broadcasting stations. Recent improve- 
ments include a permanent strip capable 
of listing 235 stations with their wave 
lengths, locations and dial readings. 
With each Index is included a free copy 
of the Bates Radio Directory Service 
which gives a complete list of all broad- 
casting stations in North America, 
together with their wave lengths, loca- 
tions, call letters, etc. 


The Bates Radio Index can now be 
furnished in a rich Crystalline Bronze 
as well as Copper Green. Both finishes 


are $3.00. 


you free on request 


These are 


- = - - a 


The BATES Manufacturing Co., Est. 1891 


Orange, N. J. 


New York Office, 


20 Vesey Street 
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Mode! 8S Adding Machine stand equipped with raising 
and lowering device. One steel drop leaf, 15 inches 
by 17 inches. Finished in Olive Green. Two steel 
drop leaf braces and adjustable top will fit any 
machine with feet measuring from front to back 2 
inches to 15 inches, and from right to left 6% 
inches to 12% inches. Standard heights, 26 inches 


and 35 inches. 








TIFFANY 
Adjustable Stands 


For All Standard Office Machines 


The adjustable feature at the top of all 
Tiffany Stands insures correct fit with the 
feet of any standard typewriter, adding ma- 
chine or other office machine. 


Another important point is the solid base 
with casters. The stand can be moved about 
at will without the slightest injury to even a 
highly finished floor. It is wholly free from 
vibration, creeping or sliding when the ma- 
chine is in use. 


Tiffany Stands are made of steel tubing 
and have steel drop leaves. They are rigid 
and durable. The stands are shipped knocked 
down or set up, according to the customer’s 
desire. To assemble a knocked down stand 
is so simple that an inexperienced person can 
do the work in five minutes. 

Investigate this line. It offers possibili- 
ties to those who sell office machines and to 
dealers in office furniture. 


Tiffany Adjustable Stand Co. 


118 Morgan St. 
St. Louis, Mo. 


The middle cut shows the adjustable top on all 
of the TIFFANY ADJUSTABLE STANDS. Cups 
for feet can be adjusted from front to back and 
left to right, which makes it very easy to adjust 
the stand for any standard Adding, Billing, Cai- 
culating Machines and Typewriters. 


Model U Adding Machine Stand equipped with 
raising and lowering device. Height 26 inches 
Two drop leaves made of steel, finished in Olive 
Green color with two leaf braces on each drop 
leaf. Drop leaves are 15 in. x 17 in. and stand 
measures 22 inches from front to back and 16 
inches from right to left. Can be adjusted right 
to left from 6% inches to 12% inches and front to 
back, from 2 inches to 19% inches. Same model 
is made 35 inches high. 
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Moore Pen Exhibit Wins First Prize at Grand 


Rapids. “THE BEST IN A CLINCH’! 


At the National Stationers’ convention in Grand Rapids 


just ended, the exhibit of Moore fountain pens and pencils 

a = Vv 
was awarded first prize as the finest merchandise exhibit E = 
on display. The Moore Pen Company was presented a 


beautiful silver cup, which will doubtless occupy a posi- PAPER FASTENERS 


tion of honor in the company’s main office in Boston for 
‘ “MAKES ITS OWN STAPLES” 





many years to come, 

The Moore representatives at the convention were 
Messrs. G. L. Davis, vice-president; O. R. Smith, assistant 
to the president, and J. Willard Hall, sales manager. 






Burroughs Agency at Baltimore Moves. EACH ROLL ain 
The Burroughs Adding Machine Company has moved its ye AINS — 
office at Baltimore to larger quarters at 22 Light street. 5,000 STAPLES 


E. S. Hughes, the manager, made the change to provide 
increased space for the conduct of business in Baltimore 
and vicinity. The sale and service of Burroughs machines Economical 


Impreved Medel D—Weight Twe Pounds 
Metal Knob—Rubber Silence Posts—Nickel Plate Finish 





MODEL F (Weighs Nine Pounds) 
Capacity 2 to 40 Sheets 
Get Away From Old-Fashioned Methods !! 
Too Slow—Insecure—and Expensive !! 
We Make Power Machines (Electric Driven) 
For Heavy and Rapid Work 

SOLD BY STATIONERS AND STAMP DEALERS 

EVEREADY MFG. CO. of BOSTON 


General Sales Office: 50 Church Street, New York City 
SEND FOR NEW DESCRIPTIVE LITERATURE 














k. S. HUGHES 





in that territory has continued to increase, according to 


THE NEW 






Mr. Hughes, making it necessary to secure additional space. 
Che new location also houses the Burroughs school, which 
trains operators in the use of adding, bookkeeping, calcu- 
lating and billing machines. The complete line of Bur MP 
TIME STA 


roughs machines is on display for the inspection of busi 
‘ (Patented) 


ness men and office people. 


Elaborate Acme Catalogue for Spanish Countries. 
The Acme Card System Company, 116 South Michigan 

avenue, Chicago, IIl., has published an excellent catalogu Front View 

Showing Attrac- 


tive Appearance 
and Sturdy Con- 
struction. 


descriptive of Acme visible records equipment, with 
Spanish text. This analyses the various fields in which 
the Acme system is applicable, and illustrates the wide 
variety of applications available. Numerous engravings 
enable the reader to visualize the prospective installation 
he has in mind for his own business, and to appreciate 


the economy and speed which his record keeping and : 

ee ee ee eee be a All metal with a SETH THOMAS CLOCK MOVE- 
reference can enjoy with Acme visible records. The MENT. Establishes a new standard in time stamp 
catalogue is very handsomely executed, and colors are construction. The Clock Movement is so located as 


dd clarity to the illustrations to make it impossible for the jar of stam to 
affect its accuracy. The materials used in its con- 
struction and the workmanship are the best money 


used effectively to a 


Mrs. W. A. Sheaffer Injured. can buy, insuring Durability, Service and Economy. 
Mrs. W. A. Sheaffer, wife of W. A. Sheaffer, president s . DEALERS—Send your order now. 
of the Sheaffer Pen Company, Fort Madison, Iowa, suf Retail Price $40.00 — fon lp we tee tg 


fered injuries while the party was en route to the Grand 
Rapids convention of Stationers, Office Outfitters and 


WRITE 
* ® 
Manufacturers. The accident occurred while riding in a Ajax Time Stamp Co. 


taxi in Chicago, when the car swerved and struck a post. : MAS 
It was necessary for Mrs. Sheaffer to give up pre er ) ans Washington St. reg oe Seay 
: Scat) ‘ . 5 > & i te Eastern Representative: R.A. Stewart & Co., 80 Duane St., New York 


although Mr. Sheaffer went on. It is hoped that Mrs Micocuri Reprocentatine: Bonner Rubber Stamp Seal Co, 296 8 4th St , St. Leuis 
' Sl i ia on ; aes ae ae ifernia Representative: « Angeles Rubber Stamp Ce., Les 
Sheaffer's injuries will prove of temporary duration and  Hineis Representative: American Seal & Stamp Co, 120 S. Clark St, Chicago 


that her recovery will be rapid. 
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The Bump Paper 
Fastener & 93 


—a unique method of 
fastening papers neatly 
and securely without the 
use of unsightly and an- 
noying pins, clips 
or staples. Write 
for details. 






































THE 
BUMP 
to } 
; Paper Fastener 
3 Company 
14 La Crosse, Wis. 
hs 
a Pe Eastern R ntative: “ 
bs Seymour- ver Co., 35@ Broadway, N. Y. City 
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| |HALLOMAX 
RECORDER 


A Good Seller with Good Stationery Stores 
and Office Supply Houses 


NEW DISFLAY 
and Additional 


GIFT OUTFIT 


NEW HALLOMAX 
RETAIL PRICES: 








HALLOMAX REC- 
ORDER with 1 Re- 
HALLOMAX REC- 
ORDER GIFT 
OUTFIT with 12 
extra Refills in: 

neat decorated box $1.00 


HALLOMAX RE- 
FILLS, 6 strips in 


RECORDER “ee eeedcan $ .25 


= HALLOMAX RE- 
KEEPS AN ecb foun BALANCE FILLS, 12 strips in 


$ .50 





We offer to the trade the opportunity to 
display Hallomax Recorders on a liberal 
basis if good display is assured. 


Please ask for TRADE PRICES. 


HALLOMAX COMPANY 


Incorporated 


2718 Farragut Road Brooklyn, N.Y. 
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Office Supply and Printing Company Damaged 
by Fire. 

The Office Supply & Printing Company suffered a 
ported loss of $30,000 to their place of business on Supe 
rior avenue, W., Cleveland, on the afternoon of October 13 
through fire which destroyed an adjoining building b« 
ing to the Eliott Electric Company. 

The blaze is believed to have started from an ove 
heated furnace in the basement of the Elliott Compa: 
and then spread through the elevator shaft to the ent 
five-story building. 

The entire downtown fire apparatus was called ou 
worked for several hours before the fire was brought und 
control. One fireman suffered a fractured skull throug! 
falling through a skylight. It was only through the hard 
work of the fire department that the building of the Offic: 
Supply & Printing Company did not also go up in flames 
As it was, the place was considerably damaged by the 
water and smoke, but luckily the machinery suffered 1 
harm and the store on the main floor escaped to a great 
extent, enabling business to go on the following morning, a 
usual. 

The Elliott Electric Company building was entire! 
gutted with a loss of $100,000. soth it and the building 
of the Office Supply & Printing Company were slated 
be razed in the near future to make room for the 1 
Union Depot. 


G. L. Tracy Transferred to Mexico City. 
G. L. Tracy, who was recently appointed service 
structor by the Burroughs Adding Machine Company for 
Mexico, was formerly inspector at the company’s Kansa 






ite &, 


G. L. TRACY 


City agency. He became a student in the service depart 
ment at Kansas City in September, 1917. He continu 
there until June of this year, when he was brought to t! 
plant at Detroit to take the factory training cours« His 
record at the school resulted in his appointment to t! 
at Mexico City. 

Striking Advertising Booklet. 

The Hedman Manufacturing Company, Chicago, has 
sued a little blue covered blue bordered book listing 
names of the prominent users of F & E checkwriters \ 
picture of the F & E checkwriter opens the book with san 
ples of its work, followed by a list of names; portraits oi 
the officers and other executives, a picture of the factory 


: , : . : = 
and some interior views of the various processes. The last 
illustration shows the F & E Lightning coin changer. Th 
booklet contains forty eight pages 





Baxter Joins Schwab Sales Force. 
C. E. Baxter has joined the selling force of the Schwal 
Safe Company of Lafayette, Indiana. He will cover the 
entire United States, looking after the dealer agencies 
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TRUE ECONOMY- bn a FRESH Free:' SIs 


ry ter Crook © —— 











In the Saturday Evening 
Post of November 7 





| l’S the cranky, annoying old half pages in the Saturday Eve- 
pens—grown crusty and ning Post every month! Each 
sputtery with age and service— one reaching more than two 
which hold up pen sales! miilion people! 

They've got to be retired! In That means that Esterbrook 
their places must come fresh, dealers are going to feel new life 
eager young Esterbrooks from in the pen business! 
your stocks. Show the new Esterbrook poster! 


That’s why Esterbrook Show plenty of new Esterbrook pens! 


- rien re iti ; 
oe he d this, the most impre: The Esterbrook Steel Pen Mfg. Co. 
| ens ever run. |: u 1] pa ges OF Canadian Agents: The Brown Brothers, Toronto 
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| GOOD GOODS— 

















BURROUGHS CLEARING HOUSE KIWANIS 


| 

} Well Advertised 

if Sell Easier and 

. | Produce Greater Profits 
i ; 

k for the Stationer 

i 

i 

f “PAPEROID” Mailing and Filing Containers, including the 
i famous VERTEX File Pocket, are of recognized high quality 
| and are extensively advertised. The following Magazines in 
i both November and December issues will carry attractive 
| advertisements of VERTEX Pockets:- 

i SYSTEM NATIONAL INCOME TAX 

| BUSINESS PERSONAL EFFICIENCY 

Al: WORLD’S WORK OFFICE MANAGER 

18 REVIEW OF REVIEWS ROTARIAN 

| MAGAZINE OF WALL STREET MAILBAG 

i 

i 


| ALVAH BUSHNELL COMPANY 
{ 925 FILBERT STREET PHILADELPHIA 
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GF Allsteel Dealers Observe Fire-Prevention Week. 

A special display in harmony with the observation of 
National Fire-Prevention Week appeared in the windows 
of some two hundred GF Allsteel dealers throughout the 
United States and Canada during the week of October 5-10 

The theme around which the window trim was built is 
the necessity for the adequate protection of business rec 
ords. <A large three-panel cut-out lithographed in five 
colors occupied the central position of the window. This 
attractive display is reproduced in this issue of Office 
Appliances. The center panel shows the hand of the Fire 
Fiend reaching for the records of Business, which are 
stored “out of reach” in a GF Allsteel safe. The hand is a 
separate cut-out, so attached to the main display that the 
breeze from an electric fan keeps it in constant motion 
as though reaching for the records. A GF Allsteel safe is 
shown being subjected to the attack of flame, the flames 
are cut away at points and replaced by transparent red 
tissue paper through which the light from an electric bulb 
shines to give realism to the flames. The effect of flames 
is heightened by the use of an automatic switch which 
throws the light on and off at short intervals. 

The left wing of the display depicts a busy office scene 
and under it the caption, “Fire Unlooked for Today.” The 
right hand wing shows a contrasting scene—business block 





~~ — A — _ 


STRIKING SCREEN OR CUT-OUT USED BY DEALERS 
OF THE GENERAL FIREPROOFING COMPANY AS A WIN- 
DOW DISPLAY DURING FIRE PREVENTION WEEK. 





in flames and bearing the caption, “A Possible Reality 
Tomorrow.” The warning on the center panel is “Keep 
Your Records Safe from Fire in a GF Allsteel Safe.” 

In addition to the main display a number of placards 
were provided which illustrated the chief causes of fire in 
business institutions and contained some startling facts 
about the losses traced to each. 

Supplementary to the window display a special broadside 
was mailed out by the dealers emphasizing the importance 
of business record protection. 


Australian Wants Office Devices. 

Vernon Cole, purchasing agent of the Commonwealth 
Bank of Australia, 99-115 Flinders street, Sydney, who does 
considerable purchasing of office equipment such as type- 
writers, paper, loose leaf ledgers and other articles used in 
his bank, which is the largest in Australia, desires to learn 
of office equipment devices of every sort. 

Manufacturers may communicate with Mr. Cole at the 


above address. 
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Supreme 


Se, 


z 


DRY STENCILS 
for all duplicating machines 
No moistening before cutting 


SAVE 


Typewriter — Time — Money 


YOUR TRADE DESERVES THE BEST 
“Quality Supreme” 


Arlac Dry Stencil Co., Ine. 


418 Fourth Ave. Pittsburgh, Pa. 


(Distributors fer U. S. A.) 


Dealers and salesmen write for particulars today 
Please mention name of Duplicator when writing 











_ 


Old Hampshire 
Typewriter Papers 


If you would like to see a sample book 
of a complete and worth while line of 
typewriter papers, write for the 


Old Bampshire Typewriter Book 
without delay. 


Two new medium-grade numbers have 
been added in five different weights as 
well as other changes made which we 
believe will be of interest to you and 
which keeps the Old Hampshire Line 
ever in the ranks of Quality and Pro- 
gressiveness. 


Write us for full information. We 
will be glad to serve you. 


FINE STATIONERY DEPARTMENT 


Hampshire Paper Co. 








South Badlep Falls, Mass. 
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TELEPHONE BRACKETS 


Appliances worth attention. Is every person in your 
onion fares fully posted on the serviceability of the Burns 
Bracket? The ease of adjustment, absence of vibration, 
adjustability, and saving of time and energy. 

Be in position to tell your trade all about these appli- 
ances. et your share of the business. Ask for latest 
data and prices. 


COMPANY 
State and 64th Streets 


Chicago 





Adjustable, 
neat and 
convenient. 








Two styles, 


























PIONEERS SINCE ’94—AND 
STILL THE LEADERS! 


ee years of practise—inventing, 
developing, perfecting —have given 
Hotchkiss Automatic Paper Fasteners 
and Staples undisputed leadership. 
The standard paper fastening 















Perfect stapling 
is impossible with- 


























machine of '95 is the standard of '25 out the improved 
—Hotchkiss. Hotchkiss staple guide 
Your customers know this—and sales of or “ladder” (C above). 






Hotchkiss machines are therefore doubly 
easy and profitable. Only Hotchkiss has 
all the latest improvements—only Hotch- 
cannot clog—only Hotchkiss gives 











Hotchkiss Machines 






og satisfaction. Sell Hotchkiss are equipped 
always with this 
THE HOTCHKISS SALES CO. device. 


NORWALK CONN. 


HOTCHKISS 


PAPER. FASTENING MACHINES ond STAPLES 
ee a eee 
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(New Machines—Continued from page 33.) 
Welty Adds Novel Pens and Pencils. 

The Wm. A. Welty Company, 36 South 
Chicago, Ill., is producing a full line of fountain pens and 


State Street 


mechanical pencils of novel design. These are hexagonal 


in form, oversize, and trimmed in a distinctive mannet 


Sizes are provided for men and women. Three finishes are 
black Gold 
mounted at both ends of the cap, and on the tip of th 
barrel. 


provided—red, and mahogany. bands are 
The points are guaranteed to wear throughout th« 
user’s life. These pens and pencils are sold singly, or 

attractive sets, packed in a handsome box, and special! 
suitable as Christmas gifts, and as presentation items for 


anniversaries, office promotions, lodge officers, etc. 


Some Recent Additions to the B & P Line. 


The Boorum & Pease Company of New York, N. \ 
have added some new devices to their line of address 
books and miniature account books. The new address 


books include sizes 4x3; 44%x3% and 5%x4 side opening 
and 24%x3™% and 4x5% end opening books bound in high 
the the 


“Addresses” on front 


word 


grade backote with 








THREE NEW B. & P. ADDRESS BOOKS 
JOURNAL 
NEW B. & P. HANDY SIZE JOURNAL. 
cover stamped in gold. Each book contains sixty leaves 
ruled and printed and indexed throughout. These books 


are packed three in a display box. N21% is a new displa 
box containing six books bound in assorted colors of silk 
4x2%. New numbers have 

—_— 


been added in the following bindings and in various color 


grain Persian leather size 


and popular sizes: Flexible Morocco grain Fabrihide; tw 
tone ivory color Fabrihide; leather grained Fabrihide; seal 


grain leatherette. 


The following full black levant grain Fabrihide stiff 
cover miniature account books are now offered: No. 690 
200 pages, 7x43, no units; No. 680 200 pages, 75¢x47¢ ne 
units: No. 681, 300 pages, 9x57g units. Black morocco 
grain Fabrihide, flexible cover: No. 685, 200 pages, 7x4 
no units; No. 685%, 200 pages, 754x43¢ no units; No 


686%, 300 pages, 9x57¢ pages. 
A New E. Faber Assortment. 
The new Eberhard Faber eraser assortment No. 139 


tains one-half gross of five-cent erasers packed in an attra: 
The box contents include the creat 
The obj 


to give 


tive display easel box. 


of the extensive Eberhard Faber eraser line 
of the maufacturer in bringing out this number is 
the dealer an unusually attractive counter display conta 


ing only the best sellers. 
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PRACTICAL POI ‘ R LINE ALL GOOD MONEY | 
45 OFFICE ITEMS IN THE MAKERS FOR THE DEALER 
ROCKER BLOTTERS BATTLESHIP LINOLEUM DESK PADS PAPER WEIGHT AND | 


AND DESK TOPS MEMO. PAD 





MADE IN TWO GRADES— 
IN OAK OR MAHOGANY 


STATIONERY TRAY 










MADE IN FIVE COLORS 
DESK PENDING FILES © 


Either Green or Brown. All Sizes. 





FOR DESK DRAWER GLASS DESK PADS 


MEMO. JOGGER 






MADE IN TWO GRADES— 
SIX AND TEN POCKETS | 


MONEY DRAWER TRAYS 


MADE IN TWO STYLES 


BANK COUNTER 
CALENDARS 


PLATE OR CRYSTAL QUALITY. 18x24 AND 20x34 


PAMPHLET RACKS 





TWO SIZES—OAK OR MAHOGANY 
ORIGINAL 
NON-SHINE CHAIR PAD 








ONE, TWO OR THREE COMPARTMENTS 


IN OAK, MAHOGANY AND WALNUT ' 
COUNTER AND WALL MODEL 


OAK, MAHOGANY OR WALNUT 





ALL SIZES 
IN 3 GRADES—ALL COLORS 

BANK COUNTER RACKS TYPewniren 
SHOCK ABSORBERS 





MADE IN TWO QUALITIES 


MADE IN TWO SIZES 
OF OAK, MAHOGANY AND WALNUT 


COMPLETE CATALOGUE SENT TO DEALERS ON REQUEST 


POLAR MANUFACTURING COMPANY 


119-125 NORTH FOURTH STREET, PHILADELPHIA, PENNSYLVANIA 
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The Institution from Which Springs 
4H Cus’ 
of 
Whating Ribbons and Carbon Papers 






The Miller-Bryant-Pierce Co. 
General Offices and Factory 
Aurora, Illinois 


U.S.A. 


A right ribbon for every Writing 
Requirement. 


A Correct Carbon for Every Copying 
Condition. 
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Useful Line of Stamps. 

Blick Time Recorders, Limited, 174 Grays Inn Road, Lon- 
don, W. C. 1, England, has favored Office Appliances with 
a catalogue showing an interesting line of time recorders, 
time stamps, etc. These include the Blick Universal time 
recorder with in and out indicator gauge or for use as a 
general time recorder by fitting with arrow pointed gauge, 
it can be recording and costing. Another 
device is the Blick Universal job costing clock, an inex- 


This 


used for time 


pe nsive but efficient machine of unlimited capacity. 





THREE ITEMS IN THE BLICK TIME RECORDER LINE.— 
THE BLICK UNIVERSAL TIME RECORDING STAMP AND 
JOB COSTING CLOCK; BLICK STANDARD CARD RE- 
CORDER AND STAFSINE SIGNATURE RECORDER 


machine may be adapted to several different types of work 


machines here mentioned sell at a low price but 


solidly built of 
pany also men 


The two 


they ar first-class materials. This com- 


the Stafsine signature time re 


tions speciall 


corder for the control of every description of staff, depart 


mental and branch. This is compact, inexpensive and fool 
proof. It is fitted with a high-grade English lever eight- 
day clock movement and records signatures and time 


Other features of the line 
ing and costing machines 


include single lever time record- 
two color time recorders, check 
action time recorders and other devices. 


The company has not thus far sold it products to Amer 


ica, but are open to negotiations with first-class agents 
New Waterman “Treasure Chest.” 
The L. E. Waterman Company believes that buyers 


of Christmas gifts are interested not only in the quality 


of merchandise, but in the box in which the gift is given. 


The company has put out many attractive plush and 
leather boxes in the past, but this year they were interested 
in a box which would not only be attractive for display 
purposes, but would be colorful in advertising and window 
display. 

Nothing seemed to be quite so appropriate as a Treasure 
Chest. The 
in their galiots never dreamed of iridium and rubber. 
has only to think of 


old buccaneers who carried gold and silver 
One 
the extensive use of rubber today and 
lack of it at that time. A pint bottle 
all Captain Kidd’s 


consists of an 


compare it to the 
of iridium fortune 


The Tr 
graphed blue 


would equal 
Chest litho- 
and gold box of sturdy construction. Not 


displayed 


isure attractively 


only can it be alone, but it is an integral part 


of the window display supplied to dealers. 

Consumer circulars are also supplied in connection with 
this display, and Waterman advertising has been increased 
proportion and the Treasure Chest and display 


will be shown in full colors in over thirty national maga- 


this year in 


zines and in black and white in ten. 


An extensive newspaper campaign will be used during 


the weeks preceding Christmas. 
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A LARGE PART OF THI} 


WORLDS MAILIS WEIGH! 


PELOUZE 
SCALES 
a= ¥-—s.> 
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SCIENTIFICALLY MADE 
ACCURATE - RELIABLE- DURABLE 
They pay for themselves in stam 
saved — They show you both — 
exact weight and cost of on 

all classes of mali. 


Ask for 


For Sale by All 
Leading Dealers 


Made in Different Models and Sizes 





National ....4 lbs. Mail and Exp.12 Ibs. 
Ce asses 2% Ibs. Commercial ...6 Ibs. 
Columbian ..21Ibs. U. S. .....-+6. 4 Ibs. 
GROP cecscese lib. Standard ..... 2 Ibs. 
Crescent ..... lib. Standard ..... 4 lbs 


Parcel Post Scales 


PELOUZE MANUFACTURING CO. 
232-242 East Ohio Street 
CHICAGO, ILL. 
















Maxine ENVELOPES 
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SY MAKERS OF 
9 TAMPER PROOF 
“Amestyle MAILING ENVELOPES 

55 SUDBURY STREET, BOSTON, MASS. 














The right kind of dealers and distributors are 
wanted for Amestyle Mailing and Filing Envelopes. 
Made with unusual! care of the finest red rope paper 
and imprinted with dealer’s name without additional 


cost. 


If you are a printer—stationer—or paper specialty 
house—you should be handling these money mak- 
ing envelopes. Write for the “Amestyle” plan 
today. 


Ames Safety Envelope Co. 


55 SUDBURY ST. BOSTON, MASS. 
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THE 
FURNAS LINE 


COMPLETES AN 


OFFICE 


The finishing touches to a 
well furnished office may be 
found in the Furnas line— 
costumers, small tables, 
wardrobes, etc., the items 
which round out an office 
equipped for efficient work. 
Small, quick turning ar- 
ticles of low price but large 
volume produce a satisfac- 
tory profit. If you haven't 
catalog No. 4, better write 
for it today. 








FURNAS 


FURNITURE COMPANY 


INDIANAPOLIS, 
INDIANA 








EUS tata 





SATELLITE 
Its SERVICE Sells 





Adjustable Table Company 


Grand Rapids, Michigan 














APPLIANCES November, 1925 


Some New Devices in Steel. 

The Standard Specialty Company, 256 Broadway, N¢ 
York, N. Y., announces two new devices—a steel tel 
phone stand 13x13 and 31 inches high and a Standard ste: 
costumer 1% inches square with four bronze double hook 
It is seventy-two inches high. In the telephone stand 
shelf is provided for telephone directories and the stand 
has rubber feet to prevent marring polished floors. It 


Ce 


» 





STANDARD STEEL TELE 
PHONE STAND 


made in several different finishes to match any wood 


the construction is electrically welded throughout. Bot 


stand and telephone table are finished in the same st) 
and both are sturdy and well constructed. 


Acco Clamps to Be Made of Brass. 


In response to the many requests that have bee: 
ceived for a paper clamp which would not rust in at 
climate or under any condition of use, the American Cli 
Company, of Long Island City, N. Y., is arranging to pr 
duce its three sizes of Acco clamps made of solid brass 
throughout. These will be in addition to its present lin« 
of clamps made of nickel-plated steel. 


The new clamps, which will be given a satin finish an 
lacquered, will also be welcomed by the trade, because 
their beauty as a de luxe style for customers who 
something out of the ordinary. 


“Type Bar” Ribbons and Carbons. 


The L. C. Smith & Bros. Typewriter, Inc., Syracus 
N. Y., has established “Type Bar” as a brand and trad 
mark for all ribbons, carbon papers and miscellaneous 
supplies sold through its supply department. A new metal 
box is used for typewriter ribbons, finished attractively 
dark blue with white lettering. A system of colored boxes 
identifies the seven qualities of carbon papers, telling at a 
glance the quality and price of the contents. The “Typ« 
Bar” brand will appear on all boxes. 


Handsome Pencil Box. 

The Eagle Pencil Company of New York, N. Y., have 
created a desk companion box known as No. 999. This 
new double deck drawer box is handsome and artistic as 
well as being distinctive and dignified. It is finished i 
Nemoursa, richly tooled with a design in Adam period and 
hand decorated with colored metals and enamels in six 
different color combinations. It is admirably suited as a 
gift for the Christmas season. 
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THE ULRICH FILING SYSTEM 


Reads as easily 
as the printed page. _ 
Takes the discomfort \\ Re 

out of filing. ba Nw 
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: () : Ld / Direct name 
f / folders in buff 
/ jute of the high- 
/ est grade. 
- = “ Expansion up to 
\ =>}. D one inch provid- 
| SS — creases, " ‘Labels 
\ \ oS) woe soon 
\ sry “..« _————} in white. 
jute miscellaneous folders es - ar 
hy sub-divisions. —— a ag re a ; 
sition Labels in Visible Tabs “ ay — we Cie. 1 
larly supplied in salmen colored stock. I _ ——~ ~— as The Resu t 
rt. Se a 
| Ry — of twenty 


READING THE CONTENTS 


= ee Years Ex- 
AT A GLANCE —_ —_——_— : perience in 
= SN A \\ | Filing Prob- 















The eye runs down the blue 
guide labels in the second 





a lems. 
and third positions on the Pe tay bi 

left to the correct sub- onuee 
division and the name 


sought is found 
almost instantly 

in the _ direct 

name folders in 

the two right po- 

sitions. The lab- 

els in the Visible 
Tabs, adjusted for 
reading as easily in 
the bottom drawer 
as in the top, are 
always held in view 

by the compression 
guides and the tabs 
serve as handles in 
withdrawing the fold- 
ers. Compression 
guides may be replaced 
by follower if desired. 
In either case there is 
no digging or searching. 


Finding a Folder 


[ d uipped with the ULRICH 
SYSTEM is but a matter of Three or Four Seconds 


~- contents of the drawer in any way. 
’ ift it out—without handling the other con ; 
neacn Gove, an Eobetionl and numerical index system. Steel Planfiles. Wood 


READY TO FILE: 
Planfiles, Planfile folders. Fold- 


J File lders for standard files and daily reminders. 
ers for bound sets of drawings. Ulrich flexible sorting trays. Fo —ealmonbecsin?  « 


~ ULRICH PLANFILING EQUIPMENT CO. 








Jamestown, N. Y., U. S. A. 
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THE NEW 
IMPROVED 
A Perfect Ink Pencil Which Fills A Long Existing Demand 


A stylographic writing instrument you can guarantee with the positive assurance that it will 
give perfect satisfaction. 


Inkographs are made of the best materials procurable—by experienced, skilled, experts who 
know how to produce a perfect writing instrument. 


The Inkograph is attractive in appearance and sells on sight—its exclusive features insure satisfaction The 
~~ is sold not only to those in the market for a pen but, it has been our actual experience that 90% 
of the Inkograph purchasers already possess standard fountain pens. 

























Our catalog and the full details of our 

proposition will be sent on ponding SALESMEN P| cee 
_ WANTED INKOGRAPH 
Inc To represent us ACCOMPLISHMENT 
og ABB e fi rerr impor: [That nard emaotn round batt uke 
87-153 Centre St. New York | to sell Inko- the coarsest paper and mones 

| Sraphs to the Possibie writing in ink as rap 
= . — — | trade—send for \\ as with the softest lead pencil. 














HE New Improved Ink- 
| ograph writes in ink as 

smooth and easy as the 
softest lead pencil without a miss, 
skip or blur. Its steady, uniform 
flow of ink actually improves hand 
writing. Won't blot, scratch, leak or 
soil hands. 


Makes 3 or 4carbon copies with original in ink. 


No style of writing or pressure can bend, spread, 
injure or distort its 14Kt. solid gold point. 


Patent Automatic 14Kt. gold Feed prevents clogging. 


The Inkograph is made in 12 attractive styles, one of 
which retails at $1.50 and the rest at $3.00. All $3.00 
styles have a gold band and clip and self-filling lever. 


Inkograph National advertising, which will appear this 
Fall in over 100 of the country’s most prominent maga- 
zines, will create a big demand for our product, of which 
you should take full advantage. 


a 
























































November, 1925 OFFICE APPLIANCES 


The Kier Individualizing Press. 

This press is made by the Individualizing Company of 
Illinois, 1132 South Wabash avenue, Chicago. It is sold 
to direct advertising firms, letter producing companies or 
firms who have enough work of the kind to make the press 
useful under their own management. 

The press is the invention of W. E. Kier who is now 
vice president of the Individualizing Company of Illinois. 
Mr. Kier is an old letter shop man and printer and is wide- 
ly known in this part of the trade. Eighteen years ago he 
invented and patented a moving ribbon device for the Gor- 
don press. Twelve years ago he completed the drawings 
for his automatic name changing device. Matters were sus- 
pended during the war, but in 1921 a job of letters was pro- 
duced on the new press. During this time another Chi- 
cago firm had been working on a similar machine and to 
avoid trouble the resources of Mr. Kier and the Individual- 
izing Company of Illinois were thrown together. The Kier 
press writes personal letters like an ordinary typewriter ex- 
cept that one press will write approximately eight thousand 
letters a day or address about twelve thousand envelopes 
per day or individualize ten thousand booklet covers. 
Names and addresses are set on special linotype slugs each 
slug with a slot cast in each end so that it can be carried 
in rails into the press. The body of the letter is cast in the 
same type and lowered into a special chase. A moving 
ribbon covers the type and the letter is made ready the 
same as an ordinary job press. The name and address 
slugs are fed by galleys into the rear and at each stroke a 
ram and locking fingers place above each letter the name, 
address and salutation and remove it after the impression 
is made. The envelopes are addressed in the same way 
without the use of the chase. 

Every operating detail has been planned and worked out 
in actual production. Filing boxes are built simply by sec- 
tions as needed and the slugs are stored on plain strips of 
sheet metal. A master list of cards is kept in alphabetical 
order showing the exact place of any name and address. 


A New Color Pencil. 

Frank Furedy & Company, Inc., 250 West Fifty-seventh 
street, New York, N. Y., has gotten out a new two-color 
pencil known as the Colorgraph. This is a mechanical 
pencil invented by Mr. Furedy. It takes the place of two 
pencils at the cost of one. The pencil is of screw action 
and by a turn of the wrist one may have one’s choice of 
either one of two colors instantly. Notwithstanding the 
feature just mentioned, the pencil is simple in construction 

The checking pencil carrying heavier leads and also 
several other models will be on the market soon. When 
black alone is used, it is said that the double feed feature 
is especially convenient, two leads being provided for in- 
stantaneous use. 

The pencil is handsome in appearance, the tip being of 
sterling silver and the clip and several parts of the cap are 
of quadruple silver plate. The reserve contains ten leads 
each in a separate compartment which are reached by pull- 
ing the cap off. The cap is in two parts and by unscrewing 
one from the other, a large eraser appears, made of fine 
para rubber. The pencil and extra leads and erasers will 
be supplied through the regular stationery channels, sub- 
ject to an unconditional guarantee. The company will 
cheerfully give anyone interested further information. 


“Neopost” Permit Printer. 

Roneo, Ltd., 5-11, Holborn, London, E. C. 1, England, 
is distributing a postal imprinting machine, called th 
“Neopost.” The permit method of prepaying postage has 
been sanctioned by the British postmaster general, and 














**Never fouls in the clinches”’ 
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IMPORTANT ANNOUNCEMENT 





New and outstanding features 
are now incorporated in the 


cOMPo 


Reg. U. 8. Pat. Off. 


Non-Clogging Paper Stapling Machine 






STAPLE 
RELEASE | inn ce 


PREVENTS 





a RUBBER a 
FEET 

Patented Jan. 9,1923. Other 

patents pending. 


The STAPLE 
RELEASE per- 
mits the use of 
both No. 1 and 
No. 2 staples. A 
device that dou- 
bles the utility of 
this already pre- 
ferred paper sta- 
pling machine. 


and—No advance in price! 
Circulars and price list mailed on request 





Compo Corporation & Sales Company 
Westport, Connecticut 
Canadian Agents: The Brown Bros., Ltd., Toronto 














Announcement 


In Addition To Our Regular 

Line of Time Stamps, Ticket 

Daters, Check Certifiers, Etc., 
We Now Manufacture: 


SEALS 


STEEL STAMPS 
METAL CHECKS 
STEEL TYPE 
BRASS SIGNS 
BADGES 


ETC. 


FOR THE TRADE 


We Have Enlarged Our Plant 
So That We Can Give You the 
Quality and Service You Expect. 


TRY US 
A. D. Joslin Mfg. Co. 


Manistee, Michigan 
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PRODUCTS 


Suggest that you be “‘Uptodate”’ for 1926 
with the improved 


“Uptodate” Calendar 


“‘with the Famous Red Line’’ 








Embossed with a Beautiful Design 


“NOUVEAU ART” 
In Four Colors. Two Sizes. 


Write for Particulars 
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491-493 BROADWAY NEW YORK, N. Y. 
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Business Men all over the 
WORLD know and use 
carbon papers and type- 








“MULTUM 
IN writer ribbons bearing 
PARVO” this label. They use them 


“Much in Little” because they know that 
during the past 30 years 
they have _ consistently 
been of excellent quality. 


“Cobweb” and ‘‘Satin 
Finish’? Carbon Papers 
“Satin Finish’’ and ‘Gold 
Seal’’ Ribbons. 
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mailers are now able to dispense with the use of adhesive 
stamps, and to accelerate the passage of their letters 
through the initial post office. The “Neopost” imprints the 
indicia, dates and postmarks the letters. A hand machine 
operates at the rate of 2,000 to 3,000 envelopes an hou: 
The electrically driven model has an hourly capacity 
double that of the hand machine. The “Neopost” may 
purchased outright or leased. 


New Krantz Shock Absorber. 

The Edward Krantz Products Company, 3847 Lincoln 
avenue, Chicago, Ill, announces important changes in the 
Krantz typewriter shock absorber and silencer. Felt pads 
permit the user to place the machine anywhere desired 


without danger of marring polished surfaces. The device 


|CUSHION 
SPRINGS 





NEW MODEL KRANTZ SHOCK ABSORBER 


is adjustable to various typewriters. The slide permits the 
machine to be moved forward several inches when in us« 
holding the machine securely, without vibration and al 
sorbing jolts and jars. An unconditional guarantee goes 
with this device. 


New “Afico” Steel Line. 


The Automatic File & Index Company, Green Bay, \Vis 
consin, recently announced their Afico steel filing equy 
ment: 


The manufacturers claim that Afico is the only complete 
low priced line of steel files on the market—made 
right and counter high cabinets, letter, cap, card and 
ment sizes. 

The cabinets are attractively designed and substantial 
made of highest grade furniture steel, baked olive gre¢ 
enamel finish, inset side panels and solid brass hardware 

The drawer slides are of an improved side, heavy 
four ball-roller bearing type, which lets a heavily filled 
drawer extend easily and almost to full depth without sag 
ging. 

The capacity of each drawer is twenty-five inches 
that the four drawer letter size upright has a 100-in 
clear filing space. 

One of the exclusive features that will also interest deal 
ers is the patented lift-out card tray idea. The two < 
tray drawer insert furnished in place of one letter file repr: 
sents storage drawers and by inserting the lift-out 
trays can be made into 3x5, 4x6, 5x8 or check files 

Dealers responded quickly to the recent mail annou: 
ment and samples are being shipped as fast as possil 
Full production is now under way and stock requiremé 
can soon be filled without delay 
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Within the next sixty 
days you should sell 
more Conklin pens and 
pencils than your pres- 
ent total sales for the 


ica Conklin has made it 


easy for you to satisfy 
the Christmas shopper 
with a few models. But 
have plenty of them. 
We have made special 
arrangements to handle 
hurry-up shipments. 


The Conklin Endura 
reflects the very spirit 
of Christmas giving. 
A richly varied as- 
sortment of models. 


THE CONKLIN PEN MFG. CO. 
TOLEDO, OHIO 


Concentrate on: 


SAN FRANCISCO 


TOLEDO «€ 
BOSTON LONDON 
CHICAGO BARCELONA 





Pencils . Pens . Sets 
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—bigger, better and more s) 





elaborate than any catalog 





we've ever put out. It reflects 
the dominating thought be- 
hind the CESCO Line—to de 
velop and broaden sales pos 
sibilities by designing and 
originating new forms and 
records. Always the recog 
nized headquarters for stock 
forms and Ready-made Ac 
counting Systems, the CESCO 
Catalog puts into the dealers 
hands more sales ammunition 
in the way of numerous new 











forms and accounting Records. 


Send for Your Copy 

The New CESCO Catalog 
should be in every Loose Leaf 
ait Department. A request will 
bring a copy, with dealers’ dis 
counts. 


Exclusive Agencies 


We are seeking connections 
yt with active dealers in territory 
a ie still open. To such will be 

a Cele) offered a special jobbing ar 

ae { a EAF rangement, sufficiently attrac 
ane PRODUCTS 4 tive to interest every live 


erets 
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stationer. 








Ghe C. E. SHEPPARD CO. 


LOOSE LEAF SYSTEMS 
Van Alst and 14th St., Long Island City 


New York City 
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The Second Mile in Business.—Continuation of the Address of 
K. Uehlinger from page 71-D.) 


he burden If they all fail the lawyers will step in and kill wit! 
udly skil 
A Philadelphia credit man, a poet, and friend, Harry C. Barnes, penned 
se lines shortly after a speech I made in Philadelphia, entitled rhe 
Service 

Who'll help? the y rings lond and clear 

‘Who'll help today—right now and here?’’ 

With staggering burdens while on his way, 


The World calls You vill you help today? 
Have you done your best—-have you given aid 


lo the ones in need n the Marts of Trade? 


Have you traveled your mile and not turned back 
Have you gone beyond Duty's beaten track 
If so, you have served, for the Master said 

If you're wanted a mile—gco twain instea 
Listen! the cry rings clear for all 

Will you help today? Who'll heed the cal 


Better Dealer Advertising. 
By Carl M. Schutz 


Better deals iivertising is one of the hardest things in the world 

r one of the easiest, if none of it has ever been done before 

While I do not believe it would be a graceful gesture for me at this 
time te say that commercial furniture dealers generally have been mors 
than lax in their advertising, I fear that good manners must be sacrifice 
in the cause of 





rood sense 


For four years I have had occasion to give considerable thought and to 
lo considerable research upon things having to do generally with the 
ommercial furniture industry I don’t believe that my history or 
qualifications would prove particularly interesting to any of you, nor do I 
intend to inflict such punishment upon you I believe we are safe in 


assuming that there will be no argument with the general statement that 
American business generally is today and has been for the past twenty 
five years in far better condition than is the business in any of the other 
civilized countries of the work 

It is more than possible that this condition is the result of natura 
irculmstances 

It is entirely possible that the natural riches of the United States is 
entirely responsible for our general good fortune We Americans, you 
know, are frequently given to ‘‘calamity-howling."" Sometimes for goo 
and sufficient reasons, and sometimes for the same reason that a spoiled 
child cries when it is refused some petty indulgence 

In other words, gentlemen, we in America have been spoiled and wher 
things get just a little slack, we are likely to put on a lugubrious fac 
and cry out to the world that ‘‘business is rotten.’’ But, notwithstandirg¢ 
all this, business has been better here than in any other center in the 
world, and while it would be particularly foolish for me to say that 
business has been better here because American advertising has advanced 
more rapidly than has the advertising of other countries, still I conten: 
without fear of successful contradiction that the rapid advance of adver 
tising and the change in the complexion of advertising, from a haphazard 
announcement fashion to a scientific well-organized proposition, has been 
responsible for a great deal of the increase. I will not pull the usua 
stunt in citing the instance of Mr. Wrigley and his chewing gum 
success, nor of any of the other noted successes, but I will confine myself 
to the citation of a few instances merely to strengthen my statement 

It was my pleasure a few years back to be allowed to make an analysis 
of business conditions for one of the foremost manufacturers of tractors 


in the United States This man was as much a character and as well 
loved as was our old friend, Colonel Patterson of the National Cash 
Register Company One of his pet ideas was that dealers who advertised 


were better off than dealers who did not 

His sales manager disagreed with him, so my first job in making the 
analysis was to prove that one or the other was correct 

And here's the way it worked out. We picked out one hundred dealers 
located in towns of similar size and in communities of similar prosperity, 


and we asked each one: First, if he advertised; second, how mu he 
advertised, and third, how much business he did 

Of the one hundred, ninety-one replied. 

Eighty-one said, “Yes they did advertise These eighty-one dealers 


did a combined business of $848,508.71. They spent in the course of one 
year a total of $11,746.76, approximately $140.00 each The average sales 
of these eighty-one merchants was a little over $10,475 The ten dealers 
who did not advertise sold only $8,000.00 worth of goods during the 
year, an average of only $800.00 each. Is it necessary to go further? 

Just think an advertising expenditure of $140.00, a business 
$10,000.00; an advertising apvropriation of nothing, a business of $800.00 
It would appear that dealer advertising pays 

gut I think I am a little apart from my subject, which if you will 


e 


remember is the development of better dealer advertising I will have 
to assume then, to stick to my subject closely, that all of you gentlemen 
believe in advertising, and do advertise. 

I sincerely hope that this assumption is not incorrect But working 
upon this premise we will see if there aren't one or two things that 


will make your advertising a little more profitable 

[I might say at the outset that your advertising probably will not show 
a return similar to the advertising of these tractor dealers 

Advertising generally is n lifferent from salesmanship, which our good 








friend, Mr. Nachtigal, will tell you a little later on in the afternoon 
s purely and simply a matter of rapid adjustment, a question of chang 
ng approac! mannerisms and the adaption to changing circumstances 
And speaking of readj nt, reminds me of the story of two 
tlemen of Hebraic persuasion, who found an envelope on the street. One 

them—Maurice—opened the envelope, saw some white powder, sniffed it 
and turned to his friend, Jacob Jake, I'm going to Mexico and buy all 
the gold mines there.’ Jake looked at him—took the envelope, saw t 
powder, sniffed it and said Maurice,"’ he said ljon’t go.”’ Why 
shouldn't I ¢ ’ Because mnswered Jake, I won't sell 

Now, I don't believe it is necessary for a dealer or an advertising 
manager or an advertising copy-writer to sniff a stimulant to get bri 
liant ideas to meet changing conditions, but I do believe that if yor 


advertising does not show the same spark of originality, the same spark 
of enthusiasm and the same spark of quick-mindedness, that you have 
show in making a sale, that your advertising is not worth the paper it 
is printed on, and certainly not worth the money that you have to pay 
for that paper 
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Pencils of superior quality that 
withstand the most exacting tests. 
One trial will convince you that 
here is a pencil made accurately, 
with a uniform lead of unusual 
smoothness and strength, 
will please your customers. 


UNITED STATES PENCIL COMPANY 


Manufacturers 
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The Perfect Loose Leaf Ring 


The Morden Swivel Ring 


HE exceptional popularity of the Morden 

Swivel Ring is due to its strong, simple, 
smooth, efficient joint—a joint scientifically con- 
structed. As the name denotes, it is a swivel 
joint (an exclusive feature of Morden rings, all 
other rings being of the hinged style, opening 
with a pull). The swivel joint insures dependa- 
bility to remain closed, since it counteracts the 
pulling strain of sheets and covers. For the same 
reason the ring cannot be put out of commission 
by a side-wise strain. Since it has no enlarged 
joint the ring will not mar surfaces, nor become 
wedged in the holes of sheets, to tear them. The 
ring is beautifully finished; does not weaken 
under constant use; throws out no sharp pro- 
jections, when opened, to jag sheets; does not 
scratch or pinch fingers when manipulated. When 
closed, remains securely closed, yet is easily 
opened. The locking mechanism is as simple, 


smooth and secure as the joint. 


Ten sizes, } in. to 2 in. 
Liberal discount to the trade. 


The Morden Manufacturing Corporation 
WATERBURY, CONNECTICUT . 
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A TIP TOP LINE 


FOR 1925 








“TSP PAPER CLIPS 


do not require a selling talk. Merely place them 
beside other fasteners and your customers will 
invariably choose “Tip-Tops.” 
Ask your jobber—if he can’t serve you, then ask us. 
Write for Samples and Prices 
The Tip Top Mfg. Co., Inc. Syracuse, N. Y. 
Canadian Agents: Brown Bros., Ltd., Toronto ~ 


























U-KUT-EM INDEX TABS 


The Original “Pyralin’’ Index Tab 
Made in 6-inch Strips 


Dealers, now is the time to put your stock 
of index tabs in condition for fall buying. 
More and more index tabs are being used 
every day. Get your share of this business. 
We help you by furnishing imprinted cir- 
culars and attractive salesmen’s sample 


books. 
New dealers, write for prices and 
information. 


The U-KUT-EM INDEN TAB is fully 


protected by patents. 


Universal Index Tab Co. 
445 Central Bldg. Seattle, Wash. 


REPRESENTED BY 


ARTHUR E. PETERSON, $37 Drexel Bidg., Philadelphia 

ARCHIBALD RYAN, 337 B. Adams St., Jacksonville, Fla, 
ALDERSON DISTRIB. CO.537 Se. Dearborn 8t., Chicago 
ED. GOLD, Hotel Bellevue, San Francisco 
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Now then let me see just what this means. 

In the beginning, advertising was simply the announcement of a fact 
It would say that John Jones, a cabinetmaker, at 18 Franklin Road 
made cabinets, and that's all. 


And then as advertising progressed, these announcements were dressed 
up a bit. Instead of plain type, they had a little illustration of a cabinet 
and perhaps a word or two about John’s ability to do the job well. 


And then as it progressed still further, the space was enlarged and 
Jobn used a few little arguments about the value of his cabinets over 
the other fellow's. 


And the next step was the development of the type of advertising that 
we're using at the present time, and that is advertising to create a demand 
for a product in the first place, and for a specific product in the second 
place. By this I mean that you as a dealer must aim your copy at tw: 
definite fundamental points: First, to sell your prospective customers on 
the proposition of using better furniture or more systematic filing equip 
ment, and second, on using the type you sell Now, in order to do this 
it is absolutely essential that you know what you're talking about 


Some time ago I was in the market for a desk. Ordinarily, I suppose 
I should not have had much trouble getting one, because I have some 
good friends in the business, but my curiosity was aroused, and since I 
didn’t need one very badly, I decided to sit back and let some one sell 
me a desk. 


That's four years ago. 
I'm still sitting back. 


Now I live in Chicago, and there are a lot of good office outfitters in 
Chicago, at least their stores look nice and they have a good line of 
furniture that some manufacturer makes and sells them, but by the 
most conscientious reading of the daily papers every single day, I have 
not been able to find one line of advertising that could sell me the 
proposition of using a desk other than the desk I have, which if I re 
member correctly was built at 18 Franklin Road some time before the 
Revolution. 


It comes simply to this, gentlemen: Most of you are entirely too 
willing to sit back and let the customer buy rather than getting out and 
selling your prospect. 

Now, I've been known toe make this same statement in speaking on 
salesmanship. and I meant it then, and I mean it now. You can sell 
just as many people on paper as you can by talking to them. 


I'm afraid I will have to use the illustration of Mr. Wrigley now and 
remark in passing that if Mr. Wrigley had to get a salesman to sell 
every package of gum he Sells, and had to have that salesman make a 
little talk before each package, we in Chicago would not boast of the 
magnificent Wrigley building. 


? 


Yes, I know you're dealing in larger units than nickle packages 
cum, and you're not going to sell as many, and maybe you're not going 
to sell enough to build two skyscrapers, but if you will go to work on a 
systematic basis, set aside a definite amount of money for advertising 
every year, have your copy written by men who know how to write 
advertising and how to plan advertising, and not by some fifteen or 
twenty dollar-a-week girl in the office, or not by the solicitor of your 
local newspaper, you're going to sell a lot more desks and a lot mors 
chairs and a lot more files than you're selling now, and this stands t 
reason, 


Let me just ask you one question. Wouldn't it be just as possible 
you to have a home furnished with the bare necessities such as a bed 
and a few chairs and a table, in any old kind of wood, finished in any 
way you want it finished, as it would be to have a home furnished con 
fortably and beautifully? Of course it would. But you don't do it for 
some reason, and one of the main points of that same reason is that you 
have seen and heard and read of ‘‘Comfort in the Home” at every turn 
You can't pick up a national publication today, or a newspaper in you 
own home town, without finding a mighty well-arranged, well-planned and 
well-written advertisement on household furniture, and it’s having its 
effect. 


If you'll just go into the country some day and stop at most any 
home (barring one that gets Sears Roebuck'’s catalogue) you'll find a 
mighty different house than you'll find belonging to people of similar 
means in the city, because in the city they see, read and hear better 
homes and more comfortable homes all the time. 


Now let's get down to figures As an advertising man I am safe 
telling you that if you put away 3 per cent of your gross sales every 
year and spend that 3 per cent on advertising, you're not jeopardizing 
your business, nor running up your overhead. Supposing you do $5,000 
a year. Three per cent is $1,500.00. Just put that aside and say, I'm 
going to spend $1,500.00 for advertising.’’ Then get hold of an adver 
tising agency, but a good one and go to work. Don't let that advertising 
agency tell you that you can’t do anything with $1,500.00, because y 
can. And if they don't want to handle a $1,500.00 account, we'll fir 
somebody for you that will handle it. 

You should divide this $1,500.00 up into fifty parts of $30.00 a ple 
And you should plan to use $30.00 worth of space in your local pape 
every week on the same day Your advertising rates will vary and wit! 
this variation will go a variation of the size of space you can us¢ If 
your paper charges 10c a line, you can use three hundred lines of spac¢ 
which is large enough for all practical purposes, 

Let your copy for the first period of time be directed to the propos 
tion of better offices Now I don’t have to tell you people anything at 
all about talking better offices, because you're all getting hoarse talking 
it now, but you've got to get that message over fast, and you've got t 
keep on talking it because in your daily sales work you're not coming 
in contact with 100 per cent of the people in your own home tow: 
and you can come in contact with the majority of them through news 
papers if you pick the right paper. 

Your next piece of copy, or series of pieces, will be directed to tl 
selling of your own particular line of merchandise—the Smith desks 
let's say. 

Now you'll find that all men are mechanically inclined, or at least 
they think they are. I know I think I am, and I'm no different fro 
the rest. The fact is that my ‘‘mechanical inclinations’’ cost me a new 
vacuum cleaner just before I left Chicago. 

Now, what I want to know about a desk is this: How do they get 
piece of wood big enough to make the top? Will the drawers stick whe 
the weather changes or when we have heat in the office? Will the lock 
actually lock? What can I put in my desk drawers? And how can |! 
put it in so I can find it again? 
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It makes life's writing easier~ 


OR every age and every station—for men, women, and children—the New 
Remington Portable is an invaluable helper. 
For the child it is an inspiration which facilitates composition and hastens 
the writing age. 
For the student it saves valuable time for athletics and other school activi- 
ties. Then too, typewritten work brings better marks, and correspondence 
has no burdens. sie 4 The New Model 
For the traveler it has extreme lightness; for the professional man it com- ‘Now Available 
bines every advantage; and for all it is a time-saving convenience, possessing 


in compact form all the writing merits of a larger machine. Our NEW model The Now Remap 


able is sold by Remington 


has several mechanical improvements that give it an efficiency never before offices and dealers every- 
equaled in a portable typewriter. where. It is backed by a 
It is the lightest and most portable Portable with 4-row standard keyboard; service that is universal, 


it is the most compact Portable; it has the longest writing line of any Portable; 
it accommodates full width paper and long envelopes; it has the finest touch 
and action; it does beautiful work; its durability has been proved; and ali the 
writing is a/ways visible. 

Be sure to examine the New Remington Portable, or write for our illustrated 
“For You—For Everybody.” 


REMINGTON TYPEWRITER COMPANY 


374 Broadway, New York—Branches Everywhere 










Remington Typewriter Company of Canada, Limited, 68 King Street West, Toronto 


Remington Portable, 


We believe we make the best typewriter ribbon in the world 
— and its name is PARAGON 
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SA BNNOUNCEMENT of 
mae the new Roberts 
wee, “Model Ninety” 
Numbering Machine 
was made only two months ago, 
Already it has become the 
wonder of everyone who has 
seen it. For the Roberts 
“Ninety” represents the long 
awaited ideal—a multi-ac- 
tion, dial set, automatic 
numbering machine at a low 
price! 

This triumph of Roberts in- 
vention has five big features 
never before obtainable— 


(1) Fourteen’ different 
actions are shown on 











the outer dial—con 
secutive, duplicate, 
triplicate, etc. 


(2) The inner dial indi- 
cates the number of 
impressions taken 
for each setting. 

(3) An“Eliminator 
Lever” gives many 
more actions than 
those on the dial. 
Thus, to repeat 15 
times, set pointer at 






8, take 7 impres 
sions, press “Elim: 
nator Lever” and 
complete the series 


(4) Errors can be cor 
rected without re 
setting. 

(5 )A “Reset Lever” 
makes it easy and 
quick to chang 
from one action to 
another. 


Its large capacity, fine co 

struction and easy operation, 
give to the “Model Ninety” 
a great field of usefulness i 
the world’s business. It has 
a place in every business, is 
within reach of every business 
and every business will want it 


Write for our folder on the new Roberts Model 90 and ask about the 


Roberts “Big Six’’ Assortment---a real money maker for dealers everywhere 








THE ROBERTS NUMBERING MACHINE COMPANY 


Western Distributors: 


The Superior Type Co., 3940 Ravenswood Ave., Chicago, III. 


694-710 Jamaica Avenue - - 


Brooklyn, N. Y. 

















” 1925 OFFICE 

Let ¥ ertising answer these questions and let your salesmen 

prepared back your advertising up with some intelligent conversa 

I ! : a prospect happens to come into your store because I'd 

ate ke es to have him told as I was once told in a big store 

New Ye that they made the top of the desk out f the big trees 

{ f 1 

You : l the ‘ the line through your entire line 
g ‘ ¢ handled nd treat it the same way 

Now I uivocating technical copy, but I'm advocating sufficient 

formati ike a rea nt that desk above all other desks o1 

e marke 

Now the st because yo ire going ahead and advertise, don't get 
the impression that if you buy $30.00 worth of space, you have got t 
clutter it up with type and cuts That “‘white space’’ that you get is the 
best thing tt you can put in your ad, if it ie done properly 

Rememl. that you are ompeting with one hundred other advertisers 
und you ave got to make your pieces of copy look different from all 
the others That's why I advocate a seasoned advertising man, or a 
good conscientious advertising service. which knows enough about com 
vercial furniture to handle your particular problem well. 

So the for what we commonly know as advertising. 

And now I want to take just a few more minutes to talk about all 
the other | ses that are actually advertising. 

Let's start at your windows This morning you heard Mr. Netz 
hammer tell you all about making your window and your floor displays 
ittractive, and I want to point out to you that this is the best adver 
tising you can do and the cheapest You don't have to figure it in the 
$1.500.00, it it will do just as much work as your publication advertising 

Then take your letter-heads You're going to use letter-heads any way, 
so let's make them right You send out more letter-heads and billheads 
than anything else And if they don't bespeak the character of the in 
stitution, they're going to do you damage I believe it's false economy 
to have eap letter-heads heap billheads And while I'm speaking 
if letter-beads, I just want to mention this It costs two cents to send 
yuut a letter—I mean for the postage—and nine hundred times out of nine 
indred a one, the letter is light, that is it could carry more matter for 
the same | Some attractive little envelope enclosure would be a 
fine and ne nsive way of getting your products before your corre 
spondents 

Billboards equently attractive, although I cannot truthfully recom 
end their: for office tfitters I really believe that the expens« 
yould not be fruit in tl same proportion it would in other mediums 
here may e exceptions t this, depending upon cations and so 

t n ft I believe ft re a waste of money 

of ~ e are gm t f you, after I ar throng speaking 
‘ g xz sa that this = the anufacturer’s jot And it < r 
i deg ‘ efinitely the m rer's job You folks in do a Mitt 
¢ } in’t d as 1 is you should. There st ea efir 
onst er de a eated tter offices and better office equi; ‘ 

4 few file I turers a ‘ ing a lot of money n the natiorz 
igazines ey re creating emand for files, for better files—tl 
eating i for h I rands and the dealers woked 
ith the n s s than the other ess the mar 
ur has his ! 

But ert “ to be that done One of two things has 
apy ‘ ‘ fice fitting business reaches its st eight I 

st s ft e manufacturers must either advertise enmasse« 

Vv ise € positio ‘ etter offices, regardless f whose furnit 
t is. or ‘ hav i movement of consolidation among 

inufact . that t ifferd to do the kind of ad tising 

¢ s 

Now want ft pn the light of s ting ass 
udvertising lid that But I do want t state right ere at 

“ mmer r industry is to ere year by ye 
s tl tr are zg ving and ive grown, the st take 

n ‘ t refr ¥ memories on the solidations t 
av et 4 lace al ng the past five o ten years 
< siness ndustries has climbed steadil 
« er of « knowledge. but w e I an dvocating 
tising, I ann resist this opportunit of saying 
‘ ‘ ! ‘ ifacturer t g prog 
T , nt "v 
: -v : . 
< ‘ s busines te kee it fr stag And 
le all get the manufacture n exert 
ssure t l be t | you will bring about ndition t 
r aise s, but raise t) « th 

f rers resent 
But vet this got to do your sba got 
s ey do you ve got ft give the ‘ sa 

san prot ind the same help that they give y 
heres g be a s ng in the industry 

Every eR at I've spoken to in the last two years is te 
hat the ma turers and they're bot ght 

rhe r st clear s shouse ind the manufacturer . If 3 
ea sw give the manufacturers whole-hearted co-operation and pr 
é ) al representat I do not feel that u wi ave r 
trouble rsvuading r manufacturer to give y the publ t 
icking <a to make 3 r own advertising more effecti Better 

iler after annot be accomplished entirely nt there 

. tte turer advertising, and there will not be better ar 

fa r ng until inufacturer is assured of y he 

N s I want ive these thoughts wit 
You 4 tise effectively nly by advertising onsistently 
yrds t. don't st or if you don't want t keep on going 
nt st 
Re a d nt f oney—n t | 
r Sa = 
I n et your off boy prepare your advertising If 

r thr g money awa and I'd rather see you give that 

ty advertising tt will never get you ar pla 
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Where Shall We Mail Your Sample? 





MR. BALDWIN 





NAME PLATE 
Lists at $4.25 Complete, Less 40% 


Return the coupen below and we will send, all ¢ 
selling: 


CHANGEABLE LETTER DESK 


pre- 
paid, a sample of this new—fast- letter 
desk name plate. 


It’s a real beauty, in Oak or Mahogany, and the pure 
white celluloid letters on the jet black background are all 
changeable. 


Easy to read—easy to change—excellence in appensapen=. 
and economy te your customer ives you four strong sell- 
ing points that make profitable es come easy. 

Return the coupon now—and we will send the sample, 
charges prepaid. at once. If you like it and wish to ~ 


we will bill at $4.25 less 40% or $2.55 net. If you 
return it—do so at our expense. 


Mail This Coupon—Now! 


Davenport-Taylor Mfg. Co. 
412 Orleans St., Chicago, IIl. 


You may send the sample name plate for our inspection. 
We will either keep it and pay your charge of $2.55 net, or 
return it to you at your expense. 


Firm 


Street 


Town 
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Sell in quantities 
To Advertisers. 


The Elsane Calendesk Pad is a highly 
practical and extremely efficient ad- 


vertising specialty. Manufacturers find 
it advantageous method of building 
good will. 

[he pad carries a pocket on the right 
side which holds a calendar and memo 
pad. Notations are quickly made and 


; 


reminders are in sight always. 
Sales for individual use also run large. 
Che range of styles and prices is suit- 


write today 


SAINBERG & CO., Inc. 


New York City 





77 E. 130th St. 
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Quality Postal and Parcel Post Scales 
for the high-class trade. Write us. 


HANSON BROTHERS SCALE COMPANY 
EST.1888 


539 NORTH ADA STREET CHICAGO 























THE “Perfect” LINE 
New Loose Leaf Catalog 


Le. —— 


Our Catalog No. 19, effective | 
November Ist, is just off the press | 
and we will be pleased to forward | 
copies and discount sheet upon | 
request. 


The Perfect Line is complete | 
and includes several good items not | 
usually found in other lines. The 
improved Tengwall file in both the 
wood as well as the steel back is 
one of the popular items and the 
Perfect Transfer File is another 
item that merits your considera- 
tion. We solicit your inquiries. 


tm, <= — 





Chicago Binder & File Co. 
500-508 W. THIRTY-FIRST ST. 














CHICAGO, ILL. 
J 
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Registration— Men. 


Abraham, Harry, Biddle Purchas- 
ing Co., New York, N. Y. 

Abrams, Albert B., The Modern 
Stationer, New York, N. Y. 

Adams, F. K., 8. G. Adams Stamp 
& Stationery Co., St. Louis, Mo. 

Adams, Henry T., Henry T. Adams 
Mfg. Co., Chicago, Il. 

Aigner, G. J., G. J. Aigner & Co., 
Chicago, Ill. 

Allen, Ivan, Ivan Allen-Marsball 
Co., Atlanta, Ga. 

Allen, Wm. B., Jos. Dixon Cruci- 
ble Co., Chicago, Ill. 

Anders, G. A., The Parker Pen 
Company, Milwaukee, Wis. 

Apgar, P. F., Commercial Furni- 
ture Co., Chicago, Ul. 

Armington, James R., Dennison 
Mfg. Co., Framingham, Mass. 

Arnold, H. B., The H. B, Arnold 
Co., Saginaw, Mich. 

Atkins, A. C., Lyon Metallic Mfg. 
Co., Aurora, Ill. 

Baer, Leonard A., Baer'’s, Canton, 
Ohio. 

Bardenhever, Wm, C., Boorum & 
Pease Co., Brooklyn, N. Y. 
Barkerding, A. H., Mittag & Vol- 
gar, Inc., Park Ridge, N. J. 
Barnes, Montgomery, The Brooks 

Company, Cleveland, Ohio. 

Barr, J. Victor, Brandon Printing 
Co., Nashville, Tenn. 

Sarrett, Frank J., Twin City Print- 
ing Co., Champaign, Ill 

Parton, F. M., Shelbyville Desk 
Co., Shelbyville, Ind. 
tassett, A. G., The Wahl Com- 
pany, Chicago, UL 

Bates, E. E., Northwestern Paper 
Goods Co., St. Paul, Minn. 

Bates, Harry C., The Carter's Ink 
Co., Chicago, Ill. 

Bauer, C. G., Conklin Pen Mfz. 
Co., Toledo, Ohio. 

Sauer, Ralph 8., The Ralph 8. 
Bauer Co., Lynn, Mass. 

Beckel, C. G., J. C. Blair Co., 
Huntington, Pa 

Becker, Theo., Steel Equipment 
Corp., Avenel, N. J. 

Bellamy, Harry E., The Kendrick- 
Bellamy Stationery Co., Denver, 
Colo, 

Bengston, Thure, Adkins Printing 
Co., New Britain, Conn. 

Fennett, Harry R., Boston Station- 
ers’ Ass'n, Boston, Mass. 

Pernstein, Henry, A. J. Johnson & 
Sons Furniture Co., Chicago, II. 

Besser, Alfred E., The J. G, Shaw 
Blank Book Co., Buffalo, N. Y. 

Black, W. M., United States Pen- 
cil Company, Philadelphia, Pa. 

Blackman, H. L., The Parker Pen 
Company, Janesville, Wis. 

Boemer, John H., Henry E. Wedel- 
staedt Co., St. Paul, Minn. 

Booth, Arthur W., The Blade Print- 
ing & Paper Co., Toledo, Ohio. 

Brooks, Wm. Henry, Wm. Murphy's 
Sons Co., Philadelphia, Pa. 

Brozzell, Frank M., The Gum 
Furn. Co., Grand Rapids, Mich. 

Brown, F. J., P. Derby & Co., Inc., 
Gardner, Mass. 

Brown, Robt. F., The Vance Man- 
ufacturing Co., Dayton, Ohio. 
Bruno, 0. 8., Office Equipment & 

Supply Co., Racine, Wis. 

Push, P. C., Hargreaves Printing 
Co., Dallas, Texas. 

Bushnell, Alvah, Alvah Bushnell, 
Philadelphia, Pa. 

Bushnell, J. H., Wagemaker Co., 
Grand Rapids, Mich. 

Butterfield, A, 8., Jr., Smith & 
Sutterfield Co., Evansville, Ind. 

Pyers, M. W., New York, N. Y. 

Cardinell, John D., Inkout Mfg. 
Co., Montclair, N. J. 

Carpenter, C. C., Samuel C. Tatum 
Co., Cincinnati, Ohio. 

Carpenter, R, P., Sanford Mfg. 
Co., Chicago, Ill. 

Carpenter, T. E., Sperry Office 
Furn. Co., St. Paul, Minn. 

Carrithers, Le Roy, Carrithers & 
Co., Chicago, Il. 

Carter, Richard B., The Carter's 
Ink Co., Boston, Mass 

Casey, J. E., Ireland & Matthews 
Co., Detroit, Mich. 

Castle, Karl, The Samuel C. Tatum 
Co., Cincinnati, Ohio. 

Chadwick, H. C., Art Metal Con- 
struction Co., Jamestown, N. Y¥ 

Chase, Charles A., American Pad & 
Paper Co., Holyoke, Mars. 

Childs, A. H., 8. D. Childs & Co., 
Chicago, Ill. 

Chisholm, Finlay W., lL. E. Water 


man Co., Ltd., Montreal, P. Q 
Canada. 

Christensen, Fred, 8. E. & M. Ver 
non Inc., New York, N. Y 

Christie, Harry F., Dennison Mfg. 
Co., Framingham, Mass. 

Church, Sheldon W., Wagemaker 
Co., Grand Rapids, Mich. 

Clark, L. H., The Sikes Co., Phila 
delphia, Pa. 

Clarke, W. L., The Parker Pen 
Company, Chicago, Il. 

Clarke, R. C., F. 8, Webster Co., 
Minneapolis, Minn. 

Clayton, Sam S8., McMillan Book 
Co., Syracuse, N. Y. 

Clegg, William C., San Antonio 
Printing Co., San Antonio, Texas. 

Clemetsen, H., Valley City Desk 
Co., Grand Rapids, Mich 

Coates, John C., The Burrows 
Brothers Co., Cleveland, Obi 

Cobb, C. C., The Conklin Pen Mfg 
Co., Toledo, Ohio. 

Cody, Cliff F., C. F. Cody Co., 
Inc., Dabuque, Iowa. 

Coe, Louis J., Coe Bros., Spring 
field, Il. 

Coggin, F. L., National Blank Book 
Co., Chicago, Il. 
Collins, Sidney E., Automatic Pen 
cil Sharpener Co., Chicago, ll! 
Colyer, Fred C., The Office Engi- 
neers, Inc,, South Bend, Ind 
Connelly, Jos. L, Chas. M. Higgins 
& Co., Brooklyn, N. Y. 

Charles G. Consodine, Eberhard Fa 
ber, Kansas City, Mo. 

Consor, H, A., The Weis Mfg. ‘ 
Monroe, Mich. 

Cook, Stanley W., Whiting & Cook 
Holyoke, Mass 

Cooper, Frank S., Cooper Car! 
Coated Paper Co., Chicago, I 

‘ormack, George, Wilson-Jones L 
L. Co., Chicago, Il. 

‘ornish, I. R., Yawman & Er 
Mfg. Co., Rochester, N. Y 

‘osby, Mrs. E. M., Old Mill Car 
bon & Ribbon Co., Kansas City 
Mo. 

Crangle, W. J., Eberhard Faber 
Srooklyn, N. Y. 

Crile, Den C., Don C. Crile Co., 
Canton, Ohio. 

Dalton, Ernest, Union Ribbon & 
Carbon Co., Philadelphia, Pa 
Davenport, L., Poucher Ptg & 
Litho Co., Minneapolis, Mina 
Davidson, Geo. N., Lyon Metalli 

Mfg. Co., Aurora, II. 

Davies, E. W., The Parker Pen 
Company, San Francisco, Calif 

Davis, Frank A., Scrantom’s, In¢ 
Rochester, N. a 

Davis, G. L., Adams, Cushing & 
Foster Inc., Boston, Mass 
Davis, William M., Forsyth & 
Davis, Inc., Kingston, N, Y 
DeMay, Don, DeMay’s, Jackson 
Mich. 

Dennis, Fred O., Buffalo Office & 
law Supply Co., Inc., Buffalo 
N. ¥. 


~ 


Denzer, C. F., The C. F. Denzer 
Co., Sandusky, Ohio 

Derby, Ashton P., P. Derby ( 
Inc., Gardner, Mass 

Dettmann, Fred, H Niedec k« 
Corporation, Milwaukee, Wis 

Dimmitt, M. 8., Wilsen-Jones Loose 
Leaf Co., Chicago, Ill. 

Doolittle, Uri, Wm. H. Chamb« 
lin, Syracuse, N : 

Drever, Thomas, The Wahl Col 
pany, Chicago, Ill. 
Duddington, W. R., The Parker 
Pen Company, Lakewood, Ohio 
Duncan, John H., The Jobn F. Rees 
Co., Columbus, Ohio 

Dunleavy, J. Frank, Library B 
reau, Wholesale Division, Cam 
bridge, Mass. 

Dunne, E. L., H. G. McFaddin & 
Co., New York, N. Y. 

G. C. Dunnett, Rockford Printing 
©o., Rockford, Ill. 

Edelen, C. B., The Forman-Bassett 
Co., Cleveland, Ohio 

Edwards, William H., Seemann & 
Peters, Saginaw, Mich. 

Ehler, H. W., Pressteel Engineer 
ing Corp., New York, N, Y¥ 

Elmer, Herbert B., Brooklyn, N. Y. 

Elorke, E. H., E. H. Elorke & 
Bro., Memphis, Tenn 

Ensminger, W. K., Rand McNally 
& Co., Chicago, ll 

Evans, J. Clark, The Office Equip 
ment Co., Tampa, Fila. 

Faber, Eberbard, Brooklyn, N. \ 

Fargo, Frank H., Frank H, Fargo 
Co., Bridgeport, Conn. 
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Here’s a Leader 
Feature It 


An Amazing Value 
That Brings Big Returns 





OU’LL be impressed with how 

fast your stock moves as you dis- 
play this popular Jamestown All-Steel 
Desk. 

Its substantial appearance and 
good design immediately attract busi- 
ness. Explain its features and the 
sale is made. 


Electric spot and acetylene gas 
welding, instead of bolts, nuts and 
rivets, means lifetime rigidity and 
strength. 

Absolutely quiet in operation, too! 
The steel panels are of double thick- 
ness and interlaid with asbestos. 


Ideal writing surface of genuine bat- 
tleship linoleum. Not easily marred. 
No glare. Its put on to stay and 
cannot loosen. 


Knockdown construction makes 
replacements easy and saves freight 
and storage bills. 

Finished by master craftsmen, in 
mahogany, walnut, oak and olive 
green. 


Unusual value at a low price. At- 
tractive discount, too! 


Your inquiry will have our prompt 
attention. 


Jamestown Metal Desk Co., Inc. 
Jamestown, N. Y. 














a ‘the,’ 
JAMESTOWN 65. METAL DESK CO 
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if perla. 
The Medium Priced Line of Good Quality 


FILING SUPPLIES 


You can do an increasingly large and profitable busi- 





ness in Imperial Filing Supplies. They combine high 
quality and low price to a remarkable degree. Why pay 
more? 















































Square Cut Folder Half Cut Folder Third Cut Folder Fifth Cut Folder 
Ris - + 
= Es -_ 4 
—- ' 
2 —! ‘ee — 
F = = - a a — 
L—_— -+—4 —_— }—— 
= - 3 = 
qe a 
_— L 
= —_ — 7 EE — 
No. 6235 . No. 6335 





























Days of Month 

















United States and Possessions Set of 25 A-Z Guides 


Write for samples and latest price list 


Imperial Methods Co. 


Forest Park Illinois 


E. V. BOGART 


E. P. GOLD 
Atlanta 


Los Angeles 


E. L. SIRUS 
New York 














Farrell ( M Irving-Pitt Mfg 
Co Kansas City, Mo 

Favor, Irving P., Koh-i-noor Pencil 
Co., Inc., New York, N. ¥ 

Fay, Rob't C American Writing 
Paper (C« Holyoke, Mass 

Fera, Henry, A. W. Faber Ine 
Newark, N. J 

Finegan, E. H., Horrocks Desk Co., 
Herkimer, N, Y. 

Fischer, Gustave, Connecticut Val 
ley Stationery Ass'n., Hartford, 
Conn 

Cc. M. Fleet, Eberhard Faber, Minn 
eapolis, Mint 

Fleming KR M The Gibsor Art 
Company Cincinnati, O 
inn s D Ihe Superior vin 
Co Chicago, Il 

Follir M. V Browne-Morse C« 
Muskegor Mix 


ema I ‘ wi n-Jones 
I se I ( Chicago, I 
Fox, ¢ ( I Fox & CC 
Chicago, |! 
S we D., Ge E. Fox & Co., 
Chicag Il} 
rankentha Milton, Eagle Pen 
Co New York, N. Y. 
ranz : The Parker Pe Cor 
ur New York, N. Y 
Frater H I Wilson -Jones 
I se Leaf Co Chicago, I 


Freeman, Chas P dg. I Hudson 
Co., Detroit, Mich 
ey Arthur R., The Globe-Wert 
i Ce Cincinnati, Obk 
Fris, Jacob, Fris Bookstor« Hol 


Froehtict LL W The J. F. Dietz 
Co., Cincinnati, Ohio 

Frost, A. G The Wahl Company, 
Chicago, I 

Gage, W. H St. Johns Table C 
Cadilla Micl 


Garver, Russell B., Roaring Spring 


Blank Book Co Roaring Spring, 
Pa 

(,arvin ‘ « I’ F S Webster 
Co Bost Mass 

Gash, Edward, George RB. Hur & 
( New York, N. Y. 
ither 0 R Marshall Jackson 
Company Chicago, Tl 

tibbs, Fletcher B Nat'l. Ass'n. of 
Stationers Office Outfitters & 
Mfrs., Cl sgo. Til. 

Gibbs Frank I Wilson-Jones 


Loose Leaf Ce Chicago, Ill 
Gile K. O Review Printing & 
Decatur, Ill 
Gillette, Robert, Hampshire Paper 


Stationers Co 


Ce Sout Hadley Falls, Mass 
Gilner, F. ¢ The Gunn Furniture 
Co Grand Rapids, Mic! 
Goldstein, Hyman, Rochester 8t 
tionery Co tochester, N. ¥ 
Goodmar A. Ss Valley City Desk 
Co G Rapids, Mict 
Gormley William T The H. C 
Cook ¢{ ( cago [il 


Gould, H I E. Wate in Co., 
New Y k N y 


Irving B. G en. Bates Mfe. ¢ 
New y k City 
aff tr I Graff-Ur rw ] 
( S ‘ Mass 
nleaf Mi H The Carter's 
Ink ¢ ( ridge. Mass 
Ja W ilson-Jones ls 
leat ¢ f igo, Til 
riffin ( rich & M 
I S Wash 
fit W D Northwes n J 
M ( Chicago, I 
sw Sanfo Ink ( 
or B Thes. Gr 
In Bostor Mass 
nardia Albert A re ize M 
facturing ( Chicago, I 
Hall, J. W ird, The Moor Ps 
C Bost Mass 
Hansel M. I I F, Hanse A 
Bre Ltd New Orleans, La 
Hansor J D Ir Statione 
Asst N Orleans Ne 
Orleans, I 
Hansor S Hansor Brothers 
Seale ( Chicag« I 
Hareq 4 H Milwauke Cha 
Lo Oe iz Ill 
Harris J Glen The Fitz-Cross 
( Dulnth, Minn 
Harvey Ww J Eagle Per { 
New York, N 


Hasson, Blaisdell Pe 
Co., Pl lelphia, Pa 
Hausan J I Hnts neor Office 


I A C. Howard Hunt 
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Milwaukee Wis 
Watermar 


Leaf Co 
Hawkins, San i 7 
Co., New York, N Y 


Hayes, N. O., Worcester, Mass 

Herr, Chas., Meyer & Wenthe, Chi 
eago, Ill 

Herr, H. E The Herr & Herr Co 
South Bend, Ind 

Herr, Herbert H 
caster, Pa. 

Herr, L. B., L B. Herr & Son 
Lancaster, Pa 

Hewitt, C. R., The teynolds & 
Rernolds Co., Da m. Ohio 

Heyer, William W P. Derby & 
Co., Ine Gardner, Mass 

Hice, G. 8 The Roberts Number 
ing Machine ‘ Brookiyn, N y 

Hildreth Josep! H.. Esterbrook 
Steel Pen Mfg. C 

Hill, J. Thom 
of New York 

Hobbs, J. N Southworth ¢ Mit 
tineague, Mass 

Hoffman, P. A Smead Mfc. C 
Hastings, Mir 

Hoge, William, General Firepr 
ing Co., Youngstown, Obi 


Ream'‘s Lar 


’ 











Holley, C. ¢ lL. W Holley & 
Sons Co Des Moines, Ia 
Holmes, Cc Bertram Columbia 


Ribbon & Carbon Mfg. Co., Ne 
York, N. ¥ 
Hoole, Frank B Frank B. Ho 
Buffalo, N. Y 
Hoppe, Albert I Wagemaker ‘ 
Grand Rapids, Mich 


Horder, H. G., Horder, In ( 
cago, Ill 
Horne, Geo } Geo D Horne 


took Store, Greeley, Colo 

Houghton, Hal H Rand MeNallys 
& Co., Chicago, Ill 

Howell, C. H., T. H. Payne ( 
Chattanooga, Tenn 

Hughes, Frank M., Standard Office 
Supply Company, Oklahoma City 
Okla. 

Hughes, H. H., John P. Morton 
Co.. Louisville, Ky 

Hunting, D. D., Metal Office Furt 
Co., Grand Rapids, Mich 

Hunting. E. W., Stow-Davis Furt 
ture Co., Grand Rapids, Mic! 

Hurd, Harry M., Stow-Davis Fur 
ture Co., Grand Rapids, Mic! 

Hutchinson, Henry 8., H. 8S. Hut 
inson & Co New Bedford, Mass 

Irwin, E. 8 The Macey C Grane 
Rapids, Mic! 

Jacquin, N J.. 
Peoria, Ill 

James, L. 8., Northwestern Paper 
Goods Co Chicago, I] 

Jefferson, Roy T Jefferson Print 
ing Co., Springfield, Ill 

Jerue, Sterley F McClain & H 
man Co., St. Paul, Minn 

Johnson A } Johnsor or 
Equipment Co Jackson, Mi 

Johnson, Hal The Wahl Company 
Chicago, Ill 

Johnson, Hobart H rm. J. Johnson 
& Sons Furniture Co Chi 
Ill 

Johnson, Leo I Florida Office 8 
ply ¢ rampa, Fla 

Johnson, M. B Standard Pte « 
Pub. Co., Huntington, W. Va 


Jacquin & (¢ 


Jonas, Charles 8 Oxford Filing 
Supply Co Brooklyr N Y 
Jonas, Richard A., Oxford Filing 


Supply C« Brooklyn, N, Y¥ 
Jonas, Richard A Jr.. Oxford } 
ing Supply ¢ Brooklyr N y 
Kastner I J ] I Water 
Co., New Yerk, N. ¥ 


Kaszuba B A., Nat Ass’! 
Stationers Office Outfitters 
Mfrs., Cl igo, Ii 

Kaufman, { I K i-noor Per 
i ¢ & Moore Pus Pin ¢ 
Chicage I] 

Kennedy Chester A Who J Ke 
nedy Stationery | St Louis 
Mo 

heor T Harris United States 
Pencil Ce Philadelphia, Pa 

Kessler, W H Kessler-Mayo ¢ 
Grand Rapids, Mic) 

Keys, I D Vietor Safe & Is 
Co Marietta Ohio 

Kiger, J. ¢ The Frank P. 8 


Co., Huntington, W. Va 
Kilian, G. H Business Ex 
Co., Lancaster, Pa 
Kinker Edward H The (¢ I 
Downey Co Cincinnati, O} 
Klasson, \V rerrell’s Baquipme 
Co., Grand Rapids, Mict 
Kleinschmidt, H. H Tribe of “K 
Gary, Ind 
Knode, Ss Cc The Alber rle 
Paper Mfg. (*« RK mond, Vv 
Koch, Frank J K o« Bros De 
Moines, Iowa 
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AE SOLO 7 | 
STAMP Phot 


The “Solo” Stamp Pad 





Is Not a Felt Pad 


It Cannot Sweat 


It gives Perfect Rubber Stamp 


impression always. 


Standardized by the largest 
corporations in the world. 


Peerless 


Carbon & Ribbon Mig. Co., Inc. 


476 Broome St., 


N. Y. 








er 








They make card files talk 








_ COOK'S 





Name PATE 


Address_ 












colors on nicke 


| Terms 
[oo dexing imtorma 


Easy t unsfer by us 
! \ (see 


exclusive ‘ featur ther ca 


| FILE SIGNALS 


INTED 


“Duco” enameled in twelve bright 


led steel. 


tion in card files. 
Each color means something. 


ing the patented 
illustration), an 


rds don’t c 


inder t ause the signa ttom fits snugly— 


Stationers have s i them with satisfaction for over 


10 years - nger listributed by agents under 
se orn nadie lust as good” products may lose 
your trad ¥ r istomer uses Cook's. Send us 
your or r for samples or stock—Prompt shipment 
will f ‘ew dealers’ aids, counter displays, are 


YOUR JOBBER HAS THEM—MAIL 


THE H. C. COOK CO., 
Ansonia, Conn 


COUPON TODAY 


FILE SIGNALS 
PAPER CLIPS 


INDEX TA 


LETTER CLIPS 
“GEM” FINGER 
NAIL CLIPPERS 


For in- 


catch 








Pe eS 


oe Se tj 


a ee 





eer tt 
pen ee 


Seaman gene 
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. 
Ingento Cutters 


for CARD AND. PAPER CUTTING 





Formerly made by BURKE & JAMES, Inc. Chicago, Ill. 
Now Manufactured by 
IDEAL SCHOOL SUPPLY CO. 
3700-3702 Wentworth Avenue 
Chicago, Ill. 











PAL PENCILS 


PAL PENCILS NEED 
NO INTRODUCTION, 
YOU SEE THEM IN USE 
EVERYWHERE. 


THAT IS WHY THE 
WIDE AWAKE DEALER 
IS NEVER WITHOUT 
THEM. 


PROFITABLE, USEFUL 
AND AT PRICES WITH- 
IN THE REACH OF 
EVERYONE. 


SMALL ENOUGH FOR 
COMFORT AND BIG 
ENOUGH FOR SERVICE. 


The Hoge Mfg. Co., Inc. 
215-217 Fulton Street 


New York City 
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Koehn, Harry J.. Gregory, Mayer 
& Thom Co., Detroit, Mich. 
Kral, Joseph 8., The Buckeye Office 
Supply Co., Cleveland, Ohio. 
Kulp, Benjamin, Wilson-Jones 
Loose Leaf Co., Chicago, M1. 
Lacey, James T., J. G. Shaw Blank 
Book Co., New York, N. Y. 
Lawrence, E,., Lawrence Printing 

Co., Greenwood, Miss. 

Lee, Geo. W., The Todd Company, 
Rochester, N. Y. 

Leroux, Joseph, The Franklin Ptg. 
& Eng. Co., Toledo, Ohio. 

Lewis, A. A., Koh-i-noor Pencil 
Co., Inc., New York, N. Y. 
Little, Edward L., Wabash Cabinet 

Co., Wabash, Ind. 

Long, Geo. 8., The Globe-Wernicke 
Co., Cincinnati, Ohio. 

Ioomis, R. F., The Loomis Co., 
Elyria, Ohio. 

McCargar, George L., Stow-Davis 
Furniture Co., Grand Rapids, 
Mich. 

MecCargar, Joseph R., Stow-Davis 
Furn, Co., Grand Rapids, Mich. 

McChesney, Francis H. Hall & 
McChesney, Inc., Syracuse, N. Y. 

McCleary, H. R., Wilson-Jones 
Loose Leaf Co., Chicago, Ill. 

McClure, A. W., MeClure Office 
Equipment Co., Macon, Ga. 

McCollem, Paul R., Metal Office 
Furn. Co., Grand Rapids, Mich. 

McCormick, G. 8., Browne-Morse 
Co., Muskegon, Mich. 

McCue, Wm. W., Standard Ptg. & 
Pub. Co., Huntington, W. Va. 
McGee, F. Edgar, Kardex-Rand 

Co., Tonawanda, N. Y. 

McKenna, R., American Lead Pen- 
ceil Co., New York, N. Y. 

MeMaster, H. B., Art Metal Con- 
struction Co., Jamestown, N. Y. 

MeNiff, W. H., The Shaw-Walker 
Co., Muskegon, Mich. 

MePike, H. C., The Weis Mfg. 
Co., Monroe, Mich. 

MacIntyre, E. T., Defiance Sales 
Corp., New York, N. Y. 

Macky, John G., Acme Staple Co., 
Camden, N. J. 

Maish, R. A., Dennison Mfg. Co., 
Framingham, Mass. 

Mandeville, Geo. 8., The Sam’'l C. 
Tatum Co., Cincinnati, Ohio. 

Martin, Hobart W., Office Appli- 
ances, Chicago, Til. 

Martin, Ray C., Boorum & Pease 
Co., Syracuse, N. Y. 

Mason, Geo. E., Kansas City, Mo. 
Massicot, Sidney, Commercial Sta- 
tionery Co., New Orleans, La. 
Mathes, C. B., Conklin Pen Mfg. 

Co., Toledo, Ohio. 

Maul, Osear A., The Prompt Press 
Co., Detroit, Mich. 

Mayers, Homer D., Homer D. 
Mayers, Field Member, Canton, 
Ohio. 

Mayo, Floyd R., Kessler-Mayo Co., 
Grand Rapids, Mich. 

Merrill, J. R., Bixby Office Supply 
Co., Grand Rapids, Mich. 

Meyer, E. A., Eberhard Faber, Chi- 
eago, Til. 

Meyer, Gustav A., Meyer & Wen- 
the, Chicago, fil. 

Miller, Donald C., Office Appliances 
Chicago, Il. 

Miller, P. R., The Macey Co., 
Grand Rapids, Mich. 

Millington, Lockwood, Buffalo, N. 


Mills, Wm. P., Moore Push-Pin Co., 
Philadelphia, Pa 

Miner, W. C., The Miner Book 
Store. Macomb, Il 

Mitchell, Charles L., Crane & Co., 
Topeka, Kansas. 

Moody, Lester 0., Riverside Ptg. 
Co., Port Huron, Mich 

Moore, R. 8., The Ault & Wiborg 
Co., Cincinnati, Ohto. 

Morrissey, D. R., Williams Station- 
ery Co., Minneapolis, Minn. 

Morrison, R. T., Simpson-White- 
man Co., Dallas, Texas. 
Morse, Frank C., Browne-Morse 
Co., Muskegon Heights, Mich 
Mortimer, J. J., Thaddeus David's 
Ink Co., Inc., New York, N. Y. 
Morton, Wm. A., Ihling Bros. Ever- 
ard Co., Kalamazoo, Mich. 

Mueller, Chas. P., Joseph Dixon 
Crucible Co., Chicago, I. 

Murdock. Harry L., Irving-Pitt 
Mfg. Co., Kansas City, Mo. 

Myer, William L., Forsyth & Davis, 
Inc., Kingston, N. Y. 

Nachtigal, C. J., The Globe-Wern- 
ecke Co., Chicago, Il. 

Neary, James E., Gever's« Stationer, 
New York, N. Y. 
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Nelson, Ray E., Goes Lithograph 
Co., Chicago, Ul. 

Netzhammer, C. A., Northwestern 
Furn. Co., Milwaukee, Wis. 
Nichols, Frank R., Columbia Rib- 
bon & Carbon Mfg. Co., New 

York, N. Y. 

Nichols, Harry L., Columbus, Ohio 

Nichols, R. ©., The Daniel Co., 
Muskegon, Mich. 

Nieder, G. W., The Ault & Wi 
berg Co., Cincinnati, Ohio. 

Nordstrom, A. J., Williams Sta- 
tionery Co., Minneapolis, Minn 

O'Connor, Frank M., Irving-Pitt 
Mfg. Co., Columbus, Ohio. 

O'Connor, ©. Bas Wilson-Jones 
Loose Leaf Co., Chicago, Ill 

Obland, Geo., Metal Office Furni 
ture Co., Grand Rapids, Mich. 

Ogle, A. H., The Wahl Company, 
Chicago, Ill. 

Gerald L. Ortega, Blaisdell Pencil 
Co., Philadelphia, Pa 

Ortel, Will J., Shaw & Borden Co 
Spokane, Wash. 

Palmer, Frank H., Eaton Crane & 
Pike Co., Pittsfield, Mass. 

Pancoe, Samuel, Sidney-Morris, Chi- 
cago, Ill. 

Parliament, Howard, Metal Office 
Furn. Co., Grand Rapids, Mich 

Patterson, Robert D., L, B. Wate: 
man Co., New York, N. Y. 

Norman L. Pearce, Eberhard Fable 
Brooklyn, N. Y. 

Peirce, Howard M., F. S. Webster 
Company, Chicago, Il. 

Pelton, James F., C. R, Gibson & 
Co., New York, N. Y 

Perkind, D. F., H. C. Boyeson ( 
St. Paul, Minn. 

Perkins, R. D., Russia Cement ( 
Gloucester, Mass. 

Petetin, J. Henri, Petetin-Baudea: 
Inc., New Orleans, La. 

Phillips, J., The Parker Pen Cor 
pany, Lexington, Mass 

Pierce, E. 8., Pierce, Inc., Hart 
ford, Conn, 

Pierce, W. V., Midland Paper C 
Minneapolis, Minn. 

Pierson, J. Ogden, Dameron-Pier 
son Co., Ltd., New Orleans, La 

Piker, Louis, The Hamilton Meta! 
Products Co., Hamilton, Ohio 

Pomerantz, A., A. Pomerantz C 
Philadelphia, Pa. 

Popper, J. O., W. H. Zaiser Spec 
Co., Des Moines, lowa. 

Porter, Forrest, Whiting & Cook, 
Inec., Chicago, Ill. 

Potter, Chas. Ed., Lamson Para 
gon Supply Ce., Ltd., Toronto, 
Canada. 

Potter, R. H., Secripto Mfg. Co., 
Atlanta, Ga. 

Potts, B. H., The Van Dorn Iron 
Works Co., Cleveland, Ohio 
Pound, R. M., Pound & Moore C: 

Charlotte, N. C, 

Power, James A., Eaton, Crane & 
Pike Co., Ypsilanti, Mich. 

Pratt, H. C., The Emery-Pratt ( 
Lansing, Mich. 

Price, Herman, Joseph Dixon Cru 
cible Co., Jersey City, N. J 

Raggio, D. H., The Clemetsen Co 
Chicago, Tl. 

Railey, J. E. H., Railey Printing 
Co., Wichita Falls, Tex. 

Rasmussen, J. W., Omaha Print 
ing Co., Omaha, Nebr. 

Ray, H. W., The Van Dorn Iror 
Works Co., Rock Creek, Ohio. 

Reiter, Walter, Mabie Todd Cx 
Chicago, Ill. 

Reynell. Chas. E., Oxford Filing 
Supply Co., Brooklyn, N. Y. 

Reynolds, L. V., DeMay’s, Jack 
son, Mich, 

Rhodes, J. R., The Parker Per 
Company, Memphis, Tenn. 

Rice, Waldo H., Samuel Ward Mfg 
Co., Boston, Mass. 

Richmond, Fred A., The Richmond 
& Backus Co., Detroit, Mich. 
Rider, J. B., Duggan-Rider Co., 

Erie, Pa. 

Rider, Miles C., Gregory, Mayer & 
Thom Co., Lansing, Mich. 

Ridgeway, W. T., The Esterbrook 
Steel Pen Mfg. Co., Camden 
N. J. 

Riley, V. J., The Wahl Company 
Chicago, Ill 

Ritz, Robt. R., Diamond Ink Co 
Milwaukee, Wis. 

Roach, M, M., Acme Staple ( 
Camden, N. J. 

Roberts, E. A., C. 8, Demarce 
Kansas City, Mo. 

Robinson, J. F., The Wabash Cal 
inet Co., Wabash, Ind. 

Rockwell, H. P., Yawman & E 
Mfg. Co., Rochester, N a 
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The dependable correspondence typewriter 


Bac oe kn = ahi atid ad Renee: ots : v ries st 


VER thirty years’ experience in typewriter building has 

developed the Smith Premier 60, a machine that is un- 
equalled for durability, ease of operation and beauty of the work 
produced. 


The Smith Premier 60 is a delight to the operator, because 
the light touch enables her to type on, hour after hour, without 
fatigue; it speeds her work, eliminating overtime; and she knows 
her employer will be pleased with the results. 


The Smith Premier 60 is a joy to the employer because letters 
are ready on time and the perfect alignment and even quality 
give them a neat appearance that assures careful reading and 
pleasant reactions from his correspondents. 


en 


Users everywhere appreciate Smith Premier dependability. 


oe 
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SMITH PREMIER TYPEWRITER COMPANY 
376 Broadway New York, N.Y. 
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a 
































222 OFFICE APPLIANCES Vovem 








““U-NEED-ME”’ 


OFFICE (REGISTERED) SPECIALTIES 
For the Desk and Chair 





Fox Folding Desk Pad with Work Distributors (Patented) Felt Chair ™ Pads 3 styles) 
























Patented—See the Hinge 
Fox Plate Glass Desk Pad (4 Styles) Fox Calender Desk Pad 





‘ 


Ventilated 
Chair Cushion 
Work Distributor (7 Styles) Felt Typewriter Pad 


Send for catalog and standardize on “‘U-NEED-ME”’ specialties 


Geo. E. Fox & Company 


325 West Ohio Street Manufacturers Chicago, U. S. A. 
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Rogan, W A The Gibson Art 
Co., Cincinnati, Obio. 

Ross, C. B., The Wahl Company 
Chicago, Ill, 

Roth, Charles W., The Roth Office 
Equipment Co., Dayton, 0) 


Ruck, George Columbia Steel 
Equipment Co., Philadelphia, Pa 

Russell, A. L., Capital District 
Stationers & Mfg Ass Al 
bany, N. Y¥ 

Russell, R. G., Doten-Dunton Desk 


Co., Cambridge, Mass 
Russell, William H., James Ho 


gan Co., Ltd., Philadelphia, Pa 
Ryan, Frank M., The Milwaukee 
Chair Co., Chicago, Il] 


Sahm, Wn H Eagle Pencil Co., 
New York City 
Saltzmat Nathan H., The Hirsh 


berg (Cs Atlanta, Ga 

Sanford, B. E., Cornell Co-op. So 
clety Ithaca, N y 

Schaefer, Arthur G., Sec’y, Seng 


busch Self-Closing Inkstand Co., 
Milwaukee, Wis 

Schaefer H. G., Hamilton Mfg. 
Co., Two River, Wis 

Schermerhorn, J. H., Joseph Dixon 
Crucible Co., Jersey City, N. J. 

Schmiedner Wm., suxton « 
Skinner P. & 8S. Co,, St. Louis, 
Mo 

Schoettle, J. W., Gregory, Mayer & 


Thom Co Flint, Mich 
Schoen, C. J., The Wahl Co Chi 
cago, Ill 


Schuitema Milo, The Tisch-Hine 
Co., Grand Rapids, Mich 

Schulbof, William, Business Equiy 
ment Put Company New York 
a = 


Schumacher, Ray _ National 
Plank Book Co., Holyoke Mass 

Scott J \ The Woodson Co 
Cincinnati, Ohio 

Sears, Lucius J The Franklin Ptg 
& Eng. C Toledo, Ohio. 

Segersten Chester, Stromberg 
Allen & Co., Chicago, Ill 


Sell, Edwin H., E H Sel « 
Co., Columbus, Ohio 

Sengbusch Gustav J Sengbusch 
Self-Closing Inkstand Co Mil 
waukee, Wis 

Seymour, Fred P Associated Sta 
tioners’ Supply Co., Chicago, Ill 

Sheaffer, W A Ww \ Sheaffer 
Pen Co., Fort Madison, Iowa 

Sheaffer, C. R., W. A. Sheaffer 
Pen Co., Fort Madison, lowa 

Sharp, Harry C. Esterbrook Steel 
Pen Mfg. Co., Camden, N. J 

Shee, Collins C., Oakville American 
Pin Div New York, N. ¥ 

Sheras, Morris, A. D. Joslin Mfg 
Co., Manistee, Mich 

Short, Harry L., Manufacturers 


Representative, Chicago, Il! 
Shortlidge Ww H Yawma «& 
Erbe Mfg Co., Columbus Obi 

Shronk, Norman R., Amity Leatl 
Products ¢ West Pend, Wis 

Simon, ©. E The Todd ¢ " 
Rochester N y 

Simmons, Frank R., Springfield, Ill 

Siverson, A C., The Park ler 
Co., Grand Rapids, Mi 

Smith, Otis R., The Moors I" 
Co Bostor Mass 

Smith W E., Smit AN M 
shall, ¢ igo, Til 

Snedeco Harry | R \ M 
Cor] Jackson, Mi 

Snoddy Ww ( G. J Aig & 
Ce Cl g Ill 

Snyder I I ( Howa H 
Pen € Philadelphia Pa 

Southwort! Edward Sout ortl 
Co Mittineague, Mas 

Southworth, M. D., Southworth ¢ 
Mittineague, Mass 

Sprott J Ss The Gene I 
proofing ( Youngstown, O 

Stafford, W Ss Ss. S. Staff 
Inc., New York, N. Y 

Stevensor Arthu Natior Office 
Supply Waukegar I 

Stewart, W an N St Plank 
Book & Stationery ( l ntor 
FF 

Stewart W Neill St t Offices 
Supt { Da s, Texas 

Store} D r The Roth Office 
Equipment ¢ Dayton, O 

Stothart Paul P Dia nd Ink 
‘ Milwaukee, Wis 

Stott Chas 4 (has ty Stott «& 
Co., Ir Washingtor D. ¢ 

Straubel Clarence W Aut 
File &° Index Co Gree I 
Wis 

String H. W Con ul | 

e { Cl 4 I 

s VW 0 By Wes t 

( DD Mass 
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J. P. Sweetnam, Buzza Company 
Minneapolis, Minn. 

Taylor, H. A. C., Shaw-Walker Cx 
Muskegon, Mich 

Taylor, Miss L. R., Taylor Typ« 
writer Store, Grand Rapids, Mich 

Taylor, W. B., L. E, Waterman 
Co., New York, N. ¥ 

Tew, A. H., Chas. G. Stott & 
Washington, D. C. 

Thomas, E Cc Grayston (* 
Minneapolis, Minn 

Thomas, G. H., The Berger Mfg 
Co., Canton, Ohio 

Timmins, F. 8., Timmins-Sty ( 
Elkhart, Ind. 

Tobin, John H., Tobins, In¢ Aus 
tin, Texas. 

Towne, D, L., Wallace Pen ( 
St. Louis, Mo. 

Towne, Edward 8., National Blank 
Book Co., Holyoke, Mass 

Towne, Richard P., National Biank 
200k Co., Holyoke, Mass 

Towhill, James T., The James 1 
Towhbill Co., Boston, Mass 

Wm. P,. Turner, Turner & Porter 
Inc., Buffalo, N. Y. 

Tussing, R. M., Victor Safs « 
Lock Co., Marietta, Ohio 

Tuttle, B. A., Tuttle Corporatio 
South Bend, Ind 

Tyler, Donald H., Cordley & Hayes 
New York, N, Y. 
Underwood, Chas. F., Fulton Sp 
cialty Co., Blizabeth, N. J 
Underwood Percy G., Graff-Under 
wood Co Somerville, Boston 42 
Mass. 

Urmston, R. J., New York, N. J 

Vail, Richard B., Vail Manufa« 
turing Co., Chicago, Ill 

Valleau, F. D., Commercial Furn 
Co., Chicago, Il 

Valiean, R. B., Milwaukee Chair 
Co., Chicago Ill 

Vandershir I J.. Kiggins & 
Tooker Co.. New York, N. Y 

Van Dorn, H B., Jr., Josep 
Dixon Crucible Co., Jersey City 
N. J. 

Van Horne, A. ¢ Eberhard Fal 
Chicago, Il 

Vernon, Murray. 8. BE. & M. Vernon 
Inc., New York, N Be 

Vinton, H. K., American Stationer 
New York, N. Y 

Waddy, Woodson P., Everett Wad 
dey Co., Richmond, Va 

Wadham, Chas. K Z. & W. M 
Crane, Inc Dalton, Mass 

Waldron, Harry E., W. A. Sheaffer 
Pen Co., Chicago, IMI. 

Walker, A., Farnham Ptg. & Sta 
Co., Minneapolis, Minn. 

Walker, 8. E The B, F. Good 
rich Rubber Co., Akron, Ohio 
Weber, Harry C F. Weber (Co 
Philadelphia, Pa 

Webster, Phil F San Anto 


Texas 
W eingaertner M 7... Egyptiar 
Stationery Co Belleville, Ill 
Wernig, Jos I Ss G Adams 
Stamp & Stationery Co St 


Louis, Mo 

Weisenhorn, I | Tost & K 
Printing Quincy, Ill 

W eissenborn t A General Pen 
cil Co., Jersey City N J 

Westring, M. F., Mid-City Stat 
ery & Supply House Rockf 
Ill 

Wheeler, C. B., Metal Office I 
Co., Grand Rapids, Micl 

Whipple, G, A The Whipple ¢ 
Inc., Plymouth, Ind 

White, H Ww Eberhard fF 
Brooklyn, N. Y 

White, Jos. A F. S. Webster 
toston, Mass 

Whiting, Lloyd 
tionery ( Buffs 

Whitworth, J. Arthur 
Furniture Mfr 
Mich 





Wilger, ¢ A4., The General 1 
proofing Detroit Mi 

Will, Earl H The Reynolds & 
Reynolds Co Dayton, Ohio 

Williams A. B The Canton <Ar 
Metal Co., Canto Oh 

Williams, Harr J Ryan & W 
liams In Buffalo i | 

Williams, Harry O., Williams off 
Supply Co LaCrosse Wis 


Wilson, E. Cliftor Wilson 8 
& Pte. Co Houston, Te 
Wilson, Ross H w A. 8S aft 
Pen Co., Fort Madison, Iow 
Wingert, Louis P General 


Co., Kirkwood, M 
Wittke, J. S. A rhe J. G. 8 
Plank Book Co New ¥ 
N Y 





ALL STEEL DESK POCKET NOTARY 


SEALS 

















FOR THE STATIONERY TRADE 





CAST BRONZ& DESK SIGNS 
(ly ____-@ LOANS 
OFFICE 
ee NOTARY PUBLIC 
ALSO ENGRAVED BRASS SIGNS 


CASHIER 
PRIVATE 
TELLER 











WE ARE WESTERN AGENTS FOR 
AJAX - FOLLET - AUTOMATIC 
TIME STAMPS 





WE MANUFACTURE 
STENCILS-RUBBER STAMPS 
BADGES-TOOL&TIMECHECKS 





AMERICAN SEAL & STAMP CO. 


120 So. CLARK ST. 
CHICAGO, ILL. 











WAX SEALS ALL KINDS OF CAR SEALS 


NUMBERING 
MACHINES 
REPAIRED 




















DIEMER 
PRODUCTS 


FOR 
SATISFACTION 


AND 
SERVICE 


ENVELOPES for Filing, Mailing and Carrying 
Purposes, in RED ROPE and JUTE, for flat or 
folded papers. Also Metal End Filing Boxes. 

The illustrations show a few of the designs carried 


in stock 
Sampies furnished on request. 


JOHN F. DIEMER COMPANY 


519 Broadway (Est. 1888) New York, N. Y. 





SEND FOR CATALOGUE No. 30 
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A Mark of Superiority 


Fine woods are used in buildin 
desks of quality. They are bicdnet 
with care pe constructed soundly. 
Will the design and materials out-live 
the finish — beautiful at first yet so 
often marred with time? 


To Englewood Desks Du Pont 
Duco lends protection against scars 
and blemishes, scratches and stains. 
This enduring finish is proof against 
daily abuses, ever responding to the 
touch of a cloth with soft Ae of 
its original beauty. 


E. I. Du Pont de Nemours & Co., Inc. 


Chemical Products Division 


2100 Elston Ave., Chicago 569 Mission St., San Francisco 
Parlin, N. J. 
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Finished with 





The Englewood Trade Mark 


For years Englewood has represented the most modern 
design and sturdy construction in office desks. 


Now, added to these selling features, we have adopted 


the DUCO finish, a finish that beautifies and protects— 


A finish that 


—will not check 

—will not print 

—is extremely hard to scratch 
—and never scratches white. 


Englewood DUCO finished Desks are increasing sales 
and profits for our dealers. The exceptional selling 
features clinch orders from 
the hesitating buyer. 


The book of Englewood 
Desks tells the story; 
a postal will bring it. 





The book of Englewood Desks 


Englewood Desk Company 


Fifty-Eighth and Lowe Avenue 
Chicago 





iene hae a ye 
ayeteies 

















eager 
















er as Eh 
nig Neb gt a yA age wf Pein mr - 
4: heap wit Sone We al wh 








nye area ase ae on ae 















OFFICE 


Som 


BB 





LEADERS 
un LEDGER 
PAPERS 


APPLIANCES 
























When loose leaf books came into 
use some fourteen years ago, the 
Byron Weston Co. quickly real- 
ized the need of ledger paper that 
opened flat in the binder. The 
Weston made-in-the-paper Hinge 
was carefully worked out, pat- 
ented, and offered to the trade. 
To a large extent it has been re- 
sponsible, during the last four- 
teen years, for the success of the 
loose leaf idea in heavy record 
books and ledgers. 


Not only has the Byron Weston 
Co. maintained every point of ex- 
cellence in its Papers, but it has 
constantly pioneered as illus- 
trated by the early development 


Pectin Hinge 14 Years Old. 


Byron Weston Co. Papers have 
always been distinguished for 
their white color, remarkable 
ruling, writing, typewriting and 
erasing qualities, and superior 
strength—all of these points hav- 
ing been demonstrated repeated- 
ly by various mechanical tests, 
and by constant use under the 
most exacting requirements. 


The fact that Byron Weston Co. 
Linen Record Paper is used in the 
majority of County Offices for 
permanent records, where qual- 
ity governs the selection, is an 
unqualified endorsement of the 
splendid service it has rendered 
in preserving priceless public 
documents. 


" the hinged paper idea. 

















| BYRON 


WESTON 
COMPANY 


MILLS AT DALTON, MASS. 





















L920 OFFICE APPLIANCES 227 


WINNEBAGO 
DESKS 


Wittstein, H. H., The Globe-Wert Wray, Geo. B., Quigley Furniture 
icke (C*¢ Cincinnati Ohi« Co., Whitesboro N y 

Wolf { 4 The Maver ‘ aire 

. - r e Ma ° . Wright, N M., Atlanta Station 
( Ar Arbor, Mich ers’ Club Atlant Gs 

Wood Robert N The Esterbrook , anta, ia 
Steel Pet Mfg Co Camden Yawman, Francis J., Yawman & 
w 6 Erbe Mfe. Ce Rochester. N Y 

l, The ( Scripto Mfg. Co., Zant, Louis J Vietor Adding Ma 

( g I chine Co., Chicago, Ill 


Registration—Ladies. 


\ s, Mrs. Albert B New Koch, Mrs. F. J., Des Moines. Ia 
York City Krel, Mrs. J S. Cleveland, Ohio 
\dams, M Francis K., St. Louis, Little, Mrs Edw L., Wabash 
Mo Ind 
sh Mere. M le J Chicas m1. — Mrs. Millington, Buffalo 
Allen Mrs Ivar Atlanta, Ga Loomis, Mrs. B. ¢ Cc) iz Il 
Baer, Mrs. Leonard A Canton, O MeCargar, Mrs J R., Grand 
Baue Mrs. R. 8 Lynt Mass Rapids, Mic) 
Rootl Mrs A. W.. Toled Ohi MeCloy, Mrs \ W Pittshb 
Burns M Ronald (rrand Ta 
Rapids M McCreary, Miss I I ( ago. Ill 
Bushne Mrs Alval Jenkintown MeGee, Mrs. I } Kenmore, N.¥ 
Pr McMaster, Mrs. H. B., Jamestow: 
iikins, ¢ \ Grand Rapids a - 
Micl Madden, Miss A, M., Chicago, Ill 
irdinel | John ID Montclair Martin, Miss Vivian. Chicago, Ill 
N. J. Maul, Mrs. O., Detroit, Mich 
lds, Mrs. A, H Evanston, Il. Miller, Mrs. Donald ¢ Chicago, ll 
ates, Mrs. John, Cleveland, Ohio Miller, Miss Gertrude I Grand 
Cobt Mrs. ( C., Teledo, Ohio Rapids, Mich 
oly, Mrs. ¢ I Dubuque, lowa Miller, Mrs Pet R Grand 
Coggin, Mrs. F. L., Holyoke, Mass Rapids, Mich. 
Collins, Mrs. S. E Oak Park, Il Miner, Mrs. W. (¢ Macomb il 
yoper, Mrs. F, 8., Chicag Il Mitchell, Mrs. Chas, L Topeka 
DeMay Mrs. Don, Jackson Mic! Kansas, 
vennis, Mrs. Louise, Buffalo, N. Y. Morrill, Mrs. J. Reo Grand Rapids 
lbomelin, Jane Van, Grand Rapids, Mich. 
Mich Morse, Mrs. F. ¢ Muskegon, Mic! 
Finegar Mrs. I iH Herkimer Mortimer, Mrs. Mary A., Brooklyn 
N. ¥ me 
Fitzgerald, Gertrude, Grand Rapids Nichols, Mrs. H. I Columbus, O 
Mic} rhe Tisch-Hine Co Niehaus, Nettie Grand Rapids, 
ris, Mrs. Jacob, Holland, Micl Mich. 

Froehlik Mrs. S. W Cincinnati Ogren, Mrs. John W., Chicago, Ill 
Ohio. Ortel, Nina P Spokane, Wash 
Garvitr Irs Chas r Boston Parliament, Mrs. Howard, Evan- 
Mass ston, Ill “et 
Geyer Mrs Andrew New York Rice, Mrs. W. H., Needham, Mass 
City Robinson, Mrs. J. F., Wabash, Ind 
(sibbs, Mrs. Frank, Evanstor 11] Roth, Mrs. C, W Dayton, Ohio 
(;ilner Mrs I C., Grand Rapids, Russell, Mrs Wm Phiiadelphia 

Mict Pa. 
Gregory Mrs w R Detroit Ryan, Mrs. Frank M Milwaukee 
Mich Wis. 
Herr, Mrs. Herbert H Lancaster Saltzman, Mrs. Nathan H., Atlanta 
Pa Ga 
Herr, Mrs. L. B., Lancaster, Pa Schaefer, Mrs. H. G., Chicago, Il 
Hoole Mrs Frank RB Buffalo, Schuitema, Mrs Milo, Grand 
N Ee Rapids, Mich 
Horder, Mrs. H. G., Chicago, Il Schumacher, Mrs. Ray V., Daytor 
liowell Mrs ( H Chattanooga Ohio. 
Tenr Seott, Mrs. 8. A., Cincinnati, Ohio 
Hughes, Mrs. Frank M Oklahoma Sell, Mrs. E. H., Columbus, Ohi 
City, Okla Sell, Mary Catherine, Columbus, 0 
Hunting Mrs Edgar W Grand Seymour, Mrs. F. P., Oak Park, Ill 
Rapids, M Southworth, Mrs. Edward, Spring 
Hunting, M D., Grand Rapids field, Mass 
Mict Spalding, Mrs. \V P St Louis 
Idema Mrs Walter D Grand Mo 
Rapids, M Taylor, Mrs. Joseph Fitch, Bedford, 
win, Mrs. Earle 8S., Gra Rapids Ohio. 

Micl Taylor, Mrs. Wm. B., Cleveland, 0 
Jonas. Mrs. Chas. 8 Sea Cliff rowne, Mrs. E. 8., Holyoke, Mass. 
N. ¥ Waddham, Marion 0., Dalton, Mass 
mas, Mrs. R. A., Richmond Hill, Waldron, Mrs. H. E., Evanston, I 
lang Islan i Watkins, Mrs. W. H., Chicago, ! 
Leo! Mrs. T. Harris, Philadelphia, Wege, Mrs. P. M., Grand Ray 

Pa Mich. 
Kessler Mrs W iH (rand Wilson, Mrs. E. Cliftor Houst 
Rapids, Mi Texas 
eins t Mrs i r ( y Woods, Mrs R Emmett ( 
mati Ohio 


Handsome Catalogue from Sheaffer Pen Co. 


Lhe new talogue of the W. A. Sheaffer Pen Comp 
rt M iso! low ich has just been released, is re 
kable for its faithfulness to color and detail of desig: 
1e articles illustrated Phe catalogue is unusual, due to the 
t that it was printed entirely by the offset meth d, 
v M ove! he merchandise shown 1s 1n exact s1z¢ 


lid example of modern typography 


Blankemeyer Active in Chicago Masonry. 
[ Blankemever, who represents Invincible Metal 
the middle west. helped organize 


Howard Lodge 1134 A. F. and A. M. in Chicag 


ledicated October 29. Mr. Blankemeyer was 
iddress ot appreciatio1 for his work 
nd was presented with a large basket of red 
| or e¢ 











The Winnebago line of office desks is made for 
those who demand durability, strength and attractive 
appearance at a reasonable cost. Substantial quality 
and utility are built into each desk. Particular at- 
tention is paid to the finish and the designs are along 
modern lines. Winnebago Desks move rapidly, giv- 
ing the desk department a rapid turnover, a condi- 
tion fully appreciated by live dealers. 


Our catalog tells the whole story. 
It is yours for the asking. 


Winnebago Furniture Mfg. Co. 


FOND DU LAC, WIS. 
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z= THE ABC OF H-W OFFICE SEATING 


Appearance — 
sensibly designed, sturdily built, handsomely finished. 


Buyability — 
moderately priced, wide variety, long lasting. 

Comfort — Nk 
Scientifically made to correct posture for greatest efficiency. + | 























H-W seating experts, becked by our 99 years of seat building, are at your 
service without cost. , 

HEYWOOD -WAKEFIELD WAREHOUSES 
BALTIMORE, MD. 113 W.ConwaySt. LOS ANGELES,CAL. 215 East 6th Se. 
BOSTON 45, MASS. . Swisess Hill NEW YORK,N.Y. 516 W. 34th Se. 

Display Floor, 174 Portland St. PHILADELPHIA, PA. 244 So. Sth St. 
BUFFALO,N.Y. Wells & Carroll Sts. PORTLAND, ORE. 148 No. Tenth Se, 
x CHICAGO, ILL. 2653 Arthington St. SAN FRANCISCO, CAL. 









Display Floor, Am. Furniture Mart 
W KANSAS CITY, MO. 737 Howard St. 
= 1310 W. Eighth Se. ST. LOUIS, MO, Sixth & O'Fallon Ses. 
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THE RUSH-FRASER DE Luxe 


The IDEAL Ink And Typewriter Eraser 
in | by Uncle me Som 
ents 


in departm 
Used like a pe et ager) Ae ey 
For quick, "in metble erasing it is incomparable. 


An IDEAL Office Equipment Special 
combining ohn and —— 


LE DIAMOND 
BRUSH SH tts SECRET 


a 







Sells at Sight to stenog- 
no pbere and 
Mode fo 1G Gold finish. At 

‘s or mailed direct 


Rush Eraser 
Company 


500 S. Clinton 
Street 
SYRACUSE, 

















mY ape EP gnigrayyapeuags 
AICO PRODUCTS 


Billing and Bookkeeping 


achine Indexes 


Made in Celluloid and Leather—A - Z, 26 - 500 - 
1000 or more subdivisions ; Geographical; Numeri- 
cal; Months; Days, etc. Any size, length, or ex- 
tension. Punched for any device. Also “Patent 
Cut” Index Strips. 

Your stock orders solicited. We can usually 
show you some extra profit. 


Gold Stam eaen for atone and Bookbinders 


, Some 
Ga Titles 
Aiqner's Patent ony B Index Strips 





(3330) 
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(Business Show Exhibits.—Continued from page 71-K.) 


Hence of the New York office was in charge. In attendance also wer 
P. H. Mason, vice-president; William D, Mason and W. P. Mason, presi 
dent, of the home office. 

MUN-KEE PRODUCTS CORPORATION, Newark, N. J. and New York 
N. Y.—Exhibited here Mun-Kee Silent stamp pads and inks. This pad 
has a rubber base which is guaranteed for twenty years. In this base is 
an inking surface which is beth reversible and replaceable. Mun-Kee ink 
is a glycerine ink which is manufactured by a process said to insure 
permanency of color. This ink is put up in special tin cans with nozzl 
attachment. W. N. Hunter, general manager, was in charge, assisted 
by Miss C. Weinstein. 

MURMANN SALES CORPORATION, G. A., 280 Broadway, New York 
N. Y¥.—Here was shown the Insto electric time stamp. G. A. Murmann 
was in charge of this display. 

NASHUA PACKAGE SEALING COMPANY, INC., Nashua, N. H 
demonstrated the National package sealer; No. 5 National hand meisten 
ing machine; No. 101 National automatic, and the new No. 10 electri 
machine, which was especially featured. In attendance at this boot! 
were H. R. Mortimer and R. W. Phillips, New York representative, an 
T. W. Gautier, sales manager. 

NATIONAL CASH REGISTER COMPANY, THE, Dayton, 0., and New 
York, N. ¥.—Here were shown many of the company’s models, including a 
savings bank posting machine; commercial bank posting machine; proof 
department machine; hotel front office posting machine; analysis machine 
general store machine; department store cashier machine and department 
store clerk-wrap machine. W. A. Outten was in charge. 

NEVA-CLOG PRODUCTS COMPANY, Bridgeport, Conn,, demon 
strated the various uses to which the Neva-Clog stapling pliers can | 
put. Neva-Clog staples were also shown. Joseph M. Lewin, vice president 
was in charge of the exhibit. 

NEW YORK COMMERCIAL, 388 Park Row, New York, N. Y¥.—This 
a daily paper featuring industrial departments which include finan 
listed and unlisted; textile; floor covering; cotton; grocery and food prod 
ucts; drugs and chemicals; coal; metals; shipping services; inward maz 
fests and other industrial news. B. T. Butterworth, Jr., was in charg: 

NEW YORK HERALD-TRIBUNE, New York, N. Y., explained the 
service to the public. Press plates and mats used in the printing of a 
hewspaper were on display. The service of the paper as a medium fo 
office appliance advertising was explained. G. Anderson was in charge 

NON-PLATE ENGRAVING COMPANY, New York, N. Y., displayed 
full line of samples of Non-plate engraved effect work, including lett: 
heads, business cards, special announcements, Christmas cards, bo 
covers and folder covers. Richard Townley was in charge of this boot! 

NORTH-LIGHT CORPORATION, New York, N. Y., exhibited here fix 
tures adaptable to office lighting, including a full line of portable an 
reflector types, with a comparison showing the ordinary light and the 
North Light under similar conditions. A. J. Sanderson was in charge 

OFFICE APPLIANCE & EQUIPMENT COMPANY, New York, N. ¥ 
The Barrett adding machines and the Error-No copyholders were ex 
hibited in this booth. W. E. Brett and C. C. Harper were in charge 

OFFICE APPLIANCE COMPANY, THE, Chicago, Ill, and New York 
N. Y., explained Office Appliances, the news end technical trade jou: 
nal and its services to readers. Eastern Manager C. H. Everly was i: 
charge assisted by D. N. Briggs. 

0. K. MANUFACTURING COMPANY, THE, Oswego, N. Y., and New 
York, N. Y., displayed O. K. letter opener, 0. K. paper fasteners and 
©. K. sanitary erasers. In charge of this booth were E. R. Forster 
district manager. 

0. K. MANUFACTURING COMPANY, THE, Oswego, N. Y., and New 
0. K. attachments for Multigraph machines consisting of the single spac« 
underscore, to underscore single spaced letters: 0. K. even print device 
to eliminate the heavy pressure on all short lines of a multigraphe« 
letter, and the O. K. Vertical rule for ruling of all kinds of tabulate: 
forms. Miss M. Mohler supervised this display. 

OLD TOWN RIBBON & CARBON COMPANY, INC., New York, N. ¥ 
exhibited Old Town and Crowfoot brands of typewriter rfbbons and car 
bon papers. An automatic electric testing machine which produces a 
proven test of any two kinds of carbon paper or typewriter ribbon sick 
by side, was on display. President J. S. Epstein was in charge. 

ORTHWINE, R., New York, N. Y¥.—Cleanatype, the non-inflammalhk 
cleaning fluid for typewriters, office machines, rubber stamps, binders 
furniture, etc., was demonstrated. Also imported steel cash boxes, sp< 
cial card holders, self-balancing letter scales and other articles were 
shown. R. Orthwine, H. Osterman and W. Holzeit were im charge. 

PETERS-MORSE MANUFACTURING CORPORATION, Ithaca, N. Y 
and New York. N. Y., demonstrated Peters standard adding and listing 
machines in electric and hband-driven models; a fractional model, and 
direct substracting statement machine equipped with semi-antomati 
earriage. The exhibit was in charge of T. A. Forbes and E. P. Radigan 
J. A. Fried, Nelson White, John H. Barr, H. C. Peters and F. L. Mors: 
were in attendance at various times during the week. 

POSTAGE METER COMPANY, THE, Stamford, Conn., and New York 
N. Y., showed Pitney-Bowes postage meters; Pitney-Bowes Mailomete 
stamp affixers; permit printers; Universal canceling machine; Pitney 
Bowes mailing tables and mail bag racks. S. W. Sells was in charge of 
the booth. H. H. Robinson, district manager, and Foster M. Reeder 
general sales manager, were in attendance during the week. 

POSTINDEX COMPANY, INC., Boston, Mass., and New York, N. ¥ 
Here were shown the company’s line of visible files including the No. 1 
posting file; No. 8 original cabinet and folded aluminum or book panels 
Postindex No. 6 drawer file and No. 3 Postindex rapid reference files 
Roscoe Susmann, New York manager, was in charge. 

POWERS ACCOUNTING MACHINE CORPORATION, New York, N. ¥ 
—In addition to their regular line of numeric punches, sorters and tab 
lating machines, the company showed several new developments in m« 
chanical accounting equipment involving the recording and classificatior 
of names and words as well as numbers New York District Manage 
W. F. Pulster was in charge. 

PRESSTEEL ENGINEERING CORPORATION, New York, N. Y¥ 
Universal Units were shown here, as was also the new visible which th« 
company has but recently perfected. H. W. Ehler was in charge 

PROUNDFIT SALES CORPORATION, Grand Rapids, Mich., and New 
York, N. Y¥.—In addition to the usual Proudfit line, here were shown 
new type of Proufit mechanism that eliminates the separate key opera 
tion, and a new development in the way of a meter reading book f 
public service companies, also a sales portfolio to assist in the sales work 
of organizations employing field forces. George Farron of the home offi 
and James E. Foulks of the New York office, were in charge. 

PURCHASING AGENTS COMPANY, INC., THE, New York, N. Y 
This exhibit was devoted to the display of ‘‘The Office Manager."’ 
journal for office executives; ‘“‘The Purchasing Agent,’’ for the indust 
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Sell Time Saving 


- - - - - = Clerical Time is the Largest Expense in 


Maintaining an Office 
FAND 
TIME SAVERS 


sell rapidly in stationery stores. Your business custom- 
ers understand time saving. It directly affects their 
costs and their profits. Read the facts about these 
practical time saving items. Write for prices and dis- 
counts. Put them to work building profits in your store. 


Rand Visible Card Records 


The accepted, modern form of handling business information. 
\ Rand Invention. It has hundreds of thousands of time saving 
applications. It has revolutionized business methods—dethron- 
ing guess work and putting facts in control of business decisions. 
\s a saver of clerical time it has no equal, say thousands of 
users. No office equipment is more eagerly bought. 


Ask Us About our Free Trial Offer 


Rand Visible Name Guides and Folders 


have the ANGLE TABS that save file searches. All names in 
sight. The clerk does not look for the folder—she sees it. 
These are long wearing folders, made of the best materials. 
A full line to meet all requirements. 
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Rand Makurown Index Tabs | 
Visible — Brilliant — Readable 


\ tab for every purpose, one that fits every book, ledger 
or file that must be indexed—that’s the Rand Makurown. 


It comes in six inch strips that the user cuts to length. Typed 
or written labels are inserted in the transparent holders. There 
are six distinctive colors for classification. Four handy widths. 
Stationers everywhere find it an attractive time saving, salable, 
profitable item. Advertised in national magazines. 





Rand has been selling time saving for twenty-five years. 
Rand products bring repeat sales to stationers. The Rand line 
is everywhere profitable. Write us for prices and discounts, it 
is your move to increase profits. Mail the coupon 





Rand Company Division 
Kardex-Rand Company 


Rand Company Division 
717 Kardex Park Tonawanda, N. Y. KARDEX RAND COMPANY 
717 Kardex Park, Tonawanda, N. Y. 


[] Send me prices and discounts on your line of 
Rand Time Savers. 


[1 Tell me about the free trial offer in connec- 
tion with Rand Visible Card Records. 
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Oxford says: 
“Let’s Get Down to Brass Tacks!” 


OU hear a lot of talk about “quality” and “service” 
when you buy filing supplies but, after all, the big 
question in your mind is: “How much of this can | 
sell and how long before I get my money back?” 


You know all about the quality of Oxford Filing Sup- 
plies and that we make a modern line from the low-priced 
to the best. DO YOU KNOW how we help you get 
your money back plus a profit ? 


Get In On Our New Package Idea 
and Use Our Free Advertising 


We have blazed the way for you to make quick, worth- 
while sales. Even if the customer doesn’t know the 
“A-B-C’s” of filing, he can see the value in our new 
package which holds a complete correspondence filing 
outfit that starts him right and gets him using a com- 
plete assortment of guides and folders at a real profit to 
you. Full directions in each package. Following the di- 
rections makes a filing expert out of the “dumbest” 
customer. 


No selling or educating to do. Show a package and make 
a sale for one, two, or four drawers. 


But you can’t sell if people don’t visit your store—so we 
give you free the advertising which brings customers 


to you! 


Pages 12 and 13 of our new descriptive price-list tell 
the whole story about the sales-building package idea. 
Send for your copy today. 


Orton. FILING SUPPLY Co. 


382 Jefferson St. - - Brooklyn, N. Y. 
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buyer; also two business books The Fundamental Principles of Purchas 
ing’’ by H. D. Murphy and ‘‘Handling Callers in the Business Office’’ by 
Helen Hysell. C. C. Bull was in charge of this exhibit 

PURO FILTER CORPORATION, New York, N. ¥ featured the Puro 
filter-purifier drinking water service Six different styles of this device 
compose the line. D. K. Luke was in charge. 

RAPID ADDRESSING MACHINES COMPANY, New York, N Y 
demonstrated the various models of Rapid addressing machines and com- 
ponent equipment, including the D-11 foot operated and hand operated 
Belknap Indexograph with automatic selector; the Duplex-wrapper cutting 
machine and the model D-1 

REMINGTON TYPEWRITER COMPANY, New York, N. Y., exhibited 
the new No. 6 Remington-Noiseless with standard keyboard; Quiet model 
No. 12 Remington; Remington No. 30; No. 20 Remington special biller 
and Remington portable machine with standard keyboard. Shown for the 
first time was the Remington Model No. 5° with type segment shift and 
the Remington bookkeeping machines with electric carriage return for 
many applications, statement and ledger, several plans, payroll and pay 
check at one writing, sales distribution and all classes of statistical work 
The new electric driven office model Remington typewriter attracted con 
siderable attention. A. A. Frazer, manager of the New York office, 
assisted by A. L. Ruiz, assistant manager, and John F. Soby were in 
charge with an assignment of special salesmen for various show periods 

ROCHESTER SELF-BINDER COMPANY, INC., New York, N. Y¥.— 
On display here was the new patented Rochester book-making binders 
which are said to save money and space for all users of loose-leaf filing 
or binding systems. H. Sanders, president and general manager, was in 
charge 

SAFE-GUARD CHECK WRITER COMPANY, INC., New York, N. Y¥ 
showed the Safe-Guard check writer which protects the payee's name and 
also the written amount on the check. This company also manufactures 
machines for use in foreign countries in their respective languages, in 
cluding Japanese, German, French, Spanish, Portuguese, Swedish, Nor 
wegian, Danish, etc. The new stock certificate machine which prevents 
the raising of stock certificates was also displayed. This exhibit was in 
charge of Edward Underriner 

SAINBERG & COMPANY, IN¢ New York, N. Y.—-Here was exhibited 
the company’s full line of stationers’ specialties, including the Elsane 
Calendesk pad; Elsane combination desk pad, etc. Robert B. Sainberg was 
in charge 

SCOFIELD & COMPANY, New York, N. Y,., showed the company’s 
products including telephone brackets, book holders, directory cabinets 
book covers, hoods, memo pads, glass mouthpieces, receiver cushions, 
muffiers, receiver holders, stands and locks, as well as swinging type 
writer stands and portable typewriter stands, dictionary stands; stands 
for mercantile and reference books, atlases and Weilaphones Willian 
Adams was in charge of this exhibit 

SENGBUSCH SELF-CLOSING INKSTAND COMPANY, Milwaukee, Wis 
and New York, N. Y., displayed Sengbusch ink wells and sets, Ideal 
moisteners, No Over Flo sponge cups, mucilage appliers and Kleradesk 
New York Manager C. G. Tollefsen was in charge 

SHAW COMPANY, A. W Chicago, Ill., and New York, N. Y¥.—The 
various publications and books of this company were on display here. A 
F. Van Buskirk was in charge 

SIMPLEX TIME RECORDER COMPANY OF NEW YORK, Gardner 
Mass., and New York, N. Y.—0On display here were time recorders, pay 
roll recorders and cost keeping recorders E. H. Kelder, district man 
ager, was in charge. 

SIMPLICATOR CORPORATION, New York, N. ¥ showed a simplified 
hand-operated duplicator made in four sizes and usiug dry stencils. The 
exhibit was in charge of Thomas Fleming Walsh and Gerald V. Kelley 

SMART, CHARLES N. & BRO., New York, N. ¥ This exhibit was 
devoted to the display of the Bostich fastener; Bostitch tacker and the 
Bostacker. John Smart had charge of the booth. 


SMITH TYPEWRITER INC., L. C. & BROS., Syracuse, N. Y and 


New York N y The various models of L. C. Smith typewriter were 
shown including Models 6-26; 8 drug label platen and micro type; 8 stand 
ard correspondence machine }-14; 6-20; 3-12; 8 equipped with bail’’ re 
verse line spacing mechanisnu type to match multigraph Elite for filling 


in form letters; 3-18; Type Bar brand supplies and Elliott and Belknap 
stencil writing machines. J. W. Kiplinger, assistant sales manager, was 
in charge 

SPEED-O-FEEDER COMPANY THE, Cleveland, O exhibited the 
Speed-O-Feeder automatic feeder for typewriters Many new improve 
ments have been made in the past year and the device attracted consid 
able attention. H. I. Wood was in charge of the exhibit 

STANDARD MAILING MACHINES COMPANY Everett, Mass and 


New York N y showed the Standard stamp affixer, Standard envelop 
sealer it arious models ind the Standard postal permit printer a 
sealer A new vacuum-fee suction moistening sealer was featured—ar 
all-metal unit Another new device was the sticker label platform w 

is an attachment to put on the ordinary Standard stamp affixer for us« 
in affixing labels and pre-cancelled stamps on broadsides Marcus M 


Plechner was in charge of this exhibit 


STANDARD SPECIALTY COMPANY, New York, N. ¥ displayed st 


umbrella stands, steel stumers and steel telephone stand The Clar 
steel ft ng chair and the Stakmore chair were also included in this 
exhibit Monroe Goldman was in charge 


STEWART & COMPANY R. A New York, N, ¥ See Ajax T 
Stamp Company 


STROMBERG ELECTRIC COMPANY, Chicago, 1 ind New York 
as Featured clocks ost recorders, time clocks, time recording 
chine and time stamps, a electrically operated District Sales Manag 
V. R. Dittman was ir arg 

SUNDSTRAND ADDING MACHINE COMPANY Rockford, Ii : 
New Yor N. ¥ Here were exhibited a full line of Sundstrand ad £ 
machines ! ling the new kkeeping machine iving mar tk 
matic cont s General Easter Manager Willia M Newson vas 
charge 

TABULATING MACHINE COMPANY THE, New York, N. ¥ S 
played printing electr tabulating machine, standard electric tabulating 

aching electr card « nting tabulating machine sorting machine 

ectric y pune standard key punch standard gang punel star 
verificat pur and the 7 etograph. L. H. LaMotte, assistant man 
iger, Was harge 

rALLIPHONE COMPANY INC., 277 Broadway, New York, N. ¥ 
rhe Talliy ne a device for keeping track of telephone calle-—was 
played at this booth by B. I. Rosenhaus and J. D. Selder 

TELEPHONE AUXILIARY COMPANY, INC., New York, N. Y S vn 
for the first time was the Auxil-A-Phone, a new invention designed to 
enable the telephone user to receive with both ears and exclude s 
rounding noises. This boot is in charge of L. 8. Scher 

TICKETOGRAPH COMPANY, New York, N. ¥ (See Tabulating M 

ine Company 
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Office 
Afford 









shade for 


catatog. 








lhe moderate price of Amronlite 
opens new markets for them. 
Offices which have had to be satis- 
fied with inefficient shades now 
look to Amronlite to fill their needs. 
Designs are suitable for home as 
well as office and furnished in plain 
green or decorated effects. A pat- 
ented feature permits removing the 


without tools and with- 
out disturbing the wiring. 


Ask for catalog. 


FARIES MFG. CO. 
Decatur, Ill., U. S.A. 


A complete line of 
cuspidors for hotels, 
clubs and offices is 
also described in our 
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Time Saving Features 


Make Them 
Big Sellers 
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BOOKS 


DUPLICATING 

Business ‘ see it a glance how these handy duplicat- 
ng record } ks simplif ‘ k and save time. That's why 
hey buys realily ise them so widely the country 
yver rhe s Z Simplex Book for every business pur- 
pose r 4 ft« : f s—and all big sellers. Write 
today for ‘ facis it Simplex Books and the whole 
profitable r f Zior ff supplies 


A FEW BEST SELLERS 


General Receipt Books Order Books 

Credit Receipt Books Pocket Order Books 
Rent Receipt Books Rectiving Books 
Banker's Receipt Books Scale Books 


ZION « inpustries 


Office Supply Dept. 


(Wilbur Glenn Voliva) 


Zion, Illinois 
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DEALER'S 


PRICE LIST 


NO. 103 
NOW EFFECTIVE 


IF YOU HAVEN’T YOUR COPY 
PLEASE WRITE FOR IT. 


THE WORKMAN MANUFACTURING COMPANY 


CAPITAL & SURPLUS OVER $400,000.00 
1200 W. MONROE STREET CHICAGO 








~— 


The Defiance Eyelet Punch 


A combination punch and eyelet set — thor- 
oughly reliable, hema and constantly 
in stock. Also Defiance Eyelets. 


STANDARDIZE ON THE 


GENUINE GEM AND 
PERFECTION 


Desk Memorandum Calendars 








Perfection"No. 30 


“House of Service’ 


“> DEFIANCE J 


Stationers’ Glassware, Hardware & Specialties 
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TODD PROTECTOGRAPH COMPANY, Rochester, N. Y.. and New York 
N. Y., displayed their line of check writers, Protod-ireenbac checks 
letterheads and adding machines. Their new personal Protectograph fo 
the use of the individual was particularly featured. C. E. Simmons had 
charge. 

TOLEDO SCALE COMPANY, Toledo, 0., and New York, N a 
showed the various products of this company, which include person 
weighers and parcel post scales. Scales Supervisor H. M. Seely had 
charge of this display 

TOWEL SUPPLY ASSOCIATION OF GREATER NEW YORK. New 
York, N. Y¥.—-Linen towel service, office cabinets and conveniences em 
phasizing the value of personal hygiene were demonstrated. The exhibit 
was in charge of Messrs. Langdon, Adams and Gresser, assisted by rep 
resentatives of member companies. 

TRINER SCALE AND MANUFACTURING COMPANY, New York, N 
Y. (See Allsteel Scale Company, Inc.) 

TYPE-ADDER CORPORATION, New York, N. Y., showed the Type 
Adder attached to the Underwood, Remington, Royal and Woodstock 
typewriters, and demonstrating adding, listing and billing done. Maurice 
Samburg and Julius ©. Hochman were in charge. 

UNDERWOOD TYPEWRITER COMPANY, New York, N. Y showe: 
all models of the Underwood typewriters with 10, 12, 14, 16, 18, 20 and 
26-inch carriages, soundproof cabinets; booKkeeping machine fanfold 
billing machines; portable typewriters and revolving duplicators The 
new model No. 5 revolving duplicator attracted much interest. Sales 
Manager J. E. Neahr was in charge. 

UNIVERSAL FIXTURE CORPORATION, New York, N. Y¥.—Here were 
shown the Universal adjustable steel shelving and Universal swing-wing 
displayers. The exhibit was in charge of the following space and dis 
play engineers: L. Abeles, W. F. Bones, J. W. Dumbolton, H. Fredericks, 
P. Korn and W. L. Nodell. 

VISIBLE RECORDS EQUIPMENT COMPANY, Chicago, Ill., and New 
York, N. Y. (See The Brooks Conipany.) 

WALES ADDING MACHINE COMPANY. Wilkes-Barre, Penna and 
New York, N. Y., demonstrated the various models of Wales adding 
machines including No. 20, a fully equipped nine-column machine; N« 
110 a ten-column, single counter or straight listing, desk model machine 
No. 11, a ten-column desk machine either hand or Giectrically operated 
G,. A. Murman, district sales agent, was in charge. Also in attendance 
was General Sales Manager H. E. K’Burg of the home office 

WEIG SALES CORPORATION, New York, N. Y., displayed F. & E 
check writers and protectors in all models including the regular standard 
machine; Premier model, which protects the payee’s nanre; footpowe: 
machine; electric driven check writer, a machine that writes checks in 
sheet form, and a machine to use in banks for the protection of the 
certification of checks. The new F. & E. automatic check writer and 
spaces and the new F,. & E. Lightning coin changer were also show: 
0. E. Weig, treasurer was in charge. 

WESTERN UNION TELEGRAPH COMPANY, New York, N. Y¥ 
demonstrated the service of the Western Union. There were the multi 
plex sending and receiving machines operated by two girl operators 
showing how it is possible to send eight messages over one wire, four in 
each direction at the rate of 480 messages per hour. A complete cable 
recorder set was on display showing how cables are transmitted to and 
from European cities. The clock map showed how time signals ar 
gathered daily from the naval observatory at Washington, D. C., and 
flashed throughout the United States, also the self winding and regulat 
ing clocks. Also shown were the stock ticker, messenger call box serv 
ice and other apparatus. H. J. Hyland, district commercial superintend 
ent, was in charge. 

WOOD-REGAN INSTRUMENT COMPANY, INC., THE, New York 
N. Y¥.—Wrico letter guides in various styles and sizes were shown. R. I 
Wood and G. A. Cullen were in charge of this exhibit. 

WOODSTOCK TYPEWRITER COMPANY, Chicago, Ill., and New York 
N. Y., exhibited the various models of the Woodstock Electric type 
writer, as well as standard line of typewriters varying in width fron 
the standard carriage to twenty-two inches. The Efectrite is a few ce 
parture in the typewriter field which has heretofore been described ir 
Office Appliances. Manager 0. J. Carow was in charge. 

YORK SAFE & LOCK COMPANY, York, Penna., and New York. N. Y 
—Safes and chests of this company’s mantfacture were on display her 
In attendance at this booth were Theodore Calleau; George H. Lerch 
William FE. Schubert; C. A. Dodd; J. F. Brush; A. Collender; M. J. Gil 
more; F. L. Morgan 


Office Appliances’ Business Show Guest Book. 


The following visitors called at the booth of this journal 
during the New York Business Show and inscribed their 
names in the Guest Book: 

A ing Machine Company Orange 
Adams, F. L., New York, N. ¥ a - 
Ames, CC. H., Ames Supply Co. Chrystie, W. J., Royal Typewrite 

New York, N. Y. Company, Ine.. New York, N. ¥ 

B Colegrove, B, W., G. R. Leonars 
Rates, Harry, Remington Type- _ & Company, New York, N. ¥ 
writer Co., New York, N. Y. Conger, Ta. J., Corona Typewrite 
Baxter, R. H., New York, N. Y Cononee, Gon, 2. 


Beardsley, Blanche S., Lynbrook, Conklin, B. Ri Lynbrook . @ 
Conover, Seymour, Seymou ‘ 


L. L. , 4 S . 
Beardsley, W. H., General Type- over Company, New York. N. 
writer Exchange, Brooklyn, N. Y. Cross, Mr., Cross & LaBeaum 
Rork, William J., Buffalo, N. Y. _New York, N. Y. 
Brennan, A. L., Jr.. Graham-Chis Cudney, E. C., Hammond Typ. 
holm Co.. New York, N. Y. writer Company, New York 
Brown, James S.. Glen Ridge, N. J N. 
Brown, W. R., Marchant Calculat- D 
Ne — _ ~~ Dahlke, FPen., Dahlke Stationer) 
Burg, A., Art Steel Company, New Company, Buffalo, N. Y 
York, N. Y. Daniels, H H b Marchant Caleulat 
Burnham, KR. B., Burnham & Fish- ing Machine €o., New Yor 
ler, New York, N. Y. N.Y a ang 
Bushnell, Nelson, Alvah Bvshneli DPechant. H. G., Feenamint Cor 
Company, Philadelphia, Pa pany New York. N. ¥ - 
Dinsmore. Laird €., Corona Type 
Cc writer Co.. Groton, N. Y 
Cardincil, J. D.. Ink-Out Manufac Dixon. Hazel M., Office Appliances 
turing Co., Montelair, N. J New York, N. Y. 
Case, F. L. Remington Typewriter Durand, Nelson A., Thomas A 
Company, New York, N. Y. Edison, Inc., East Orenge, N. J 
Chorpenning, George H., New York Durbin, E. F., Durbin Office App 
N.Y ance Company Los Angeles 


Chase, George C Monree Caleuiat Calif 
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fA DEVELOPMENT OF FIFTY YEARS IN DESIGN AND QUALITY} 








HicH SPEED ADDING-CALCULATOR 


equals 





‘Freedom from figuring 
cares forever, 


Any girl in your office, after brief 
instruction, can handle your most intri- 
cate figuring problems on the Monroe with 
Lightning Speed and First-Time Accuracy. 


Locked-Figure Addition, Direct 
Subtraction, Fixed Decimals, Visible Proof, 
Automatic Division and other features in- 
herently Monroe, make this quality ma- 
chine ideal in its usefulness to you. 


Used as a bookkeeping machine, 
as an adding machine, as a calculating 
machine—to figure payrolls, percentages, 
ledger work, statistics, inventories, etc., 


the Monroe saves its cost many times 
over, year after year. 


Thousands of businesses of every 
size and type have tested and proven that 
the Monroe is the world’s fastest, most 
useful adding-calculator. 


WHY NOT PROVE THIS 
FOR YOURSELF? 


Simply name a convenient time 
for the Monroe man to call so that you 
may prove Monroe advantages on your 
own work. No obligation. 
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Monroe Machines and Service 
are available in All Principal 
Cities of the U. S., Canada, 
Great Britain, Europe and 
throughout the World 


Monroe Calculating 
Machine Company 
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Woolworth Building, 
New York, N. Y. 
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The ‘‘Jumping Man’’ Display 
= now being shown by Shaw- 
Walker dealers throughout the 
country. The posters are re- 
newed every month,—a service 

that is given with the 


= 


Magazine 
Advertising 


A 


Window 
Displays 




















Selling Your Customer 
When He’s Where He Can Buy 


Window displays with selling thought behind them often constitute the 
reason why one retailer somehow sells more than any of his competitors, 
even when these competitors are apparently his equals in other ways. 


Shaw-Walker, recognizing this fact, is furnishing its dealers with \ j 














the remarkable window piece and posters pictured above This display 
‘ is done on heavy, non-warping cardboard in nine colors, by an oil process. 
\. It is not only a strong influence for direct sales, but an important adjunct to the pres 
~, tige of any dealer. Another display is to be released later on. Remember th: 
\ Magazine Advertising and Window Displays are only two of the many sales hel Ips 
~‘\, which Shaw-Walker furnishes its representatives. The coupon will bring you ful 
Send ~*~. information. 
more Ye 
information \ 
about your ‘\ a 
proposition ~*~ 
for dealers ‘\ 
‘ (Serie 
5 
Name » * Filing Cabinets Expert Indexing Cards 
‘ ° 
a ra Folders Guides 
\ 
nee \ Desks Safes Safety Vaults 
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Eckler E ~ Regal Typewriter Paper, Herma G rhe Evolut 
Company, New York, N. Y Phone Company, New York 
: pee A me e 
Epstein, Josey Old Town Ribbon : . 
& Carbon Company, New York Paper, Mrs. H. G., New York Office 
. ¥ N.Y 
ic soa. Ww Reminstor _—_ Perry, Mr., American Writing Ma x 
tear C ” ee , ' hine Company, Newark, N. J ( h 
er Compar : rk, N. ¥ ’ 
writer Co ’ New Ye ‘ Peters. Hi. ¢ ieteme Stee. Sil airs 
F facturing Corporation, New York = 
Fitzgerald, J. W., American Safe N. x. nat of Quality 
ty Envelope Company Bostor Phillips, J. D American Sales 
Mass. Book Company, Ltd., New York, 
Fles, Louis, Amsterdam, Holland : N Y. : 
Franklin, C. W New York, N. ¥ Pohnke, George ‘ Stationers 
Fried, Jerome A Peters-Morse Loose Leaf Company, New York 
Manufacturing Company, It ‘ N. ¥ a 
: ¥ R d 
Frost, H. E., Speed Key Manufa Ray, E kK Corona Typewriter No. 7612—1 he 
turing Company, Brooklyn, N. ¥ Company, Groton, N. Y 1+} @, io 
- ‘ W th of Sea z 
Fry, 8. W Ironclad Ribbon & Reed, R. U., The Bircher Company Height of Back ae 
Carbon Company New York Rochester, N. Y. #4 
m « Reynolds, Dean S8., Office Appliance x 
G Company of Boston, Mass f 
Gazley, Car Yawman & I ‘ toach, Milton M Acme Staple 
Manufacturing (Co., Rochester Company, Camden, N. J 
N. ¥ : Robbins, Herbert |} London, Eng 
Goessling, H. H., New York, N. ¥ sane. Sad 
Goldman, Mrs. Henry, Long Island Ruck, George, Columbia Ste 
City, N. ¥ 7 Equipment Company Philade 
Goldman, Monroe, New York, N. ¥ phia, Penna 
Gould, A Marti: Travelers Ir Ss 
surance Company, New York Sainberg, Robert B Sainberg & 
N. ¥ aes Co., New York, N. ¥ 
Graff, George B., Graff-Underwood Salvage, Bert W., Fowler-Manson 
Company, Boston, Mass Sherman Cycle Company, Chicag 
Grantham, Harold, Library Burea Til. 
New York, N. ¥. Sanders, Harry Rochester Self 
Greenhaus, A Ss Tioga Paper Binder Company, Rochester, N. Y 
Goods Company, New York, N. Y Sandner, B. 17 Russia Cement 
H Company, New York, N. ¥ 
Hasbrouck wW H Jr bndtrew Sawyer, W. 8 Sawyer Key-Tag 
Gever, Ir New York N y Company, srooklyn N Y 


Schachne, Irwin, Scripto Manufa 
turing Company New York 
Ne ¥- 

Schultheis, Emil, Addiator Calcula 


Hawkins, Fred, New York, N. ¥ 
Hawley. F New York, N. Y 
Hays, Robert B New York, N. ¥ 


Heaton, Joseph F., Pawtucket, R. I . 

Holmes. A rR Columbia Pibbop tor ¢ ompany, New York, UN ¥ 
& Carbon Company, New York Sell, Lewis H., New York City Manufactured by 
N. ¥ Sheehan, James J., Providence, R.I 


Humphrey, G. W.. Deflance Mai aeoaeiay Compon ag kag Crocker Chair Company 
=. s 


facturing Company, New York y 














N # . . 

Hutchinson, F., Burnoilee, England. Simpson, Louis C., Pacific St Sheboygan, Wisconsin 
tioner, New York, N. Y 
K Slingerland, C. A., Postindex Cor 

Kavanaugh, Ls F., Keystone Of pany, New York, N. Y¥ 

fice Appliance Co., New Bed Smith, A. J., New Haven, Conn. ] 

ford, Mass smith, Charles E., Underwood Typ« f 
Kee, W. H East Orange, N. J writer Company New York 
Kellogg Milton Textile Cover N. ¥ STANDARD 

Corporatior New York, N. ¥ Smith, Ellen, New York, N. Y¥ 
Kilbourne, D. J., Burroughs Adding Snell, R. F Library Bureau, Bos 

Machine ( Newark, N. J ton, Mass STEEL 
Kilbourne Mrs D J Newark Soby, John F Remington Typ« 

N. J writer Company New York TELEPHONE 
Kimball, J. N New York, N. ¥ i. me 
Kiplinger, John W L. ¢ Smith & Steinberg, A. Ralph, Monarch Desk STAND 

Bros. Typewrit« Inc Syr S¢ Corporation, New York, N. ¥ 

i! & T 

L Taggart. Donald C Dahlike St 

Lasher. Hiram S Underw rye __ tionery Company Buffalo, N . Has 

writer Company, New Yor! Tavenier, L HH Fulton Specialty 

N.Y Company, Elizabeth, N. J many 


Tehan, Harry G., Charles M. Hig 


Iehman, M L.. Western Union 
gins & Company, Brooklyn, N. Y 


Telegraph Company, New York uses— 












N ¥ Thompson, William H., Grahan 
Lennihan, l.. Jr 4. W. Shaw Chisholm Company New York 
ompany ‘ ~ a . 
Company, New York, N. ¥ Tongue, Arthur, Elliott - Fisher Size 13x13x31 
M Company, New York, N. Y¥ 
Macbeth, J. B Thaddeus Davids Tucker, F. R., New York, N. ¥ Welded 
Ink Company New Y zk WN. Y rwist Stanley H Office Eq I Construction 
Macdonald, D. W. R., Ellis Adding ment Catalogue, Chicago, I 
Typewriter Company Newark U 
N. J Underwood, R American Writ 
Macke, R. ¢ Samuel ( Tatur ing Machine Company Newa P 
Compan) New York N y NJ ” 
Merekle, J. W. R, "New York, pnderwood, P. G., Graff-Underwo STANDARD ’ 
Company Roston, Mass Pd 
Mestre, Luis, Ames Supply ‘ Ww STEEL Pe * 
pany, New York, N. , ae _ ie - 
womges, He Beir. The Brooke Wagner, ¢. t, Atumigam COSTUMER L$’ 
Company, New York, N. ¥ pany of Ame . ew or ~_ 
Morgan, J Anderson, Hamn mS. oa Sie L i ae - Standard 
[ypewriter Company, New York allace ‘ _ = = asting Py pec y Coe., 
“ Y¥ Company, New York, N. ¥ oo’ . 256 _Breadway, 
a 2 a. 2 oe Ward, E. J., Invicta Writer, I: Beauty fo New York City. 
: on London, Eng d “5° oO" 
pany, New York, N. } Gtenanen” tee a —— and Utility & 
Moss, Samuel H., New York, N. ¥ Wegener, Mr., Argus Manu ‘ 
Murphy John A Ran MeN * ing Company, New York, N. ¥ AS You may send:— 
Comr a New Ye rk N Wheeler, A S Hammond Trp «> 
, writer Company, New York N. ¥ S. S. Costumers @ $10. 
N White, E. 17 The Purchasing mY 
Neahr, J. |} Underwood Ty Agent Company, Ir New York 72 in > S. S. Telephone Stands @ $10 
writer Company, New Yo N. ¥ N. ¥ high 
Neary, J. E., Andrew Geyer, Ir White, Sam B., Providence, R. | wreen mareba. 
New York, N. ¥ Y 
Nitschke, Georg A Aut at Yancey, G. I New York, N. ¥ Dealer Profit Plan 
Pencil Sharpener Company) New Zz 
N y 
York . Zilisech, O ( National Bottlers 
2) Gazette, New York, N. Y.  jé#=  ég 4 gg NAME... «2.6 c ccc c ever nceervcceesseresensses e 
Ohnstrand, Enoch, Libra Burea Zuber, F. G., Columbis 
Ilion, N. ¥ ment Company  SePPerTrTTerT ft? re . ove 





Olivetti Mr Italy Penna 
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Built to Stand Up 


—not to wear out 
or tip over! 


CONSTRUCTION : Post of drawn steel 
square tubing with sunken panels. 
Base pressed steel cross-locked and 
welded to post (not screwed). Hooks 
polished solid cast bronze, fastened 
with screws tapped into post and rein- 
forced. Top casting grey iron. Baked- 
on enamel metal furniture finish — 
three coats of enamel and one varnish 
coat rubbed to an egg shell gloss. 


Display cards and sales helps are furnished 
dealers free Wriie now for Folder 15. 


eta 


Costumer 


Strength Where Strength is 
Most Needed — At the Base 


The Sanymetal Products 


Company 
1695 Urbana Rd. Cleveland, O. 
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Hobert Abel Stacy. 
Hobert Abell Stacy, head of the Success Line, In 
passed awzy at Chicago, Ill., September 20. He had been 


engaged in the calendar pad business many years, and 
several years ago organized the Success Line, Inc. Inter- 
ment was at Janesville, Wis., which had been the Stacy 
family home a number of years. Mr. Stacy was fifty-tw 
vears old, born at Anamosa, Jowa, and is survived by th: 


widow. 


+ + + 
Hans W. Eggli. 


From Zurich, Switzerland, comes a copy of an address 
given at the funeral of Hans W. Egegli of that city, wh 
passed away on September 11, 1925, in his sixty-third yea 








Good Merchandise 


is always successful— 
for both Merchant, Manufac- 
turer, and User 






At no time has the C. A. 
Cook Co. “Quality” lime of Ad- 
Justable Spring Back Chairs 
suffered an interruption in its 
twenty-five-year record of 
success, 


Nor is there any secret or 
mystery about that. It is 
merely invariable and uniform 
goodness of “Cook Quality,” a 
sign of good chairs found in 
all corners of the world. 


“Cook Quality” is a guarantee of the foremost devel- 
opments and improvements in Adjustable Spring Back 
Chairs conducive to good posture and COMFORT. 


In the same way that energetic Americans are raised 
from youth to manhood on Mother’s good roast-beef- 
mashed-potatoes-bread-and-gravy meals, do dealers lift 
their business to higher levels on “Cook Quality” Ad- 
justable Spring Back. Chairs. 


C. A. Cook Company 


18 Osborn Street 
Cambridge 39 Mass. 
Write for Catalogue and Circulars 





THE LATE HANS W. EGGLI 


He was a man of high character and remarkable attai 
ments, and had made himself known and respected throug! 
out Europe and in the United States as well. The address 
referred to was delivered by Dr. G. Brennwald, who re 
counted the outstanding events in the life of Mr. Egg! 
eulogizing his character and the services he had pet 
formed for his fellow men. 

Mr. Egeli was the inventor of the “Millionaire” a1 
“Madas” calculating machines made by the H. W. Eggli 
Aktien-Gesellschaft, which concern he founded and mat 
aged until the time of his death 

These machines are known throughout the civilized 
world, being sold in the United States through the Mors 
hauser organization. 

At the age of nineteen Mr. Egegli visited Norway and 
Rocky Mountain region of the United States on hunting 
expeditions. He was an expert shot and the rifle compar 
of the city of Zurich appointed him to several important 
offices. He was a veteran Alpine climber and it is 
that no peak he ever attempted proved inaccessible to hi 
Among the mountain peaks he negotiated were the Matter 
horn, the Zinalrothorn and the Weiszhorn. 

Mr. Eggli’s duties in connection with the calculati: 
machine business will be taken up by the Messrs. Banr 
wart, his co-workers in the direction and management of 
the company. 

So passes a distinguished and useful citizen of the world 
whose genius for invention enabled him to perform great 
services in the field of business. Office Appliances joins 





his many other friends in mourning his loss. 
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Dealers Proclaim It the Sensation 
of the Better Business Homes Exhibit 























At THE Grand Rapids Conven- 
tion of Stationers, Office Out- 
fitters and Manufacturers, held 
October 12 to 15, dealers were gen- 
uinely enthusiastic over the Clem- 
coglide in the daily demonstra- 
tions. They appreciated instantly 
the seven points of superiority and 
proclaimed this perfected type- 
writer desk the sensation of the 
‘Better Business Homes” exhibit. 
Permanent exhibits are maintained 
at the factory for the benefit of vis- 
itors. You'll be more than wel- 
come and such a visit will enable 
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you to enlarge your sales possibili- 
ties. If you cannot come, let us 
ship you one of these desks—you 
will readily see that we have been 
extremely modest in our claims. 


Contrary to the expected slam and 
bang when closed, the Clemcoglide 
takes the drop out of centerdrop. 
It STOPS the DROP so destruc- 
tive to both machine and desk. 
The smooth, quiet and positive ac- 
tion assures long life at low cost. 
Read the seven points — sales 
points which build profits. 











THE CLEMETSEN COMPANY 


3403 West Division Street 
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IMPRESSIONS 


T may be a fallacy that a man’s character is told by his 
Finger Print Impressions, but it is an absolute fact that 
impressions tell the character of a good or bad carbon paper. 


In ‘SOLD TOWN” Brands of Carbon Paper you will find they 
are manufactured from the finest grades of tissues obtain- 
able, and inked with pure pigments and high grade waxes, 
scientifically prepared by experienced men, with a full knowl- “y 
edge of producing Ribbons and carbons of the highest quality. 


Our Carbons are made to produce clean and distinct impres- 
sions which never fade, without blur or smut, possessing 
DURABILITY and STRONG MANIFOLDING power. 





This splendid line is available to Dealers—Ribbons and Carbons for 
every requirement—-Handsomely boxed—Furnished to the dealer with 
or without his imprint at no extra charge. 


Enjoy the co-operative spirit of Old Town. 


OLD TOWN RIBBON & CARBON CO. 


INCORPORATED | 

157-201 Center Street 143 Federal Street gl 

New York City Boston 
London Office: 17-21 Emerald St., W. C. 1 
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H. V. Rowell. 
Rowell, one of the old and honored veterans of 
1 at his home at Medford Hill- 


Mass., on Thursday, October 22, in his eighty-seventh 


typewriter business, die 


Mr. Rowell was one of the members of the Rem- 
gto old guard” and his death eliminates one more of 
ast diminishing group of men who may be described 

s the pioneers of our industry. 
Mr. Rowell had been the manager of the Remington 
fice in Boston from its foundation until his retirement 
rom active duties in the year 1902 after many years of faith 
service. He continued,, however, his active interest in 
the Remington business for many years longer, retaining 
a desk at the Remington office in Boston and keeping in 


close touch 


with many phases of Remington activity. It 
was not until Mr. Rowell was disabled by an unfortunate 
iccident a few years ago that these activities ceased, Since 
then he had been only an infrequent visitor to the Reming- 
e and the Remington boys among whom his entire 
life had been spent. 

In every sense of the word, Mr. Rowell was one of 


the architects and builders of the typewriter industry, and 


particular, of the great Remington business edifice 
Among his many contributions to typewriter progress the 
greatest prominence was his conspicuous 
introduction of the touch system Mr 


1 


ywell is on record as the first typewriter man who inter 


ested himself actively in this work, and it was his influence 

vhicl used the first business schools in the East, early 

the eighties of the last century, to take up instruction 
nethod. 

The deat] f Mr. Rowell is a reminder of the fact tl 
hroug it all of typewriter history, the Remington ofhce 
Boston has had only three managers. Mr. Rowell 
02 was succeeded by Paul C. Kellogg, now assistant 


mestic sales manager of the Remington Typewriter Com 


any, and Mr. Kellogg in turn by the present Remingtot 
ager in Boston, Christopher S. Ryan. Mr. Ryan, by 
he Vay, was one of M1 Rowell’s “boys,” having been 
ved by Mr. Rowell when he was manager, and finall 
succeeding Mr. Kellogg as manager after serving many 
ears as a salesman These successive records of long 
nagerial service have hardly a parallel in the typewriter 
siness 
W years ¢ at the time of the celebration of the fil 


tieth anniversary of the invention of the writing machine, 
Mr. Rowell’s achievements were told in a commemorative 
k published at that time, “The Story of the Type 
riter.” and these achievements certainly assure for him a 

nored place typewriter history 

' + + 
Mrs. W. B. Wood. 

Wood, wife of W. B. Wood, of the 


( pany irk, N. J., pre ent office 
ers, passed away on October 11 after 
Iness f some duratiot The funeral took place on 
2 Interment Westfield, New Jersey 
Otte .ppliances joins other friends Mr W ood 
pathy « his loss 


tb + 
Charles L. Foster. 


oster passed away at Philadelphia at the 


g e after a prolonged illness. He joined the 

liam Mann Company forty-one years ago, and was 

fe $ d by his associates Mr Foster was 
g 1udit irtment on sales 


+ + Ss 
Chas. L. Estey. 


es L. Estey, a field member of the National Ass 
\ 
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The ‘‘Madas’’ 


Calculating Machine 


For Multiplication, Automatic Division, Addition 
Subtraction 
A compact machine manufactured at the same factory at Zurich, Switser- 
land, as the well known ‘' Millionaire” Calculating Machine. 


AUTOMATIC DIVISION 

Set the Divisor and Dividend in the machine and 
then turn crank until desired number of digits have 
been obtained in Quotient. On electric model just 
press button. 

No mental work required. 

No shifting of carriage by hand. 

No stopping of the crank. 

In other words, you merely turn the crank and 
carriage shifts at proper time Automatically. 

Keyboard or Slideboard models in both Crank 
Operated or Electric Drive. 

Send for circulars. 


W. A. MORSCHHAUSER 
1 Madison Ave. New York City 
MTT 
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EUREKA 


The Old Reliable Sanitary 
Copying Cloth and Bath 


This standard equipment for the letter press copy 
method is of good repute with all users of that type 
equipment. Features of the EUREKA Bath include non- 
rusting metal construction, and an arrangement prevent- 
ing mustiness or mildew. EUREKA cloths are non-ravel- 
ing and treated so as to insure clear-cut. sharp copies 
and absolutely accurate results Now supplied in new 
office green in addition to the standard aluminum finish. 


DON’T TURN DOWN ORDERS 


for these goods—just forward them to us; we'll fill them 
satisfactorily with neat profit to you and no trouble. 
Write for the EUREKA booklet. 


The EUREKA Blotter Bath Co. 


3732-34-36 South Wallace St., 


Chicago, U. S. A. 
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and for a time connected with the main office in Chicago as 
advertising counsel, died of heart disease at his home ir 


Los Angeles on October 19. At the time of his death h« 
was advertising counsel for the Vanderbilt Newspapers 
Inc. He was active until he died, the fatal attack coming 
in his physician's office on the day of his death. 

Mr. Estey was born in Massachusetts and was fifty-five 
years old. He started his career in Boston. Later he cam: 
to Chicago and before long achieved prominence in the 
advertising profession. He was a fluent speaker and was 
much in demand, especially by advertising clubs and ser\ 
ice organizations. 

Mr. Estey was a prominent and active member of 
Los Angeles Rotary Club, Advertising Club, Commercial 
toard, Chamber of Commerce and the Truth Masoni: 
Lodge, and with his kindly, homely philosophy of life, had 
endeared himself to the many readers of Vanderbilt news 
papers “Uncle Ezry,” whose articles have appeared dail 
in the Vanderbilt papers for several months. 

Mr. Estey’s wife, Mrs. Kathryn Estey, was at his bed 
Two sons, Carl Estey of New York 


+} 


side when he died. 
and Howard Estey of Massachusetts, and a daughter, Mrs 
Lucy Penny of Chicago, also survive him. 
+t F + 
William C. Hambler. 
On Sunday, October 25, William C. Hambler of Eggens 
Hambler Company, fountain pen manufacturers, New York 
N. Y., was drowned near Rockaway Point when a seventy 








HAMBLER 


WILLIAM C. 


mile gale swept him and his companions from the deck 
One of Mr. Hambler’s friends, Frederick 
Three others, afte: 


a small cruiser. 
Doebli of Brooklyn, was also drowned 
a terrific struggle, managed to reach the boat, but all trace 
of Hambler and Doebli was gone 

Mr. Hambler was highly esteemed among his associates 
and members of the trade. He was fifty-two years old a1 
was Commodore of the Bergen Beach Yacht Club 

' & + 
E. S. Dearing. 

Erdix Sidney Dearing, for nineteen years a field repr« 
sentative of The Carter’s Ink Company, died on his fort 
first birthday, October twentieth, at El Paso, Texas 

The many friends of Mr. Dearing will miss his always 
cheerful personality and his wonderfully cooperative spirit 

F. L. Clark of The Carter’s Ink Company who has bee: 
associated with Mr. Dearing in the Far Western work for 
many years and who was in Los Angeles at the time 
Mr. Dearing’s death at once went to El Paso and brought 
the remains to Alhambra, California, Mr. Dearing’s hom: 
where the funeral services were held October twenty-sixt! 

His wife, Elizabeth, and three children, Erdix Sidney 
Junior, Dorothy and Theodore, survive him 
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SHORT DRIVE ~ GREAT POWER ~ REAL GAUGE 








Acclaimed— 
The Perfect Punch 


At last—a punch that combines all the good features con- 
tained in other punches plus distinctive features of its own— 
and at no higher price. A most satisfactory product for both 
the dealer and the user. 

The Acco Punch No. 10 perforates 2 holes, 234 inch centers, 
for Acco Fasteners Nos. 1, 2 and 3 and for general office use. 
It has a satisfactory gauge so constructed that it can be 
quickly adjusted to suit all standard sizes of letterheads. The 
gauge is both wide and strong enough to support the paper 
and permits quick action in punching. 

The handle of the Acco Punch is shaped to comfortably fit 
the palm of the hand and strong enough to permit a 250-pound 
man to stand on it with his entire weight. The short drive 
of the handle makes it easier and quicker work for the oper- 
ator, the perforating being done by steel dies cutting through 
steel plates which insures long cutting life and great power. 

This Acco Punch is constructed of non-rusting and un- 
breakable metal painted an attractive olive green with handle 
and gauge heavily nickel plated. It has a broad base on which 
are mounted four rubber feet, not only preventing tilting, but 
taking up the jar when punching. 

The No. 10 Acco Punch has been acclaimed the perfect 
punch. The popularity of this Acco Product is nation wide. 


American Clip Company 
Long Island City, N. Y. 


Important 
Announcement 


The trade will be]pre- 
sented, immediately, @ 
new — Punch, 4 
40. is new punc 
perforates 2 holes, 
inch centers and has 
the excellent features 
found in the popular 
No. 10. Another Acco 
Punch will also be in- 
troduced which perfor- 
ates 3% inch (8 CM.) 
centers. 


ACCO PRODUCT 


FOR SMOOTHER OFFICE OPERATION 
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AUIGHATc Filing Geivanrence in STEtL 


Built in a complete line of Uprights, 
Counter High and Desk High Cabi- 
nets, em ying perfected, but time- 
tried Automatic exclusive advantages. 
Also in improved and completed 
Wood-Steel lines of Files and Desks. 




















BT, we 











Exclusive Advantages— 


will help you win and hold more Business furniture customers 


UTOMATIC exclusive advantages will arm your salesmen with this Automatic exclusive advantages can now be had in complete full 
guarantee—that Automatic V Expansion saves half the time in Steel and Wood-Steel lines. These advantages cost no more than 
filing and 20% of file or floor space; that Automatic Compression other equipment lacking them and of merely equal quality. 





will better protect records, With such filing economy, would their Such progressive office outfitters like Pacific Desk Co., Los Angeles 
prospects, your customers, let any minor details or perhaps a price C. F. Weber & Co., San Francisco— Irwin-Hodson Co., Portland 
cut influence them? Doten-Dunton Desk Co., Boston—Wm. F. Wholey Co., Inc., New York 
Since 1901, Automatic has steadily forged ahead. Great industries City—are backing their organization with Automatic exclusive advan- 
have adopted it—many progressive dealers are building UP their tages. 
business with it. Now with the BETTER Automatic and Afico and increased facil- 
Its construction and features are now time tried and perfected— ities, you are going to hear more of them. Write us now if YOL 
but recent improvements and additions will prove a revelation to all are interested, and for Catalogs — 23A (Desks), 24A (Wood Steel File 
who are interested in time saving office appliances. 25A (Systems), 26A (Steel Files). 


The Automatic File & Index Co., Home Offices and Factory, West 11th St., Green Bay, Wis. 
Complete Central Display at 40 So. Wells St., Chicago 
See us at the Chicago Business Show in November 
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AuTomaTic 


EXCLUSIVE 
ADVANTAGES 


in these popular 
Auto - Utility Desk 
and Desk File 
lines. 


Utility Desks 


Improved Wood 
Steel construction 
Drawers on roller 
bearing steel 
AUTO-UTILITY DESKs. slides. All practi- 
|! All practical drawer combinations, eal drawer combi- 
Typewriter One-pedestal Desks, et: nations. 
Improved linoleum 
tops and above all 
—Automatic V Ex 
pansion the better 
more modern way 
to handle all fiat 
material in desks 


= Auto-Desk Files 
E The Desk Compan 
ion and other 


(UL 


From the 5000 Line 
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Auto - desk filles 
and Sliding Desk 
Tray Sets are prov- ! 
. ing to be popular Vv Display this “P 
leaders with pro- lo: E ispilay is “Per- 
" vlo- SK LER . A 
From the 3000 Line gressive dealers Aulo-D sona ciency’’ file 
, G@uranion among your desks. 


SHUN Lis 


AUTO-UTILITY Corporation. everywhere. 
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Boston Stationers Review Grand Rapids Con- i 
vention. 


An interesting and well attended meeting of the Boston ( ORONA 


Stationers’ Association was held on Monday evening, Octo- 
ber 19 at Cooks’ restaurant in Boylston street, at which the Portable Adding Machine 
convention recently held at Grand Rapids was brought to 
the local association through the reports of those who 
attended the National event. Mr. Groom, president of the 
Boston association, was unable to be present, but his report 
was read by Mr. Bennett, the treasurer, who presided in 


CORONA 


his absence. Mr. Towhill, governor of Regional District 
eo eo 
so eo 
ve ee 
8ea reese) 
e6 ee 
eo oo 
2 ©® ee 
badd 80 


badd co 
lee hn EE 


No. 1, who has been elected to succeed himself, gave a 
detailed report of the doings of the convention and called 
upon his audience for assistance and co-operation during the 
coming year. This he will receive in good measure. The 
second speaker on the program was Charles P. Garvin, first 
vice-president of the National Association who in a forceful 


BABAR SHBABRBABRBRBABDBABBRABKABAMHSER 


address presented the advantages of the National Asso- 
ciation work and the benefits which accrue from contact 
with one’s fellows. The Boston Association regards itself 





as fortunate in being represented by such capable men as 
Mr. Garvin and Mr. Towhill Manufactured by Corona Typewriter Co. 


The invited speaker of the evening was A. Chesley York me : 
Dealers, this is your opportunity! 


Corona Adding Machine's popularity is 
increasing tremendously. 


of the office of the attorney general of Massachusetts who 
spoke interestingly on matters of law which to the layman 


might seem involved, yet under his treatment it was shown 


that the law is consistent in spite of many strange turns Dealers everywhere are enthusiastic 
which occur. He emphasized the statement that obedience about it 

to law is liberty and around this thought he wove an in- } Have you our agency in your city? If 
structive and entertaining address. not write us for particulars. 


The new officers of the National Association can expect 


the hearty support of the Boston Stationers’ Association | Portable Adding Machine Sales Co. 


during the coming year, evidence of this fact being shown 
- | 343 S. Dearborn St., Chicago 


= aii di dati dint din ti tin tintin tina tian tn tn tin in dn it in in ttn i tn in i ti tn ti tn tn i ti ti ip ti ti i tin ti di a 


in the size of the delegation which went to Grand Rapids 








from Boston, filling an entire car. ain 
The meeting was conducted by G. L. Davis of Adams, 


Cushing & Foster, Inc 








Rhode Island Stationers Meet. 


The regular monthly meeting of the Rhode Island Sta 


tioners’ Association was held on Thursday evening, Octo GOOD RIBBONS 
ber 8 at the Westminster tea rooms, Providence, R. | | AND GOOD CARBONS 


Eleven members were present. The meeting was called to 


It is easy to state that such and sucha 


order at seven p. m. and the subject of a change of the 


evening for the meeting was discussed. On motion of brand is best and to attempt to prove it 
W. B. Freeman, duly seconded, the meeting night was by elaborate tests. 

hanged to the second Tuesday in the month. The Park . 

gh, tee a ee The supreme test, however, is that given 
Casino and the Girls’ City Club were suggested as places by the user. 


at which to hold the annual ladies’ night. 
Union Ribbons and Carbons compare 
favorably when used side by side with 
Elliott Salesmen Gather at Chicago Branch. other makes. This, from your point of 
view, is the best endorsement for any 
project—its service is actual comparison 
with competitive articles. 


A group of about thirty salesmen and managers for The 
Elliott Addressing Machine Company attended a sales con 
ference at the Chicago branch several weeks ago. Howard 
P. Elliott, president of the company, conducted this district If for any reason your present line of 
meeting. A variety of business topics was taken up. The ribbons and carbons is not entirely satis- 
factory, or if you can use an additional 
line, it would only be in keeping with 
EPS good business practice to investigate the 


Dudley Returns to Campbell-Ewald Staff. product of this company. We solicit 
your inquiry 


conference closed with a dinner at Hotel La Salle. 


Lynn B. Dudley has returned to the staff of the Campbell 
Ewald Company, Detroit, Mich., where he obtained his first 
advertising experien e ten years ago. He left to become UNION 
advertising manager of the Federal Motor Truck Company, RIBBON & CARBON CO. 
which position he held for seven years. He was secretary Senne end teenie 
of the Campbell-Trump Company for two years. During PHILADELPHIA 
his Career in Detroit, Mr. Dudley has played a prominent 


, 
part in the upbuilding of the advertising profession. He¢ 
was one of the early members of the Adcraft club and 
served for a year as president of this organization. Oe: = Ss ee 
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Kale-Lawing Company Opens at Charlotte. 
The Kale-Lawing Company, 233 South Tryon street, 
Our New Patented Stand Now Ready Charlotte, N. C., has opened a commercial stationery and 


office outfitting establishment. The company occupies the 


RFEcyp first and second floors at that address, and has exclusive 
r 9 > 1e > : © sow y © . l« - . 

REG.U'S PAT oFrice agencies for the Standard Desk Company, Yawman and 

Erbe Manufacturing Company, Marble & Shattuck and 

, ERLE Wilson-Jones Loose Leaf Company. A complete line of 


commercial stationery items is carried. 
**Sold All Over the World’’ A. J. Lawing, president, was formerly manager of Efird’s 
office supply department, Charlotte for a period of three 
1926 years; prior to that connection he was with Pound & 
Moore, Charlotte, for eight years. 
ERF ECYy W. W. Kale, vice-president, was city salesman for Pound 
P. cS & Moore Company twelve years; W. W. Kale, secretary, 
E ERLE>: had been with the same company three years. 
Memo ac 
Calendar Pads Stationer on Missouri Highway Commission. 
Hugh Stephens, of the Stephens Bros. Printing & Litho 
graphing Company, Jefferson City, Mo., has been aj 
pointed to the state highway commission by Governor 
Baker. Mr. Stephens has been a leader in promoting legis- 
lation to provide Missouri with good roads. He aided the 





plans which brought the state highway between St. Louis 
and Kansas City through Jefferson City. 


WE MAKE PADS FOR ALL STANDARD Shaptieen 
STANDS ON THE MARKET. Buyers’ Directory for Gift Shops. 


—— \ . _—— — P a é 
Siena. selina in aeiate einai a intllia ima ot tie hee ee ee > om OY 


Perfect Peerless pads are made of genuine bond Andrew Geyer, Inc., 175 Fifth avenue, New York, N. ¥ 
paper and trimmed. Packed separately with has issued “The Gift and Art Shop Buyers’ Directory.” 
descriptive contents on carton. This is a convenient paper bound book, 3%x6'4 inches, 


276 pages, listing the many items carried by gift and art 

Telefo Desk Pad Co. shops. This directory is issued in the fall and in the spring. 
1466 MICHIGAN BLVD. CHICAGO, ILL. en 
New Angle Steel Stool Company Catalogue. 


About November 15 the Angle Steel Stool Company 
of Plainville, Michigan, will have ready for the trade their 








new catalogue “B”, showing a comprehensive line of steel 
office equipment. This catalogue will show a collection 





of all items in the company’s line that are used or useful 
in offices, together with many new additions to the line 
This catalogue will be sent complete, with prices, to any 
dealer or user of office equipment who may be interested. 


Speedy Adders Compete at Cleveland. 


Banks at Cleveland, Ohio, held a speed contest some 





weeks ago for operators of Burroughs Adding Machines 
Two different types of electrically driven Burroughs listing 
ul Advance Paper Boxes machines w ere used, a high and a low keyboard. All con- 

testants listed 150 checks. On the low keyboard machine 


¢ in Stationery Stores F. A. Darch (The Cleveland Trust Company) listed the 


checks in 2 minutes 20 seconds; Miss Marie Caniff (Na- 


You will find a ready sale for our goods in your store. , es . ih a ec 
Bvery, item is Gurably built for a long life of service. We tional City Bank), in 2 minutes 55 seconds. On the high 
manufacture t : oe aaa ee ? 
rape ae oe a a ie eee keyboard machine Erwin C. Fleischer (Bank of Locomo- 
b Index Storage Cases Cord inten sree. tive Engineers) listed the lot in 2 minutes 25 seconds; 
as 1, = qocasgens Stesage Cases Harry G. Gaffney (Central National Bank) in 2 minutes 42 
(cloth or paper covered) (invoice, letter and Ca ; : 
Tubes Sizes) ° seconds. 
Paper Boxes Clipboards a 
Check the ms ang tet us replenish your stock of these 
particulars. a ae Oe ee ee oe Second District I. S. M. A. 


: The second district of the International St Manufac- 
Ad vance P a p er B Ox C O. tur oer pa ae re ee ° at ‘Mil oe pees dnaneng 4 mu York 
2727 Franklin Avenue ST. LOUIS, MO. Irers Association € a p ers este é » ave , 


on September 11. Twenty-four members were present. 
Franklin Moss of the rubber stamp committee read an in- 
teresting report pertaining to plan and method of getting 
new members. This plan was accepted. The following 
executive committee was appointed: R. T. Schroder, A. L. 
Scheuer, George M. Ness and G. T. Jensen. Several appli- 
cations for membership were accepted. 





The foregoing was taken from the minutes of the meet- 
ing, kindly supplied by the field secretary of the district. 























November, 1925 O 





FFICE APPLIANCES 


A New Gift Idea to 
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most attractive and 


tain pen gold-mounted on a beveled base 


Now! A Fountain Pen Desk Set 
Here is something entirely new and universally needed. A 
i modern writing set for every home 
and office desk. It puts an end to desk clutter and sup- 
plies the last word in neatness and utility. A Wahl foun- 


jet glass $12. With gold-filled Wahi pen, $15. Origi- 
nated and manufactured only by Wahl for Wahl Pens. 





URELY, the finest thing about any Christmas gift is the 
sentiment of Friendship. To the usual high gift value of 
Eversharp and Wahl Pen is added this year a new touch 
—a personal greeting that enhances the value of the gift. 
With every Wahl Gift Box now being shipped is enclosed 


the sentiment shown below — The Gift of Words — engrossed on parch- 
ment note paper. To it the giver adds his own signature, thus making 


ctive personal message. This new gift idea is being heavily 


advertised in the leading national magazines and in newspapers in 


pal cities. 


A supply of these greeting cards for merchandise now in stock will be sent free 


on request. Your name and address on a post card, with information 


number you will need for your present stock of gift boxes, 


will bring them to you promptly. 


THE WAHL COMPANY, 1800 Roscoe St., Chicago, Illinois 


of crystal or 










TheNW EVERSHARP and WAHL PEN 
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Dealers ~ Jobbers ~ Distributors ~ 


Investigate and then compare the ADD-INDEX Dealer 
Plan-Plus---On New Machines Only 


With any other sales plan in the country from the 
standpoint of your profit, dependability of machine 
and manufacturer behind it and we will get your 
business! 









——————— 


STANDARD FEATURES 


5% inch Carriage 
8% inch Tabulating Car- 
riage 


SPECIAL FEATURES 
One hand Control 
Repeat Key “Counter” 
Automatic “Clear” Signal 




























Cast Out Item feature 
Non-add after print 

Real portability—26 Ibs. 
Every figure visible imme- 
diately on printing 


i2 inch Tabulating Carriage 
Total, Sub-Total, Correc- 
tion, Repeat, Non-Add, and 
‘ Non-Print Control Keys. 
Two color ribbon. 
















’ Leads and Inquiries Forwarded to Dealers 
4 ADD-INDEX CORPORATION 
a General Offices Grand Rapids, Mich. 


COMPLETE SERVICE STATIONS 

€ Atlanta, Ga. Hamilton, O. Portland, Oregon 

“al Baltimore, Md. Hoopston, Ill. Philadelphia, Pa. 
Boston, Mass. Indianapolis, Ind Pittsburgh, Pa. 
Bridgeton, N. J. Jersey City, N. J. Richmond, Va. 
Brooklyn, N. Y. Joliet, Il. Rome, N. Y. 
Buffalo, N. Y. Kansas City, Mo. Savannah, Ga. 
Chicago, Il. Lubec, Me. St. Louis, Mo 
Cleveland, O. Los Angeles, Cal St. Paul, Minn. 
Cincinnati, O. Maywood, Ii! San Francisco, Cal. 

Dallas, Tex. Minneapolis, Minn San Jose, Cal. 

iy Denver, Col. Milwaukee, Wis Seattle, Wash. 

# Detroit, Mich. Newark, N. J. Toledo, O 

b Eastport, Me. New York, N. Y¥ Waukegan, III 

} Fairport, N. Y. New Orleans, La. Honolulu, T. H 

} Fruitvale, Col. New Castle, Pa 
Grand Rapids, Mich. Ogden, Utah 


\4 Geneva, N, Y. Oakland, Cal, 
E Green Bay. Wis. Portiand, Me. 


CANADIAN 


Hamilton, Ont. 

Montreal, Can. 

Niagara Falls, Ont. 
fi Vancouver, B. C. 


Retail Prices: 


$50, $75, $100, $125, $150, 
$175, $200, $225. 


(Except on Pacific Coast) 


{ A size for every business 








ADD-INDEX CORPORATION, 
General Offices, Grand Rapids, Michigan 
Send complete details of your Dealer Plan—PLUS. 


ie ne ee alnmbaee ee ccee le EE rg yy eee, Pa 
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“Falconer” Moves the New York Branch 

The New York branch of the American Manufacturing 
Company, Falconer, N. Y. has been moved from Room 
806, Fifth avenue building, to Suite 402-04 in the same 
building. The company now has approximately double 
the space occupied previously. Four other offices are 
maintained by the American Manufacturing Concern 
at Boston, Chicago, Philadelphia and Toronto 


F. V. James Service Chief at Fort Smith. 

F. V. James has been appointed service chief at the 
Fort Smith, Ark., agency of the Burroughs Adding Ma 
chine Company. His first connection with that organiza- 
tion was at Kansas City, Mo., where he was a student in 
September, 1917. After completing his training Mr. James 
was assigned to the Sioux City agency for service. Later 
he was transferred to the Omaha agency, operating also 


as resident inspector at Rapid City, S. Dak. Later an 





F. V. JAMES 


agency was established at Rapid City, and he became 
service chief. In later years he has been service chiet 
at Fort Smith, Ark., Beaumont, Texas, and Chattanooga, 
Tenn. Last June Mr. James was selected to take the fac 
tory training course at Detroit, where his record won 
appointment at Fort Smith, which now offers a broadet 
field than he has enjoyed heretofore. 


Deitch & Lamar Company Move Store. 
Dietch & Lamar Company, Sioux City, lowa, has moved 
its office equipment store and print shop to 609-11 Pierc« 
street. The company is agent in Sioux City for the “Y 
and E” line. 


British Stationer Editor Speaks at Chicago. 

\. E. Owen-Jones, official representative of the Station 
ers’ Association of the United Kingdom at the Grand 
Rapids convention of the National Association of Stationers 
and Manufacturers, made an address at Chicago October 
19. The editor of the British Stationer and the Caxton 
Magazine was the principal speaker at a dinner held in 
connection with the thirty-ninth annual convention of the 


United Typothetae of America. 


“Y and E” Free-for-all Sales Contest. 
Salesmen and branch managers of the Yawman and Erbe 


Manufacturing Company, Rochester, N. Y., are partici 


pating in the 1925 Free-for-all sales contest, which started 
September and will continue through December It is 
similar in plan to a Free-for-all sales contest conducte 
1924. with new features which add to the zest of the 
contest [here are three grand prizes; prizes for the n 
gers of branches attaining highest percentage of qu 
salesmen’s monthly prizes; quota prizes for every sales 
man. Each individual point of salesmen’s quota above 
eighty per cent entitles that salesman to $1.00 bonus Che 
“Y and E” interbranch trophy, a silver cup now Id | 


the Buffalo branch, will pass into the custody of the brancl 


attaining the highest percentage of quota 











Indexed To Every 
Day In The Year 






Attention of Live Dealers Only! 


Shedd’s Indexed Desk Calendar An 
Automatic Memory Device 


IS the last word in Desk Calendars—As essential in 
the well organized office as the telephone or type- 


EVERY USER A BOOSTER 


(it never lost a friend) 


Stock this splendid article and sell your trade the 
best there is at a reasonable price with good profit to 
yourself and build a repeating business. Made in 
Metal, Leather and Fabrikoid Covered Bases. 


Office Equipment Salesmen, Please Write 


SHEDD-BROWN MFG. CO. 


Patentees and Manufacturers Minneapolis, Minnesota 


writer. 











In This Factory 


We have installed the latest NON- 
ACID Patented Process for the re- 


moval 


of 


dirt and ink from used 


Multigraph Ribbons, enabling us to 
produce a REINKED ribbon that will 
give the same service as NEW RIB- 
BONS at a very low cost. 

These REINKED ribbons will NOT 
PRINT dark side margins on your 


letters. 


We guarantee return of your own 


ribbons. 


Charges paid one way. 


Cooper Carbon Coated Paper Co. 


Manufacturers 


2756-8 South Trumbull Ave. Chicago, Ill. 
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ADD HIM 


TO YOUR 


OFFICE FORCE 


He Removes 


INK and DIRT 


From Your 


TYPEWRITERS, RUBBER STAMPS 
OFFICE FURNITURE, ETC. 


R. Orthwine 


Manufacturer 


343 West 26th St. New York, N. Y. 


























All Triner Scales 


of the computing type are being equipped 
to show the new rates of postage, in 
effect April 15, 1925. 

The new post office regulations show marked 
Gifference from the old, in certain classes of 


mail and users of the postal service will find it 
profitable to take full advantage of them. 


Stationers and Office Appliance Dealers owe it 
to their trade to be fully posted and stocked 
with up-to-date scales. 


Write for information 


TRINER SCALE & MFG. CO. 


2714 West 21st Street, Chicago 


Co TL TM OM MM OO 


Mrs. Vorley Wright Sits for Paris Artist. 

Mrs. Vorley Wright, wife of the sales manager of the 
Weodstock Typewriter Company, has had her portrait 
painted in Paris by Antoon Van Wells, a famous Dutch 
artist. Mrs. Wright has been sojourning in Paris for some 
time. A half tone of Mrs. Wright inspecting the completed 
picture was printed in the Chicago Daily News of Octo- 
ber 5. It was a pleasant surprise to the many friends 
of the Wright family in Chicago to glimpse a portrait of 
Mrs. Wright made in Paris. 


Buchanan Now Service Chief at Lynchburg. 

David Buchanan has been promoted to service chief at 
the Burroughs Adding Machine Company agency, Lynch- 
burg, Va. He had been engaged in research work in the 
company’s standards department at the home office. He 
started to work for the company at Philadelphia, Penna., 
in December, 1912. Later he was transferred to the New- 





% 


DAVID BUCHANAN 


ark agency as a resident inspector. Since then he has 
been service chief at Scranton, Norfolk and Kansas City 
In August, 1924, Mr. Buchanan was selected to take the 
factory training course for service chiefs. Upon the recent 
completion of this training he received the Lynchburg 
appointment. 


October Visitors at Dick Headquarters. 

The Grand Rapids convention of the National Associa- 
tion of Stationers, Office Outfitters and Manufacturers 
made it possible for a number of Mimeograph dealers to 
visit the general offices of the A. B. Dick Company in 
Chicago. Among the October visitors were: J. H. Boemer 
(Henry Wedelstedt Company), St. Paul, Minn.; W. N 
Stewart (Stewart Office Supply Company), Dallas, Texas 
W. E. Davis, Sioux City, Iowa; Albert J. Nordstrom, man- 
ager, and D. R. Morrissey, treasurer (Williams Stationery 
Company), Minneapolis, Minn.; W. R. Diehl (The Diehl 
Office Equipment Company), Columbus, Ohio; Leonard 
Baer (Baer’s), Canton, Ohio; Henry Michel (Henry Michel 
& Company), Zurich, Switzerland. 


Louisville Bank Holds Speed Contest for Adders. 
The Citizens-Union Fourth Street Bank, Louisville, Ky., 
held a speed contest a few weeks ago to determine the 
fastest Burroughs operator in its employ. The Louisville 
agency of the Burroughs Adding Machine Company 
assisted in the contest. There were twenty-two entries, 
each handling 100 checks. <A. T. Sturges was first, time 
31 seconds; Miss Gladys Biecker finished second, time 
1 minute 47% seconds. Following are the records of the 
other contestants: Gladys Duane, 1:57; Mr. Osman, 1:53; 
C. J. Dohrman, 1:50; Morgan Young, 2:18; Howard Below, 
2:07; Mr. Batton, 2:08; Mr. Fenley, 2:50; Mr. Goering, 
2:30; Mr. Shawler, 2:35; Mr. Nedett, 2:40; Mr. Clark, 1:49 
L. A. Duane, 1:45; Miss Margaret Mongrat, 2:15; C. M. 
Kelly, 1:55; Miss Pessman, 2:15; Miss Whitehurst, 2:11; 
Mr. Coy, 2:08; Mr. Johnson, 1:59; James Smith, 1:57. 


The way of the transgressor is hard—on his friends.—The 
Office Cat (The Richmond & Backus Company). 
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Macey Matched Office Suites-- i 
And Bookcases-- q 
And Christmas 


pe 


A desire for harmony in the arrangement and equip- F 
ment of offices has been developed in business men a 
during the last few years. Heretofore, this desire has 4 
not always been realized because of the well nigh : 
prohibitive cost. Today, the Macey line offers suites 
of matched office furniture that are easily within the : 
reach of the average business man. o 
Macey bookcases, as parts of matched suites or in in- a 
dividual styles, are attractively useful. By producing ; 
the many styles in several different finishes, book- 


cases to match the furniture of almost any office are 
procurable. In the home or in the office, the user will 
welcome an opportunity to purchase a bookcase that 
will fit in as a harmonious unit of a pleasing whole. 
Christmas is approaching, and Christmas always sug- 
gest gifts and good things. Macey matched office 
suites and bookcases are good things. A desk and 
chair or a bookcase from one of the suites would make 
an excellent gift. The dealer who has a sample on 
display will find it a valuable trade developer. 


THE MACEY COMPANY 


GRAND RAPIDS, MICHIGAN 
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CGaterman’s Treasure Chest 


Af, 


This Colorful Treasure (/hest, containing a 
Waterman (deal Fountain Pen — and — Watermanis Pencil 
is the ideal gift for everybody 
It gives the pleasing atmosphere to a real Xmas 


treasure. 


When you are prepared to supply the Treas- 
ure Chest with all Waterman Sets, write 
for the Treasure Chest Window Display and 


Circulars. 


WS 
191 Broadway, weCompanvy 


Chicago Boston San Francisco Montreal 
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POPULARITY 


HAT grows from -—all exposed metal parts 
week to week, leads are made of brass or 
us to point again with no: nickel silver which makes 
small pride to the ring- them absolutely rust- 
book surprise of the year proof. Everywhere these 
—Genuine Trussell Price books are enthusiastically 
Books and Memos. Cov-_ received. Quality consid- 
ers of one-piece, solid ered, the resale prices are 
ieather, black levant grain astonishingly low. For 
cowhide (second grade) example— 
Style 36 J—without pocket—sheet size 11”x8%”"—3 
inch rings—resale price $3.00—Cover only 


Style 36 Jp —with pocket sheet size 11”x8%4"”—3 ™%-inch 
rings—resale price $3.50—Cover only. 


Style 76 J—without pocket—sheet size 11”x8%”". 3 on 
inch rings—resale price $3.20—Cover only 


Style 76 Jp—with pocket—sheet size 11”°x8%"—3 ons 
inch rings—resale price $3.70—Cover only 


uit Yl 


PRICE BOOKS and MEMOS 


TRUSSELL MANUFACTURING COMPANY, 3 N. Cherry St., Poughkeepsie, N. Y. 
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Write for 
Circular 


IDEAL No. 3 
TYPEWRITER 
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THE PIERCE LINE — 1925 


NEVER FAILS TO SATISFY 


It is the Guaranteed Line of a Century’s Experience 


1830 






2344-4W 


S. K. PIERCE & SON CO. 
GARDNER, MASSACHUSETTS 

115-119 Fourtn Avenue, BrooKLyn 

96-102 Cross STREET 


New York Warerooms: 
Boston Warerooms 














IDEAL TUBULAR STANDS 






STAND 


Table top measures 17 by 18} inches, height 26 inches. 
Drop leaf 12 by 184 inches, hinged on a level with 
table top. Furnished with one or two drop leaves. 


Fowler-Manson-Sherman Cycle Mfg. Co. 


1445-1455 W. AUSTIN AVE., CHICAGO 
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Addressograph at Illinois Products Expo. 
The Addressograph 
turer in this field which exhibited at the Illinois Products 
Exposition held at the American Palace, Chi- 
The exposition displayed the varied 


Company was the only manufa 
Exposition 
cago, October 8-17. 
products of the state, and drew a very diversified audience 
The Addressograph exhibit proved a revelation to many 
that they already 
applications of the Addressograph. Few 


visitors, who assumed understood the 
capacities and 
were prepared to see office equipment of the remarkable 
versatility of the device. Unusual interest was shown 
the motor driven Addressograph that prints through a ril 
bon in typewriter type and fills in form letters with name, 
address, date and personal salutation so perfectly that th 
fill-in could scarcely be detected, even by an expert. Its 
capacity for this kind of work is said to be equal to that of 
fifteen high speed typists, yet errors in names and ad- 
dresses are eliminated wholly. 

There was no little surprise when the automatic selector 
attachment was put into operation. A whole drawer 
address plates was placed in the magazine. When the 
switch was turned on, only the names in specified class 
fications printed, the others 


dropping into the drawer in the original filing order. The 


were passing through an 
automatic selector, which seems to possess almost human 
intelligence, operates according to the positions of small 
metal tabs inserted in the top margin of the plate. There 
are twenty-four of these tab positions and by a system of 
combinations, unlimited classification of names is possible 
The machine can be set either to skip or print any classi 
fication, or group of classifications It is possible to main- 
tain one central file of addresses, at the same time classify- 
ing the names even more minutely than they could be seg- 
regated by maintaining several files. 

To call the Addressograph an addressing machine is a 
misnomer. Addressing is only one of the eight important 
uses of this appliance. Advertising managers and direct 
mail users were by no means alone in finding here a great 
The accountant saw a device that 
hill in his 


checks, his time clock cards, pay envelopes and many other 


time and money saver. 


could head up his statements and ledger sheets, 


office forms, much faster and much better than by hand 


Printing through a ribbon with regular typewriter type 
the machine matches and supplements the work of adding 
machines and other standard office devices now in general 
manager discovered in the 
better 
He saw a little machine no larger 
that 


bold, legible type at the rate of 100 a 


use. The traffic same equip- 


ment a faster and way of filling in his shipping 
orders and route sheets. 
than a typewriter—and costing less could print his 
shipping tags in 
minute. 

The office manager found a quicker and more accurate 
way of making out his inventory tickets and similar forms 
He learned that the 


bossing the card index plate, could also emboss neat metal 


simple Graphotype, used for em- 
tags for identifying the many items of property and equip 
The factory superintendent discovered a more effi- 
tickets, and 


ment. 


cient method of imprinting factory routing 


speeding up production by eliminating the delays and in 
accuracies of hand-written orders and other factory forms. 
In fact, it would have been found difficult to locate among 
the thousands who visited the exposition any business or 
professional man who could not make profitable daily use 
of at least some of the equipment in the Addressograp! 
booth. 

The new style “A” 
featured especially. It 


one-piece metal address plate was 


combines low cost with superior 
card index advantages. This plate, which sells for a penny, 
has been found by many to be the cheapest practical ad- 
Changes can be made by simply 


Despite its 


dress plate on the market. 


embossing the corrections on the same plate. 
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Easy accessibility and complete protection for valuable papers~ 
A strong file a handy porttolio or a lighter brief case. ~ ~~ 














Here’s the New Fiberstok Window Display Card 
for Expanding Envelopes 


Every day finds more and more of these durable envel- 
opes used for protecting valuable papers as a handy 
portfolio or a lighter brief case. 

FIBERSTOK products are nationally advertised in the 
leading business magazines every month. This new at- 
tractive display card serves as a suitable tie-up with our 
advertising and gives you maximum opportunity to take 
advantage of your “sidewalk circulation.” 


We will gladly send this new display card 


to recognized dealers upon request. 


NATIONAL FIBERSTOK ENVELOPE CO. 


429-447 Moyer Street - Philadelphia, Penna. 
21 Park Row, New York City 
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Numbering Machine Ink 
There are all kinds of 
numbering machine inks 


on the market. This 
ink leaves a clear, sharp 
impression. It dries 
quickly, but will not 


gum up the machine. 
Once tried always a sat- 
isfied user. 


Permit Printer Ink 
There are hundreds of 
users today of the Post- 
age Meter Machines. 
This ink is made espe- 
cially for that equipment 
and will give perfect 
satisfaction. Try it. 


CANODE 


Superfine Inks for Special 
Printing and Stamping Machines 


CANODE INKS are adapted exclu- 
sively for specialty office and factory 
marking and pmnting per Every pur- 
pose requiring ink in its accomplishment is 
served by the CANODE Line. If it is an 


ink, we make it (the most suitable term 

obtainable was that of Superfine). 
“oy 
ine in- 


A few of the better known inks in 
use are shown on this page—the 
cludes one hundred sixty-eight inks of all 
colors. They cover the requirements of 
practic every office and factory in 


all 
the we | 
Exceptional 























opportunity is presented to 
sales agencies Saline representatives call- 
ing on the trade. Some old territory is 
now open, virgin territory east of Pitts- 
burgh. Address all communications rela- 
tive to representation to 


Canode Ink Co., Inc. 


3005 Carroll Avenue Chicago 








A Special Service for Manufacturers 
of Stamping and Recording Machines 


In addition to manufacturing a complete line of inks, we 
make a specialty of assisting manufacturers of stamping 
and recording machines for office or factory to improve 
the performance of their output. Research work is con- 


tinually going on in our laboratory; if you make a ma- 
chine of this class the ink for which is not working as 
you feel it should, let us know your problem. We shall 
make the equipment function properly. 








Addressing Machine Ink 
This ink is especially 
manufactured by the 
CANODE INK CoO. for 
use on Elliott machines. 
We guarantee it to give 
perfect satisfaction. It 
is used by hundreds of 
the larger users 
throughout the States. 
Send in your order. 




















Multigraph Ink 

It is with pride indeed that we 
offer our complete line of Multi- 
graph Inks. They are a perfect 
product and guaranteed in uni- 
formity of color, etc Let us fill 
your next order and prove the 
merits of the article. 
























hin add Pome For 


Stenci) Inks 
Stencil inks for every 
known purpose. _ Ir- 
respective of what 
your requirements 
may be, let us en- 
deavor to serve you. 
We have the com- 


the Pame with very Herke won 
CAMODE PASTE WILL NOT FREEZE OR SPOIL 


Ber faymenin bruch—uee our Conede Luguid tab 
Sar 







ADORESS 
CANODE INK COMPANY plete line and guar- 





3005S Carroll Avenue antee our products 
_ CHICAGO, ILL. to give absolute sat- 
. isfaction. 






Duplicating Inks 
We hardly feel it necessary, after five years of constant 
manufacture of one of the finest Duplicating inks in America, 
to endeavor to introduce the line. But the territory is wide, 
the field is still open. 
To those of you who 
have not tried CAN- 
ODE DUPLICATING 
INK we wish the op- 
portunity of demon- 
strating its absolute 
superiority. 


. Stamp Pad Inks 
An ink that will not 
harden on the pad, but 
dries rapidly. Comes 
ym in the complete line of 
fae colors, and we consid- 
=e er it a perfect product. 
Let us endeavor to 
prove the merits of 
this particular ink 
which is used by all 
offices and factories. 
Addressing Machine Inks 
There are many types of addressing ma- 
chines on the market. We manufacture ink 
for use with metal type and with rubber 
type. There is a distinct difference between 
these two lines of inks, but we have both 
articles and would be pleased indeed to prove 
that we have a product the equal of or the 
superior of any on the market today 


Check Protector Inks 

It is indeed a pleasure for the opportunity 
of presenting this ink to any office, factory 
or bank. It is absolutely the finest Check 
Protector ink made today irrespective of 
its source of supply. Send in your next 
sample order and add your name to the lists 
of CANODE users. 


= 
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fire and water resisting qualities it is remarkable for its 
lightness and compactness. As many as 250 of these plates 
will go into a single filing drawer. Featured also was the 
new 1926 keyboard Graphotype that sets a new speed record 
for embossing metal plates for addressing machines. Its 
operation is so simple that even a boy can emboss as many 
as 1,000 plates a day. Other machines on display were the 
simple hand operated graphotype, and three other hand- 
operated Addressographs. These included the popular H-3 
automatic plate feed machine that costs but $70.00, yet has 
a capacity of 1,500 impressions an hour. Among the useful 
attachments shown was the lister, with which names and 
other data can be printed with perfect alignment, even on 
ruled ledger sheets 

All of the equipment in the Addressograph display was 
of a type designed for general office use, and obtainable at 
low cost None requires the services of mechanics or 
trained operators. Space did not permit showing several 
high speed, automatic feed models that the company pro- 





duces for users whose lists, running into the hundreds of 
thousands, demand maximum speed and volume produc- 


tion. 


Let This Tag Be 
Your Salesman 


The John B. Wiggins Company has moved its manufac 

When showing Gunlocke Chairs, you are urged to 
ask your prospect to read the tag attached. It is our 
best salesman; it is the manufacturer's pledge of 
quality; it is the customer's assurance of service. Long 
sales arguments are eliminated, time is saving and 
profits increased The guaranty tag does the work 
for you-——use it to the fullest. 


turing plant from the downtown district of Chicago 
to a new factory at Racine and Fullerton avenues. It was 
designed for the company’s occupancy, affording excellent 
natural illumination, freedom from dust and increased 


space The new factory is located very conveniently with Gunlocke Chairs are good chairs for your trade; 


let us send you details 


The W. H. Gunlocke Chair Co. {| 
Wayland, New York 


reference to street car and elevated railroad transportation 


4 sales office is maintained at Room 705 Peoples Gas 





building, Michigan boulevard and Adams street, for the 
convenience of customers in the downtown business 


district L— — — — ~~~ 





Get Behind the Boys. You sell more Filing Cabinets when 


In a recent number of the Advertising Club News, James j 
S. Martin, educational director and foreign publicity man you show the G ad and mark the 
price. 





ager of the Remington Typewriter Company, urges the 




























manager to give the boys and girls a chance. He says 
“Haven't you seen office boys evolve into publicity man Always your 
customer wants 
to see what 
value he is get- 
ting and how it 
compares with 
the price. Show 
him this Bent- 
son cabinet, 
quote the cost 
and you will 
be sure to im- 
press him with 
the favorable 
comparison. 


agers, or advertising agents, or even corporation presi 
dents? More often than not they were red-headed, freckle 
faced monkeys until they were subjected to business train 
ing. Never can tell! Did you ever bet on one of then 
and pick a winner? No satisfaction in life like it! 

“We are the origin of the species these days—with the 
indispensable help of the divine radium. But we are poor 
sportsmen if we don’t follow through—give the younger 
fry a bigger lift than we ourselves had, more light, a bette 
start. Don’t worry—we'll always be a leap ahead of them 

we hope Why miss the fun of watching them grow 
Their minds are vigorous and acquisitive, almost muscular 
Let us send you 
our illustrated 
folder detailing 
its features. 


Write today. 


We have to employ them, anyhow; might as well catch 


them early and make them more useful and ambitious and 


. Ne w. this is the } ig idea. Snap out of it the hun drun 








penny-packing process of your daily successes and achieve 
ments d get aboard the Educational Dreadnaught of y 
Club. It will be a great outing. Might even learn some 
thing ourselves—a new slant, renewed confidence, possibly New York ; 
~ ' . ” Representat ve: f 
even a finer, subtler perception. JOSEPH WALLACE 
, , . ‘ ' “6s , 941 Leggett Ave. 
[The Educational Courses conducted each year “under t = 


WSHPIces ¢ “7 } d ertising } } ort N \ orl h; y cde 

aus] the Ad ising Club ew York have a 

veloped into something of worth and moment Maybe Stationers Whelesale Supply Co. 
‘ 160 North Wells Street 


incidentally, they are the best bit of Club propaganda there _ 
is. But a few members have done the work and have had | ‘The Bentson Manufacturing Co. 
the satisfaction This time let’s all of us join the joust AURORA ILLINOIS 


Come over, each one of us, with your suggestions 




















OFFICE APPLIANCES November, 1925 


JOFCO 
Office Desks 


Durable and Responsive 


Though new to the trade, JOFCO DESKS are 
produced by men of long experience in this field 
and are designed to meet popular requirement. 
They include a complete, representative assort- 
ment in three grades; light golden oak finish is 
carried in stock ready for immediate shipment— 
other oak finishes and mahogany are supplied at 
short notice. 


Our policy provides for distribution through 
office furniture dealers and our catalog is de- 
signed to aid in that sales method. We shall be 
glad to have your inquiry. 


Jasper Office Furniture Co. 
Vie F. Sturm >. one oe ae 4 Siew 
JASPER, INDIANA 











The Trademark “Better-Built” 


stamped on a chair means that seventy 
years’ experience has been inculcated 
in the product. 







Manufacturers of school 
seating Movable Chair 
Desks. 


CONRADES 


MANUFACTURING CO. 
1942 North Second Street 
ST. LOUIS, MISSOURI 


Furniture deal- 
ers visiting the 
Chicago Busi- 
ness Show will 
find it conven- 
ient to visit our 
exhibit in Space 
408, American 
Furniture Mart 


No. 316 P 




















Birmingham, Ala.—The Martin Office Supply Company, 950-52 
Brown-Marx building, has been organized by T. R. Martin, who 
conducted the business formerly under his own name at 1239 
Brown-Marx building. 

Chicago, Ili.—A. R. Skibbe, traveler for the Associated Sta- 
tioners Supply Company, is on an extended Western trip, cov- 
ering the trade in Colorado, Utah, Idaho and Montana. 

Chicago, !til.—Mrs. E. Y. Horder left in October to join 
“E. Y.” at his plantation at Magnolia Springs, Ala. They will 
5 lag to Chicago in time for the annual Thanksgiving gather- 
ng. 

Chicago, !ll—The John T. Gill Company has moved from 6 
North Michigan avenue to 59 East Adams street. Increasing 
business necessitated enlarged space, which has permitted car- 
rying stocks and increasing the lines carried. 

Chicago, Ill.—Charles Siler has joined the Burr-Vack Com- 
pany, taking a position in the store. Mr. Siler has been in the 
stationery field many years. He was a veteran of the staff of 
A. C. McClurg & Company, Chicago, and more recently a 
traveler for The Reynolds & Reynolds Company, Dayton, Ohio. 

Chicago, lil.—In addition to his duties in the Horder organi- 
zation, and official responsibilities in the National Association 
of Stationers, Office Outfitters and Manufacturers, F. P. Sey- 
mour finds time to serve as vice-president and chairman of 
the finance committee, Chicago Council of Camp Fire Girls. 

Chicago, !til.—The campaign among stationers to induce them 
to place their orders for inks and adhesives before cold weather 
sets in seems to be winning out, according to F. F. Harris, of 
The Carter's Ink Company. October orders for shipment be- 
fore frost were of such volume that the facilities of the ship- 
ping department were taxed. 

Chicago, Iil.—After November 1 the Peerless Wire Goods 
Company branch here will be located on the seventh floor at 
6 North Michigan avenue. The branch had been on the twelfth 
floor at the same address. George A. Walsh, the manager, has 
secured increased space, including a display room for a repre- 
sentative line of wire brackets, racks, etc. 

Cleveland, Ohio.—The J. C. Hub Manufacturing Company, 
2041 East Third street, has purchased a site at 110-12 East 
Twenty-third street for the erection of a modern printing 
plant. This section is being populated largely by printing 
establishments. 

Edmonton, Alta., Canada.—The Hamilton Stationery Com- 
pany has moved from 2 Sugarman block to 100018 101A avenue 

Fort Worth, Texas.—The Williams Printing & Stationery 
Company has been petitioned into bankruptcy. 

Hollywood, Fla.—Harry Gellett, formerly with the Dewberry 
& Montgomery Printing & Stationery Company, Birmingham, 
Ala., is now with the Hollywood Publishing Company. 

Knoxville, Tenn.—S. B. Newman & Company, is rebuilding 
and enlarging the store and print shop. A number of new 
lines of office equipment and supplies are to be added. 

Lincoln, Calif.—tIra Ahart has purchased the stationery busi- 
ness of Charles Vogt. 

Los Angeles, Calif.—William Gincig, Jr., has become vice 
president of the Locus Stationery & Printing Company, 409-11 
West Pico street. 

Los Angeles, Calif.—Joe Harvey is now connected with the 
West Coast Stationery & Printing Company, 1144 South Broad- 
way. He had been with Wolcott's. 

Los Angeles, Calif.—The Manufacturers’ Sales Corporation 
has been established at 432 I. W. Hellman building by Bert 
M. Morris and Sylvan Cahen. Both gentlemen have a wide 
acquaintance in stationery manufacturing and retail circles, 
and are assembling a variety of lines to distribute in this 
territory. 

Louisville, Ky.—Mr. and Mrs. George C. Fetter, Sr., have 
returned from a vacation spent on the Pacific coast, both in 
the United States and Canada. Mr. Fetter is president of the 
stationery company bearing his name. 

Miami, Fla.—The new Cromer-Cassels department store, now 
under construction, is to include a stationery and book de- 
partment. The home address is 303 West Eighty-ninth street, 
New York, N. Y. 

Minneapolis, Minn.—The George P. Thomas Stationery Com- 
pany has been established at 325 Second avenue, South, by 
George P. Thomas. He had been connected with the Midland 
Paper Company, of this city. 

Mt. Carmel, Penna.—The business formerly conducted as the 
Mount Carmel Book Store has been renamed Stecker’s Book 
Store. No change in ownership or management is involved 

New York, N. Y.—The Superior Stationery Company, Inc., 
9 Bond street, has been petitioned into involuntary bankruptcy 

New York, N. Y.—The stocks of stationery, cigars and candy 
of D. E. Feuerman, 295 West 147th street, were damaged by 
fire in October. 

New York, N. Y.—J. H. Bertine & Company, manufacturing 
stationer, has bought the five-story building at 110 Chambers 
street. After alterations the company will occupy the store 
and basement. 

New York, N. Y.—Julius Blumberg, 262 Grand street, has 
purchased the business of the Polhemus Printing Company, 
stationer and law blank publisher, and will conduct the busi- 
ness at 262 Grand street. 

New York, N. ¥Y.—The American Manufacturing Concern has 
moved its local branch from Room 806, 200 Fifth avenue, to 
Suite 402-04 in the same building. The change gives H. Von 
Frank, the manager, additional space needed to display the 
complete ‘‘Falconer’” line adequately. 

Oakland, Calif.—White & Dunbar are now located at 530 
Seventeenth street. 

(Continued on page 271.) 
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Three Money-Making Business 


Essentials of Today 


IN CASE of forced necessity, industry could 
adjust itself to the loss of two of these major 
necessities—the telephone and the typewriter. 
But its very existence depends upon RECORDS 
—so much so, that immediate collapse would 
follow their removal. 


Acme Visible Record Equipment has been 
accepted as an indispensable and highly profit- 
able business necessity for every department 
of every business. It serves the Cost, Credit, 
Collection, Purchase, Accounting, and a score 
of departments with organized information 
which no executive can afford to be without 
in these days of high speed business routine 
and keenly competitive markets. 


And Acme is invariably the choice where 
better records and economy of operation are 
desired because Acme features are exclusive 
features—without equal, and unquestionably 
superior as a demonstration easily convinces, 
and has convinced the country’s leading 
executives. 


Get the Acme Book of Record Facts for the 
profitable information it will bring to your desk 
—particularly adaptable to some or many depart- 
ments of your business. Or, better still, tell us 
you'll spend a few minutes with a local Acme 
Representative—they’re everywhere. There'll 
be no obligation, because Acme is always bought 
—not sold—on the basis of actual performance. 
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ACME 


VISIBLE RECORDS EQUIPMENT 


ACME CARD SYSTEM COMPANY 
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: Have representative call. Firm : — 
116 South Michigan Avenue iam me aoe 4 C 
. OF en< etailed recommendations Address ity a ET 
CHICAGO : by mail on handling —__ 
Offices in Most Principal Cities . records. (Sam ple forms enclosed) State By 
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& Wins First Honors 


at Grand Rapids— 


T the National Stationers Conven- 

tion in Grand Rapids just ended, 

the exhibit of Moore Pens and Pencils 
was awarded first prize. 


The ‘‘tailor-made,’ smooth-writing Moore-Miller 
points are so uniform that you can 
sell a Moore quicker than any 
Moore Pon and’ Pencil Exhibit other pen. When your cus- 
at Grand Rapids ’ ° 

tomer’s in a hurry, grab a 
Moore. When the sale is slipping save it with 
a Moore. 


















Moore-Miller points that just suit make 
Moore pleased customers. 


We're Going to Tell 


Your Customers About 
. 


Selling the Moore 
Means Saving 
Time and 


Boosting 
Profits Pens in the ‘“‘Satur- 
day Evening Post” 


Starting November 21 








OUR customers will read these sales-building 
advertisements. Jie up your store to this 
powerful national campaign by stocking, displaying 
and pushing Moore Pens and Pencils. It will put new 
dollars in your cash drawer. 


Moore Pens Retail $2.50 up. Write for Descriptive Catalogue 


THE MOORE PEN COMPANY 
110-114 Federal Street Boston, U. S. A. 
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Myrtle Desk No. 860, Mahogany 


Acquaint Yourself with 
The Newest Myrtle Values 


YRTLE offers a constantly broadened opportunity to 
buyers who search for highest quality in desks and 
tables at moderate outlay. 


Myrtle Desks and Tables of today, are among the 
foremost values on the market, with a grade for every 
demand. Prompt shipments and short hauls to all points 
of the East and South. 


Ask for Myrtle Catalog and inquire about 
the New ALMA Line of Low Cost Mahogany. 


MYRTLE DESK COMPANY 
HIGH POINT, N. C. 


Metropolitan District 
Representative 
Mr. Joseph Wallace, Room 407—487 Broadway 
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The Krantz New 
Shock Absorber Is Ready 


Sweeping changes in the Krantz typewriter shock 
absorber, silencer and desk clamp, make it an out- 
standing device in typewriter accessories. Felt pads 
permit using the machine anywhere without danger 


of marring the surface. 
of typewriters. Slide 


Adjustable to various makes 


allows machine to be moved 


forward several inches when in use. Holds machine 
securely, without vibration and absorbs jolts and jars. 
The guarantee assures satisfactory service and easy 
sales. Send for full details today. 


EDWARD KRANTZ PRODUCTS CO. 


3847 Lincoln Ave. 


Chicago, IIl. 















THE REASON 


WHY YOU 
SHOULD 


“RYCO” and “PARSUL” Sealing Machines are 
carried in stock by over 2,000 Dealers in the United 
States, and by Distributors in every Civilized Country 


of the World. 


The “PARSUL” for Package Sealing, retailing at 
$2.50 and the “RYCO” for the Shipping Room, retail- 
ing at $5.00, make a combination that suits every 
user at a most satisfactory price. 


Production on a large scale enables us to give the 
user the most for the money and we have not for- 
gotten to take care of the dealer with a Most Liberal 


Disconnt. 


J.F. RYAN & COMPANY 


222 East 42nd Street 


New York, N. Y. 











Charlotte, N. C.—The Kale-Lawing Company, office equip- 
ment and supplies, 233 South Tryon street, is now operating 
at-that location. 

Chicago, ill._—W. B. Mainland, who has been a salesman for 
the Kardex-Rand Company about one year, has been appointed 
sales supervisor. 

Chicago, Ill.—A. J. E. Larson, general superintendent of the 
Art Metal Construction Company, was an October caller at the 
local branch. 

Chicago, til_—E. E. Blankemeyer, of the Invincible Metal 
Furniture Company, has been elected president of the Howard 
Square and Compass Club. This is an organization of North 
side Christian Master Masons, banded for educational and so- 
cial purposes 

Chicago, !i|_—The Imperial Metal Furniture Company's local 
warehouse now stocks ail items of the Imperial manufacture, 
which stock is drawn on by commercial stationers of Chicago 
and vicinity for urgent orders.—The new ‘900" filing cabinet 
has made great headway since it was announced in October 
and according to E. E. Blankemeyer, ‘‘is going big.” 

Des Moines, lta.—Andy Beckett, formerly with Koch Bros., 
has joined R. L. Polk & Company, the directory publisher 

Decatur, iil.—The Linxweiler Printing Company expects to 
occupy its new building at 249 North Main street, in October. 
It is two stories and basement, with three stores on the first 
floor. One of these will be occupied by the Linxweiler com- 
mercial stationery store, and the other two rented to other 
tenants. The basement and second floor will be used by the 
Linxweiler Printing Company. 

Detroit, Mich.—Charles A. Roesch has been awarded the 
diamond fob in the Hundred Per Cent Plus Club of the Yaw- 
man and Erbe Manufacturing Company. 

Detroit, Mich.—George E. Leebody, manager here for the 
Yawman and Erbe Manufacturing Company, has been elected 
to the board of directors of the Retail Merchants’ Association 
of Detroit. 

Cover, Del.—The Rand-Kardex Bureau, Inc., has been char- 
tered; capital stock, $100,000; incorporator—Stanley M. Knapp 
New York, N. Y 

Huntington, W. Va.—L. C. Reptoe has opened a store han- 
dling new and used office furniture and safes He is a safe 
expert, and will render this service to his clientele 

Memphis, Tenn.—The office furniture and stationery require- 
ments of the new Peabody hotel were supplied by S. C. Toof 
& Company. 

New York, N. Y.—Jacob Schoenfeld, dealer in desks and 
other furniture, suffered a fire loss October 9 at his store, 403 
Broadway. 

New York, N. Y.—Three members of the local organization 
of the Yawman and Erbe Manufacturing Company have ad- 
vanced in the company’s Hundred Per Cent Plus Club: W. H 
Gilley and Frank H. Metzger have acquired the second bar to 
the plain fob, the latter winning this advance in two months. 
W. L. Wyckoff has been decorated with the plain fob 

Philadelphia, Penna.—The Wm. H. Hoskins Company, now 
at 904 Chestnut street, will occupy its new building at i 
Chestnut street in November 

Philadeiphia, Penna.—E. E. Heller has acquired the third bar 
to his diamond fob, and Vernon Hatch the second bar to his 
plain fob, representing their status in the Hundred Per Cent 
Club of the Yawman and Erbe Manufacturing Company 

Pittsburgh, Penna.—In three months’ work K. A. Swanson 
qualified for the diamond fob of the Hundred Per Cent Club of 
the Yawman and Erbe Manufacturing Company. 

Portland, Ore.—The Irwin-Hodson Company, Fifteenth and 
Gilsan streets. plans opening a branch store in the Fine Arts 
building, as soon as the necessary arrangements can be mad¢ 
This will be the third branch operated by the company 

Rochester, N. Y.—B. F. McGinty, traveler, and N. E. Wattel, 
of the Rochester sales office of the Yawman and Erbe Manu- 
facturing Company, have received the plain fob of the con 
pany’s Hundred Per Cent Plus Club 

St. Louis, Mo.—That extra sparkle which accompanies C. J 
Heller these days is due to the addition of the third bar to < 
diamond fob, the decoration of the Hundred Per Cent Plus 
Club of the Yawman and Erbe Manufacturing Company 

San Francisco, Calif.—S. M. Silver is conducting an 
furniture business at 785-87 Mission street. 

San Francisco, Calif.—Walter H. Knobloch, president and 
general manager of the Erie Art Metal Company, spent a 
week here last month, prior to a trip to the Northwest. Fran! 
Walter, who has been appointed coast agent, accompanied him 

Seattle, Wash.—The general offices and print shop offices of 
the Lowman & Hanford Company have been moved to the 
first floor of the printing building. This allows space for the 
expansion of the mechanical department 

Sioux City, lowa.—The Deitch & Lamar Company, representa- 
tive here of the Yawman and Erbe Manufacturing Company 
has moved to new and roomy quarters at 609-11 Pierce street 

Washington, D. C.—The local branch of The Globe-Wernicke 
Company has been moved from 1218-28 F street to Suite 211-13 
Investment building, Fifteenth and K streets 

Winthrop, Mass.—FE. E. Sanger, Eastern representative 
The Globe-Wernicke Company, has moved from 705 Benninet 
street, East Boston, to 76 Atlantic street, Winthrop 

Youngstown, Ohio.—W. H. Foster, president of The General 
Fireproofing Company, sailed from New York October 24 on 
the SS. ‘“‘Leviathan’ on a business tour of England. He was 
accompanied by F. K. Rhines, export manager. 
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You can make a bad egg out of any egg if you don't treat 
it right.—The Coach (published co-operatively by the Boorum & 
Pease Company, Eberhard Faber, C. Howard Hunt Pen Com- 
pany and Sanford Manufacturing Company). 
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Goes Holiday Lines 


GREETING CARDS 
HOLIDAY LETTER-HEADS 


Several beautiful styles 
of 


Bordered Blanks 4 HOLIDAY BLOTTERS 


; Every year at Holiday time thousands of merchants are 
t 
apprepriete for stocked with merchandise which must be moved and moved 


“Merchandise and Gift quickly. Every year they are confronted with the necessity 


° of urging their patrons to do their Christmas shopping early. 
Certificates ea aa . a ™ 

Every year during the Holiday season the Banker must advertise 
are included in the his Christmas Savings Clubs for the ensuing year. 


; Every year during the Holiday Season, most business houses have 
’ ! 
Goes “Printers Helps some message to send to their trade. 


ona Every year thousands of individuals and business houses send out 
WRITE FOR SAMPLES greetings to their friends and to their trade. 
All this means business—splendid business—for the Printer 


G —and THE GOES HOLIDAY LINES 
will help line up this business. Send for Samples 





GOES LITHOGRAPHING COMPANY, 49 W. 6ist St., CHICAGO 

















HOW BUILDING PLANS AFFORD OPPOR- 
TUNITIES FOR SPECIAL EQUIPMENT 





ey 5 | 
am 6 | 


Building activities in every com- 
munity afford the prospect of furnish- 
ing special equipment. Banks, court 
houses, public institutions of all kinds 
and large corporations nearly always 
require a certain amount of built to 
order supplies or equipment. 
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Pity 


For twenty-two years we have been 
building and installing special steel 
equipment in cooperation with the 
local dealer. Unlike most lines, there 
is nothing to stock—you furnish your 
services only. 


RECEOT ey 


’ 


Plans, with prices, will be sent 
gladly and all additional help possible 
to assist in closing the transaction. 
Why not start now by writing for 
particulars? 


IMPERIAL 
STEEL CABINET CO. 


2130-2152 Fulton Street 
CHICAGO 
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National Business Show 
Americas Efficiency Exposition 





San Francisco 


At The 
Civic Auditorium 


March 8th to 13th inc. 
1926 





The 1925 Chicago 
National Business Show 


at the 
NEW AMERICAN EXPOSITION PALACE 
November 16th to 21st inclusive 











NATIONAL BUSINESS SHOW COMPANY 


Prank E. Tupper, President James F. Tate, Secretary 


50 Church Street, - NEW YORK 
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Asheville, N. C.—The local agency of the Remington Type- 
writer Company has moved into new offices at the corner of 
Pike square and Biltmore street. This is one of the best loca- 
tions in the city The company is preparing for a big fall busi- 
ness. 

Austin, Texas.—Joe A. Barbish has established the Wood- 
stock Typewriter Sales Company in the Austin National Bank 
building He has territory including a number of counties ad 
joining Travis county, and will give his personal attention t 
this sectior Mr. Barbish was associated with The Oliver 
Typewriter Company, traveling the Central and Central West 
Texas territory under Vorley Wright for twenty years Wher 
Mr. Wright became sales manager of the Woodstock Type- 
writer Company Mr Barbish handled the same territory for 
Woodstock machines He has been operating in this territory 
about thirty years. 

Baltimore, Md. Ivick has been appointed man- 


Frank A. W 
bran b 


ager of the local the L. C. Smith & Bros Type 
writer, In« 

Bluefield, W. Va.—H Sprague, operating the Woodstock 
Typewriter Exchanges has charge of the sales and service of 
Woodstock typewriters in Bluefield and vicinity 

Boston, Mass.—The Offi Appliance Company, 191-95 Devor 
shire street has beer ippointed a distributor for the Corona 
typewriter This compar reports good business Corona now 
has four distributors in Boston operating direct from the home 
iffice: The Model Typewriter Company, Office Appliance Con 
pany, Barlow & Raphae Ir and Harvard Co-operative S« 
ciety 

Chicago, iti.—The « porate charter of the Ser Products 
Company has been amends changing the number of directors 
from three to five 

Chicago, ill.—W. C. Lothrop, 26 South Wells street, is mak- 
ing excellent progress in this territory in the introduction of 
the Demountable typewriter 

Chicago, (tll.—R. W Seaman, manager of the South Bend 
sub-office of the Underwood Typewriter Company, visited the 


Chicago office October 15tl 

Chicago, I!!.—The Technical Supply Company, 327 South La 
Sallie street, has been accorded distribution for the Error-No 
eopyholder for the territory West of Philadelphia 

Chicago, !ti|.—T. S. Martin, of the Standard Typewriter Com- 
pany, has returned from a prolonged stay at his old home in 
Pennsylvania. He has been benefited materially by his rest. 

Chicago, til—The American Typewriter Exchange, 111 North 
Dearborn street, has opened a branch store in the Yawman 
and Erbe building, 162 West Monroe street J. G. Grobark is 
in charge. 

Chicago, Itl!l.—J. M. Keenan has been placed in charge of the 
railroad department of the L. C. Smith & Bros. Typewriter, 
Inc He had joined the Chicago branch a month ago, coming 
here from Kansas City 

Chicago, itil.—Capt. W. C. Lavatt, general sales manager of 
the Royal Typewriter Company, Inc., conducted a sales con- 
ference here in October at which several territories in the 
Chicago district were represented 

Chicago, I!i.—Recent additions to the local sales staff of the 
Royal Typewriter Company, Inc., included A. P. Hammil, F. W 
Hustedt and R. L. Hardman These men had been with the 
Underwood Typewriter Company in Chicago 

Chicago, Ill.—George W. McClellan, manager here for the 
Underwood Typewriter Company, made a two-weeks’ motor 
tour to New York state points in October. Mrs. McClellan and 
Mr. and Mrs. Kenneth McClellan accompanied him in their 
Packard 

Chicago, !li.—During October the Corona Typewriter Sales 
Company was visited by S. D. Brightman, of the susiness 
Equipment Company, Boston, Mass., and Charles T. Smith 


the } office of the Corona Typewriter 


N. Y 


trom 
7roton, 


Compnay, In 


Chicago, il. A local mail rder house has taker up the sale 
of rebuilt typewriters Montgomery Ward & Company, whict 
also conducts a retail store at its local establishment, offered 
machines ] i] sers Rebuilt No. 5 Underwoods were 
advertised at $51.25 casl 

Chicago, Ill.—A. J. Redding has been assigned to a city ter 
ritory by the local branc! the Woodstock Typewriter Com 
pany. He is a typewriter man of many years’ experience 
and had indled a West side territory for the Royal Type 
writer Company, Inc., the past three years Mr. Redding re 
signed that territory t the Woodstock staff 

Cincinnati, Ohio.—The Typewriter Exchange, formerly at 212 
East Sixth street, has moved to 226 East Fifth street. 

Cincinnati, Ohio.—L \. Platz has been transferred by the 
Royal Typewriter Company, In from St. Paul, Minn., to the 


lding 
Krall 


local branch, Groton bu 


if Seventh and Race 
Cleveland, Ohio.—E. E | 


has joined the 


the L. C. Smith & Bros. Typewriter, Inc. Mr. Krall has had a 
exceptional sales record in the typewriter field 

Detroit, Mich.—D. B. Fisher has been appointed a specia 
representative of the Woodstock Typewriter Company, under 
Manager James M. Hackney Mr. Fisher was with the toval 
Typewriter Company, Ir formerly. 

Fort Wayne, Ind.—I. L. Miller, who had been w the Ren 
ington Typewriter Compan at Terre Haute has been trar 
ferred to the local office, 714 Harrison street 

Fort Wayne, Ind.—The Typewriter Inspection Company f 
Toledo, operated by J. B. Watkins, has opened an attractivs 
office her 106 West Berry street. This will be operated as 
a separate business, along the same lines as that at Toledo 
which has been highly successful. The local office, as the 
Cleveland business, will handle sales and service of Woodstock 


Fort Wayne 
of the We 


irrangement 
stations 


nder this 


official service 


typewriters I 
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Sell your own 
brand and keep 
customers coming 
back to you; they 
become familiar 
with your brand 
and you get all the 
repeat business in- 
stead of it being 
divided among 
several as is the 
case in pushing 
lines handled by 


every one. 


You can build a 
substantial ribbon 
business with our 
help. Ribbons are 
furnished in neatly 
lithographed 
boxes with your 
imprint, in a grade 
and weight for 
every purpose. 
Why not start a 
profitable t y pe- 
writer supplies 
business of your 
own by asking for 


particulars today? 


U.S. 


Typewriter Ribbon 
Manufacturing Co. 


Sansom & 10th Sts. 
Philadelphia, Pa. 


CABLE ADDRESS: MUSTR. 














Experienced Help 
Means Good Desks 


Experienced help —-workmen trained 
from the ground up, labor skilled in the 
construction of furniture ac- 
counts, in part, for the value in a Tell 
City Desk. The product reflects the 
features involved—it looks the part. 
Sales naturally follow and profits are 
substantial \ catalog is yours for 
the asking 


good 


TELL CITY DESK CO. 


TELL CITY, INDIANA 
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The Steno-Aid 
Dependable for 
Years of Work 


Twelve years spe- 
cializing on one 
product, with several 
hundred thousands in 
use, and “Improve- 
ment” the watch- 
word, has developed 
a perfection which 





is obtainable only in 


The IMPROVED 


LINE-ATIME 


Responsible for the first moving plate machine 
and for the practical lever operation, Line-a-Time’s 
reputation has been made by legions of satis- 
fied users. 

The New Line-a-Time is a revelation of ease 
and smoothness and it gets better with use. 

Permanent satisfaction is 

demonstrated —first, by the 

mechanical features which 
customers see, and second, by 


its effective aid which sten- 
ographers feel. 


LINE-A-TIME MFG. CO. 


INC, 
929 St. Paul St., Rochester, N. Y. 








has a proposition for a live wire sales 
representative in each city and com- 
munity, which we will gladly explain 
to responsible inquirers. 


Our products are of very excellent 
quality and cover every requirement 
in ribbons and carbons and a very 
wide range of competitive conditions. 


‘ 











Gulfport, Miss.—S. N. Johnston, 2512 Sixteenth street, has 
undertaken sales and service for the Woodstock Typewriter 
Company. He is an experienced typewriter salesman and me 
chanic. Mr. Johnston's territory includes Gulfport and a num 
ber of continguous counties. 

Kansas City, Mo.—Fred C. Gould has been appointed local 
manager by the L. C. Smith & Bros. Typewriter, Inc 

Knoxville, Tenn.—The Underwood Typewriter Company has 
moved the local branch to the ground floor at 307 West 
Church street, in an excellent location. W. R. Wellman, the 
manager, anticipates exceptionally good business this fall and 
winter. 

Lebanon, Penna.—H. R. Snell has been appointed local sub- 
dealer in Royal typewriters by the Standard Typewriter Com 
pany, Reading. 

Lexington, Ky.—K. W. Watson, manager here for the Rem 
ington Typewriter Company, was formerly connected with the 
organization at Nashville. 

Madison, Wis.—W. J. Anschuetz, formerly with the Under 
wood Typewriter Company, has been admitted to the bar by 
the state supreme court. He was connected about eight years 
with the Underwood Typewriter Company at Milwaukee, In- 
dianapolis, Cincinnati, Detroit and other cities. Mr. Anschuetz 
is a graduate of the law school of the University of Wisconsin 

Meridian, Miss.—John F. Welch, formerly local manager for 
the Underwood Typewriter Company, has been appointed dis- 
trict manager by the Woodstock Typewriter Company, in 
charge of business in Mississippi. Mr. Welch associated him- 
self with the Woodstock as a dealer originally. His promotion 
is the result of his success as an independent dealer 

New York, N. Y.—J. H. Forshay has been appointed man- 
ager of the general collection department, Royal Typewriter 
Company, Inc., succeeding Robert Erskine Strong, resigned 
His place in the sales department has been taken by Bonn 
Ries, who had been Mr. Forshay’s assistant. 

Paducah, Ky.—J. F. Harding, 405 Broadway, has undertake: 
distribution of Woodstock typewriters in Paducah and a zone 
of surrounding counties. His contract includes sales and service 

Portiand, Ore.—C. D. Roe has been appointed manager her 
by the Royal Typewriter Company, Inc., succeeding C. E. F 
Russ, who has been transferred to the San Francisco brancl 
Mr. Roe had been a salesman here under Mr. Russ. 

Providence, R. |.—-The Office Appliance Company, 53 Weybos 
sett street, has been appointed a distributor for the Corona 
tynewriter and the Corona adding machine 

St. Louis, Mo.—Mr. Shaw has taken charge of the Corona 
Typewriter Sales Company. He had been with the organiza- 
tion a number of years. James A. Lytle, the manager, has 
moved to Chicago, where he is sales manager for the Port- 
able Adding Machine Sales Company. 

San Francisco, Calif.—The Corona Pacific Typewriter Com- 
pany has moved its office from 546 Market street to 239 Powell 
street. 

San Francisco, Calif.—Herbert Howard, of the Underwood 
Typewriter Company, has returned from his honeymoon He 
is one of the veteran city salesmen of the organization 

San Francisco, Calif.—C. E. F. Russ, who had been manager 
at Portland, Ore., for the Royal Typewriter Company, Inc., has 
been transferred to the San Francisco office, 126 Post street 
as manager 

San Francisco, Calif.—A convention of the West coast mar 
agers for the L. C. Smith & Bros. Typewriter, Inc., has been 
booked for November 6-7 at the Palace Hotel in.San Fran- 
cisco, F. E. Van Buskirk, vice president, and A. M. Simpson 
sales manager, are attending, coming by way of Los Angeles 
and picking up W. S. McCleary, the Los Angeles manager, on 
the way Other managers booked for attendance are E. A 
Hewitt of Salt Lake City, Utah; P. M. Winship of Portland 
Ore.; A. L. Banarfa of Seattle. Wash.; and E. E. Hunter of 
San Francisco. There is also to be held while the vice presi 
dent and sales manager are in San Francisco, a convention of 
the San Francisco sales organization. The Smith Typewriter 
Company reports a tremendous increase in business over that 
of 1922 and 1923, amounting to over 100 per cent. 

Saranac Lake, N. Y.—Louis S. Beaupre, distributor here for 
the Royal Typewriter Company, Inc., has moved his business 
to 8 Dorsey street, which is now operated as the Adirondack 
Typewriter Exchange. 

Shreveport, La.—The Lindsay Company, 421 Milam street 
has undertaken the sales and service of Woodstock typewriters 

Waycross, Ga.—L. C. Kent is recovering from a recent op- 
eration at the Sumter County hospital He is district manager 
for the Woodstock Typewriter Company. and had been identi- 
fied many years with the typewriter business. 

Worcester, Mass.—The G. E. Stimpson Company, 101 Pleas- 
ant street, has added typewriters to its activities W oodstock 
typewriters are distributed, and P. J. Ritter, in charge of 
Woodstock business in New England, is to be congratulated on 
this new association. 


l 


Typists and Stenographers for Government Service. 
The United States Civil Service Commission will receive apy 
cations for stenographers and typists until October 28, to 
vacancies in the departmental service at Washington, D. © 


ts 


‘ 


Senior stenographers are offered $1,500 a year; senior typis 
$1,320 a year. 





Baltimore, Md.—The Burroughs Adding Machine Company 
has moved to larger quarters at 22 Light street. This loca- 
tion houses the sales staff. school for operators, and a full line 
of Burroughs billing, bookkeeping and adding machines and 
calculators. 

Cleveland, Ohio.—F. S. Crane has been appointed district 
sales manager in the Cleveland territory by the Ellis Adding 
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. SERVICE 





Customers frequently mention doing 
business with such and such a firm be- 
cause of its reputation. Reputation is 
important in the typewriter industry. 
It safeguards the interests of the deal- 
er and his customers. 

In our business it has been a constant 
policy to solicit on the pledge of fair 


dealing. Any firm can well be proud 


of the esteem and respect of custom- 
ers whose business is obtained on the 
principle of fair dealing. To what ex- 
tent we have lived up to the obligation 
imposed on ourselves may be found in 
ur present status as the largest whole- 
sale distributors of typewriters in the 
world. Our price list is yours for 
the asking. 


THE WHOLESALE [YPEWRITER Co. 








428-430 BROADWAY, 
NEW YORK, N. Y. 








Largest Wholesale Dis- 
tributors in the World 
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DOUBLE FLANGE 





PNEUMATIC (FLAT) 


LINCOLN_RUBBER KEY CO. 


27 THAMES ST. 





CONCAVE 


NEW YORK 





CUSHION FOOT 
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KLEENZWELL 


TYPEWRITER. BRUSH— 
0.425 
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The Kleenzwell is a Three- 
In-One Brush 


that thoroughly cleans ALL PARTS of the Typewriter. Thi 
use however, is only a starter. It’s more than just a Typewrite 
Brush: it is the best and most effective OFFICE UTILITY 
BRUSH. In one single unit it covers EVERY requirement 
office appliance cleaning. It cleans thoroughly, Adding, Ad 
dressing, Dictating Machines, etc. 

All the materials in thir brush are Everlastingly STEELSET and cannot come loose 

The “Kleenzwell” has been adopted by Business Schools, Banks, Public Institutions 


Government and City Departments, and the largest concerns in the country 
Just tear off any portion of this advertisement and mail it with your letterhead Fr 


information will be forwarded. ARTHUR W. HAHN 


Manufacturing Brushes for Over 33 years. Dept. A, 195-201 Lafayette St., New York 


Display KLEENZWELL in Your Window—It Brings IN Customers 
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WOOD GRAIN 
REPRODUCTION 


Reproductions of wood grain in all 
the beauty of the real wood can be 
accomplished with the Von Webern 
Equipment. Skilled mechanics are 
unnecessary in its operation being 
handled through the use of the most 
ordinary labor. 


Leading manufacturers in many 
lines are using this equipment for 
their wood grain finishes. 

Process fully protected by patents in 
the United States and foreign coun- 


tries. 


The Vance Manufacturing Co. 


Manufacturers of 


THE VON WEBERN EQUIPMENT 


for the 


Reproduction of Wood Grain 
DAYTON, OHIO 
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OFFICE 


Typewriter Company A ground floor office has been opened 
in The Union Trust Company building Mr. Crane was sales 
manager here more than twenty years for the Burroughs 
Adding Machine Company 

New York, N. Y.—H. R. Russell, sales manager of the Powers 
Accounting Machine Corporation, is on an extended tour of 
Europe. He will return to the United States in December. 
England, France and Germany are among the countries to be 
visited. 

Oklahoma City, Okla.—H. H. Whitehead, manager here for 
the Elliott-Fisher Company, has moved his offices to 617-18 
Herskovitz building 

San Francisco, Calif.—F. H. Montgomery has rejoined the 
Ellis Adding Typewriter Company, having been appointed Pa- 
cific coast manager, effective October 1. His many friends in 
and out of the organization welcome his return, and look for 
a highly successful career. Mr. Montgomery has been engaged 
in another line since he left the Ellis organization He suc- 
ceeds C. C. Prest, who has been obliged to give up work on 
account of ill health. 





Akron, Ohio.—The local branch of The Dalton Adding Ma- 
chine Company has moved from 75 East Mill street to a store 
at 88 East Mill street. W. M. Higginbotham, the manager, 
has been in charge here fourteen years. 

Boston, Mass.—J. D. Oppenheimer and R. F. White have 
joined the local sales organization of the Monroe Calculating 
Machine Company 


Bridgeport, Conn.—J. J. Hammel, formerly with the Monroe 
Calculating Machine Company sales organization, has rejoined 
the staff and is connected with the Bridgeport agency. 

Buffalo, N. Y.—N. R. Swanton is a new member of the 
Monroe Calculating Machine Company’s organization here. He 
handles the Niagara territory 

Buffalo, N. Y.—E. H. Gauthier has been appointed agency 
manager here by the Monroe Calculating Machine Company 
He had been Monroe manager many years at Providence, R 

Cedar Rapids, lowa.—The local agency of the Monroe Cal- 
culating Machine Compar vy has added W. E Miller to its sales 
staff. 

Chicago, tli.—The Monroe Calculating Machine Company, 
West Van Buren street, has joined the Chicago Association of 
Commerce. 

Chicago, Hl. Jack Teeter has returned to the Chicago sales 
organization of the Sundstrand Adding Machine Company, and 
is making fine progress with the machines he is so familiar 
with. 

Chicago, Itil.—James T. Lytle, formerly manager of the Corona 
Typewriter Sales Company, St. Louis, Mo., is now sales man- 
ager for the Portable Adding Machine Sales Company, with 
offices in the Fisher building 

Chicago, I!i.—T. L. O'Gara has been appointed salesman with 
the local agency of the Monroe Calculating Machine Com- 
pany. He had been with the Monroe organization in the past, 
and has rejoined the sales staff here 

Chicago, Iil.—The Adding & Calculating Machine Exchange, 
26 South Wells street, has noted an appreciable increase in 
sales of the Barrett lister since the manufacturer reduced the 
price to $88.00 for the nine-bank machine. 

Chicago, I!!.—The Technical Supply Company, 327 South La 
Salle street, has been given distribution of the Brunsviga cal- 
culating machine for that part of the United States west of 
Philadelphia This contract includes sales and service. 

Cincinnati, Ohio.—F. W. Wehmeier is a new salesman with 
the Monroe Calculating Machine Company’s agency here 

Detroit, Mich.—P. A. Lawrence, formerly assistant manager 
at Milwaukee for the Burroughs Adding Machine Company, has 
been appointed a member of the sales promotion staff here. 

Detroit, Mich.—C. C. Terry, of the field promotion staff of 
the Burroughs Adding Machine Company, has joined the home 


office organization here He has charge of the promotion of 
business among banks Mr. Terry has been with the Burroughs 
organization over an extended period of time, and was, a few 
years ago, agency manager at Yakima, Wash 


Fresno, Calif.—D. I. Gustave has joined the local agency of 
the Monroe Calculating Machine Company as a salesman 

Grand Rapids, Mich.—H. H. Bartlett is now manager of the 
Monroe Calculating Machine Company's local agency 

Green Bay, Wis.—F. Armstrong is a new salesman here for 
the Monroe Calculating Machine Company. 

Huntington, W. Va.—Karl Schultz has joined the sales forces 
of the local Monroe Calculating Machine Company agency. 

Kalamazoo, Mich.—The Kalamazoo agency of the Monroe 
Calculating Machine Company has appointed E. E. Jones a 
salesman here 

Knoxville, Tenn.—Willoughby K. Moss has been appointed 
manager here by The Dalt Adding Machine Company He 
had been connected with the office at Asheville, N. C 

La Crosse, Wis.—Loarer J Matthews has joined the loral 
sales organization of the Monroe Calculating Machine Com- 
pan) 

Los Angeles, Calif.—T Adding Machine Emporium, H. W 
Long, manager, has moved from 1104 South Hill street to 928 
South Hill street 

Los Angeles, Calif.—R. N. Allabach, formerly with the Bur 

ighs Adding Machine Company's branch at Long Beach, has 
been promoted to the assistant managership of the branch here 

Macon, Ga.—The Monroe Calculating Machine Company 
agency has added W. P. White to its sales staff. 

Madison, Wis.—F. R. Winship has been appointed agency 
manager here by the Monroe Calculating Machine Company 
He has had extended experience in the Monroe organiza- 
tion, and has rejoined after a few years’ absence 
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SPECIALTY SALESMEN 


We are desirous of securing the services of a 
few more high grade specialty salesmen to sell our 
complete line of commercial pencils to offices and 
banks. This is one of the few lines that is readily 
accepted by the trade. It is a wonderful sideline 
and a real money-maker for conscientious work- 
ers. For sales information, write Mid-Continent 
Pencil Co., Dept. 189-K, 4462 Delmar, St. Louis, 
stating lines now carried and territory covered. 


MID-CONTINENT 


The pencil line with the least sales resistance 











Solidhed Ghumb Gacks 





STEEL 
BRASS 
LIBERTY 
SILVER 
TACKS 


Solidhed “Eyelet Pliers 


A COMBINATION PUNCH 
AND EYELET SET 


Solidbed “Eyelets 


SOLIDHED TACK CoO. 
37 Murray St..N. ¥ 
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of resources and opportuni- 
ties results in more than or- 
dinary success. In many 


Intensive : 
Development ses %= so 


whose achievements are mediocre. A careful reading of trade litera- 
ture, of advertisements, sales plans, and other subjects which are 
met every day by men in positions very similar to your own, 
will increase your power toearn. OFFICE APPLIANCES prints 
each month such material as we have just referred to. And if 
you will read it monthly, you will find that in some way jt will in- 
crease your capacity for work and your earning power. 


Subecription price ts $2.00 @ year 


THE OFFICE APPLIANCE COMPANY 


417 S. Dearborn Street, Chicago 


USED in SCHOOL 
AND BUSINESS 


The Penholder 
with a Personality 


A quick seller. 
Retail Price 5 Cents 
Samples on Request 
ZANER AND 


BLOSER CO. 
Columbus, Ohio 
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BRISTOW RADIAL DISTRIBUTORS 
MAIL SORTING MADE EASY 


For speedy sorting of incoming mail, for dividing 
finished correspondence preparatory to filing, for keep- 
ing pending matters, incoming mail, “dictate,” etc., on 
the correspondent’s desk, BRISTOW Distributors offer 
an exceptional service. No guides to tilt or fumble 
with—every compartment always open. Made in four 
sizes. STATION- —. 
ERS—let me send 
you full informa- 
tion. 


_ STANLEY R. 
BRISTOW 


22-24 Central Ave., 
West Orange, N. J. 














Dealers: Get your order in NOW! 





An Economical Convenience for every 
Executive or Professional 
Send $3.50 for Sample | ne 
and Prices 
Good Profit for 


ealers 





Sells 
Quickly 


MARK-MOR-AN-DUM 


326 Highland Drive SEATTLE, U.S.A. 








100% Profit 


_ acquaint you with 

e Superior Quality and 
Make-Up of the 
Blue Seal hekto- 
graph we offer 
to send, postpaid, 


/BLUE eS] PY ER Free Sample 
\DUPLICATOR) 







and Trade Dis- 
count Freight 
and Express Al- 
lowance. Special 
Prices for Quan- 
tity Buyers, Re- 
fill Composition 
in Tins. 


ARGUS 
DUPLICATOR 
MFG. CO. 


61 Park Place, 
New York, N. Y. 















BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
ulres no expensive per- 
orated or bound cards. 
It keeps your cards 
clean; it holds one card 
securely as well as a 
full case of cards. 


When a card is with- 
drawn the others are 
mot only held in place 
but are kept on the 
bottom of the holder. 


Furnished in twenty-eight different sizes; bound in imported 
morocco; metal parts highly nickel plated. 


In writing, please mention “Office Appliances.” 


Improved Boehner Binder Co. 


142-144 Fox Street Aurora, Illinois 
We manufacture Leather Novelties only and are not Engravers. 
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New Orleans, La.—The local sales organization of the M 
roe Calculating Machine Company has added J. Barangus 
to the sales staff. 

Oakland, Calif.—The local organization of the Monroe ¢ 
culating Machine Company has engaged L. A.- Gillan for 
sales staff. 

Oklahoma City, Okla.—M. V. Bailey is a new member of 
Monroe Calculating Machine Company's sales staff here 

Pittsburgh, Penna.—H. S. Michner is a new salesman 
for the Monroe Calculating Machine Company 

Providence, R. |.—L. B. Taylor has been appointed mana; 
of the Monroe Calculating Machine Company's local agency. H 
has had a long experience in the calculating machine field 

Providence, R. 1.—W. E. Allenbrook has joined the 
agency of the Monroe Calculating Machine Company He 
sold Monroe machines at Providence heretofore 

Richmond, Va.—W. R. Wright, formerly at Cincinnat 
the Burroughs Adding Machine Company, has been transferre 
to the local sales staff 

Riverside, Calif.—A. H. Bradley has been appointed mar 
of the Burroughs Adding Machine Company's agency here 

Roanoke, Va.—T. A. Good, who had been with The Dalt 
Adding Machine Company at Knoxville Tenn., is now 
charge of the local office 

St. Louis, Mo.—J. E. Sanborn is a new salesman for 
agency of the Monroe Calculating Machine Company 

Santa Rosa, Calif.—R. L. Jepson has joined the local ager 
of the Monroe Calculating Machine Company as a salesmar 

Topeka, Kans.—The Monroe Calculating Machine Compan 
local agency has engaged F. E. Berkley for its sales staff 

Wichita, Kans.—The local agency of the Monroe Calculating 
Machine Company has engaged Mac Harrell as a salesmar 

Worcester, Mass. J. Meany has joined the Monroe C 
culating Machine Company's sales organisation here 


Calculating Mactine Operators for U. S. 


The United States Civil Service Commission will rec 
plications until November 28 for the position of junior 


lating machine operator. Appointees will serve in the depart- 
mental offices at Washington, I). C., at an entrance salary « 

$1,320 a year. Competitors will be rated on clerical tests, and 
practical tests in operating a calculating machine A rating of 
at least 60, exclusive of preference allowances, must be btained 
in the practical tests of operating a calculating machine, and 
an eligible average in the entire examination After the pr 


bational period of six months required by the civil service 
and rules, advancement in pay may be made without ge 
in assignment up to $1,680 a year Promotion to higher e les 
may be made in accordance with the civil service rules 





Chicago, I!I.—E. W. Hill, who had charge of the Mimeograp! 
exhibit at the New York Business Show, will also managé 
exhibit at the Chicago show. 

Chicago, Ili.—G. O. Detmering has been transferred fron 
the Cincinnati city sales office of The Cincinnati Time R: 
corder Company to the Chicago office, 608 South Deart 
street 

Chicago, Iil.—A Horder display ad in the Tribune feature 
the Heyer ‘“‘Lettergraph"’ duplicator, which has distributior 


the ten Horder stores Demonstrations were given in No. 8 
24 South Dearborn street 
Chicago, Ilil.—C. K. Woodbridge, president of the Dictaphone 


Corporation, made two addresses here in October, as president 
of the Associated Advertising Clubs of the World October ¢ 
he spoke before the Women’s Advertising Club, and the 
lowing day addressed the annual convention of the window 
display advertising association 

Chicago, !ll.—The T. M. Sheppard Company will show in 
exhibit at the Chicago Business Show, Spaces 5 and 6, Amer 
can Exhibition Palace, the new ‘‘Bostacker.” This iten s 
distributed direct to consumer only, and has already won 
much attention from purchasing agents The ‘“Bostacker” 

a stapler made up in the form of a hammer. It is used 
staple shipping tags to packing cases, and for other simil 
purposes. 

Indianapolis, Ind.—The Multicolor Sales Agency has n ed 
its office to 113 East Michigan street, where more space is 
available than was occupied at the former location 

Cleveland, Ohio.—The Multicolor Sales Agency has taken 
a ground floor space at 1450 East Eleventh street, where bet- 
ter and more roomy quarters are occupied. 

Cleveland, Ohio.—C. J. Munzing has been made manager here 
by the Autographic Register Company He had been manager 
at Syracuse, N. Y., prior to this transfer. In anticipation of a 
long stay here, Mr Munzing has moved his family te Cleve- 
land 

Los Angeles, Calif.—Frank Milner, traveler for the Automat 
Pencil Sharpener Company, called on the local trade son 
weeks ago. 

Memphis, Tenn.—F. R. Andrews has been transferred by 
The American Multigraph Sales Company from Houston, Texas 
to the post of division manager here, with offices at 158 M 
roe avenue. 

Milwaukee, Wis.—The Multicolor Sales Agency, 49 Ons 
street, has been appointed distributor in this territory by 
Multicolor Sales Company, Chicago 

Nashville, Tenn.—The Kirkpatrick Company has been ap- 
pointed distributor in this vicinity by the Multicolor Sales 
Company, Chicago, Il. The Kirkpatrick Company is 
representative here for the Royal Typewriter Company, In 

New York, N. Y.—Fred P. Fecher has been appointed ger 
eral manager of The Beck Duplicator Company. He has been 
with the company nearly twenty-five years 

(Continued on page 271.) 
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AR lee all is said, any line 
0 n of merchandise must prove 
r its value to the store as a steady 


income maker. 


The frequent turnover on St. 
Johns Business Tables, as ex- 
perienced by retail stores, is due 


to intrinsic value—as well as 


for Business favorable pricing. 


Points in Construction: 


—-- 
a 





Write us for special cata- 


Made in Oak, quartered or plain; first qual- ’ a 
ity Gum, Mahogany finish; or Northern log of Business Tables. 
Gray Elm 


Very strong under-top construction, and 
mitre-joint plank edge. Dove-tailed draw- 


ers u ith 3-ply bottoms, finished inside. St Johns Table Company 
Shipped K. D. with bolt construction. Ask ; Rie 
us about them Cadillac Michigan | 
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The 
New Hoosier 


Catalog is 
now ready! 





This Slogan Means Business | 


“Built True—Clear Thru” is a business building slogan for any 
Hoosier dealer. It tells in a few words the care surrounding 
Hoosier Desks from design to finish. Customers recognize in- 
stantly the sincerity of the manufacturer of desks so trademarked. 
“Built True—Clear Thru” is building profitable desk sales for good 
dealers in every state. If the Hoosier line is not being sold in your 
city, write at once for dealer’s proposition. You will find it ex- 
ceedingly interesting. The new Hoosier catalog is now ready for 
you. Drop us a note. 


HOOSIER DESK CO. 


JASPER, INDIANA 
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PRESTO INKSTANDS 


Automatic Closing 
MANUFACTURED BY 


BACHRACH SPECIALTY CO. 


2275 Third Avenue 


A Distinct Advance in Inkwell Design 


DEALERS Write for Catalog and Discounts 





* + * * * * “ * 
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Make Suitable Holiday Gifts 


New York, N. Y. 












Sell DESKS 
By Selling Ideas 


Much of our skill in office desk 
production developed from sugges- 
tions and ideas furnished by the 
progressive office equipment dealers 
selling our line. Their suggestions 
and our application of them has 
resulted in a steady growth of 
profitable business for both maker 
and dealer. 


Our new catalog with full 
details awaits your inquiry 


Evansville Desk Co. 


Evansville Indiana 





No. 1529 
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Bedford, Mass.—The Drake Stamp Shop has been opened at 
1155 Purchase street by David K. Tripp. 

Hartford, Conn.—The Parker Stamp Works, Inc., has estab- 
lished an office at 302 Asylum street. This will be a con- 
venience for downtown customers, affording closer contact than 
the plant at Park and Laurel streets. 

Los Angeles, Calif.—The Los Angeles Rubber Stamp Com- 
pany, Fifteenth and Los Angeles streets, is planning an ad- 
dition to its plant. The building was occupied about a year 
ago, and is already inadequate for the company’s requirements. 

Newark, N. J.—W. N. Hunter, manager of the Mun-Kee 
Products Company, has been on a business trip which took 
him as far as the Pacific coast. 

New York, N. Y.—H. J. Berez is now located in Suite 315, 
108 Fulton street. He gained floor space by the move, permit- 
ting the installation of additional equipment. 

Appleton, Wis.—J. I. Irwin, district manager for the Wood- 
stock Typewriter Company, has returned to duty after a rather 
severe and prolonged illness. It necessitated a major opera- 
tion at a Chicago hospital. Mr. Irwin’s many friends rejoice 
at his recovery. 

(Other Machines—Continued from page 269.) 

Philadeiphia, Penna.—The Earley W. Adams Company, multi- 
graphing, 1116 Sansom street, has been registered as a com- 
mercial title in the common pleas court by Earley W. Adams, 
1417 Fishers lane. 

Philadelphia, Penna.—The Embossograf Company of Philadel- 
phia has been chartered in Delaware, to deal in embossograf 
machines; capital stock, $25,000; incorporator—Frank A. Cabeen, 
Jr., Haverford, Penna. 

Pittsburgh, Penna.—H. L. Becker, who had been division 
manager at Columbus, Ohio, for The American Multigraph Sales 
Company, is now located at 617 Empire building. 

Rochester, N. Y.—John H. Wade, of The Todd Company 
print shop, has been appointed district representative of the 
Second District of Printing House Craftsmen. He is a past 
president of the Rochester Club of Craftsmen. 


Dictating Machine Transcriber for Government. 

The United States Civil Service Commission will receive ap 
plications for dictating machine transcribers until November 
28. Full information and application blanks may be obtained 
from the commission at Washington, D. C., or through local 
secretaries located at post offices and customs houses. The 
examination will provide eligibles to fill vacancies in the de- 
partmental service, Washington, D. C., at an entrance salary 
of $1,320 a year. Competitors will be rated on plain copy (an 
exercise to be transcribed from the dictating machine), a prac- 
tical test, and letter writing Applicants are requested to state 
whether they are Dictaphone or Ediphone operators. 

After the probational period of six months required by the 
civil service act and rules, advancement in pay may be made 
without change in assignment up to $1,680 a year Promotion 
to higher grades may be made in accordance with the civil ser- 
vice rules 

As the commission has had difficulty in securing eligibles for 
this position, qualified persons are urged to apply The date 
for assembling for examinations will be announced to those 
applying 

(Stationery—Continued from page 256.) 

Parkersburg, W. Va.—The Ohio Valley Office Supplies Com- 
pany has purchased the stationery department of the Ohio 
Valley Publishing Company The former company has been 
chartered with capital stock of $25,000; incorporators—Frank P 
Dodd, Gordon Price, Mary K. Dodd, Frank Glass and Rose E 
Showalter 

Philadelphia, Penna.—The H. B. Levis Company, 702 Arch 
street, will move in December to a building at 830 Arch street 

Philadeiphia, Penna.—O'Connell Brothers, who operate several 
stationery stores here, have established another store at 6134 
Lansdowne avenue, 

Philadelphia, Penna.—Charles Bruder has been appointed 
manager of the stationery department of Litt Bros. department 
store, succeeding Ellis Litt, who has relinquished the station- 
ery department 

Pittsfield, Mass.—The stock and fixtures of the William Nu- 
gent Variety Store have been purchased by the Broadway Office 
Supply Company, of Springfield. The new owners will conduct 
a sale until the Nugent stocks are exhausted Then the new 
owners will stock staple stationery items for which there is a 
constant demand, and will probably add small items of office 
equipment 

Portland, Ore.—Ted Horsfield, of The J. K. Gill Company, won a 
medal for best pictures of displays awarded by the Pacific Coast 
Display Men’s Associat His entries were in the stationery 
books and sundries fields. 

San Francisco, Calif.—A. L. Jones, representing a number of 
stationery lines on the Pacil coast, is in the East visiting the 
various factories and expects to be gone for several weeks 
longer.—Al Anderson is making a swing through all the large 


cities of the Northwest ka Murphy, of the A. L. Jones or 
ganization on a trip to the South which will take him well 
into November Fresno, Los Angeles, Phoenix, Tucson, El Paso 
Albuquerque, Trinidad, Pueblo, Colorado Springs, Denver, Chey 
enne, Ogder Salt Lake City and Reno lie along his line of 


march. 
San Francisco, Calif.—Among the salesmen booked 
Francisco are Willis Metz representing the C. R. Gibson Com- 
(Continued on page 272.) 


for San 
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A Quick Selling 
Specialty 


The ECONOMO Time 
Stamp: is a durable, 
low-priced article which 
needs only to be dis- 
played to sell quickly. Its field is everywhere. It 
is in constant use in offices, factories, warehouses 
and other places where a record of hour and date is 
required. The printing surface is mounted on a 3/16 
inch cushion which, with the flexible cord in the 
handle, insures uniform, clear impressions no matter 


how rapidly the stamp is handled. The hour hand is 
adjusted by means of a knob and indicator at the side of the 
nickeled case—there is no delicate mechanism to get out of 
order—CONTINUOUS, RELIABLE SERVICE. 


For sale by stamp manufacturers and stationers. 
Write for descriptive matter to 


LOUIS MELIND CO. 


862 W. Chicago Avenue Dept. B. Chicago, Il. 


We are manufacturers to the trade of Rubber Stamps, Seals, 
Stencils, ete. Made to order. Write for general cataleg. 





and 





The *‘APSCO”’ Line of Pencil Sharpeners 


Chicago 
Giant 

* Junior 
Wizard 

x Dexter 

*« Dandy 
Climax 

and 

U. S. 
Automatic 


ew | >/ 


The “JUNIOR” 





For Pencils of all sizes—one of the “higher 
type’ Pencil Sharpeners i 


*It pays to sell these “‘“STARS’’ 
of the APSCO Line — more 
satisfaction to the consumer 
— more profit to the dealer. 





The *“*Chicago” and The “Giant” 
are the most satisfactory Low Price 
pencil sharpeners made. 


Automatic Pencil Sharpener Co. 
58 East Washington Street 
Chicago, Ill. 
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4 WEBCO PRODUCT 





TRADE MARK 


Original! and Best 
lye Cheating fi “ii 


Cleans your type No type brushing 
Cleans your platens | No picking out of 
Cleans metal parts | particles from type 


Dissolves grease and cleans spots 
rom your desk 


WHEN R=! mann PPEARS 


DIRT OISAPPEARS 
MANUFACTURED BY 


The F SWebster Company Inc. 
BOSTON 
MAKERS OF 


MULTI-KOPY Carbon Papers 
STAR-BRAND Typewriter Ribbons 


























We are leaving the 
Age of Noise 


The tendency in America today is toward 
peace, and quietude, and poise, and calmer 
treatment. You can do your part, Mr. Sta- 
tioner, in promoting it, and make a nice profit 
in the good work. 

There are noiseless 
typewriters, noiseless 
floors, noiseless 
streets. 

Now comes the noise- 
less Whisper-It Tele- 
phone mouthpiece. 

Guaranteed _ satis- 
factory to dealer as 
well as his customer , This handsome display— 

free—with trial order for a 

or money refunded. dozen Whisper-its. On your 

, $ counter it means welve 
Retails at $1.00. Quick Cash Sales. 


Send for a dozen on 
Memorandum Bill. 









(3207) 












MOUTHPIECE 


0.A. COLYTT LABORATORIES 
565 W. WASHINGTON ST. CHICAGO, ILL 





November, 1925 





Chicago, !!l.—Donald M. Downs, manager here for the Caxton 
Laboratories, made a trip to the factory at New York in 
October. 

Chicago, I!l.—The Cooper Carbon Coated Paper Company, 
2756 South Trumbull avenue, has taken a membership in the 
Chicago Association of Commerce. 

Chicago, ill—George R. Steele, superintendent of agencies 
and export manager for the Kee-Lox Manufacturing Company, 
visited the Chicago branch in the course of an October trip. 

Chicago, ill.—L. H. Beaudean, of Petetin-Beaudean, Inc., New 
Orleans, La., was an October visitor at the local branch of the 

S. Webster Company. He came to Chicago to attend the 
convention of the United Typothetae of America. 

Chicago, Ill—A. H. Olmstead, president of the Crown Rib- 
bon & Carbon Manufacturing Company, visited the Chicago 
branch several weeks ago in the course of a trip which included 
cities between Rochester, N. Y., and Chicago. 

Philadelphia, Penna.—The Linfoot Manufacturing Company, 
carbon papers, 3720 Mount Vernon street, has been registered 
in the common pleas court as a commercial title by Josephine 
S. Linfoot, 1104 South Forty-sixth street. 

Portiand, Ore.—The “Multicopy’’ window of the J. K. Gill 
Company won the first prize in the F. S. Webster Company’s 
annual display contest. 

San Francisco, Calif.—The Pacific coast manager of Mittag 
& Volger, Inc., W. G. Huston, is back from his Eastern vaca- 
tion. He announces that he will soon open a branch in the 
Northwest, encouragement having been made for doing so by 
the good record of the past year. 

San Francisco, Calif.—The C. H. Miller Company has estab- 
lished offices in the Kamm building, 717 Market street The 
company is Pacific coast representative of the Rochester Mani- 
folding Supply Company, Rochester, 

San Francisco, Calif.—Walter P. Funck, coast representative 
of the F. S. Webster Company, has had notice served on him 
by the Philadelphia sales organization that he will have to de- 
fend his quota reputation at the next sales conference. He has 
been a consistent winner in these events, and the Quaker City 
staff is determined to shift the honors to the banks of the 
Delaware 


(Stationery—Continued from page 271.) 

pany; Harry F. Hunt, representing the Esterbrook Steel Pen 
Manufacturing Company, is due November 29; J. W. Willman 
will sail on November 2, with the cabinet folders of the Cooke 
& Cobb Company; K. W. Zeagen, representing the Alex. H. 
Irvin Company, and also the National Vulcanized Fibre Com- 
pany; John F. McKenney, representing S. E. & M. Vernon with 
a line of blank books was booked for the 26th; while Billy 
Hughes promised himself for November 2 with a splendid line 
- eon from The Weis Manufacturing Company, Monroe, 
Mic 

San Francisco, Calif.—Albert Carlisle, of A. Carlisle & Com- 
pany, has returned from his four-months’ trip to Burope.—L. 
Rande, head of the stock department, had the misfortune to 
lose his mother September 21. His co-workers expressed their 
sympathy with a beautiful floral piece—The A. Carlisle & 
Company force have all done their vacation stunts,and with much 
satisfaction. Geraldine Howes of the legal blank department 
visited the beautiful Lake Tahoe. Eleanor Engstrom spent her 
vacation with her parents in Connecticut. Harry Gorline, as- 
sistant manager of the stationery department, spent several 
weeks in Seattle. 

Syracuse, N. Y.—The Tip Top Manufacturing Company, Inc., 
has been consolidated with the Treiber-Cahill Manufacturing 
Company, the consolidation operating as the Tip Top Manu- 
facturing Company, Inc. The products of both companies will 
be manufactured at 818 Park street. 

Wilmington, Del.—The Tab Corporation has been chartered to 
deal in identifying devices of all kinds; capital stock, $175,000; 
representative, M. F. Williams. 

Winston-Salem, N. C.—The Hinkle-Lancaster Book Company 
has been established in a new building on Trade street, in the 
heart of the best business street. The business was organized 
by E. J. Lancaster and S. O. Hinkle, who are well known in 
the office supply and stationery business of this section of the 
state. Their friends are predicting splendid success for the new 
venture. 


House Organ Philosophy. 
Habit is a costume designed by the devil.—Faultless Bul- 
letin (The Stationers Loose Leaf Company). 
7 « * 


Determine that the thing can and will be done, and then—find 
the way!—Leopold News (Leopold Desk Company). 
* . a. 


One of the most comfortable places to live is just inside your 
income.—The Alco Booster (The Ivan Allen-Marshall Company). 
7 > * 


Extreme dignity is the refuge of the man who doesn’t know 
how to be human.—The Webster Way (F. S. Webster Com- 
pany). 

. 7 * 

Don't judge humanity by the newspapers. The fact is, de- 
cency is so common that nobody talks about it.—Quality (Clarke 
& Courts). 

nae « 

Speaking of optimists—there’s the young lady who used a 
casket for her hope chest.—Strathmorean (Strathmore Paper 
Company). 

ee * « 

One buyer on the dotted line is worth half a dozen prospects 
who are merely interested.—The Typebar (L. C. Smith & Bros. 
Typewriter, Inc.) 
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Premier Steel Filing Cabinets 





Premier Steel Filing Cabinets 


are good enough for use in any office, since 
they are constructed the same as higher 
priced cabinets and we offer them at a price 
that is even lower than wooden cabinets, 
with much better protection. These cab- 
inets are fire-resisting and practically inde- 
structible. 


Finish—Beautiful 
Premier Cabinets are beautifully finished in 
Olive Green, Mahogany or Walnut grained 
enamel which is oven baked assuring a per- 
manent finish, with label holders and drawer 
pulls in satin brass finish. 


‘Built for Business’ 





Constructed for Unlimited Service 
The Premier File is rigid in construction, all 
drawers and the cases are electrically and 
acetylene welded, nothing to become loos- 
ened, warp or split as so often happens with 
wooden cabinets. Steel does not deteriorate 
with age. 
Perfect in Operation 

The drawers operate smoothly and noiselessly 
on perfectly adjusted roller bearings regard- 
less of the weight that is placed in them and 


are very easily removed from the cabinet or 
replaced. 





Locks—Automatic Prices are F. O. B. Mishawaka. Indiana ; 


—— 








Premier Cabinets can be 4 | 
equipped with an automatic No. | DESCRIPTION 
locking device secured and 


operated by a paracentrickey 54 | 4 Drawer Letter File 
lock controlling all drawers. 504-L| 4 Drawer Letter File-Lock 
i i 506 4 Drawer Legal File 
caeeeky 25 Gling inches per 506-L| 4 Drawer Legal File-Lock 
—— 304 | 3 Drawer Letter File 
304-L| 3 Drawer Letter File-Lock 
306 | 3 Drawer Legal File . 
Typewriter Stands 306-L} 3 Drawer Legal File-Lock 41.00| 47.00 | 125 
The Usual Discounts Extended to the Trade 
Address All Communications to 
The Premier Metal! Products Company 


JOHN W. MESSIMORE, SALES DIRECTOR 
2808 Logan Boulevard 


GUNN [INO DESKS 


TRADE MARK REGISTERED 


With Inlaid LinoTops ;/itented and All Styles:All Finishes 


Eliminate Glare—Relieve Eyestrain 


The soft dull shade of Lino is rest- 








Costumers, Tables, 














Chicago, Illinois 



















‘It Isn’ta 


ful to the eyes because irritating LINO 
light reflections are absorbed. Lino Unless It’s a 


wears like iron. Gunn” 
Gunn Lino Tables are popular for 
Libraries and Cafeterias 
Lino saves breakage 
of Tops and Dishes. 
Catalog and Sample of Top 
Mailed Without Charge 


: _— a 


THE GUNN 
FURNITURE 
COMPANY 


GRAND RAPIDS, MICH. 


New York Salesrooms: 11 East 36t" St 


I Angeles, 312 West Tenth Sireet 
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Sok 


Have you taken advantage of the reduced prices on the PLNEPag PEP tine? 


>— 





i E yo 
‘ 

DAN-DEE WASTE BASKETS, CASH, STRONG and SECURITY BOXES, as _ } 
well as TICKER BASKETS, TOWEL BASKETS and HAMPERS purchased at 7? 
our greatly reduced prices cannot help but stimulate your fall sales. Place your ) 
order now, while you have the matter in mind. ( 
ERIE ART METAL COMPANY ) 

Erie, Pennsylvania , 

o> catia 















Three time-proved qualities that insure 
satisfying adding machine service for every 
Wales user— 


1—Accuracy, which means relief from an- 
noying and costly errors in your figure work. 


2—Unequalled speed and operating conveni- 
ence which insure the greatest saving in time 
and labor. 


3—Durability. The result of a policy that 
insists on a product of faultless materials and 
workmanship. Wales machines bought ten to 
> . . fifteen years ago are still giving the original 
Models suitable for every line of purchasers satisfactory service. 
business, large or small, for use on desk, ; 
counter or stand. Single Counter or 


, Sales and Service Stations in all 
Duplex. Hand or motor operation. 


Priced as low as $125.00 principal cities. 
Test a Wales on your own work with- ° ° 
out obligation or expense. Wales Adding Machine Co. 


WILKES-BARRE PENN’A, U. S. A. 
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Chicago, Ill.—A. C. Werber, of the Irving-Pitt Manufacturing 
Company took his vacation in October. He spent it in Chi- 
cago—the world’s champion vacation town. 

Chicago, Ill.—W. C. Martin, formerly with the Wilson-Jones 
Loose Leaf Company, has joined the Chicago Binder & File 
Company, taking care of local dealers. 

Chicago, Ill.—M. B. Locke, of The Loopost Binder Company, 
225 East Fourth street, Los Angeles, Calif., spent several weeks 
in Chicago last month. The company represents the Proudfit 
Loose Leaf Company in Los Angeles. Mr. Locke is interested 
in a tract of Florida farm land near Melbourne, and may visit 
the property prior to returning to Los Angeles. He is for- 
tunate in the appreciation of his property, due to a drainage 
project which enhances the value of the farms in its vicinity. 

Green Bay, Wis.—The American Tablet & Stationery Com- 
pany, an established business, has been chartered to conduct a 
manufacturing business; capital stock, 100 shares preferred 
stock, $100 par value, and 1,500 shares common stock without 
par; incorporators—A. D. Race, H. Forberg and W. J. Bertrand. 

Los Angeles, Calif.—The Grimes-Stassforth Stationery Com- 
pany has installed a display rack for its lines of sectional post 
binders 

San Francisco, Calif.—Thomas A. Moore has taken on the 
lines of the Chicago Binder & File Company, both the metals 
and completed binders. The loose leaf line is familiar mer- 
chandise to Mr. Moore, since he was connected formerly with 
the Wilson-Jones Loose Leaf Company. 








ee 











PENS AND PENCILS 





Chicago, I!l.—Mrs. W 4. Sheaffer, wife of the president of 
the W. A. Sheaffer Pen Company, spent the week of October 
19 in Chicago. 

Chicago, til.—J. G. Orr, formerly district manager for the W 
A. Sheaffer Pen Company with headquarters at Denver, has 
been promoted to general sales supervisor, with headquarters 
in the general sales office here. 

Chicago, lil.—F. D. Chisholm, representative of the L. E. 
Waterman Company at Toronto, Ontario, Canada, visited the 
local branch in October.—G. D. Horne, Greeley, Colo., also 
called at the local branch last month. 

New York, N. Y¥.—The Premier Pen Company, Inc., has been 
chartered to manufacture fountain pens; capital stock, $100,- 
000; incorporator—N. Iannone, 451 Warren avenue. 

Portiand, Ore.—T. E. Miller, who had been with the Parke: 
Pen Manufacturing Company, is now a member of the ad- 
vertising staff of the Portland News 

Portland, Ore.—The display cases in the fountain pen de- 
partment of The J. K. Gill Company have been equipped with 
individual lighting fixtures mounted inside The merchandise 
is illuminated splendidly and some economy is_ effected 
through the lessened need for light from the overhead fixtures 

San Francisco, Calif.—Frank C. Lail has been transferred by 
the W. A. Sheaffer Pen Company from the Utah territory to 
the California territory formerly covered by J. L. Warwood 

San Francisco, Calif.—Work is progressing on the building at 
609 Market street acquired by the L. E. Waterman Company. 
Edgar Sparks, the local manager, expects to be operating in 
the building by the first of next year 

San Francisco, Calif.—A. L. Jones Company reports that it 
has been having remarkable success with the Scripto line 
Sales increase constantly The advertising campaign has done 
much to incline dealers to tie up with the line 

San Francisco, Calif.—_When John Rogers and his four com- 
panions, the heroes of the navy seaplane which was forced 
down so near the Hawaiian Islands, arrived in San Francisco, 
Clay Miller, president of the Chamber of Commerce, presented 
them with solid gold fountain pens, each pen bearing the 
initials of the owner These pens were bought with pennies 
contributed by the children of San Francisco and the state of 
California The H. S. Crocker Company supplied the pens at 
wholesale prices 

San Francisco, Calif.—Tom “Old Man” Conklin Emerson, just 
grabbing his grip for Reno, with a stopover at Sacramento, 
stops long enough to say that conditions are rapidly improv- 
ing all along the Pacific coast, and the best proof of this is the 
increasing number voluntary orders coming in from every 
direction The Conklin will do the largest business in its his- 
tory on the Pacific coast, as every month since the first of the 
year has penned up a record above the previous month. Not 
only the Pacific coast, but the Hawaiian Islands also, are now 
showing a big volume of business. To care for the increases 
Mr. Emerson has found it necessary to increase materially the 
inside office force The new dealers added to the accounts are 
many, and they are appreciative of the fact that they can get 
what they want on short notice by telephone call, and so do 
not have to keep large sums tied up in stock with longtime 
turnover. Harry D. Wilson of the Conklin sales force, who 
has been on the shelf for the past six months, is now tread- 
ing the air again, and his sales are going great down in Ari- 
zona and New Mexico. Tom Emerson announces with an air 
of mystery that the Conklin office will have an important an- 
nouncement of interest to the entire trade in the near future, 
but mum’s the word. 
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spilling, clip-equipped, pat-, 
marked ashstand—a product 
Nationally advertised. Sells 
s customers. Repeats. See 
left. Write today for catalog. 


Retail Price 
$10.50 East of the Mississippi 
Pat. $11.00 West of the M 
Feb. 26 (Freight paid on 5 or more) 
1924 SMOKADOR MBG. CO. INC, 
130 W. 42nd St. ad New York, N.Y. 


SMOKADOR 


ie we MT OF 
The 


Ashst 

















ss TYPEWRITER 
> (0. VARIABLE SPACING 
A ff en TYPE 
Writes in any kind of type you want. 
Gives every letter a vivid appearance. 
Write for Attractive Dealer terms. 
HAMMOND TYPEWRITER CORPORATION 
68 Brook Ave., at 132nd St. New York City 





















Send for 

Illustrated 
Folder of 
Counter 
Displays 








Push-Pins Push-less Hangers 
“Glass Heads- Steel Points”’ “The Hanger with the Twist” 


To “Hang Up Things” in Homes, Offices 
a and Schools. Ask your Jobber. 


Moore Push-Pin Co. ( Wayne Junction), P Pa. 


















The Slickest 
Pens 
Ever Made 





eodsanigs 
GLUCINUM 

PENS ALLOY 

SPECIALISTS =a) PENS 


The Turner & Harrison Pen Mfg. Co., Inc. 
FALCON PEN WORKS PHILADELPHIA, PA. 
Mlastrated Catalog and New Discount List on Application 


SILVER- 
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Ribbons re-inked 
for all duplicat- 
ing machines ex- 
cept typewriters. 











MARKILO ENVELOPES Protect 


Pat. Sept. 30, 1924, G. Perry Loose Leaf Records 


MARKILO Envelopes of transparent celluloid protect loose leaf she-ts from soiling 
and tearing — hings across the open side correspond to punchings in the sheet; 
MARKILO * ao ee are supplied with six holes for memo books and three for 
price books in all standard sizes from 2x4 inches to 8}x1!1 inches. They are also 
supplied open end or side and 
notched instead of punched 
for file cards. 


MARKILOLCnvelopes 
are almost indispensable for 
machine shop, — or re- 
ceiving room records, engi- 
neers’ held books, etc. 
STATIONERS are invited to 
send for samples and quantity 
prices. 


Markilo Co. 


6252 S. Halsted St., 
Chicago, U.S.A. 




















Original, Thin and Best 


EVERPOINTED PENCILS 
, Red — Blue — Yellow — 
AS} . ) Green— Brown and Purple 


These leads are 

proving very 

AwER popular and 

eo . shou WM be 

stocked by every 

stationer. Finest 
quality made 


Newark, N. J. 






A. W. FABER, Inc. 











PATENTS 


Trademarks and Copyrights 


Difficult and rejected cases specially solicited. No 
misleading inducements made to secure business. 
Over 30 years’ active practice. Experienced, personal 
conscientious service. Write for terms. Book free. 


Specialty:—Typewriting and Adding Machines. Address 


E. G. SIGGERS 


Ia a aaa 


Suite 33 N. U. Building 
Washington, D. C. 








November, 1925 


Statistical Clerks for Government Work. 

The United States Civil Service Commission will hold exam- 
inations for statistical clerks to fill vacancies in the department 
at Washington, D. C., and elsewhere. The receipt of applica- : 
tions will close November 7, and candidates will be notified of 
the dates of examinations. The positions provided are senior 
statistical clerk (entrance salary, $1,860 a year) and statistical 
clerk (entrance salary, $1,680 a year). Competitors will be 
rated on statistical computations, statistical tabulation and 
education and experience. Appointees will perform statistica! 
clerical work demanding a thorough knowledge of statistical! 
methods, and the exercise of mature statistical judgment. 

After the probationary period of six months required by the 
civil service act and rules, advance in pay may be made with- 
out change in assignment up to $2,400 a year for senior statis- 
tical clerk, and up to $2,040 a year for statistical clerk Pro- 
motion from lower to higher grades may be made in accord 
ance with the civil service rules. 


Polish Import Restrictions. 

The Polish government has announced import restrictions 
applying to American products, as well as those of other coun- 
tries. These goods will be allowed entry only on the contingent 
basis, subject to a permit secured by the importer from the 
minister of commerce and industry. Among these restrictions 
are furniture, rubber goods, typewriters and calculating ma- 
chines, and writing paper. 


Rae Steen 





Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 


Manufacturer. 

From The Ash Cabinet Manufacturing Company, Dayton 
Ohio, comes a folder descriptive of the ‘‘Set-Ezy” stools for 
draughtsmen, bookkKeepers, etc : 

Dealers of the Lyon Metallic Manufacturing Company are ; 
supplied with an instructive sales manual for guidance in an- 
swering the questions of customers 

From the Lyon Metallic Manufacturing Company, Aurora, 
Ill., comes a folder, ‘‘Lyon Quality in Use.’ It features Lyon 
lockers, and the reasons why they endure 

Meyer & Wenthe, 28 South Jefferson street, Chicago, Ill., dis- 
tributed locally a blotter featuring the company’s lines of mark 
ing devices and “Aluminum” pocket seal presses 

The Yawman and Erbe Manufacturing Company, Rochester 
N. Y., has issued a twenty-four page catalogue on “Y and E” 
identification equipment. This material is used chiefly by banks 
and police departments. 

An excellent specimen of plate engraving announces the re- 
moval of the John B. Wiggins Company, Chicago, IIl., to its 
new factory at Fullerton and Racine avenues. The downtown 
office continues in the Peoples Gas building. 

From The Rotospeed Company, Dayton, Ohio, comes a man- 
ual for operators of the Rotospeed duplicator. This is a com- 
plete treatise on the preparation of stencils and the printing 
operations. Many illustrations help to clarify the text. 

From the Erie Art Metal Company, Erie, Penna., comes a 
four-page folder on radiator furniture. Handsome guards aré 
made to hide the radiator in office and home, humidify the air 
and separate out the dust in the atmosphere as it is warmed 

From The Van Dorn Iron Works Company, Cleveland, Ohio, 
comes a folder descriptive of the Van Dorn line of sectional 


steel show cases. Several representative installations are 
shown, and the details of the show cases described and illus- 
trated. 


From The Vance Manufacturing Company, Dayton, Ohi 
comes a folder descriptive of the Van Werben equipment for 
reproducing wood grain in finishing steel office furniture Two 
excellent half tones illustrate the effect obtained in reproducing 
walnut and mahogany. 

The R. D. Swisher Manufacturing Company, 411-13 South 
Clinton street, Chicago, Ill, has issued a twenty-page booklet 
with colored covers, ‘“‘The Dealer's Helper.’’ This lists and 
prices the various specialties manufactured by the company for 
the rubber stamp trade. 

From the Edgewater Paper Company, Menasha, Wis., comes 
a sample book of the ‘‘Quality” line of Christmas wrapping 
paper. Many special holiday designs are furnished in wrap- 
ping paper, both in retail packages and reams and rolls. These 
items make excellent dressings for Christmas gifts. ; 

From the Chicago Binder & File Company, 500-08 West Thir- 
ty-first street, Chicago, Ill., comes Metal Parts Catalozue No. 9 
This describes the ‘Perfect’ line of loose leaf metals, for the 
use of stationers who make up their own loose leaf binders 


An extensive variety of metals for all purposes is listed j 
From the Woodstock Typewriter Company, 216 West Mon : 
roe street, Chicago, Ill, comes a booklet descriptive of thé / 


“Electrite.’’ This remarkable advancement is described su: 
cinctly, with appropriate illustrations It is a gem of typo 
graphic work and presents the ‘‘Electrite’’ in attractive man- 
ner. 

From the L. C. Smith & Bros. Typewriter, Inc., comes an 
impressive book, a record of “Some Winners of 1925 Amateur 
Typing Contests Who Used L. C. Smiths.’’ Details are given 
regarding the various contests, and the names of the instruc- 
tors published with each picture of winners. The contests dé 
scribed include state, interstate, district, county and sectional 
events. 

From the J. K. Rishel Company, Williamsport, Penna., comes 
Catalogue No. 100 of office furniture The opening pages show 
a number of high grade suites in very attractive designs and 
of superlative craftsmanship. Standard lines of desks and o é 
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Look At the Record Not For It 


ISBLEX Juniors are flexible 
V cover book units for pocket, 

desk and portfolio use, contain- 
ing visible records for the modern 
business and professional man. 

Standard forms are available which 
include professional and commercial 
applications. 

Visibility and orderly classification 
FOR DESK is made possible by an exclusive Vis- 
et PORTFOLIO }Jex feature. It is Simple, Compact, 

Capacity 275 sheets Economical, Speedy and Practical. 
The product is right—the market 
is made, and the price makes it an 


FOR POCKET attractive and profitable item to 
USE handle. 


Capacity 180 sheets 
AGENCIES NOW BEING APPOINTED 
Write for Our Dealer Plan 





VISBLEX Junior V!SBLEX COMPANY, Ine. 
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The World's Greatest > 8 New Vicuai 19 3 x 25 


BAUM FOLDERS 


4-6-8-12-16-18-20-24-28-32 pages in one operation 






Model 290 
4 folds (32 pages) one oper- 
ation. 17,000 folds an hour 


ONLY*77O 


Complete. Motor included 


Model 190 


3 folds (16 pages) one oper- 
ation. 13,000 folds an hour 


ONLY °685 


With motor. No extras 


The same SIMPLICITY and QUALITY CONSTRUCTION that made 
BAUM FOLDERS THE FASTEST-SELLING-FOLDERS-IN-AMERICA 


coum Foe Pie ewewss 6«=RUSSELL ERNESI BAUS 
Baum Automatic Folder—3 folds, Max. 14 x19 615-27 CHESTNUT STREET : PHILADELPHIA 


Baum 19” x 25” Folders—3, 4 or 5 sets folding rollers 


BRANCHES OR AUTHORIZED DEALERS IN ALL PRINCIPAL CITIES 
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Let These Desk Pads 
Keep The Pot Boiling 


The Ravenswood and Rosco—are 
two highly efficient pads which keep 
the pot boiling for many dealers. 

The glass top gives a smooth, hard 
surface for writing and is clean, neat 
and attractive. Memos, charts, maps, 
tabulations, etc., can be slipped under 
the glass and are in sight always, for 
ready reference. 

















The finger hole is not The two styles, both of equal merit, 
Just an identification— enable you to supply almost any pref- 
it isan exclusive feature erence. Full particulars on request. 


Ravenswood Office Specialties Co. 


1800 Newport Avenue 
CHICAGO 
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THE WORLDS BEST 


+ TYPEWRITER RIBBON 
Kk TYPE - ARTS Ys 
“THE WORLDS BES SS 


Typewriter Ribbon 


Not a mere idle statement 
but a challenge to all 
competition. 


——— WHY SAY 
MORE 
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WRITE FOR YOUR FREE SAMPLE TODAY 


























is ee deena ei 








November, 1925 


tables are shown also The catalogue is noteworthy for its 
complete specifications, and handsome illustrations, typography 
and printing. 

Direct Mail Matter. 

Vawter-Luckett, Ltd., Toronto, Ontario, Canada, offered a 
line of loose leaf devices at special prices. 

The Process Engraving Company, 209 South State street, Chi- 
cago, Ill, announced the opening of its display of Christmas 
cards. 

A striking mailing from the Acme Card Systems Company, 
116 South Michigan boulevard, Chicago, Ill., emphasized the 
value of visible records to the business man. 

The Faithorn Company, 105 West Jackson boulevard, Chi- 
cago, IL, distributed a mailing featuring personal greeting 
ecards for the holidays This card was a splendid example of 
steel die stamping and plate printing. 

From The Toledo Metal Furniture Company, Toledo, Ohio, 
comes an attractive folder in colors showing a number of “Uhl!” 
steel products for the office It is a revelation to the business 
men unfamiliar with the diversified ‘“‘Uhl’’ line. 

The Oxford Filing Supply Company sent a novel folder on 
standardized correspondence filing folders. It showed a steel 
filing cabinet, finished olive green, died out to form. The text 
of the folder showed the advantages of selling standard sys- 
tems A reply postal was sent with the folder 

“Mr. Executive, Meet —’ is the greeting of a mail piece 
distributed by the Woodstock Typewriter Company, 216 West 
Monroe street, Chicago, II This is an introduction to the 
Woodstock ‘“‘Electrite”’ telling how it facilitates the work of the 
stenographer, and enables her to do better work 

An enticing brochure from The John B. Wiggins Company, 
Fullerton and Racine avenues, Chicago, Ill., features personal- 


ized Christmas cards An actual sample shows the high char- 
acter of the company’s products, and twenty-four pages show 
reproductions of varied classes of Christmas cards 

“Some Evidence from France” was a folder from The Elliott 
Company, with a lively illustration on the first page Within 


was a reproduction of a two-page letter from a user of Elliott 
addressers in Orleans, France. A reply post card facilitated 
getting in touch with the company for a demonstration. 

From the National Blank Book Company, Holyoke, Mass., 
comes a broadside, arranged to display in the dealer's show 
window A Saturday Evening Post advertisement is repro- 
duced, featuring fillers of Hammermill bond A facing page 
shows a number of National loose leaf fillers with binders 

“How Much Do These Butterflies Cost?’ queries an unique 
folder, the reply postal of which forms the seal Within are 
shown the wasteful ways of business, characterized as ‘‘butter- 
flies,""” which can be chased out of sales organizations by the 
use of the Addressograph, made by the Addressograph Com- 
pany, Chicago, Ill 

‘More Coming”’ is a tasty mailpiece in colors from The Van 
Dorn Iron Works Company, suggesting the horde of papers the 
file clerk is obliged to hoard against the time they are needed 
again 4 systematic file plan was proposed, and a return 
postal was provided to enable the prospect to hail a Van Dorn 
man for information 

A mailing featuring national ‘‘“Graphology’’ week comes from 
the Eaton, Crane & Pike Company, Pittsfield, Mass. The com- 
pany has organized a series of special displays November 2-7, 
and provides dealers with suitable display material, enabling 
them to provide customers with an analysis of their hand- 
writing. This is a repetition of the campaign of last year, 
which many dealers found very effective 

The Van Dorn Iron Works Company, Cleveland, Ohio, mailed 
a trick card which proclaims “Van Dorn—The Complete Line, 


Sky High in Quality,’ and as many selling points as this guy 
has faces."” The “guy” is a man’s head, left without outline 
from nose to neck 4 short piece of fine chain of ample length 
connects the nose and neck By jiggling the card, the chain 
forms the mouth and chin in endless variety of grotesque out- 
lines 

A mailing of funeral aspect from the Reliable Typewriter & 
Adding Machine Corporation, 170 West Washington street, Ch 
cago, , was a riot of fun “Joe,” the assistant manager 


wrote a circular printed in mourning style in the latest vernac 
ular. showing that if the dealers didn’t buy his offerings, Joe 
would go into mourning for a raise the boss had promised. The 
circular included a list of special prices on standard typewriters 
and adding machines 

“Visit Monroe” said a broadside from The Weis Manufactur- 
ing Company This was a cordial urge to call at the factory 
while at the Grand Rapids convention of the National Asso- 
ciation of Stationers, Office Outfitters and Manufacturers, 0! 

r 


iny othe time Distances to Monroe from Grand Rapids, De- 
troit and Toledo were shown graphicaliy Accompanying this 
mailing were various envelope stuffers. bulletins and display 
cards featuring Weis filing equipment and supplies and sectional 


bookcases 

The W. A. Sheaffer Pen Company, Fort Madison, Iowa, sent 
dealers a broadside showing the various models of the “Life- 
time’ desk set. characterized as the “Peer of Pendom.”’ The 
extensive variety and elegance of these sets make them im- 
portant additions to the dealers Christmas stocks The broad- 
side was arranged for window display Accompanying this 
mailing was a folder showing the Sheaffer national advertising 
schedules for October. November and December, 1925. 


circulation of almost 6,000,000 is engaged to aid the dealer sell 
Sheaffer products. 

Cleverly camouflaged with reproductions of cover designs of 
“Forest and Stream,” a bulletin from the Addressograph Com- 
pany tells the complete story of this publication's mail list 
routine and equipment Mighty few men can resist the allure- 
ment of outing pictures shown on the magazine's covers, and 
the reader is led naturally to a study of the contents of the 
bulletin Another Addressograph mail piece introduced itself 


with a picture of a bu ess man deep in thought. The better 
way of addressing was demonstrated, and a return postal gave 
the recipient an easy means of contact with headquarters 





Accessory Advertising Matter. 

Agents of the Steel Equipment Corporation, Avenel, N. J., are 
provided with a newspaper electro featuring ‘Security”’ steel 
shelving 

Dealers of The Globe-Wernicke Company are provided with 
several excellent sales helps for use in building business on 
visible index installat 
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Tee wereece TYPE Ci tance 


assures neat, clean typing 
and carbon copies. Just apply 
with dauber and the type is 
cleaned instantly. Does not 
evaporate. 





We furnish free advertising 
aids to our dealers. 


Individual bottles to retail at 30c and 75c. Also 
pints, quarts and gallons. Liberal discounts to 
dealers. Write us today. 





THE CLAROTYPE COMPANY, Inc. 
16-M Hudson St. New York 






Made of Sheet Steel 
Last a life time 
Interlocking and nesting 


A real storage system—enameled in 
colors, red, blue, green, orange, gray 
and black. 


Best for Vault—Best for Counter 
FOR STORING WRAPPED COINS 


The C.L.Downcy Co. 


941-943 Clark St. ‘@ilalelalal- lie, 


AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are 
making typewriting easier for thou- 
















sands of users. Sales, both new and 
replacement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets, 
CICERO, ILLINOIS 


Above Belew 
THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 


PAT. DECEMBER 21, 1916 








REFERENCE 
BOOK 
For Direct Mail 
Advertisers 


Shows how to in- 


pages full of vital 
business facts and 


Branches in 
pal cities of U. 8. 








< > es 
pon dase 
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REYNOLDS SEACER 


The Most Simple Sealer Made — also Most Durable 


Don't buy a demon- 
stration — buy use. 
Pay for your Sealer 
ONLY ONCE— 
when you buy it. 
TheREYNOLDS 
requires no sup- 
plies or 
ments. Willlasta 

i lifetime. 


Office Li. 
dealers ¥ md the 
Reynold. 















REYNOLDS ENVELOPE SEALER CO. 
=e! NO. MARKET ST., CHICA CO ques 


COLUMNAR PADS 


“THE EFFICIENCY LINE” 





CY oe or comme sre 
HENS Tacs, 





HUTT 





The Most Complete Line on the Market 
Catalog and prices gladly supplied upon request 
American Pad & Paper Co. 
19 Appleton St. Holyoke, Mass. 








DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 
advantages and merits 
no other key possesses. 


You'll get MORE key 
business by selling 


The MasterKey 


(No rubber to wear out) 
Write for Samples 
and Prices. 
Speed Key Mfg. Co., Inc. 


28 Columbus Place 
Brooklyn N. Y. 











TRINER 


ALL-STEEL 
Counting and Receiving Room 


SCALES 


are giving the same efficient 
service as the well known 
Triner Parcel Post Scale used 
daily in 52,000 U. S. Post 

ces. 







Write us your 
requirements 
TRINER SALES CO. 
$3 W. Jackson Bivd. 
Chicago, illinois 
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Lantern slides for movie theater advertising are supplied 
the dealers of the Shipman-Ward Manufacturing Company A 
limited number of framed pictures of the factory is also avail 
able to dealers. 

The Macey Company, Grand Rapids, Mich., has two new 
folders for dealers to use as envelope stuffers and packag 
enclosures. One tells of the No. 55-L file and the other fea 
tures the steel desk line. 

Dealers of the Lyon Metallic Manufacturing Company, Aurora 
Ill., are provided with attractive envelope stuffers. These are 
titled: ““Many Uses for ‘Lymetco’ Cabinets and Tables,” “Bet 
ter Storage at Lower Cost” and “The ‘Lymetco’ Line.”’ 

Price Revisions. 

The Shipman-Ward Manufacturing Company has announ 
the suspension of summer prices on rebuiit Underwoods, and 
the return to standard prices. 

The Workman Manufacturing Company, 1200 West Monroe 
street, Chicago, Ill., has announced new prices on the “P & M 
loose leaf line, in Price List No. 103 This became effectiv: 
October 10. and applies to general catalogue No. 48. 

The Invincible Steel Furniture Company, Manitowoc, Wis., has 
issued Price List No. 45, covering steel office equipment The 
new 900 line now includes all combinations. Some additional 
units have been added to the 700 line, which make it complet« 





Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 


Manufacturer. 

“Dr. Osler’s Personal Code,” in Graphite (Joseph Dixon Cru 
cible Company) listed the three precepts which the eminent 
physician followed to do each day’s work. 

“Paper and Printing Service for Ditto Users” in The Ditt 
gram (Ditto, Inc.) told of the facilities afforded in the prepara 
tion of business forms for use on the Ditto machine. 

What Next? (Dennison Manufacturing Company) printed 
page of helpful ideas for newspaper advertising by the retailer 
These are pithy paragraphs especially suited to use as “locals 
or reading notices. 

Daily issues of The Typebar (L. C. Smith & Bros. Typewriter 
Inc.) were issued during the visit of ‘““‘winning salesmen” to the 
factory some weeks ago. Live personalities, pictures and good 
features characterized the dailies 

“Keeping Letters Human” in The Du-Plex Postal Adv 
(Du-Plex Onvelope Company) was a brief article by Shermar 
Perry showing the need of clear, original expression in forn 
lating sales letters to produce results 

“Sale a Day’’ contest on ‘‘Flexi-Post’’ binders was announcs 
in the Faultless Bulletin (The Stationers Loose Leaf Company) 
The contest runs from October 1 to March 31, 1926 Points ar 
earned on several items of the “Faultless’’ line 

The Royal Standard (Royal Typewriter Company, Ir 
printed a page of illustrations and text regarding the d 
tributor in Sweden, A/B W. Banzhaf (W. Benzhaf, Ltd 
This is an extensive organization with several branches 

“When Safes are Safe and Burglars Bums” in the Securit 
Salesman (Steel Equipment Corporation) narrated the exper 
ence of a filing safe that withstood the attacks of safe blowers 
even though it was not sold as secure against burglarious 
attack. 

Leopold News (Leopold Desk Company) came out as “A Lit 
tle Journey to Two Lecpold Installations.’’ Eight pages and 
cover were required to show installations of Leopold products 
in various institutions. The illustrations are very impressiv« 
and instructive. 

Detailed information on how to make up a mailing list wa 
published in Globe-Wernicke Doings (The Globe-Wernicke Con 
pany). While this was planned to aid dealers in preparing fo. 
the sale of Globe-Wernicke visible indexes, the procedurs ~ 
basic for any other line of selling work. 

“When Records Sit for Their Pictures” in Brown’s Paper 
(L. L. Brown Paper Company) told of the increasing u of 
the photostat process for copying documents. Brown's 
ledger is furnished sensitized for this process by a number 
converters who sensitize stock for photostat users 

“The Telling Point’? was characterized in The Macey Monthly 
(The Macey Company) as the finishing touch in a sales pr 
entation The ability to make a successful finish is not 
mon to all salesmen—The Macey Monthly holds that 1 
men out of twenty stop short of ‘‘the telling point.’”’ 

The Typebar (L. C. Smith & Bros. Typewriter, Inc.) shé 
a number of illustrations taken during the outing of 
ning salesmen held at Syracuse and vicinity several we 
These pictures will no doubt inspire other men to produ 
that will entitle them to a similar outine in the fui 

‘*Taking Care of Your Typewriter Will Repay You” in Ren 
ington Notes (Remington Typewriter Company) gave det 
instructions to the stenographer and typist on how to kee} 
machine clean, neat and in good running order Careful 
lowing of these instructions will enable the user of the n 
to keep it running easily and turning out good work 

How the traveling man and local salesman is “The Com) 
to dealers and customers in the field was told by H. P. R 
well, manager agency-dealer division. in The “Y and E 


, 


(Yawman and Erbe Manufacturing Company) The characte! 
and service given by the outside man determines very large] 
what the outside world thinks of the company for whic! 
works 


A contest for stenographers was announced by The W 
Way (F. S. Webster Company) The best letter ind 
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This Up-to-the-Minute Office Specialty 
is an excellent agency proposition. It offers big returns for the man who will devote his 


time and energy to selling it. The machine is small in size and large in capacity; so simple 
that an office boy or girl can operate it efficiently. 


LETTERGRAPH JU 


Every business and profession uses duplicate letters, lists or forms. The 
Rotary Lettergraph will do the work nicely and carries a big advantage 
because it performs the duties of a duplicator at an unusually low cost. 
Read what others say: 


“*This little machine has been worth a hundred dollars.”’ 
—W. E. Cooke, Interstate Teachers’ Bureau, Selma, N.C. 
**The machine is highly satisfactory.”"—J. D. Burgauer, 
manager, Muncie Typewriter Exchange, Muncie, Ind. 













This machine has a number of attractive, exclusive features, such as the 
ease of putting on the stencil, the simple inking process, the easy, natural 
way of feeding the paper, extraordinary cleanliness, two color print- 
ing. It is always ready for use. 


THE HEYER DUPLICATOR CO., Inc. 


18 South Wells Street Chicago 
ESTABLISHED 1903 


Some Rotary Lettergraph Uses 


Form Letters Lodge Work Reports 

Office Forms Notices School Papers 
Menus Price Lists Specifications 
Bulletins Quotations Stock Sheets, etc. 














ROBARCO. 


Vertical File Folders 


STRAIGHT OR TAB CUT 
Stocked in five different qualities, in a range of weights from light to 
extra heavy. Immediate delivery. 


Price list with quantity discounts, and samples, mailed promptly upon 


request. Send us your inquiries. 


ROCKWELL-BARNES COMPANY 


815-23 So. Wabash Avenue Chicago, IIl. 
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D. W. BEAUMEL & CO., Inc. 
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THAT 


FOUNTAIN PENS in BLACK--RED and MOTTLED RUBBER 
ALL SIZES in ALL MODERN DESIGNS 
PRICES THAT ASSURE GOOD PROFITS 
IMPRINT LINES A SPECIALTY 


Office and Factory: 17-27 Vandewater St., New York, N. Y, 
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PLEASES USERS 







ESTABLISHED 1884 





ew 








Holding at your pA ends for “instant refer- 
ence’’ all active matter 


The use of this file does away with having to dig through 
the several thousand letters in “‘general correspondence 
file’’ to locate active matter. 


Ask your dealer. Write for catalogue. 


THE KOHLHAAS CO. 


MANUFACTURES 
INSTANT REFERENCE FILES 


183 N. Dearborn St., Chicago, IIl. 











90% of SPACE 
| SAVES } 50% of TIME 
SORTING 
Letters Orders 
Back Orders Stock Sheets 
Bills of Lading Invoices 
Sales Slips Checks, Etc. 


your needs: Numerical, Alphabetical or Special 
Wording. 


| Made in any size and indexed in any manner to fit 




















‘“‘All That the Name Implies’’ 









Cable Address: ‘‘Reliable’’ 


170 W. Washington Street, Chicago, III. 





Calculating Machines 


Adding Machines 
| Check Protectors 


Typewriters 





ELIABLE | = 
Typewriter Adding Machine Corp | PRICE LIST No. 200 


"All That the Name Implies" 


the most complete and comprehen- 
sive wholesale price list of rough, 
* rebuilt and new office machines. 





for YOUR COPY. 


SPECIAL PRICES IN LARGER 


| Call, wire, phone, or write 
QUANTITIES. 
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the service secured from ‘“‘MultiKopy Durus” carbon paper will 
receive $10.00; the next five letters earn $5.00 each. All con- 
testants will receive a twenty-five sheet package of the writers’ 
favorite weights of “‘Durus.”’ 

Pleasant memories of vacation days were recorded in The 
Lyon Standard (Lyon Metallic Manufacturing Company) by 
means of a page of snap shots which the editor secured from 
many of the organization who spent their vacations away from 
Aurora—with an exception. A group of pretty girls showed 
several reasons why one should spend his vacation at home 

The Edgewater Bug (Edgewater Paper Company) told how 
the Society for the Prevention of Useless Gifts helped the sta- 
tioner by sending folks to his store for useful presents. Then 
the theme progressed into a discussion of the use of special 
wrapping paper for Christmas parcels. Edgewater has shelf 
goods for the stationer to sell folk with wrapping jobs on hand 


Dealer. 

An alphabet of the rubber stamp industry was the dominating 
feature of Samoss Good Impressions (Samuel H. Moss). 

“The Steno’s Own Lamp” was a page advertisement in Qual- 
ity (Clarke & Courts), directing attention to the office lamps 
in the store’s stocks 

“Business is dominated by the men who are creative and 
willing to serve,” said The Blank Book News (The Columbus 
Blank Book Manufacturing Company). 

“Putting First Things First’ in The Shepard Staff (The 
Henry O. Shepard Company) told of the many advantages of 
doing things in logical order, giving precedence to those matters 
which require prior completion. 

The joys of doing business were discussed in Roth’s Service 
Bulletin (The Roth Office Equipment Company) The satis- 
faction of giving service and satisfaction to the community is a 
greater incentive than the profits which trading earns. 


Internal. 
The palm goes to a traveler abroad, who contributes to the 
Strathmorean (Strathmore Paper Company). He visited in 


Germany and didn’t even hint at the joys of hoisting one when 
describing his experiences at Cologne. 

The large and varied stocks of Hallowe’en novelties in the 
store stock were stressed in The Gill-O-Gram (The J. K. Gill 
<cenmany ) Members of the organization were urged to keep 
this fa in mind when talking with friends and customers 


Carbons, Ribbons and Filing Supplies Exports 


United States exports of carbon paper, typewriter ribbons, 
filing folders, index cards and other office forms in August, 1925 
By the Division of Statistics, United States Department of 
Commerce 

Filing 
folders, index 
cards and 





other Carbon Typewriter 
office paper. ribbons. 
Countrie forms. Pounds Pounds 

Austria 560 $ 1,569 
Belgium ; 298 § 185 230 411 
Denmark $ 50 781 68 219 316 
Finland . 16 24 
France 222 134 709 1,120 
Germany 2.309 2,122 123 138 
Italy : ° Tere 238 812 173 1,372 2,202 
Netherlands ere . 356 291 414 900 
Norway ; 16 5 ; § 
Poland and Danzig 120 254 192 307 
Portugal : : ; 664 989 
Spain ‘ 155 163 353 865 
Sweden 1,033 79 
Switzerland 520 801 852 
Turkey in FEurope 193 
United Kingdom 2.304 18,583 16,282 10,662 
Canada , 208 11,759 ,793 2.687 
British Honduras 17 : 
Costa Rica 17 440 if 4? 
Guatemala 44 119 in? 11 Poe 
Honduras 729 48 7S { . 
Nicaragua 75 R4 118 9 11 
Panama : TOF 161 7 15 49 
Salvador 16 287 12) 19¢ 140 
Mexico 4 997 5.010 5.144 3539 5 706 
Newfoundland and La 55 25 10 14 
Bermuda ; 25 ; 
Jamais 4 21 38 13 4() 
Trir la Tobag 124 0 { 
Other Br h W. I 2 2 \ 
Cuba A 1.472 3.603 2 580 929 1.92 
Dom. Republi 9 849 684 R4 68 
Dutch W Indies 201 96 49 12 41 
Haiti Or 
Ars + R¢ 1.159 1 616 69 
Bolivia in { Tf 4 
Brazil 663 52 85 1st 
Chile $20 1 196 172 
Colombia 7 277 77 395 738 
Ecuador 108 278 
British G 7 15 g 
Dutch G “< 27 38 
eru 575 2s 131 $5 
Urugu ‘ 160 7 
Venez 1.713 1,058 163 27 
British I 82 701 615 748 1,56 
Cevlor 17 2 
Straits S ts 413 6 
China 133 817 on N47 
Chosen 14 
Ta’ i if 1 I id ira 130 65 112 19 
Other Du E. Ir 22 1 285 5 
Tapan 134 8,448 4,945 3 i) 
Philipp Islands R4 1.450 84 996 1.200 
Austral 73 9.572 7.839 2.475 £780 
New Z 1 R28 1,509 1,326 525 767 
Belgian ¢ xe 7 ( 154 42 
British S. A 2 202 141 112 189 
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Quick Sellers—Big Money 3 Makers 


nstant” 


Their et — eep 
eoneeen vie ee \ tom ite 


31, special! 
celluloid ‘covered, removable in- 
dex tabs. 


Idea Books 










uable ideas, yy acceesibie. 
Albums for Every Purpose 
Portral 





Write for prices and special discounts. 


W. C. Horn, Bro, & Co. ist 200 Sth Ave., New York 








TIME STAMPS were never needed 
until TIME Acquired a Value. 


THOMPSON TIME STAMPS 
a Record the hour and minute A. M. & 
Bad Plts P. M., firm name and character of the 
transaction—such as Received, Sent 











Out, Started, Finished, etc. 
MODEL A 
“Visible” Printing 
TIME STAMP 


Prints on top of 
the paper. 
Write for Folder No. § 


THE THOMPSON TIME STAMP CO., Inc. 
106 Church Street New York, N. Y. 







MODEL B MODEL A 








McGILL UTILITY PUNCH 











[a 





aa WITH RENEWABLE DIE 
so Punch need not be thrown away when die wears out. 


1% inch reach. Made entirely of steel. 
Outwears 5 ordinary punches. , 
Round holes only \%. 5/32, 3/16, % inch. 


McGill Metal Products Company 
128A No. Wells Street CHICAGO 








TESTING 
MACHINE 


for weardown 
tests of type- 
writer ribbons 
and carbon 


paper. 





Size 3x6 inches—weight 3 Ibs.—Price $65.00 


IOWA FRYE COMPANY 


215-217 Fourth Street Des Moines, Iowa 
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3 WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 


a» 


‘ 
4 





RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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STEEL DIE ENGRAVED 


Business 
Motto Cards 


can be used to good advantage in your 
correspondence especially where quota- 
tions are being made. They are steel die 
engraved on a paneled card, size 34x4} 
inches, and are enclosed in folded wed- 
ding tissue. We give below the wording 
of a few of the cards. 


Beware of the higher cost of the 
lower price. 

Cost is measured by the results 
obtained and in no other way. 
It's what you get, not what you 
pay. 

Anybody can cut prices but it 
takes Brains to make a better 


article. 
We have samples and price list ; send for them. 


The American Embossing Co. 


Steel Die and Copper Plate Engravi 
and Printing in All its uae 


192-96 Seneca Street Buffalo, New York 




















APPLIANCES 


Filing 
folders, index 
cards and 
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other Carbon Typewriter 
j office paper. ribbons 

Countries. forms. Pounds. Pounds. 
British E. Africa ....... etens 132 83 s3 68 
DE: Chinvonbuieee sae os 83 284 164 
Algeria and Tunis . hébeee : kus 8 6 
Fora. @ Africa ..... mune wee 54 52 

MEE 2 ck0040d%4e3 . -$20,752 76,965 $60,466 24,657 $47,249 

Typewriter Exports 
United States exports of typewriters by countries during August, 192! 
1¢@ is driven by an 


In exports under this classification where the machir 


electric motor, the value of the motor is included with the machine By 


the Division of Statistics, Department of Commerce: 





Standard, New Portable, New Used & Rebuilt Parts of 
Countries. No Dollars No. Dollars No Dollars Lbs Dollars 
Austria , 46$ 3,220 308 1,080 35 $ 217 
Azores and Ma 
deira Is... —. See ‘ . 1 25 
Belgium oh ww 2.08) 32 1,152 + 120 93 $ 203 
Ee «ccccs 380 =—21,111 115 3.944 i 1,777 139 219 
Denmark 82 5,420 TT ‘on 10 440 113 173 
Finland ...... 33 8,241 35 1,260 eee ° eee : 
France we 378 19,745 32 1,048 121 3,639 3,972 12,200 
Germany 143 «17,726 180 4,880 42 1,281 16,225 85.078 
Gilbraltar .. 1 102 oes aon ais aos ‘ 
Greece ... ‘ 14 1,017 6 230 20 709 
Hungary . 60 4,200 or ons 105 2,978 : 
ee . 280 18,504 125 4,500 170 4,645 1,187 1,494 
Malta, Gozo & 
Cyprus Is.. 2 140 ime nas 12 165 dit 
Netherlands 236 16,006 5 5,420 154 4.319 104 7¢é 
Norway : 44 8,013 7l 2,556 78 147 
Poland and 
Danzig 375 26,958 75 2.700 60 133 79 
Portugal .. 97 6,038 20 720 1 55 
Rumania , 140 9,489 36 1,260 ia : 6 1 
Russia in Eu 49 4,708 “ae ; iad . 25 105 
Spain ..... 384 26,767 341 111 4,788 108 242 
Sweden ... 37 2,365 5o 17 451 575 59 
Switzerland 147 =10,200 96 ane - 952 1,909 
Turkey in Eu. 1 145 10 i ain 
United King 3,993 242,189 958 94 13,714 8,986 14,937 
Yugoslavia and 
Albania ..... 3s 2,455 5 180 ee . , 
Canada .... 22 28,605 57 1,862 96 3,359 30,804 14.540 
trit. Honduras. 4 288 2 75 , : 
Costa Rica 1 86 > 8 315 
Guatemala ... 37 2,455 30 1,080 10 507 
Honduras .... 13 1,070 . nO 7 
Nicaragua 6 659 14 920 1 aL 
Panama ...... 24 1,723 aan nd 9 373 
Salvador .. ° 62 3,348 Ses nae 2 115 
CO errr 519 28,193 100 3,695 53 1,857 3 
Newfoundland 
and Labrador. 1 36 11 8397 
Permuda ..... 1 80 2 70 2 130 
Jamaica 1 41 1 25 
Trinidad and 
Tobago .... 15 1,020 5 180 3 . 
Other Brit. W 
Indies ..... 3 292 “a . 
Cuba , m 21.504 61 2,133 8 350 1,000 910 
Dominican Re} 79 5,715 7 2,465 2 25 75 44 
Dutch W. Ind. 5 427 7 285 N7 &8 
French W. Ind 1 70 ‘ nea 
BEEN lcccccccs 14 Aso , 6 oan ‘ 
Argentina .... 445 29,613 205 6,980 69 2,463 $40 7 
Bolivia _ 62 8,735 . ad , 
Brazil 784 52,887 115 4,145 5 1,892 654 47 
Chile TTTT 250 16,212 75 2.7™) ‘ 627 1,341 
Colombia .... 72 5,162 150 5,465 57 2,566 240 181 
Ecuador ... | 3,514 70 2.551 . i ; 
Brit. Guiana.. 6 387 one “~s 1 88 ; 
Dutch Guiana 1 67 _ ‘ Pe ‘ 
PO sceves 61 4,195 182 6,592 14 743 2 7 
Uruguay . 61 4,356 UL 1,080 eae 184 f 
Venezuela 60 71 4,858 on 8,420 aim : 
British India.. 186 13,268 548 19,704 8 On 79 | 
Ceylon ° 8 O84 8 7 
Straits Set 
tlements 12 792 41 1,326 : 
China — 101 7,066 220 8,294 25 1,247 6S 1 
Chosen . : oes eee ee 3 89 
Java and Mad. SS 5,621 ee 19 770 
Other Dutch 
East Indies.. ae : 2 72 1 28 &8 8 
Fr. Indo-China 108 7,560 10 1,440 4 
Hongkong ‘ 1 1% ‘ ; 
Japan .. 47 3,004 20 609 10 1,46 
Palestine and 
Syria 182 
Persia 5 340 . 
Philippine Is.. 188 12,015 27 41.503 
Rus. in Asia.. 10 915 < 
Siam Btesde0 12 840 ‘ 8 i2 
Australia cilee 896 8.346 307 =12,258 8 1.219 2,352 11,0 
Brit. Oceania. n 415 3 108 
New Zealand. 202 13,479 37 1.2% 19 805 421 5 
Other Oceania. ns oe 3 108 ‘ 
Relgian Kongo a6 2.688 50 2.750 29 77 
Brit. W. Africa 1 105 30 1,080 
Brit. S. Africa 210 14,409 92 3,270 6 298 365 249 
Brit. E. Africa 42 2,905 t 144 Sl 142 615 
Canary Islands 5 1,200 15 545 2 ” 
DE tubsnece 42 2,898 12 32 2 73 
Algeria and 
ED ‘eeccece 12 840 ees : 
Oth. Fr. Africa 9 672 13 4m 
Liberia ‘ 50 5 200 
Portuguese E. 
PE séeves 3 210 
Other Portu- 
guese Africa. 18 978 
Total ......12,752 $826,118 5,173 $187.044 1.994 $62,237 71.181 $157,847 
Shipments of Typewriters to Non-Contiguovs Territories. 
DL: sanubed ened 6seukehen cena ee 9405006 6606e00n ee 7 $1,650 
DE 665006 66000e000es8e60096 petenuess4 cunkews {Number} 8&7 5,682 
Pn <s¢ cietadsetheasbededcsces é« ...{Number] 22 920 





4 








~ et Aa =. 








November, 1925 OFFICE APPLIANCES 285 


am) WELDON ROBERTS 


Rubber Erasers 


Don’t Neglect 


To Keep Up A Full 
Assortment of Styles and Sizes of 


“World’s Quality Standard” 


they meet every demand 








A BUSINESS FORUM 


: 


Itis important that those who sell office equipment New things are being placed upon the market con- 
re authentic Ang of important changes stantly and changes are made in older lines. Each 
an 

pint aoaibnat ey month OFFICE APPLIANCES gives its readers de- 


Competent news of the ind ora ly 
? s of the industry spread regularly. scriptions of new things just ready for the market. It 


OFFICE tells of new developments which affect the industry; 

important business shows and conventions are described 

APPLIANCES and in various other ways the journal is made of im- 
The 230 page news and technical mense benefit to subscribers the world over. 


trade journal of office equipment Ask for a sample copy and see for yourself its merits. 


The Office Appliance Company, 417 S. Dearborn St., Chicago, U. S. A. 























HAND PICKED TYPEWRITERS 





Typewriters rebuilt by slip shod methods may look like any 
other rebuilt typewriter at first glance. But in this organiza- 





rete oes tion we will not tolerate inferior overhauling in our work- 
WHOLESALE shop. Instead, all United Typewriters are hand picked, 
EXPORT remanufactured under most careful inspection and thoroly 


tested before shipment. This practice assures you a product 
worthy of your confidence. Write for the latest price list. 
UTECO 


Select Roughs UNITED TYPEWRITER EXCHANGE CO. 


137 High Street Cable Address: ““UNITYPEXCO.” Boston, Mass. 
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‘BONDS, STOCK CERTIFICATES AND SECURITIES @ 


overprinted on these steel engraved blanks have a quality look and feel equal 

to that of United States Bank Notes because they are produced in exactly the 

same manner. Consequently they are the preferential choice of dealers and 

investors and prove an unusually profitable source of income to the printer. 
SAMPLES SENT ON REQUEST 


~ [FOR ALL PAPERS OF VALUE | 
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WIGGINS 
book torm CARDS 


Reorders Insured 


Every time you sell Wiggins Patent Scored 

Cards in Wearwell Lever Binder Cases 

automatically insure reorders. How?— 

Wiggins Cards are the only cards that fit the 
fearwell Case. 


clea i 9 by ne soya ae 
PEE Te fo to be pr inked ed cards pepplied 
THE JOHN B. qn co. 


1109 So. Wabash Ave. 705 Peoples Gas Bidg. 
CHICAGO, ILLINOIS 
[J =: Wiggins Patent Scored Cards Wearwell Lever Binder Cases 
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PATENT FOR SALE 
Typewriter Ribbon linking Machine 


Designed to ink both single and multi-color tape. Principle 
can be applied to any single color machine now on the mar 
ket, thereby converting it into a multi-color inker. 


FRED G. MEYER & CO. 
610 Princeton Place, N. W., Washington, D. C. 








“ADDAC” 


Accurate Adder and Subtracter ‘24> 


The World's lowest priced practical Adding 
and Direct Subtracting Machine. Terri- 
tories open. 


Addac Co., 333 Houseman Bldg., Grand Rapids, Mich. 











NICKEL PLATED 








WILL NOT RUST 
FOR 


LOOSELEAF BOOKS 
PAMPHLETS, BLUE PRINTS, ETC. 
EXCELLENT ARTICLE TO HAVE IN OFFICES 


FOR BINDING DAILY REPORTS 


PACKED 100 INA BOX. _— PRICE PER 100 {|}! —*3-09 


The E. W. Carpenter Mfg. Co., Bridgeport, Conn. 





‘GOLD PENS-~-au Shapes and Styles 


Imprint 
Work a 
Specialty 
All makes Gold, Fountain, Stylographic P Pencil Cases 
aoaked and pa amen i susaived. Satisfaction guaranteed | ed 


GAYDOUL GOLD PEN CO., Ine, 64-68 Fulton St, New York 














PRECISION BRAND TYPEWRITER 
PLATENS RECOVERED, 
standard lengths single rubber 50c postpaid U. S., 


Caneda, Mexico. Complete platens, black or grey. 
30 years’ experience. 


E. E. Bushnell, 3314 S. Spring St., Los Angeles, Cal. 











Steel Boxes for Filing and Storage 
Card Index Trays, Bond Boxes, Cash Boxes 


REAL DURABILITY—cold rolled steel, 
electrically welded. REAL ECONOMY— 
cost no more than tin lines. 

Pleasing Appearance—attractively fin- 
ished in green with nickeled locks and 








handies and Srl ace in individual cartons assuring perfect 
condition. for illustrated price-list. 


ART STEEL COMPANY, 401 East 23rd Street, New York 








WRITE US FOR PRICES 


On adding, listing and calculating machines, typewriters, multi- 
graphs, dictaphones, checkwriters, duplicating machines, mai!- 
ometers, time clocks, safes and stee! lockers, new and second- 
hand office furniture, and alli office devices. 

We are the largest dealers of the kind east of the Rocky 
Mountains and will save you half on your office needs. Every- 
thing first-class; nothing cheap but the price. Write Today and 
Save Money. 


Chicago Safe & Merchandise Co. U41S18 ot Ss 














This Typewriter Brush Sells Rapidly Because | 
it is made right and spe ® brush is right. The bristles arenon-breakable. The , 
tapering end oy tt to be inserted in the smallest openings with- { 


out scratching 
Retail Price per doz. $3.00 








MORTON'S Washable B: 
TYPEWRITER CLEANING "pRUSH 


Send 20c for sample postpaid and ask for dealer's terms. 
MORTON MANUFACTURING CO., Louisville, Kentucky , 
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SHIRLEY PENS 


Offer easy additional profits to salesmen 
calling upon consumers. Your JOBBER, or, 


NATIONAL SUPPLY CO., DEP’T B 


Distributors Samples on Request INDIANAPOLIS 








The Clear Signal 
—No Delay Wertiac wim 
Medearis ‘tsi; Stamps 


Save your time 
Prevent errors 


Stop losing val- 
uable time by mis- 
takes and hunting 
the ht stamp, as 
you o when you 


use the  old-fash- 
toned “blind” rubber stamp. 


Put a stop to these time leaks in your office . Clean 
out the wasteful ones and modernize with “Indexed. 


Any stamp-maker can supply you—or write us. 
Medearis Moulding Co., Winston-Salem, N.C., U.S. A. 






INDEXED STAMP 





RealvEye Protection 


Working under adverse lighting conditions subjects the 


eyes to 4 strain that results in Reotaches, weak eyesight 
and serious injury he a 


sometimes more 
weight ae is constru sons the 
— D rab —bR at jet of Brians 
ru e, tweight 
Where it touches the forehead, ~~ Noaltulotd 8 eevee 





preceeding & smooth, round pF ne bin 
| Your t inquiry will sesstve oreanee we fat 
ihe Feather wegat Eyeshade Co., Merchantville, N. J. 

















CEC SURAT 


PERFECT MACHINES LOWEST PRICES 


WRITE —SPECIAL DISCOUNTS TO DEALERS 


TO FLAVEN, MANHATTAN BLDG., CHICAGO 
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ACCOUNTING DEVICES COMPANY 


Manufacturers of 


(ADCO (2% PRODUCTS 
= AD * ‘A”’ Flexion Chain Binders 
(DOO “Vif? Machine Bookkeeping Equipment 
CADCO “*Visible’’ Prong Binders and Visible Systems 
564 W. MONROE ST. CHICAGO 








Profits! 


If you are interested in easy, quick profits, you should investigate the 
Rotospeed Agency in your town. 

With a practically unlimited market and an already created demand 
the Rotospeed Agency offers an unusual money-making opportunity 

Write today jor the facts 


THE ROTOSPEED COMPANY, 356 Fifth Street Dayton, Ohio 


eR OTOSF. DEE 4 











SIMONSON 


Patented Metal Tip Guides 
For Vertical Letter Card 
Systems and Check Files Are 









None Genuine un- 

less stamped U. S. 

Patent No. 794,749 
on Metal Tip. 





Free Samples Sent on Request 
Discounts to Dealers 

R. A. SIMONSON & CO. 

122 S. Michigan Ave. CHICAGO 





| i cnadttetiateeaisoting al OVER A 
A ww OlIr a MILLION 





holds any Razor Blade 


No 108 Twine Cutter holdsany blade—No. 106 Gitsulfe holds Durham 
Duplex. No. 101 Gitanife holds Enders and Autostrop§ Retails 25c 
each. Order triai dozen, _ 00 orapekd. Mounted on cut-out display 


reer 


ecard. Show them. Sel! them. en write for gross price 
GITS CoO., 5419 VW. Chicago Ave., CHICAGO 








GUIDES 








Celluloid Index Guides—Metal Tip Guides 


We wy a high grade line of filing suppli Our t enables us 
to give prompt, satisfactory service on special card work. An investigation 
wills reveal the profit possibilities this line offers you. Wedo not sell to 
consumers direct. 


DACO GUIDE COMPANY 


154 Pearl Street Boston, Mass. 











MARKIT TICKET PRINTER 


Every Store and Stockroom should have it 







For printing 
price tickets, 
numbering 
bius, boxes, 
shelves, etc, 


HOLDERS MAY BE FASTENED TO ANY ARTICLE OR 


SURFACE wood, glass, tin, paper, etc., by means of @ 
lasting adhesive material furnished, Made in two sizes, 
Write for prices and discounts to 


HANS H. HELLESOE, 2444 Ainslie St., Chicago 





Typewriter Ribbons and Carbon Paper 
For the Typewriter, Adding Machines 
Time Clocks. Put up for the trade. 
Official and Empire Brands, or in plain boxes with imprint if desired 
SNELLING & SON “*™"icoxtyn. N.Y 


Exclusive Territory Rights Not Entertained 











EUREKA EYE SHADE 


Fashioned from 
green celluloid, 
bound on both 
edges, properly 
ventilated and 
adjustable. Ask 
for catalog of 
complete line. 


CHICAGO EYE SHIELD CO. 
2300 Warren Ave. Chicago, Ill. 












COIT’S BALL-BEARING LETTERING PENS 


DEALERS—Send for our Counter Display of 
12 Pens on 30 Days’ TRIAL at Our Expense 


For School 
Students 
ARTISTS 
Salesmen 

Real Estate 


Agents 
— 
Architect 

decielitaiine 





. by 


THE BRIDGEPORT PEN CO. 
BRIDGEPORT, CONN., U. 8. A. 








| Gold Pens for Fountain Pens 


Repairs on Gold Pens and Fountain 
Pens Attended to Promptly. 


< EXPORT TRADE SOLICITED 


| Acme Gold Pen Co.,17-27 VandewaterSt.,New York 


Manefacturers of Fine Geld Pens Established 1884 








"The SHALLCROSS COMPANY | 
~ Inks-Ribbon,s-Carbons » 


FORTY ECIGHTH and GRAYS FERRY RORD 
PIVILADELPHIA,VU.S.A. 


— 

















The OLIVER Speedster 


MODEL ELEVEN 


Our finest product, pre- 
senting the latest features, 
a velvet touch and Standard 
Three Bank Keyboard. 





Write for attractive dealer terms. 


The OLIVER Typewriter G. 
WOODSTOCK, ILLINOIS 
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THE 
INVINCIBLE 


Demountable 


T reigns supreme in the hearts of all typists who have experienced the posi- 

tive delight derived from the subtle way it brings forth higher and still 
higher speed without conscious effort; the charm of its responsive reaction to 
the gentlest touch, and the many practical conveniences exclusive to the De- 
mountable which make the day’s work a pleasure. 


IT IS A TYP'ST’S TY PEWRITER. IT Is THE WORLD’S BEST. 


Write for booklet explaining why 


DEMOUNTABLE TYPEWRITER CO. 


Manufacturers: 


Fond du Lac, Wis., U. S. A. 
D. M. ALKIRE, 


Director American Sales: 
Fond du Lac, Wis., U.S. A. 


European Director of Sales: 


PIERO CASTELLI DELLA VINCA, 


Via Principe Umberto 19, MILAN, Italy. 


Exclusive Representatives for Great Britain and Ireland: 


PARKER DRAKE, LIMITED, 


36 & 37 Upper Thames St., LONDON, E. C. 4, Eng. 

















THE WONDERFUL SINGLE FLUID 
ERADICATOR 


IN THE DISPLAY CABINET 
CREATES ADDED SALES AND PLEASED PATRONS 


NOW SOLD IN TWO 








TRY BOTH 














[ULTIMATELY — BETTER NOW —] 








& ee: 


oS 
Orne mgr RU 








SIZES: 
SMALL LARGE SALFSMAN'S | 3 F FREE — 
@ 25c @ 50c DURABLE ~ ATTRACTIVE 
3 DOZ. LARGE ONLY IN CABINET FOR $10.50 
IN ROUND 5 DOZ. SMALL AND | DOZ. LARGE 
TIN LARGE IN GROSS LOTS $36 0 DOZ LOTS $3.60 
CONTAINERS SMALL IN GROSS LOTS $18.00 —DOZ. LOTS $1.80 


BOTH SIZES SELL WELL 





INKOUT MFG. CO. Montclair, N. J. 
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ECONOMICAL SOLID POST 
STORAGE BINDER 


The Full Canvas Binder without Steel Plates in back; very durable. 
Something that you have wanted for your Trade for a long time. 

This Transfer or Storage Binder can be used as a Temporary 
Binder, as well as a Permanent Binder. 



























All metal parts are white 
plated. Posts are threaded the 
entire length of same, to give 
you any adjustments. After 
binder is filled the winged nuts 
may be replaced by hexagon 
nuts, and ends of posts can then 
be clipped off. his leaves no 
post ends to interfere when 
stacking same. 

Any size made to order. 

The prices are the same as 
those of our Economical Canvas . 
Transfer Binders. 


Send for Price List 


HENRY T. ADAMS MFG. CO.ia 
8561 -o9 uth Chicag Ay 

wm. E Bassinger, 377 Broadway, New York 
Gus Adams, 703 Market St., San Francisco 


F. Raymond Hale, 266 4th St., Cuyahoga Falls, Ohio 

















A SET weer 


EST ULTIMATE COST 


r 





Dependability 


There is an invaluable factor of prime importance in 
making one product superior to another. 

It is not just a matter of certain prescribed materials 
and methods, but it is that constant feeling of responsi- 
bility to one’s customers that prompts the utmost effort 
to justify their confidence and good-will. 

It is bound to find expression in the quality, uniformity 
and price of the goods, and in the dependability of service. 

Paramount to the certainty of supplying the best quality 
for each purpose lies this consistent dependability at all 











times. It is not only the goods and facilities, but the spirit 
back of them that counts. 


It is found in the “Line of Lowest Ultimate Cost.” 


NEIDICH PROCESS COMPANY 
Burlington, N. J., U. S. A. 
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For filing purposes where unusual capacity is desired, Leatheroid Expand- 
ing Folders fill the bill. The tough, long wearing material is superior to 
ordinary manila folders because it does not crumple, tear or sag. The ex- 
panding folder also keeps the index tab visible even when the folder is 
packed to capacity. This folder is likewise available in regular flat style 
and both styles come in several sizes. Catalog No. 10 describes the full 
line of filing and mailing specialties. May we send a copy? 


The Northwestern Paper Goods Co. 


At Quality Park, St. Paul, Minn. 
Sales Offices and Stock carried at: CHICAGO LOS ANGELES NEW YORK CITY 





























Sta-fast 


- Paper Clips 








Style A 
Size No.0 %” jaw % gro. to box 
ee a 
Size No.2 1%” jaw 2 doz. to box 
ee sa he en 
Size No.4 3” “ 1 


Style B (with hook) 
Size No.0 \%” jaw % gro. to box 
oe ip = Vib 
Size No.2 1%” jaw 2 doz. to box 
menes «s <a wassilss 
seemeeé F-* i * *-* 


Style C (with teeth) 
Size No.0 %” jaw % gro. to box 
ss le 
Size No.2 1%” jaw 2 doz. to box 
SizeNo.3 2” “ — = 
Style D (with teeth & hook) 
Size No.0 %”" jaw % gro. to box 
ee ee 
Size No.2 1%” jaw 2 doz. to box 
a ss -~ tt." = * 






































J 





A counter display card for dealers printed in color 


We also supply window posters. Write for 
catalogue and prices. 


Manufacturers 


SRG INS, L. D. Van Valkenburé¢ Co. 


Holyoke, Massachusetts, U. S.A. 























sds tte 


: 
; 
: 
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te MOST POPULAR 
Jime Saving Device 


Order more 
and keep 
the sales 






ee 


PaperFasteners 


Washburne's New 

Improved 2 in 1 Paper 

Fasteners are the most 

—— fast holding 

and neatest on the mar- ; 

= going strong 
bie popular time sav- 

ing device is recognized 

as standard office equip- ,G008 

ment in many of the “just 4 

largest and most modern ' q- 

offices in the country. y no 

For permanent use, heres 


merely turn the point , 

with a paper knife. This ing 

locks the papers between Increas 

the two fastener mem- in 

bers. May we send you ity 

our catalog and pricelist? Populari 

We also manufacture the Our sales are rapidly 

increasing. O.K. Paper 
Fasteners are being na- 


Ries O. K. Letter Opener 
and the O.K. Sanitary 
eraser. Write for tionally advertisedinthe 
prices leading magazines and 
by street carcards. Why 
not tie up with this ad- 
vertising with a display 
/ carton on your counter? 





















Keep up 





your 
stock 
Seen 

Cverywhere 
Sold 



















ee 


Y% OK. MANUFACTURING CO. 
Oswego , NY.,U.S.A. 





> 
Ys 
if 
“a 
B/ 

















ESOS 


OFFICE WORKERS 
DEMAND THE ESCO 


Where Esco office chair cushions and 
pads have been introduced, workers are 
quick to specify them when additional 
pads are required. 


The inbuilt quality which makes for 
long, satisfactory service assures a 
hearty welcome for Esco cushions and 
pads in any office. 





Dealers find these better service giving 
pads produce better profits. The mar- 
gin is liberal and the turnover rapid. 
Write for further details and prices. 


Economy Seat Company 


1824 South Albert Street, Chicago, Ill. 
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Every Day Is Moving Day 
| for 
STORMS 
Ribbons and 

Carbon Papers 





CVeld carbon paper to the Once get Storms Products into an office and your work 
light. Note superior qualily is done. No need to ‘follow up” the customer, no need 
S Will not stencil to urge the next sale. When he needs carbon papers 
and typewriter ribbons again he will buy STORMS— 

and only STORMS! 


Because he gets more for his money in clean work, 


These Will Never Gather Dust in long service, in freedom from stenographer’s com- 
cp! plaints and in general office dependability. So, when 
ho laalnes you stock Storms you stock a MOVING product! 

STORMS WHITEDGE Carbon Write for samples and prices 
STORMTEX Ribbons | Super-speedy delivery 
CAMEO Carbon | 
CAMEO Ribbons _H. M. STORMS COMPANY 
STORMTONE Carbon | 561 Grand Avenue Brooklyn, N. Y. 








eal ‘Value 


n important part of the price of goods is the value of the 
article to your customer. An inferior article is dear at any 
price. [he quality of goods of our manufacture is the best 
and this means our costs are not as low as some, but to 
your customers our goods are cheap. Our lines have been 
Standard and exclusive for over sixty years, and the growth 
of our business shows that our values are real. 


Note, Draft and Receipt Books 
School Memory, Wedding & Baby Books 
Sunday School Supplies 


C.R.Gibson & Company | 


826-828 Broadway at Twelfth Street, New York City 


| 
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Business Is Good 
In Neverwarp Desk Pads 


Business always is good in Hoffman’s Never- 
warp Desk Pads. They move the year ’round. 
The sixty styles give variety enough to suit the 
most exacting customer—padded and plain, 
large and small corners, in Fabrikoid, Suede, 
Ecrase, Brass, etc., with stiff or flexible 
backs. Let us send our catalog with prices and 





















discounts. 
L. HOFFMAN 
45 Lafayette Street New York City 
—H OFF MAN 
SPECIALTIES 


Stationers’ Shelf 
Boxes — Legal Blank 
and Letter Cabinets 

Cloth Covered Index 
Cabinets—Agate Paper 
Index Boxes — Desk 
Stationery Racks — 
Document File Boxes 
—Transfer and Stor- 
age Cases—Battleship 
Linoleum Desk Pads 


in Green and Brown 




















If You Want VALUE 
with LOW PRICES 
QUALITY 
BEST SERVICE in 


TYPEWRITERS 


REMANUFACTURED OR SELECT ROUGH 











Buy From The OLD RELIABLE WHOLESALER 


The GENERAL TYPEWRITER EXCHANGE 


INCORPORATED 


30 MAIN STREET, BROOKLYN, N. Y., U.S. A. 
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Furniture 


p pRPEnDs entirely upon what kind of 
furniture you bought. You may charge 
off 25% a year, and still not keep ahead of 
actual depreciation. For the average pre- 
sentable life of cheap office equipment is 
unbelievably short. 





1S 


h 
irate Receivable bo at 
Material & Supplies 9542.54 


Goods in Transit 






& Fixtures 


¢ 61,142.62 


99,100.00 


19, 455.00 


? 


© 
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But if you invested in honest furniture, you 
may be over-estimating depreciation with 
charge-offs as low as 5% yearly. We know 
of many Milwaukee Chairs that have been 
on the job for thirty years. They are still in 
perfect shape and still handsome to look at. 


For over half a century we 
have made office chairs as hon- 
estly and carefully as fine resi- 
dence furniture is made. That 
is why Milwaukee Chairs are 
considered a par investment; 


and why they are featured by 
the leading distributing con- 
cerns in the world. Upon re- 
quest, interested executives 
will be sent complete catalogue 
of Milwaukee Chairs for every 
office use. 


LWAUKEE 


= 
a 
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Office Chairs H- 
icago, Ill. Fv ° 


Executive Offices: - - 624 South Michigan Avenue 
Distributors in all Principal Cities 


MAKING THE QUALITY IDEA INTERESTING TO READ 
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“Mi 99 To us “M. B.” stands for “MON BUREAU” 
e £%- To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for you! 
American goods are extremely popular in France and much needed too. ‘This 
especially applies to office furniture and all modern business appliances. 
To sell your goods in France, you should advertise in the 
2 right French medium. Now, this right medium is M. B. 
because it is the progressive business publication “‘par 
excellence.” Asa matter of fact, M. B. was the first to 
advocate highly efficient business methods in France and 
was the pioneer of modern office equipment in this country. 
So it is no wonder that it is read all over France, Belgium, 
Switzerland, Spain, Italy and Rumania, by the most 
progressive firms, that is by the firm that is likely to be 
interested in your goods. 


Advertisements in this magazine are practically sure to 


bring trade for you because it reaches the very public you 
are anxious to get at. 


Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. His depart- 
ment will write ads that pull for you or translate your copy into 
French just as you like. 


“MON BUREAU,” 7, Rue des Grandes-Degrés, PARIS V". FRANCE — 
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A Utility Stapler 


The Acme Stapler, Model No. 2, is especially 
adapted for general office purposes. It drives a broad, 
flat staple through thick, tough stock, yet holds the 
thinnest paper equally well and without danger of 
mutilating. 


- 









eo 
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ACNE NO.2 
Fe 


* 


— 


The Acme line provides models for all stapling re- 
quirements. Dealers find the line profitable. It calls 
for minimum sales effort and gives maximum user 
satisfaction. If you do not have recent literature, 
and prices, a post card request will bring complete 
information. Ask for it today. 


ACME STAPLE COMPANY 


1643 Haddon Ave. CAMDEN, N. ne 

















OUR customer’s good judgment dic- 

tates desks which supply definite needs. BENTLEY & GERWIG 
The policy of building desks to answer FURNITURE CO. 
specific purposes has made B & G Desks PARKERSBURG, W. VA. 
popular wherever the better quality but 
moderately priced desks are in demand. 
Our catalog is sent free on request. 


| = — — ——— 
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STATIONERY STORES 


OFFICE 
APPLIANCE 


Bes «60. DEALERS 


A $50 ENVELOPE SEALER 





ith 


TO THE DEALER 





$20 COMMISSION 





This is unquestionably the best Envelope 
Sealer on the market at ANY price. Because 
of its superior speed, sureness and simplicity, 
it has won out in competitive trials with 
sealers costing as high as $200.00. There 
are thousands of these “ELLIOTT™ Envelope 
Sealers now in use. You should be able to 
sell a lot of them. And, every time you sell 
one, you make a lasting friend as well as a 
liberal profit. 


Let us send you TWO of these little 
machines, with two Display Cards. Put one 
of the Sealers and one of the Cards in your 
window. Put the other Sealer and Card on 
your counter. At the end of ONE MONTH, 
return the two Sealers or mail us your check 
for $60. 

This proposition is open only to satisfactorily 
rated concerns having a street-floor store with 
display window. 


Write Us at Once For Special Contract Form. 


The Elliott Addressing Machine Company 
140 Albany St., Cambridge, Mass. 
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‘Yhe Oldest Pencil Factory in America 
NEW <2? york 





| REM EMBER-EBERHARD FABER PENCILS ALWAYS LEAVE A GOOD IMPRESSION 
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eam (LOOSE|a =i LEAF |i: 22mm 





ade from a Joli Piece 
of Coushide 







No lining or filler board. no glue or rivets. go into the manufacture 
of the I-P Veriflex Cover. It is simply one solid piece of No. 1 
Grade black levant grain cowhide—a sturdy, durable, long-wearing 
ONE SOLID PIECE OF COWHIDE. NO binding which gives years of service. Light in weight, compact. 


LINING OR FILLER BOARD IN THE " ; : : 
VERIFLEX COVER flexible, it will bend or roll without creasing or breaking. « Veriflex 








combines the advantages of being a more flexible casing with less bulk. 


‘VVERIFLEXCOVER 
SUPER QUALITY 
PRICE BOOKS 
ARE MADE ENTIRELY WITHOUT GLUE 
By our new process, the back metal part which holds the ring 
mechanism is actually inserted into the solid piece of leather. - To 
this the ring mechanism is securely anchored. The use of glue. 
stitching or rivets has been eliminated entirely in the Veriflex 
Cover. This mechanism, anchored to a leather-embedded back 
plate. is in the book to stay. . /t is as strong as the hide that holds it 


METAL PART IS ACTUALLY INSERT 
2300 LINE VERIFLEX COVERS 


Contain no Glue or Rivets 











RIVETS USED 


MECHANISM IS SOLIDLY ANCHORED 
TO METAL PART INSERTED IN THE 
HIDE IT’S AS STRONG AS THE HIDE 
THAT HOLDS IT 







Su preme inthe 
loose feaf’ fielL 


for Ow eee stat ears 





+ 

















A > 
IRVING-PITT MEG.Co. 


Chicago, Kansas City, New York. 
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Ball Bearing Efticienc 


SPEED~-DURABILITY-EASE % OPERATION 






















s letters with as little 
noon as at nine in the 
. test of the easy running 
‘pewriter. The L C Smith operates 
rithout friction, consequently with less 
E. Ball bearings make the difference. 
try L C Smith typewriter is ball bearing 
ghout. Each typebar operates on fifteen hard- 
ed steel balls that result in permanent alignment, 
guard against wear and insure easy operation. The 
result is neater, more attractive letters. 





Every well made machine, 
be it a great Diesel Engine. 
an automobile or a type- 
writer, needs ball or roller 
beurings at all points sub.- 
jectto constant wear. 
That’s the reason for L C 
Smith Ball Bearings. 
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WHAT THE MARCHANT 
SALES OPPORTUNITY 
REALLY IS 


This Company is not trying to pass everyone on 
the road. 











We have a closely knit group of able, experienced 
representatives who are making money—to whom 
leeway and independence of thought is conceded 
—with whom cold-blooded policies and red-taped 
procedure have no place. 


The business of this Company has reached the 
highest point in sales in the twelve years’ history 
of the Company. 


No calculating machine has ever enjoyed a more 
general acceptance on the part of big business, 
predicated on its ability to do more work in less 
time, with less fatigue and strain on the operator. 





Marchant Machines are equipped for automatic 
multiplication, automatic stop in division and addi- 
tion, direct subtraction. 


All models permit short-cut operation with true 
figures. Design has been so handled that all dials 
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MARCHANT 


“MASTER OF MATHEMATICS” 


The Most Advanced 
Calculating Machine 
In The World 





THE 
MARCHANT 
AUTOMATIC 








are concentrated—permitting the minimum of eye 
movement and strain. 


The required desk space is about the same as an 
8Y2x11 letterhead. 


Marchant eliminates all zig-zag reading of key 
board through automatic registration of keyboard 
factor in separate and distinct dials. 


The many operating advantages of Marchant offer 
the strongest possible sales presentation. 


The field for calculating machines is big. The sale 
price per machine is large, and the character of 
selling decidedly high grade. 





We need more able, proven men in our sales or 
ganization, and we will make opportunity for them 
if convinced of their ability, integrity and serious 
intent. 


If you feel confident that you can measure up- 
reply immediately, giving all details of your experi 
ence—what part of the country you prefer, and 
send your photograph. 


Our plan is strictly commission—and liberal. Ma 
chines are inventoried. We support your work 
with intensive sales helps that help sell. 


Address—General Sales Manager, 
Marchant Calculating Machine Company, 
Oakland, California. 
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WATCH 
YOUR STOCK 
OF 





66 DI ON 99 
TI-CON-DER-OGA 


Don’t 
let it 
get 
ele) 
low! 


Joseph Dixon Crucible Co. 
Jersey City, N. J. 
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All Kinds of Envelopes 
and Always Something New 


NOW 








Made of Sub. 32 NIBROC Kraft 
with all the features of the 


FAMOUS TCO JUTE ENVELOPES 


Carried in Stock by the Best Jobbers and 
Always On Our Own Shelves 


Both the DOUBLE CLASP and TENSION FASTENER 











14 SIZES 
3} x 54 7 x10 
33 x 6 44 x 103 
4} x 6} 74 x 103 
5 x7} 8}x 11} 
54 x 8} 9 x12 
6 x9 9} x 124 
6} x 9} 10 x 13 
THE BRASS NON-RUSTING CLASP THE TENSION FASTENER WITH 
FREE FROM BURR OR CUTTING EDGE THE CORD THAT CAN NOT PULL OFF 


TENSION ENVELOPE COMPANY, Inc. 


33 to 87 34th St.. BROOKLYN, N. Y. 
Bush Terminal Telephone SUNSET 6000 
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It is dangerous to 
gamble on luck 


Do your customers gamble on luck? 
Many business men do—unknowingly, 
perhaps. 





Valuable records when entrusted to in- 
adequate safes or vaults are in the 
hands of chance. Luck may, or may 
not, be with you. Fire and night 
prowlers—hazards which come with- 
out warning, may destroy irreparably 
the work of a lifetime. 








Schwab Safes take the gamble out of 
luck. They provide ample protection. 
Schwab Safes and the Schwab Sales 
Plan are a good combination. Full 
details, without obligation, to inter- 
ested dealers. 


The Schwab Safe Co. 


LAFAYETTE, INDIANA 






































304 OFFICE APPLIANCES Vovember, 1925 | 


ee 





") 
Burroughs Quality is Proved 
by 40 YEARS &- 
Undisputed Leadership. 
Burroughs Adding Machine Company | 
Detroit, Michigan 
Sales and Service Offices in’ Ail the Principal Citice of the Weld i 


ADDING »« BOOKKEEPING «- CALCULATING AND. BILLING MACHINES 





DESK CLEAN-—letters in the mail—nose all powdered—reac 
to go! No need for “overtime’—no spotty work—no 


wrists and aching backs where there’s a Woodstock Electr ba, x 
It’s the modern typewriter—a fine standard machine powered by” 


electricity. It means faster, easier, more pleasant work for 
better, clearer, smarter letters for you. Send for the Wood: : 
Electrite booklet and learn how this modern typewriter can of ‘ 
things up in your office. : 


WOODSTOCK TYPEWRITER COMPANY, 216 West Monroe Street, cn C4 
Branches in Principal Cities— Agents all over the Werld 
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Reserve 
Speed / 


Cotte driver of a high-powered car gets a certain feeling of confidence in knowing that he has 
more speed than he will need, except for emergencies. In writing on the Underwood, the 
typist has at her command more speed than she can ever use. A good stenographer writes at an 
average rate of from forty to eighty words a minute. Albert Tangora, World’s Champion 
Typist, has written at the amazing rate of 147 net 
words a minute—but even his fingers cannot out- 









speed the Underwood. 





Every World's Type- 
writing Champion- 
ship has been won 
on the Underwood. 


Your Typists Need this Speed 


There are, however, certain letter combinations 

which every typist writes at a rate equal to that of the 

sustained speed of the “World’s (?hampion, and it gives 

her confidence in her machine to know that regard- 

DEERE Dee less of how fast she may write, the Underwood has 
a speed reserve to meet the demand. 
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For a demonstration of the RESERVE SPEED of the 
Underwood, phone the nearest Underwood office. 


UNDERWOOD 


Speeds the Worlds Business 

















